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td workman about to release reel and 
remove finished rope from laying machine. 


per tension means every yarn of Columbian Rope bears its 

re of the load. To assure this, a system of weights, brakes, and 
ators. regulate tension on every yarn until the rope is finally 

. From beginning to end —there is no relaxing of the quality 
ol of Columbian Rope. 

Every department of the modern Columbian plant is geared to 
cuce rope of uniformly high quality. Result: those ever-depend- 


There is no finer rope! 
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able Columbian features... ¢ ate. le. capageoe:. 
handling — Greater th for withs g tensic of enor- 
mous poundage — More ' gat oe Year 
Rot, non-kinking, too—and Longer Life. 

You can count on these Columbian features always. Every 
foot guaranteed for quality, strength, durability, service. 


COLUMBIAN ROPE COMPANY 


400-70 Genesee Street, Auburn “The Cordage City’, New York 


PURE MANILA ROPE 
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WitH wooster’s 3-POINT MERCHANDISING PLAN 


Your Wooster Brush stock arranged to meet the eye of every 
customer! — Specially designed display units for wall, counter 
or table puts your Wooster brushes right out to the Point of 
Purchase — Sales come easier. 


Stock Balanced to Meet Popular Demand! — Only the 
fastest-selling Wooster Brushes, selected to meet average 
consumer demand, are included. Brushes are interchange- 
able in all displays. 





Brush Inventories Reduced! Every Wooster Brush is arranged | 
to invite buying. Selection is easy. Turnover is rapid. Replace- \ 
ment brushes may be purchased from open stock at no \ 


increase in price. 





DON’T DELAY! Order from Your Wooster Distributor — TODAY! 


Cn. 


Wooster Leadership Builds Your Dealership 


WoosTER BRUSHES } 








fos SS-SE ET THE WOOSTER BRUSH COMPANY * WOOSTER + OHIO OOSTE 3 
Fisel BRUSH MANUFACTURERS SINCE 1851 "ivan 


1F IT’S WORTH PAINTING IT'S WORTH A WOOSTER BRUSE 
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Information about what 

YALE & TOWNE are doing 

to help YALE dealers 
make more money 





YALE DEALERS BUILD SPRING PROMOTIONS 
AROUND “NIGHTLATCH EXPRESS” PACKAGE 


For the second in its regular series of 
retail promotions highlighted by ad- 
vertising in THE SATURDAY EVENING 
post, Yale & Towne has selected 
four best-selling auxiliary locks to be 
featured under the title, ““The Night- 
latch Express”. 

A new and colorful merchandiser 
for the dealer’s counter is now ready 
for distributors. 
It is compact— 
yet gives promi- 
nent display to all 
four locks and to 
the packages in 
which they are 
contained. 

“This assort- 
ment appeals at 
every price 
range,” explains 
Raymond K. Watkins, Trade Sales 
Manager. “For quick impulse sales, 
there is the 040 ‘One-Arm’, the clever 
springlatch that has really swept the 
country. For extra protection there is 
the 042 deadlatch with the extra throw 
which deadlocks the bolt, and the 2 
deadlock with the extra long bolt. 
Finally, there is the popularly priced 
80 springlatch for general use.” 

YALE distributors are now taking 
orders for the special “Nightlatch 
Express” package of merchandise and 
display material. In each package are 
contained 





Raymond K. Watkins 


Four 040 springlatches 

Two 042 deadlatches 

Two 2 deadlocks 

Six 80 springlatches 

It is suggested that dealers tie in 
with THE SATURDAY EVENING POST ad- 
vertisement on the “One-Arm” night- 
latch. The ad runs in the June 24th 
issue, 


DEALERS ENTHUSE TO YALE’S 
FIRST PACKAGED PROMOTION 


In January, YALE announced its new 
merchandising program which prom- 
ised bi-monthly “promotion pack- 
ages” of timely merchandise and co- 
ordinated promotional material. 
Later the same month, the first of 
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the “packaged promotions” was in- 
troduced. Called the “Screen Star 
Parade”, it paved the way for more 
business on YALE’s perennial spring- 
time favorites, the 1011 Push-Pull 
Screen Door Catch and the 506 “Air- 
liner” Screen Door Closer. Included 
in the “package” were advertising 
in THE SATURDAY EVENING POST, an 
attractive display which supports the 
actual products, and mats for dealers’ 
local newspaper advertising. 

Dealer response exceeded expecta- 
tions. The number of orders received, 
beginning almost the same day the 
news was revealed in the hardware 
trade papers, has proved to the satis- 
faction of all concerned that hard- 
ware retailers are alert to intelligent 
merchandising and welcome the op- 
portunity to coordinate quality prod- 
ucts, attractive displays, timely adver- 
tising and aggressive salesmanship 
at the counter. 


ANOTHER NEW DISPLAY 
PROMISES MORE SALES 


This sturdily 
constructed 
display piece 
accompanies 
each shipment 
of the “Night- 
latch Express” 
promotion 
package. 

This litho- aa i 
graphed red, blue and yellow mer- 
chandiser provides “spotlight” dis- 
play for one each of the four types of 
locks included in the package. 


A LONG WAY FROM 
“OVER SHOULDER” 
KEY T0 

“ONE ARM” LOCK 


A dramatic view of 
the great advance 
in lock design is 
given in the Yale & 
Towne ad to ap- 
pear in June 24th 
issue of THE SATUR- 
DAY EVENING POST. 


Be SURE Yours SECURE 








On the one hand: the picturesque 
but cumbersome key carried by the 
ancient Greeks. It fitted a lock which 
was probably the first to provide any 
real degree of security, but must have 
been exceedingly inconvenient to 
carry. 

On the other hand: The clever YALE 
“One-Arm” nightlatch, the lock that 
can be opened with one hand because 
the latch stays retracted when the key 
is turned and then locks automatically 
when the door is closed. It’s a pat- 
ented feature—a YALE exclusive. 

Items like the ““One-Arm” are why 
all America looks to YALE for prog- 
ress in locks, and why dealers every- 
where look to their YALE merchan- 
dise for consistent volume and profit. 


“NIGHTLATCH EXPRESS” 
WILL DELIVER THE GOODS 


Following are the four locks included in the 

new YALE “packaged promotion”. 

040 SPRINGLATCH, One- 
Arm—Most Convenient 
Springlatch Ever Made 

A turn of key or knob 

holds the latchbolt re- 

tracted until door is 
opened. Can be opened with one hand— 
locks automatically when closed. 


2 DEADLOCK, The Str lined Deadlock with 


Operated by key outside 
and knob inside. 

042 DEADLATCH, Extra Projection Gives Extra 
Protection 











An extra turn of knob or 
: ———— 
key gives the latchbolt 


. -ad- 2) 
an extra throw and dead { ee 


locks it so it cannot be 





pried open. 
80 SPRINGLATCH, Popular-Priced Pin-Tumbler 
Springlatch SS 
. Op. a0--- +f 
Operated by key outside ‘r — 






and knob inside. Latch- 


bolt held back by stop. 


Alle \ 
——— 
“y 











Hos Make the Fale 





He@rdware Age, published every other Thursday by Chilton Co. (Ine.) Chestnut and 56th Sts., Philadelphia 39, Pa. Entered as seoond class matter March 24, 1933, at the 


Post Offee at Philadelphia under the Act of March 5, 1879. ( Printed in U. 8. A.) $1.00 per year 


Single copies, 25¢ each. Vol. 165, No. 10 








GOOD FILES MAKE 
FAST FRIENDS 


Ax often-heard remark is that “hardware is 
‘different’—a slow-turnover business because so few 
of its items are consumed or wear out.” 


The way to raise over-all turnover is to push 





“wear-out” items harder. Take files—a “‘consum- 
able” hardware item if there ever was one! Sub- 


jected to the destructiveness of abrasion, file, 





replacements are inevitable—and comparatively 





frequent. The user can do nothing about it—except 


to buy fresh files. 

Where will he buy them? Most likely where he 
sees them most aggressively stocked, displayed, 
advertised, and “talked up.” 





NICHOLSON FILE CO. ¢ 25 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 
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Where will he continue to buy them? Most 
likely where he has discovered by experience he 
can get the best known, best performing, longest 
lasting files for his money. 

There’s your recipe! Push files to increase turn- 
over. Sell good files to keep the customer coming 
back. Nicholson or Black Diamond files are the 
ingredients for whetting his appetite. 





@ If files do not represent at least 14% of your small hand tool 
unit sales (the national hardware-store average indicated by 
surveys), you can do something about it by calling in your whole- 
saler to help formulate a plan of action and suggest a proper 
stock for your particular trading area. 
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is a Salesman... 


It’s a fact... couldn’t do business if it 
weren’t for this jobber salesman friend of mine. 

I'll tell you why. 

I have to stock about 2500 items in my 
store. But sure as shootin’ a good customer 
will ask me for something I haven’t got. 

Take tie-out chains, for instance. They’re a 
kind of seasonal item; I stock them in the spring 
—usually sell out every year. But occasionally 
there’s an “off-season” call for a tie-out chain. 


AMERICAN CHAIN DIVISION 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
(Co Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
_ & 


So what do I do? 

A customer wants a 30 foot galvanized 
Tenso No. 2/0 tie-out chain. I tell him I'll get 
it for him. I call up my friend, the American 
Chain jobber salesman. He gets me the chain 
—I make a sale, keep a good customer and 
everybody’s happy. 

That’s one of the reasons I like to do busi- 
ness with the American Chain jobber. 


I can sell a complete chain line. 


AMERICAN CHAIN & CABLE 





MARK NZ In Business for Your Safety 
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just Among Ourselves 


Informal Editorial Comments 


‘50 Tax Bill Unlikely 
To Tax the Untaxed 


HE tax bill of 1950, as it slowly emerges from 
Tie meetings of the House Ways and Means 

Committee, will, according to present indica- 
tions, be a far cry from the bold plans outlined 
three or four months ago. The final bill will 
probably be largely a political measure, aimed to 
antagonize as few voters as possible in this im- 
portant election year. And for that reason it is 
quite likely that there will be no change in the 
tax status of the co-ops. : 

It was probably asking too much to hope that 
the committee would act in a forthright, honest 
manner to evolve a tax measure based on a pro- 
gram of tax equality and, as such, include means 
of taxing the untaxed. Early this year it did 
appear that such a miracle might occur. Certainly 
everybody wanted to be rid of the onerous and 
inequitable wartime excise tax. The President 
seemed to be inclined in that direction, but he 
warned that if the excise taxes were cut, replace- 
ment revenues would have to be developed. 

An important opportunity for replacement rev- 
enues would be in the plugging of present tax loop- 
holes. The President stressed that. And Secre- 
tary Snyder suggested the taxing of the com- 
mercial activities of educational institutes. The 
chairman of the House Committee said he didn’t 
see how they could tax the colleges unless they also 
taxed the co-ops at the same time. 

Hearings were held, in a rather brisk fashion, 
and Washington reports were quite unanimous in 
the belief that the tax committee’s sentiments 
were in the direction of taxing the untaxed. 

But now it’s past the middle of May and the 
final house bill is likely a month off. Then the 
Senate will take another month or six weeks to 
work out its ideas. By the time the joint commit- 
tee is ready to sit down to work out a mutually 
acceptable bill, it will be working against a back- 
drop of the coming fall elections. Under those 
conditions it is difficult to see how any really 
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worthwhile, equitable tax bill could come out of 
the group. Anything that might create contro- 
versy, and might affect voting inclinations, will 
undoubtedly be missing from the bill. Political 
expediency will govern. 

What will be left will probably be a cut of war- 
time excise taxes. Not as deep as it should be 
and probably not as deep as those the House com- 
mittee is now discussing. 

To obtain the additional revenue, the joint com- 
mittee will most likely fall back on the Mills pro- 
posal of making corporations pay their income tax 
sooner than usual. This won’t actually raise rev- 
enue, but will appear to do so. There are several 
other possible candidates for the job of obtaining 
additional revenue which the final bill may in- 
clude, such as taxes on insurance company income, 
a small increase in the corporate tax rate, and the 
plugging of various tax loopholes. It is most un- 
likely that the tax exempts, such as the co-ops, 
will be touched this year .. . it isn’t politically 
expedient. 

So again, the untaxed slip under the wire, at 
least for another year. 

This appraisal is, of course, “guesstimating,” 
but it has a very reasonable basis. There is an 
off chance that the picture might change, but 
don’t bet on it. This is an election year, and the 
Fair Deal Democrats are not going to do anything 
that might hurt their party’s popularity. 

A very large factor in what the final bill will 
look like will be the effort which you, and every 
other businessman, put into keeping Congress re- 
minded of your continuing interest in taxing the 
untaxed. The co-ops haven’t quit working. They’re 
still at it, hammer and tongs. Are you still at it? 
Or are you slacking off? 

If nothing else, you can at least write your con- 
gressmen and representative each week, remind- 
ing them that you are watching their activities. 
Enough people doing this could conceivably force 
action. At least it’s worth trying. 

Even if no action is taken on the co-op bill this 
year, it’s still necessary to keep up the fight. There 
is no election in 1951 and there will have to be a 
technical tax bill. The treasury deficit will then 


é 





be moving up past $7 billion. New tax sources 
will be desperately needed. Under those circum- 
stances, and with continued, aggressive action by 


Package Deals Can 
Be Source of Profit 


ANY dealers are finding that one way to meet 
the price cutting in appliances and some 
other large unit price merchandise is to sell a 
package deal instead of a single unit. An eastern 
dealer, for example, has developed a _ profitable 
trade in kitchen modernizing packages in which, 
for a flat sum, he not only supplies all the equip- 
ment, but also makes the complete installation, in- 
cluding such plumbing and carpentry that may 
be necessary. He quotes one price for the com- 
plete job. 
These modern kitchen packages may contain a 
combination of cabinets, sink, refrigerator, wash- 
ing machine, range, dishwasher, garbage disposal 


Business Is There, But 
It Takes More Selling 


CAREFUL reading of the business news in 
this week’s issue, beginning on page 14, leads 
to the conclusion that although a few soft spots 
persist, the overall business picture continues to 
be good. While retail hardware sales were ofl 
slightly in March, wholesale hardware sales rose 
24 pet. While this gain is partly seasonal, it may 
well also presage a coming improvement in retail 
buying. 
A large manufacturer of appliances, radios and 
television sets reports that sales in March were 
the highest on record. A washer maker tells us 


that his factories are operating at capacity and ' 


that he also has a sizeable backlog of unfilled 
orders. 


Credits, Collections 
Need Close Watching 


ITH the approach of the vacation season, it 

is good business for hardware dealers to pay 
particularly close attention to their credit situa- 
tion, especially with respect to collections. Vaca- 
tions impose a drain on most purses and usually 
the local merchant faces delinquent payments 
when this happens. Prompt efforts to collect over- 
due accounts, together with close scrutiny of 
credit limits will save many headaches later. 


8 


dealers who must compete against the tax favored 
co-ops, there is good chance for achieving tax 
equality in 1951. 


unit, etc., and often run up to $2500 for a private 
home. By quoting one overall price for the com- 
plete job, he minimizes the problem of the discount 
shopper and manages to turn in a profit. The 
cost estimating, of course, must be carefully done, 
but after a little training, almost any good appli- 
ance salesman can handle it. 

Another dealer, in Texas, has found it profitable 
to concentrate on package sales in merchandising 
water systems. He has installed, in a balcony in 
his store, a complete modern kitchen, bathroom 
and laundry to show the buyer (and his wife) the 
new vistas to better living opened up by the avail- 
ability of running water. These packaged deals 
often go into four figures and are seldom less than 
$600. 

There are other fields for these packaged deals. 
They take a little more effort, but they can pay off. 


More homes were started in March than in any 
other month in history; farm implement sales rose 
sharply, after a bad winter slump. Automobile 
and truck production continues to break records; 
industrial purchasing agents found a pickup in 
buying activity in April and noted that there is 
a growing tendency to take a longer term view in 
making commitments. The steel industry, often 
called a business barometer, is operating at ca- 
pacity with no sign of a letup. And so it goes. 

The business is there, but the customers are 
getting more selective. They don’t just buy— 
they have to be sold. If you want your share of 
today’s business, you’ve got to go after it, intelli- 
gently and aggressively. If you want some new 
ideas on how to do that, read the feature articles 
in this issue. They tell how other dealers are 
stepping up their efforts and increasing sales. 
These reports are not theories, they are proven 
merchandising experience. 


In fact, all dealers will want to give more 
thought to their credit situation as selling be- 
comes more competitive. Usually underestimated 
and often misunderstood, credit can be an open 
door to failure, as well as success. Over-extension 
of credit and slow collections seriously affect work- 
ing capital. And lack of sufficient working capi- 
tal probably causes more business failures than 
any other single factor. 

A very timely and instructive article on credit 
appears in this issue on page 115. Time spent 
reading this article will be time well spent. 
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SUMMER Mon 1 PROFIT ITEMS 








Security for a thousand 
possessions, for exam- 
ple: protects valuable 
tools from petty 
thieves! ILCO 382 to 385 
solid brass padlocks (4 


sizes) with 
hardened steel shackles will guard a | 
multitude of valuables. 




















Three models of ILCO Streamlatches at 
3 price levels for year ‘round summer 


or brown finish. 


















INDEPENDENT 











camp protection. Choice of ivory, gray 

















: 
| 
| 
| 





ORDER NOW! This 
ILCO hardware will 
he in demand during 
JUNE, JULY 
_ and AUGUST 
* 


Display these ILCO vacation- 





time hardware specialties. Sam- 
ples in your windows and on 


your counters will attract atten- 


tion — create sales! Check your 
stock and be sure you are ready 
for this automatic increase in 
profitable business from vaca- 
tioners, hotels’ and resorts. 
Write us for information about 
sample mounts and display 
boards, 





* 


NEW ILCO PADLOCK CAT- 
ALOG NOW AVAILABLE. 
This attractive new catalog in 
color, lists the complete ILCO 
Padlock Line. In addition, it — 
contains a newly developed 
QUICK REFERENCE CHART 

















Here's a lock that 
appeals to every 
kid with a “bike”... the 
ILCO Black Knight pad- 
lock with 57/2” shackle will be in 

demand when displayed in your window. 


See 
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For boathouses and 
other exposed instal- 
lations, ILCO 308B ex- 
truded brass pin tumbler 
padlock with or without 
chain not only secures the 
property but the lock will withstand 
fresh or salt water attack. 


a bronze 





ILCO 3002 DeLuxe pneu- 





9 

4 matic closers keep screen doors 

closed ... extra compression spring 

prevents wind damage .. . attractive 

For greatest lock protection on any appearance ...a real necessity to guard 

entrance door, ILCO 401 jimmy-proof against insects at home and summer 

lock will relieve vacation worries. : camp alike. 
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Tax Relief Still Is Speculative 
Despite Cuts Now Being Voted 


Just how much relief Congress is going to give 
retailers and consumers in the way of lower 
taxes this year is still anybody’s guess. 

It is much too early to predict what the out- 
come of the Ways and Means Committee’s 
“revenue revision bill’ will be. Within the past 
few weeks, the committee has made considerable 
progress on its bill, but any resemblance be- 
tween the cuts now being voted in committee 
and those that will eventually be enacted are 
purely coincidental. 

It’s an open secret in Capitol corridors that 
many of the reductions already voted by the tax- 
writing committee reflect capricious decisions on 
the parts of members who want to gain favor 
for the moment. Actually, a good many of the 
reductions made in committee will be wiped out 
later in unrecorded votes on the floor of the 
House, thus undoing the Committee’s work to a 
substantial extent. 


OUTLOOK: While there still is an out- 
side chance that there won't be any tax 
relief at all this year, it appears that 
prospects are good for a 50 pet reduc- 
tion in most existing excises and com- 
plete elimination of several. But don’t 
make any bets on any one specific item 
until the bill has cleared the House and 
moved to the Senate for debate and final 
passage. 


White House Plan to Aid Small 
Businesses Sent to Capitol Hill 


The election-vear White House program for 
small business has finally been sent to Capitol 
Hill. President Truman is proposing a five-point 
program: (1) government insurance of bank 
loans up to $25,000 and repayable within five 
years; (2) government promotion and charter- 
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ing of national investment companies; (3) 
broadening of the lending powers of the Recon- 
struction Finance Corporation; (4) expansion 
of the technical and managerial aids now pro- 
vided by the Dept. of Commerce; and, (5) con- 
solidation of all these activities, including the 
RFC, within the Commerce Dept., except that 
supervision of the national investment companies 
would be under the Federal Reserve System. 


OUTLOOK: Small business is always a 
good election year talking point. These 
proposals are no exception. They will be 
talked about at great length, but their 
chances of being enacted into law are 
less than negligible. Congress is fast 
coming around to the realization that 
what business really needs is a lower 
tax rate and freedom from government 
harrassment, rather than more interfer- 
ence and even more pap. 


Move to Spread Armed Forces 
Contracts Among Small Firms 


A congressional committee is considering a 
proposal that small business be awarded 20 pet 
of all Army and Navy contracts, regardless of 
who is low bidder. 

Congressmen Philbin, D., Mass., and Wiggles- 
worth, R., Mass., are sponsoring the idea, which 
would enable small business manufacturers to 
get as much as 15 pct over and above the lowest 
price paid by the Defense Dept. to a successful 
bidder. 


OUTLOOK: Despite the patriotic appeal 
(“keep suppliers available in case of a 
national emergency”), the bill hasn't 
much hope of passage this year unless 
the cold war gets hotter by midsummer. 
The House Armed Services Committee 
has the plan under study. 


(Continued on page 141) 
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FREE 


New ARISTO-MAT 


Display Merchandiser 


WILL TRIPLE 
YOUR PROFITS 










ial 


Now...get more ARISTO-MAT sales with 
the new PD-1 display merchandiser. Stur- 
dily constructed of steel, takes up only a 
few inches of counter space, and packs a 
“Giant Wallop” in “EYE CATCHING 
BUY APPEAL.” ARISTO-MATS are 
used by millions of housewives from 
coast to coast, on STOVE TOPS, 
table tops and under electrical 
appliances; to protect fine sur- 

faces from heat, scratches, spilled foods, 
knicks, chips and stains. ARISTO- 
MATS are available in a wide selection 


of patterns and sizes, in a price range FREE TRIPLE PROFIT 
































to fit every pocketbook. MERCHANDISER 355 DEAL 
With 1 dozen fast selling assorted Aristo-Mats, 
Pre-sold through NATIONAL ADVERTISING which contains the 17 inch by 19 inch size only. 
on a full 12 month schedule in... YOUR | FAIR TRADE YOUR 
COST RETAIL PRICE PROFIT 
e Better Homes & Gardens 
Prone etn Ys Doz. 401 FLORAL QUEEN $4.66 $7.16 | $2.50 
© Reuse Beautitel Ys Doz. 1010 CANDY STRIPE 2.67 4.00 1.33 
@ American Home 
@ Good Housekeeping Ys Doz. 1200 Chrome Master 5.12 7.92 2.80 
e@ Ladies’ Home Journal $12.45 $19.08 $6.63 








e@ Woman's Home Companion 


e McCall's © Parents’ Fair trade prices, Chrome Master $1.98 


Floral Queen $1.79, Candy Stripe $1.00 
Slightly higher in states west of the Rockies. 












*" une 5, 
6 ’ Guaranteed mt a 
Good Housekeeping 


( ' OMPANTON <F Adveatisto wave 


SEE YOUR JOBBER or write for your nearest distributor 
\ 


















MAGATING 





Ss 
~ = PHOENIX TABLE MAT COMPANY 


<n 1315 West Congress Street ¢ Chicago 7, IIlinois 
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Oscillating Sprinkler 


Melnor Metal Products Co., 
Inc., 112 Lafayette St., New 
York City 13, is making an alu- 
minum and stainless steel oscil- 
lating sprinkler, Swingin’ Spray 
retailing for less than $10. 
Sweeps a spray of water over a 
rectangular plot up to 40 by 50 
ft. By adjustment smaller areas 
can be covered. Rustproof water 





driven gears that never need 
oiling swing the 18 jet tube 
back and forth. Smooth runners 
protect lawn. Each is guaran- 
teed and carries an individual 
and numbered warranty regis- 
tration card. Equipped with 
solid brass bushings. 





LaBelle Doorknob Lock 


LaBelle, Industries, Inc., Oc- 
onomowoc, Wis., is producing 
doorknob locks which can be 
master-keyed or keyed alike. 
Outer knob spins freely when 
locked. Maker says can’t be 
jammed or sprung. A quarter 
turn of the milled type key un- 
locks outer knob. Inner knob 
which works latch at any time, 
provides a safeguard against 
locking anyone in. As the tum- 
ber cylinder type lock is built 
into outer knob, necessity of 
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large lockplates is eliminated. 
Produced in statuary bronze, 
polished brass, polished chrome, 
dull chrome and dull brass. 


Midget Stapler 

Tot 50 stapler and_ tacker 
about the size of a packet of 
gum is made of chrome finished 
steel with tenite plastic top with 
an open channel for quick load- 
ing. Said to bind up to 20 sheets 
of paper and carries 50 staples 
to a loading. Stapler and 1,000 
staples packed in plastic gift box 
with hinged cover. Retails for 
98 cents. Speed Products Co., 
Inc., 37-18 Northern Blvd., Long 
Island City, N. Y. 





In Hardware Merchandise 


Prepo Fuel Torch 

Pressure Products Corp, 140 
N. Dearborn St., Chicago 2, IIL., 
has developed a fuel known as 
Prepo of petroleum hydrocar- 
bons, which is self-pressurizing 
and self vaporizing. Utilizing 
this fuel is a Prepo hand torch 
for industrial and home use. No 
priming needed to turn off and 
cn. Device consists of a small 





throwaway drawn steel container 
with no seam and rolled in bot- 
tom, and an attachable frame 
with large burner nozzle develop- 
ing a broad flame and a smaller 
nozzle with a pin-point flame. 
Torch will operate at a 2200 deg. 
flame at a cost of about 25 cents 
per hr. Lights instantly with 
match. Also marketed is a sim- 
pler household torch with single 
burning tip. Prepo is non-toxic 
and non-poisonous and packed in 
a container able to withstand 
many times the pressure of the 
fuel. Other appliances employ- 
ing the fuel are being designed. 
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Latest Information on New Products 


And Services for the Hardware Dealer 


Skil Oscillating Sander 


Skilsaw, Inc., 5033 Elston 
Ave., Chicago 30, Ill., has re-de- 
signed model 438 Skil oscillating 
sander. Features a metal clamp 
for rapid paper attachment; 
dampener said to. practically 
eliminate all vibration, and an 
improved rear handle’ with 
thumb operated switch and im- 
proved motor housing for effi- 
cient cooling. Equipped with 
gearless drive, moulded syn- 
thetic rubber head which won’t 
mar or gouge work, permitting 
operator to work right up to 
mouldings. Abrading surface, 





4% by 542 in. Sander packed 
with 4% by 5% in. paper for 
applying with cement and 4% 
by 614 paper for those who pre- 
fer the clamp. 





Aero-Dyne Vacuum Cleaner 


The Hoover Co., North Can- 
ton, Ohio, is introducing the 
lightweight Aero-Dyne 41 tank 
cleaner which retails, complete 
with cleaning tools for $59.95 
and the consumer’s old cleaner 
or $64.95. Features litter-getter 
rug nozzle, and a _ disposable 
paper bag as well as the con- 
ventional cloth bag; top and end 
carrying handles, and can be 
stored horizontally or on end. 
Body is of hammered gray en- 
amel with steel ends and plastic 
handle in maroon. Weighs 1414 
lbs. Motor, ac or de is 1/3 h.p. 
and is mounted on rubber sup- 
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ports. Tools include: two exten- 
sion tubes, swivel floor brush 
covered with rubber and an up- 
holstery and furniture nozzle 
with finger-tip controlled brush. 


Screen Door Grille 


Fits-All No. 5 adjustable 
screen door grille with a silvery- 
satin finish and made of rust- 
proof, tarnish-proof Alacrome 
metal. Other four models avail- 
able are adjustable for size and 
height by a hinged accordion- 
like action. No. 5 consists of a 
set of five designed scrolls which 





may be adapted for any size 
screen opening by cutting off 
bottom edges to measure. Fea- 


(Continued on page 160) 





New Displays and Other 
Dealer Sales Helps 


A counter merchandiser 
and display is included in 
each of The Yale & Towne 
Mfg. Co., Stamford, Conn., 
five packaged promotions 
for stock locks, door clos- 
ers and other shelf hard- 
ware. Illustrated is the 


YALE 


Be SURE Youre SECURE 
envas eearecnen Kg 





marketing device to show 
four nightlatches as they 
appear on doors as well as 
a stock of the products in 
the red Yale boxes: Simple 
language points out the 
features of each model. 


Carbide Tipped Tools 


Whitman & Barnes, 
Plymouth, Mich., offers a 
Carbide Tipped Tool Cata- 
log No. 104, which lists 
and illustrates taper shank 
drills, wholesalers, wire 
gage and letter size drills, 
glass drills, core drills, 


(Continued on page 173) 





TO HELP YOU SELL 











13 









r 





HARDWARE 








— 





Demand For Durable Goods 
Sets Pace For Industry 


With most lines of business 
activity still showing a strong 
tendency at the start of May, 
most business observers find 
that the present business situa- 
tion is even more favorable than 
they had dared to anticipate at 
the beginning of the year. 

Higher prices for a number 
of basic commodities, particu- 
larly metals, would indicate that 
business will probably continue 
on the present level for weeks— 
or months—to follow. 

The demand for consumer 
durable goods is_ especially 
strong, led by automobiles, TV 
sets, and the electrical appli- 
ances which are being turned 
out in great quantities to meet 
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Consumer demand strong in hard lines. 


Price rises reflect heavy orders .. . 


Record pace in home building ... Uncle 


Sam provides $4 billion for new homes. 


building materials. Prices on 
mest commodities, however, are 
well below’ their post-war 
heights. 

The balance of payments of GI 
insurance refunds will continue 
to boost retail sales totals. 


Substantial Increase 
In Tire Prices Forecast 


Before the end of this year 
prices of passenger car tires will 
go up 10 to 15 pct and truck 
tires 5 to 10 pct from present 
levels, J. B. Seiberling, presi- 
dent of Seiberling Rubber Co., 
predicted at a recent New York 
press conference. 

Over 52 million new replace- 
ment tires will be sold this year, 
Mr. Seiberling forecast. up from 
47,700,000 tires in 1949. 








Hardware Sales Down 
7%, in First Quarter 


Estimated retail sales by hard- 
ware stores in March were $164,- 
000,000, which were just 3 pct 
lower than the $169 million sales 
in February. The March sales 
were 4.3 pct lower than March 
sales last year, according to the 
Commerce Dept. 

Sales for the first three months 
of this year totaled $500,000,000, 
which was 7.4 pet lower than 
the sales of the first quarter of 
1949, which totaled $537 million. 

A comparison of retail hard- 
ware sales, month by month, can 
be made from the following 
table: 

(000,000 omitted) 
1950 1949 1948 














the unprecedented demand of 4 $167 $185 $163 
ecm adidees. eb. 169 181 15! 

ponte eee . i March 164 171 186 = 

Auto plants have not been April 177 218 
able to keep dealers adequately Manufactured Goods May 183 218 = 
stocked, especially in the most Index Holds Steady -_ 177 22! on 
popular numbers. The auto in- The U. S. Dept. of Labor pri a es de: 
dustry looks for a period of con- 3 ' ns ch. 
: ‘ mor . wholesale price index for Sept. 168 205 1 
tinued high productivity, which Oct 166 205 se 

tured oducts _ 

augurs well for the general manufactured products, Nov. 165 194 
economy. which has been declining Dec. 173 248 

Working at top capacity, steel gradualiy since early last TOTALS $2,088 $2,410 
mills cannot furnish ample year, stood at 148.8 in Source—U. S. Dept. of Commerce. 
+ cg nog aso veto March. Last March the in- 

ere is more talk of “conver- 
sion deals,” premium prices and dex was 154.1, and then Dept. Store Sales Lower 
gray market activity. started to diminish. The Department store sales 

Some observers see an infla- March figure of 148.8 is the throughout the country in the 
tionary trend because of wide- highest since October when week ended April 15 were 19 pct 7, 
spread price increases. Non-fer- it was 149.1. below a year ago, the Federal Pr a 
rous metals are higher. So are (Continued on page 200) 
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“Profit Maker Tool- 
mart” has six 2’ x 2’ 
* display boards on a 
revolving, eye - level, 
three-sided stand that 
takes only 
2 sq. ft. of 
eRUERRED 81 PROFESsiona: } 
et es ee floor space. 

































Here is a merchandiser that will give you new ideas 
about tool selling. The “Star Salesman Toolmart” 
combines everything you need in an impulse sales- 
stimulator: FAST MOVING STOCK (contains only 
the most popular tools) ATTRACTIVE STAND 
(with seven 1’x2’ display boards and a rack), EASY 
TO SELL FROM (tool positions shadow-marked — 
numbers and prices shown), SPACE-SAVING (eas- 
ily fits on counters) and EYE-CATCHING (has 
colorful, illuminated sign). The PROTO* “Star 
Salesman Toolmart” is a complete tool department 





“Tool-O- Mat” is the = 
greatest plus sales build- = 
er in the tool business. It is 
an easily set up, sturdy and 
colorful counter display, %& 
containing a minimum stock § 
of fast-moving tools. It is 
designed for impulse pur- 
chases, giving prices and 

selling points. eon 





a. 


with tools, stand, FREE display boards and sales 
aids. Get into the profitable tool business. Order a 
“Star Salesman Toolmart” today. Write for more 
details to 


PLOMB TOOL COMPANY 


2227A Santa Fe Avenue 
Los Angeles 54, Calif. 


es 5089 


oTo.* To 








*PROTO means PROfessional TOok ‘ 
It’s the new name for the tools that 
have been preferred by users for 
43 years. For really fine tools, 
look for the PROTO sign. 


LOS pAficetes 
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TWO SELECTIVE SAFE 
CRAB GRASS KILLERS! 


SENSATIONALLY, SUCCESSFUL PATENTED FORMULAE 
RECOMMENDED AND DISTRIBUTED BY LEADING SEED FIRMS 
EVERYWHERE. * 

THE NEW, NON-POISONOUS “SELECTIVE” CRAB GRASS 
KILLER (EXCLUSIVE POTASSIUM CYANATE FORMULA) FIELD- 
TESTED AND PROVED BY LEADING UNIVERSITIES AND 
EXPERIMENTAL STATIONS.* * 









CO 
SEL-TOX 
CRAB-NOT 












SEL-TOX tans 


HERE’S WHY: 


@ Exclusively and SELectively KILLS 
CRAB GRASS ONLY! 

@ Economical! Concentrated! 

Pint makes 15-20 Gallons. 

Treats up to 2000 Sq. Ft. 

@ SAFE TO APPLY — AT ANY TIME! — 
Spring, Summer, Fall — 

Seedling or mature stages. 

@ QUICK RESULTS! — usually 4 to 7 days! 
@ Backed by powerful national advertising! 





C 
“CRABBY” SAYS 
“SELective Sel-Tox 
Sprayed on lawn 
Good grass saved — 
Crab grass gone!” 


Feature the famous “Time-Tested Products” of 


CONTACT YOUR JOBBER NOW! 
OR WRITE TODAY FOR 

ILLUSTRATED CATALOG SHEET 
(Jobber inquiries invited) 





CRAB-NOT ror top saves eee AC a 
HERE’S WHY: * .) 


@ Non-poisonous 

@ Powder form — completely soluble \ / 
in water 

@ Kills mature crab grass and seedlings 
with equal success 

@ Combines with 2-4-D for simultaneous 
broad leaf weed control! 

@ Packaged, ready to use form 
with or without 2-4-D 








“CRABBY” SAYS 

Crab-Not’s Sure! 
Crab-Not’s Quick! 

To cure a lawn — 
That’s crab grass sick! 


*SEL-TOX, containing “‘Phenyt Mercuric Acetate Solubilized,” 
has achieved unusual success in just two seasons and 

is distributed by such leading seed firms as: 

J. Chas. McCullogh, Cincinnati; Vaughan Seed Co., Chicago; 
1. W. Scott Co., Pittsburgh; F. Woodruff & Sons, New York; 

F. W. Bolgiano & Co., Washington, D. C.; 

Henry A. Dreer, Philadelphia, and many others. 


* *Field-tested during the 1949 season by leading Universities 
and Experimental Stations, including: Penn State College, 
South Eastern Turf Research Center, Vermont Experimental Station, 
University of California and University of Missouri. 


MANUFACTURING CO., MOUNT VERNON, NEW YORK 
ANT-X JELLY BAIT, ANT-X TRAPS, ANT-X CHLORDANE, RAT-NOTS, MOUSE-NOTS, MOLE-NOTS, DOG-CHECK, SEL-TOX, CRAB-NOT 
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"You get a full line of ‘Tell-All’ Sales Helps "Y 





"They'll help ne make 
more protits with the 


complete Goodyear wh 




























FREE “TELL-ALL” MERCHANDISING HELPs — New 


displays. New tag tells all about top quality, greater 


ARDWARE men everywhere are turning to Good- 





H year garden hose for all these reasons: 


a s value and time guarantees. Window banners. 
Most Compete Line—Customers buying for qual- 


; e Folders. Counter booklets and envelope stuffers. 
ity, appearance, price or all three, find the hose 


‘ “ a Hard-hitting newspaper mats. “3 Ways To Make 
they want in one of these Goodyear leaders—Wing- Re ths 
? shy 7 ’ S at Sales” — the store-tested plan to increase hose 
foot, Pathfinder, Glide, Emerald Cord, Vinyl, or : 
. business. 

the brand-new Weathermaster. 
Put these four points to work for you—build your 
IMpRovED QuaLity—The Goodyear line—the qual- 


hose sales to an all-time high in 1950 with the 
ity line for years—is now better than ever. Stronger, 


complete Goodyear line. Send the coupon now for 


tougher covers; sunfast colors; rayon or nylon full details 


braid reinforcement — all mean longer, better 
service. 


DouBLE GUARANTEES—against defects in workman- 
ship and material, and the new time guarantee in 
writing—tell your customers just what they re buy- 
ing in terms of longer service. 


I ce A one BE oe cee cael 


oar - 


Tue Goopyear TirE & Rusper Company, Inc. Dept. 742-C, Akron 16, Ohio 


Please send me full details on your 1950 Garden Hose Program 




















Name I am a Dealer _| Jobber 
Firm Name My Title thiiseipisiiaaehetl 
Street Address. City and State 
Wingfoot, Pathfinder, Glide, Emerald Cord, Weathermaster—T.M.'s The Goodyear Tire & Rubber Company, Akron, Ohi« 
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It’s easy to roll up profits with 


Sta | Cy Turnover is fast today on Stanley Floating* \ 
9 a 


a 


Garage Door Equipment. Its exclusive 

Floating Action has caught on— not just \ 

with home owners, but with architects and 
—ea__ builders. It helps sell the house. 


Every home in your community repre- 
1 0 0 [ sents a profit opportunity. In Stanley “Roll- 
Up” and “Swing-Up” Door Equipment you 
have a type to fit every pocketbook. And, 
Ld to clinch the sale, you have the name 

| IT] rr nt Stanley, the preferred name in hardware. 
Cash in on the big market for Stanley 
Floating Door Equipmentf. It’s profitable 
to sell .. simple to install. And the cus- 
tomer satisfaction it delivers will open the 
door to sales of other Stanley hardware 
items to builders and home owners. Send 


today for complete details on this proved 
profit booster. * Reg. U.S. Pat. Off. 










The Stanley Works, New Britain, Conn. 


TFOR ANY RESIDENTIAL, COMMERCIAL OR INDUSTRIAL DOOR THAT 
LIFTS + SLIDES + SWINGS + ROLLS + FOLDS. 












K 
' Reg. U.S. Pat. Off. “Registered 1 
f LUM 
' woc 
HARDWARE + TOOLS « ELECTRIC TOOLS + STEEL STRAPPING © STEEL 
LUMITE 
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~ go for it—and WHY! 


The M. L. Monies 


Warren G. Monies of Lafayette, 
Louisiana, thinks Lumite is the best 
.. screen cloth purchase he ever made. 
\ His letter gives the reason . . . tells 


how his Gulf Strip customers 





r Company _ 


\ 











1209-1221 OAK AVENUE 


Dear Sir: 


worth in 


EHETEEEEEE 
Heit 
“Registered Trade-mark HH 
LUMITE IS DIS Besee 
wooDwoRK + mone THROUGH HARDWARE, BEEESE 
BUILDING SUPPLY WHOLESALERS BETCSereseee 
“= 7 


LUMITE DIVISION, 





Bttentjon: Mr. 


LUMITE PLASTIC SCREENING in January 
Since then our sales of Lumite have 
gratifying. 


Here, situated as we 
a screening material has 
to stand up under the salt air and other adverse 
weather conditions. 
this respect. 


Our contractor 
because of the ease 
feature of never requiring painting. 






























= Dependable Building Products 
* Lafayette, Louisiana 


p o. BO 





December 28,1949 


Chicopee Marfufacturing Corporation 
Lumite Division 

47 Worth Street 

New York 15, New York 


George He Day II 


In our effort to offer our home owner and 
contractor customers & most com 


plete selection 
stocking 
of 1948. 
been most 


we first started 


are on the Gulf Strip, 
to be exceptionally good 
than proven its 


Lumite has more 


customers especially like it 
of application and the added 


We have found your well designed dispenser to 
be an excellent 


sales voostere 
Yours very truly, 


THE M.L- MONIES LUMBER COMPANY 
Ww— p= ~~ 

Warren G. Monies 

Assistant Manager 





























LUMITE 









































Write for FREE sample and information 








Plastic 
~_ INSECT SCREENING 


























LUMITE is the ideal screen cloth 
for every exterior use! 


It’s guaranteed not to rust or stain, nev 
needs protective painting. It won't mt oi 
bulge when adequately framed. Is be ra 
install. Lasts far longer than man ¥ ‘ 
screen cloths you have sold. a 
These are the features that appeal th 
features that sell your customers on Lumit ‘ 
So stock up now for the big season ais 


It’s a purchas 
e that makes a big di 
in your sales. ig difference 


LUMITE oft 






“KN EXCELLENT | : 
SALES ooster.® | 


Says Mr. Monies who has learned 

that when you get Lumite out front 

where customers see it and ask 
about it—they learn the facts 

and buy. 


Kant! O8 4p Mivap o> 
Guaranteed by ™ 
Housekeeping 
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CHICOPEE MA 
NUFACTURING C 
ORPORATION 
OF GEORGIA 


40 WORTH STREET, NEW YORK 13 
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Year 
Chev! 


to INSTALL SCREENS! | ; 
Let in the fresh air... - 






¢ heb give | 
ee ell A ‘ 

——— fli c * remy 

‘iene Keep eut flies and insects than 

with screens in place! Truck 

paylo: 

Ameri 

YOUR TRADE fully appreciates the urgency for installing : aia 
screens on door and window openings immediately — now 

that the fly menace has returned. 

LEA 

For the sake of sanitation and health you can depend upon . we 

aster 

adequate screening to end the intrusion of flies. Enjoy asia 

; eer Ie ; CARBUI 

pleasant sleeping and dining in cool comfort with open poet 

doors and windows all summer. MESH 1 

AXLES- 

ARTICU 

WHEELS 

with th 

handling 


SCREEN HARDWARE 


is most essential to assure tight-fitting screens that hold 





snugly in place—free from rattle. Spring hinges and door 
latches that operate with faultless precision are other 





distinguishing features of the National designs here 
illustrated. 





Your trade will be interested in these complete Screen 
and Storm Door sets which include all the hardware 
required for a first-class installation. Attractive, pro- 








tective finishes greatly increase the serviceability of 











all National Screen Hardware. 





No. 91 
Screen and Storm Door Sets 
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For power, for value, for every job 


THEY'RE GREATER THAN EVER 


Year after year the nation’s truck users buy more 
Chevrolet trucks than any other make. For every kind 
of trucking job they prefer Chevrolet power and 
Chevrolet value. 

Now, Chevrolet’s two rugged valve-in-head engines 
give more power than ever. Advance design, solid 
construction and low prices give Chevrolet more value 
than ever. 

Prove it to yourself. See the new Chevrolet P-L 
Trucks. Check them for popularity, performance, 
payload and price. In 1950 they are more than ever 
America’s best truck buy! 

CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICH. 


LEADING WITH ALL THESE PLus FEATURES: 


e TWO GREAT VALVE-IN-HEAD ENGINES: the New 105-h.p. Load- 
Master and the Improved 92-h.p. Thrift-Master—to give you greaier 
power per gallon, lower cost per load e THE NEW POWER-JET 
CARBURETOR: smoother, quicker acceleration response « DIA- 
PHRAGM SPRING CLUTCH for easy action engagement « SYNCHRO- 
MESH TRANSMISSIONS for fast, smooth shifting «© HYPOID REAR 
AXLES—5 times more durable than spiral bevel type « DOUBLE- 
ARTICULATED BRAKES—for complete driver control « WIDE-BASE 
WHEELS for increased tire mileage « ADVANCE-DESIGN STYLING 
with the "Cab that Breathes’’ « BALL-TYPE STEERING for easier 
handling e UNIT-DESIGN BODIES—precision built. 
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P-L 


ADVANCE-DESIGN TRUCKS 


Popedurity Leodere 


Chevrolet trucks outsell all others. In every 
postwar year truck users have bought 
more Chevrolets than any other make— 
proof of the owner satisfaction they have 
earned throughout the years. 


Pe Lo 
erformance Leaders 


The new Chevrolet Pel trucks give you high 
pulling power over a wide range of usable 
road speeds—and on the straightaway, 
high acceleration to cut down total trip time. 


Pauinad Leoduee The 


rugged construction and all-around econ- 
omy of Chevrolet Pel trucks cut operating 
and repair costs—let you deliver the goods 
with real reductions in cost per ton per mile. 


Price Le 

rice Leaders from low 
selling price to high resale value, you're 
money ahead with Chevrolet trucks. Chev- 
rolet's rock-bottom initial cost—outstand- 
ingly low cost of operation and upkeep— 
and high trade-in value, all add up to the 
lowest price for you. 











21 

















> steel pipe was first choice 


or th odern radiant heating 





Lucky are the modern ‘‘cliff dwellers’’ who 
C2LE reside at 9lst Street and Madison Avenue, 
New York. For they are among the first fortu- 
nate tenants in America to get the advan- 
tages of radiant heating in a multiple 
dwelling unit. 


With the outstanding performance of radi- 
ant systems in thousands of homes, in hos- 
pitals, schools and churches, it was inevitable 
that the clean, uniform comfort conditions 
produced by radiant heating would become 
a prominent feature in modern multiple dwell- 
ing construction. And, for the successful per- 
formance of a radiant system, steel pipe is 
the first choice as it always has been for 
conventional steam and hot water systems. 


Steel pipe is, first of all, completely prac- 
tical and adaptable. It can be formed readily, 
welded soundly and easily, and its expansion 
and contraction in concrete or plaster for 
all practical purposes may be considered 
the same. Moreover, it is durable ...a 
fact proved beyond the shadow of a doubt in 
more than 60 years of use in steam and hot 
water heating systems. Economy is its impor- 
tant and considerable advantage. 

For apartment dwellings or any other radi- 
ant heating purpose, steel pipe is first choice! 






@ 4A BAT BBs 





42 KLAR AM Se 








ALBERT B. ASHFORTH, INC., Managing Agents 





City Investing Company, builder of this structure utilized 

steel pipe coils in the ceilings, with some supplemental wall 
piping and a few floor coils. Photo sh-vs fo coils viewed 
from floor above. 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 
350 Fifth Avenue, New York 1, N. Y. 


——__—— TE MM 


mm FF ty 
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Here's why it pays to be 
an American Fence dealer 





Emerson Marting, Washington Court 
House, Ohio, is a well-known breeder 
of registered Hereford beef cattle. 
He says, “Our pastures are the show 
windows of our farm. That’s why I 
use good-looking American Fence.” 

Mr. Marting has purchased Amer- 
ican Fence again and again for his 
700-acre farm. Recently he installed 
350 rods around one of his best pas- 
tures. He likes American Fence be- 
cause it saves him a lot of time and 
hard work. It stays tight and looks 
new for many years... but best of 
all it sets off his cattle to advantage. 

The local, dealer handling Amer- 
ican Fence has one of the finest hard- 
ware stores in the state. . . and it is 
good customers like this that keep 
his business prosperous. 

This year there is more promotion 
behind American Fence and Wire 
Products than ever before—and 
more farmers are buying. Write for 
the name of the American Fence dis- 
tributor in your area. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM ° UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Theres mote AMERICAN FENCE in woe Than any Wher Grand, 


AMERICAN FENCE 
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Our Newest Alacrome 


FITS-ALL No.5 
ualalle Sceon Dore 


GRILLE 
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The most beautiful, ornamental Fits-All Grille 
of them all! Its gracefully designed scrolls insure 
a wide sales appeal. Also fully adjustable for 
nearly all standard-size screen doors. Made of 
Alacrome metal with a permanent, silvery-satin 
finish that will not rust or tarnish. Note the in- 
genious patented holder in the lower right corner 
of the grille as installed on the door to the left. 
It permits easy adjustment of the scrolls to fit 
the door while being installed. Each grille packed 
in individual, attractive, fully illustrated display 
carton. We're sure this new grille will soon lead 
the field, so order your stock right away! 


IDEAL FOR 
COMBINATION 
SCREEN-STORM DOORS 


Our new FITS-ALL No. 5 
Screen Door Grille is fully 
adjustable for many styles of 
screen doors. For example, 
on the combination §screen- 
storm door shown at the left, 





























; Ls | 
Pat. Pending | ! the scrolls may be installed 
- {Vi / in both the upper and lower 
) rs J fis sections to create a striking 
if ph ee | effect. Such grace- — 
os a ful designs have 
73 sales-appeal as for 
. rie ——w4 well as eye- Ih y 
/ rs appeal! \ 
4 4 InN 
; ) ~ ) _ 
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‘ t . COLORFUL, ch 
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A MAKING 
DISPLAY 
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Nationally Advertised 





post FL! F Ei yy yn Eech grille is individually packed in 
po: beter ones national magazines to buy this eye-catching, colorful display car- 






é our products from you. ton with complete instructions for in- 
2 Bi : 
&. % w niche ‘supplied! stalling and suggestions for arranging 
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door to new sales with 


CREEN DOOR GRILLES 





THEY’RE PRACTICAL, POPULAR and PROFITABLE! 


With the addition of the beautiful new FITS-ALL 
No. 5 our line of Fits-All Grilles is more complete, 
more eye-appealing than ever before! Now, your 
customers have an even wider choice of these 
attractive grilles. 


Each one is fully adjustable to standard-size 
screen doors! Easily installed. Every Fits-All 


STANDARD GRILLE 


ADJUSTABLE TO DOORS AND WINDOWS 
This attractive grille will fit nearly 
any door. Its scissor-like, accordion 
action permits easy adjusting from 
18” to 37” between stiles. Also used 
as a window guard to keep prowlers 
out ... and to keep little children 
from falling out window. Packed 12 
to carton—screws furnished. 


| <€ FITS-ALL NO. 2— Comes in pairs to 
fit the lower panels of doors with 
divided sections as illustrated. Fits 
doors from 30” to 36” in width. Also 
packed 12 to a carton. 








< 
FITS-ALL NO. FS 


A new, graceful 
full-size grille. Two 
top bars are flex- 
ible to allow easy 
fitting to door. 
Packed 6 to a car- 
ton. 





> WOEESO 

Nu-WAY SCREEN 
DOOR GRILLE 

A sturdy, attrac- 
tive grille that any- COOMOONOOMY 
one can install. ——— 
Furnished in black 
enamel finish in 3 
sizes to fit doors 


from 30”-32”, 36” 


















































and 42”, 
laa ! 
tL Nu-WAY PUSH GRILLE—An easy com- 
Sa panion sale for screen door grilles. Fits 


above grille as shown at left. Made for 
32” and 36” doors—packed 12 to carton. 














Your order will be shipped same day received! 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 


FITS-ALL NO. 1 > 


Grille is artistically designed and made of 
Alacrome metal with a beautiful silvery-satin 
finish that won’t rust or tarnish. 


You'll want to have a complete selection of all 
5 styles on display because when your customers 
see ‘em, they'll want to buy ’em—so stock up 
NOW! 




















No. 
2,082,012 













NE SCO "Clover Blossom’ 


in a 10-piece set 


that sells! 





e Packed in one carton 
e For higher Unit sale 


e And extra profit! 








OOST your sales... increase your 
turnover...reduce the ratio of han- 
dling costs to sales volume on House- 
wares... with this new Nesco ‘‘Clover 
Blossom” kitchen ensemble! 
Cash in now on the season for redec- 


orating ... the season for wedding gifts 





... the season for anniversary presents! 
Start the landslide of repeat sales on 
other items from the complete line. 
Order several No. 5406 “Clover Blos- 
som” sets from your Nesco distributor 
today. Then be prepared to fill in with 


the complete line of open stock items. 


=— 


NATIONAL ENAMELING AND STAMPING COMPANY 
270 NORTH 12TH STREET, MILWAUKEE 1, WISCONSIN 


Sales Offices: 1430 Candler Bidg., Atlanta - 1166 Merchandise Mart, Chicago - 200 Fifth Avenue, New York 
Western Merchandise Mart, San Francisco - 901 Ambassador Bidg., St. Louis 


26 HARDWARE AGE, MAY 18, 1950 HARDWS 











a 


8, 1950 








PROFITS make business eo round 















el 5000 
Cool-R-Hot 
Lectric Fan. 
Master carton 
quantity — 


three. $17.95 
















Model 3500 Arvin Lectric 
Cook. Master carton 


quantity— three. $24.95 





Model 2800 Arvin Lectric 
Grill. Master carton 


quantity — three. $10 95 a“ 





Model 223 Arvin Safe-Guard 
Heater. Master carton 


quantity —six. $19.95 & $13.95 








Model 2200 Arvin Automatic 
Iron. Master carton quantity 
—three. Guaranteed five 


years! $9.95 


j 
j 
j 
. 
Model 4000 Arvin Automatic 
Toaster. Master carton 


quantity—three. $21 50 


Model 2300 Arvin Dual 
Control Iron. Master carton 
quantity—three. Guaranteed 


Five years! $11.95 






Model 103 Arvin Economy 
Heater. Master carton 


quantity —six. $9.95 







Arvin gives you the extra discount 


/~ Arvin’s 
| sensible prices 


you need to meet advancing costs— 
and you don’t have to buy carload lots 


to get ARVIN’S Famous ““40 Orr’”’! 
SEE YOUR DISTRIBUTOR NOW! 


Arvin Electric Housewares Division 


speed turnover 


NOBLITT-SPARKS INDUSTRIES, INC., COLUMBUS, INDIANA 
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3000 Line Assortment! 


RED & IVORY ¢ YELLOW & IVORY PLASTIC HANDLES 


No, 3513 $e vinoun vols 
Includes one dozen each of twelve most FOOD STRAINERS | 


popular kitchen tools. 
® 


Available with sparkling red and ivory, 
yellow and ivory, or mixed color handles. 


® 
Occupies only 11” x 15” counter space. 


Beautiful plastic handles, bright nickel 
finish metal parts—all in modern design. 


Complete with sturdy steel display fixture 
and colorful display card. 


Retail price 25¢ (East of Rockies); 29¢ 
(Pacific Coast) on most items. , 





Don’t forget the No. 3013 Asst. 


If you have more counter space, use the 
3013 assortment including one dozen each 
of 16 kitchen tools on a handsome maple 
and steel fixture. Display one color or place 
two fixtures back to back to show tools with 
both yellow and red handles. 





See your jobber salesman... OR WRITE, WIRE OR PHONE HIM FOR COMPLETE DETAILS 
[ ANDROCK 


THE WASHBURN COMPANY 


WORCESTER, MASS. © ROCKFORD, ILL. 
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Yes, Mr. Dealer! Take advantage of the 
tremendous bridal market and the strains of 
Lohengrin will become music to your ears...in 
terms of increased volume and bigger profits. 

There are no better potential buyers for 
Revere Ware than the young bride setting up 
her first home. And her friends and family will 
be gift shopping too! In either case, they'll fall 
in love with the glowing beauty, efficiency, 
and durability of these handsome, copper-clad 
stainless steel kitchen utensils. 

Thousands of dealers all over the country 
have been cashing in on this highly profitable, 
year-’round market. And so can you! 


STOCK... DISPLAY... SELL 
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Just get behind Revere Ware and push it. 
Set up attractive displays built around the 
bridal theme... advertise it in local tews- 
papers... be sure you’re well-stocked at all 
times...then just watch those customers 
“wedding-march” right up to that old cash 
register! 

Remember, too, Revere Ware is now being 
backed by the largest national campaign in its 
history .. . with full color pages reaching over 
686,000,000 people. 


REVERE COPPER AND BRASS INCORPORATED 
Rome Manufacturing Company Division, Rome, N. Y. 








——— 





...REVERE WARE 
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NO CHARGE. .SIMONIZ 
DELUXE DUST MOP 
DISPLAY visas: sesso 


= SELFPOLISHING SIMONIZ! 


| 5% a\ oo 
“DUST MOP. F oA 
for only 8" : \ 





































Tests prove this sensational “Bargain 
Display” boosts sales up to 40%! 


Now you can offer your customers this $2.35 value Simoniz Deluxe 
Dust Mop for only 98c with a coupon from any sized can of Self- 
Polishing Simoniz—a saving of $1.37! The display costs nothing 
with a minimum order for three cases of Self-Polishing Simoniz— 
the display mop is yours, without charge, to sell for an extra profit 
after the special offer is withdrawn! No “paper work” to bother 
with—all mops sold are shipped direct to the customer from the 
} Simoniz Company! 


HERE’S PROOF THAT THIS AMAZING BARGAIN 
OFFER CAN SKYROCKET YOUR PROFITS! 


The Simoniz Mop Display has proved to be a sensation in dozens of stores through- 
out the great Chicago area and Bloomington, Ill., where it was tested. The astonish- 
ing results showed that this special deal increased sales of Self-Polishing Simoniz 
up to 40%! You can expect to equal or exceed this record! And you'll also boom 
sales on all other items in your store! 


This bargain is so irresistible that you'll need plenty of Self-Polishing Simoniz 
on hand. So play safe and order a large supply—now! 


SELF-POLISHING SIMONIZ PAYS BIG PROFITS! 



































Size You Pay You Sell Your 
Per Case Per Case Profit 
24/Pints $9.45 $14.16 $4.71 
12/Quarts 7.90 11.76 3.86 
6/% Gallons 6.70 9.54 2.84 
\ 4/Gallons 8.30 11.92 3.62 
THE SIMONIZ COMPANY, CHICAGO 16, ILL. 
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MAKE AN EXTRA PROFIT by sell- 
ing the tailored-to-fit Sanforized 
MET-L-TOP pad and cover set 
with every table. Assures better 
ironing results. 


(Ata 
—/GPeE | wanuractureo oy GEUDER, PAESCHKE & FREY CO. 


ai MILWAUKEE 1, WISCONSIN 
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ALL-ALUMINUM SCREENS 


ror EASY SALES sno GREATER PROFITS 
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ror METAL 
WINDOWS 
Attached with 


WING CLIPS (at 


no extra cost). Af- 


ror WOOD 
WINDOWS 


No ladder needed— 
Reinforced by cross 
brace, screens can 


ter installation, no 
be hung or remov- 


screwdriver needed 
to change or remove 
screen for window 
washing. Flips off 
instantly. No loose 
screws to get lost. 


ed from inside the 
house. Very light 
weight. Easily 
handled by Mrs. 
Housewife. 


Because they are light in weight, they are easy 
to Handle — Demonstrate — Deliver. (Many 
customers will take them home in their own cars.) 


Made of rust-free aluminum and packaged in a 
handy carton. Do not deteriorate while in the 


antee for uniform top quality and freedom from 
consumer complaints. 


All standard sizes for wood and metal windows 
available from stock — shortest delivery time on 


special orders. You can take all your screen prob- P 
warehouse. Take up minimum stockroom space, lems to Fabrico. 
because carton of 10 screens is under 5” thick. 
DISTRIBUTORS INVITED 


For prices and information on available fran- 
chises, write to 


Manufactured by modern methods—assembled 
on a production line — by people with a decade 
of experience in aluminum screens: Your Guar- 


Screens & Fabricated Metals Corp. 


DEPT. H, NORTH BERGEN, N. J. t 
IN ANY QUANTITY — IN ONE QUALITY — THE BEST! 


Corner Locks give wedge-fit without 
corrosive effect or discoloration. 


= 


a 








Light Weight. Screens are easily han- 
dled—quickly installed. 


Rolled Tubular Section. 18x14 mesh 
Alclad aluminum screening combines 
corrosion - resistance with maximum 


Why 


























‘On 4 
asa uid strength. Held at maximum tautness by No Stains, no discoloration of walls, 
gO for specially-designed aluminum spline. Pre- —_ woodwork, draperies or blinds. 
‘ cision engineered for maximum strength 
and rigidity. Hardware Included—complete with 
FABRICO* rust-resisting hanging or attaching de- 
vices. Can be used also to 
ALL ALUMINUM hang storm windows. Yo 
a WING CLIP for casement SS 
SCREENS Uniform High Quality. sae 
Rugged Strength. Protective — A glowing cigarette or 
Will Not Red-Rust. windswept burning leaves will not harm 
*REGISTER APPLIED FOR Need No Painting. No*upkeep. the screen. 
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RETAIL 


advertising = 


BIGGEST VALUE IN AN 18” POWER MOWER 
HAND MOWERS —ALL PRICES 


You can’t beat this “trio” for sales... . 
quality plus price plus advertising . . . 
and the sensational new Davis 50/50 
gives you all three... 

Model for model, hand or power, you’ll 
find the complete Davis line unsurpassed 
in features and quality . . . and priced 


to sell to economy-conscious customers... Plus Tax 


SENSATIONAL DAVIS 50/50—$79.95' 
Today’s biggest value in an 18-inch power mower! 
Every quality feature your customers want plus the 
And sales-stimulating national new, exclusive Davis Flex-A-Matic Clutch—simplest, 
i ¥ safest, most foolproof clutch on any mower! 
advertising in American Home, ' 
—Briggs & Stratton or Clinton 1.1 H.P. Engine (Optional) 
Better Homes a Gardens and —Hyatt Automotive Precision Roller Bearings 
. —Semi-Pneumatic Rubber Tires 
House Beautiful helps you get 


—Flex-A-Matic Clutch with Full Safety Release 





a bigger share of the lawnmower 
° p Exclusive Davis FLEX-A-MATIC CLUTCH 
business . . . with Davis! 
A V-Belt Automatic Transmission! Eliminates neces- 
See ber to da sity for separate clutch-control lever. Fully automatic 
your Job y oo tl Safety release manually controlled. Clutch controlled 
wri ull detai. ® by throttle lever. Precision-made unit. No adjusting 
ule us for f us: : required. 
(PATENT PENDING) > 





G.W. DAVIS CORPORATION, Richmond, Indiana, U.S.A. 


HARDWARE AGE, MAY 18, 1950 33 





3 PROVED WAYS 


% boost chim sales 




















For years, these chain display-merchandisers have proved 
their money-making value in thousands of hardware 
stores. Every home and farm needs chain for some pur- 
pose... but, like pans or paint, you have to show chain 
to sell it. That’s why these compact merchandisers are 


proven profit-builders. Ask your distributor about them. 


The Chainvender 


An attractive, compact chain department in two 
square feet of floor space. Six different chain as- 
sortments available to meet the exact requirements 
of your particular area. Sturdily constructed of 
welded, heavy-gauge steel. Dimensions: 54” high, 
18” deep, 15” wide. 








The “Four Little Drums” al 


Add these to your Chainvender, and you have a 
complete chain department. The four most pop- 
ular sizes of electric welded proof coil chain in 
drums provide neat storage and easy handling— 
help you cash in on sales that might be missed 
when these heavier chains are stored under a 
counter or in the basement. 


< Counter Display An assortment of 4 patterns of popular 
small chain—spooled for easy handling. Four spools, each con- 
taining 50 ft. of chain per spool, attractively packed in display 
carton illustrated. 


* Hodell is the name for dependable chain! + 





HODELL CHAIN COMPANY xaeeare: he 


Machine, Proof Coil, Liberty 


* ol BAYZ 39 -N\o epee) ile) * Coil, Passing Link, Bulldog, y 


Samson, Flat Link, Register 


ESTABLISHED 1886 — A division of THE NATIONAL SCREW & MFG. COMPANY - 


34 HARDWARE AGE, MAY 18, 1950 HARDW. 














lar 
on- 
lay 


der, 
irty 
erty 


ster 


3, 1950 








Your customers look to Wheeling 
for quality, value, dependability 














Again this year, more and more people 

are learning that the famous Wheeling Red 
Label means the finest metalware money 
can buy. A new, intensive Wheeling 
advertising campaign is under way in 

This Week, Parade, Pathfinder and other 
magazines. Over 22,000,000 Wheeling Ware 
messages will reach your customers. Tie-in 
today ...and reap big sales and profits! 








GARBAGE CANS 











=; 


RUBBISH MOP UTILITY PAILS TWIN-PAILS COAL HODS ASH CANS SQUARE SPRINKLING 
BURNERS BUCKETS PANS TUBS CANS 
WHEELING CORRUGATING COMPANY + WHEELING, W.VA. ) 
ATLANTA BOSTON BUFFALO CHICAGO CLEVELAND COLUMBUS DETROIT KANSAS CITY 
LOUISVILLE MINNEAPOLIS NEW ORLEANS NEW YORK PHILADELPHIA RICHMOND ST. LOUIS 
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FOR 


NATIONALLY 
ADVERTISED 
THIS SPRING IN... 


The Saturday Evening Post 
Life 

Better Homes & Gardens 
Pathfinder 

American Weekly 

This Week 

Parade 
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PAINTING 


and Q Household Uses 
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UM TURPENTINE is the original, stand- Sella pintof GumT urpentine with a pint 
G ard, foolproof paint thinner for paints, — of boiled linseed oil—mix half and half fora 
varnishes and enamels. It is preferred by g superior furniture polish. 
out of 10 master painters and by millions of Gum Turpentine gets rid of ants and 
homeowners. Always recommend Gum __ other bugs and insects. 

Turpentine when selling paints. With the heaviest advertising campaign 

Gum Turpentine has many household _ in our history, you can sell a big volume 
uses. It cleans all wood,metal,glassand por- of Gum Turpentine. Ask your distributor 
celain surfaces. RecommendGumTurpen- for Gum Turpentine bearing the AT-FA 
tine forcleaningand disinfecting toiletseats. Seal of Approval. 


AMERICAN TURPENTINE FARMERS ASSOCIATION + General Offices: Valdosta, Georgia 
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- pwugren STORE OWNERS are converting passing traffic 
into buying traffic. 

They’re doing it with “open” fronts—making it easier 
for people to see in—so more will come in to buy. 

That’s good selling strategy—strategy that works as well 
in Connecticut as California . as well for hardware 


dealers as for appliance dealers. All over the country, store 
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STORES ARE GETTING MORE TRAFFIC 








Fisher-Glassford Co. 
Fresno, California 






owners are getting their merchandise out from behind 
vision-blocking, sales-blocking, old-style fronts. 

Some, guessing about the cost, keep putting off the 
change. But why guess? A Libbey-Owens:-Ford Glass 
Distributor can give you an estimate on a new front. 
Being a local businessman, he knows local conditions. 
He knows architects and contractors who do store modern- 
ization. He’s the right man to help you get the most 
for your money. 

As for storefront materials, he has the best and most 
complete line you can find—L-O-F Polished Plate Glass, 
Golden Plate to reduce fading of displays, Heat Absorbing 
Plate to reduce entrance of solar heat, Thermopane* 
insulating glass to reduce steaming and frost, Tuf-flex* 
doors to open up entrances, Vitrolite* glass paneling to 
beautify exterior surfaces. 

Send the coupon for name of your nearest L’O-F dis- 


tributor who can give you this complete, helpful service. 
*® 


Libbey*Owens*Ford Glass Co. 

7755 Nicholas Building, Toledo, Ohio 

Send me your book on Visual Fronts and the name of 
the nearest L*O*F distributor. 


Name 
Address 


City ‘ State _ 











Combination 


Sharpening Stones These six popular 









CARBORUNDUM 


ra - 
1Q7 
oa 


combination stones are 
just what hobbyists are 
looking for. Mounted on a 
space-saving panel—they 


— fo move fast. Set it up on your 


— | = tool counter or with 











related merchandise. This 
No. 1400 display can pile up 
extra profits in a hurry. 


It’s simple...it’s profitable... 
to include these handy, 


fast-cutting stones in every 
\t outdoor equipment sale. 
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— The neat walrus leather 

belt case and the name 

CARBORUNDUM will 

catch the sportsman’s 

eye. You can’t miss on this 
profit item. 


There’s a place for a hook 
stone in every tackle 


‘ 4q BS “t box. It’s a number that 


is hard to keep in 

stock any time— 
particularly now. Put 

some where customers 

~ | can see them 
and pick up easy 

extra profits. 


Abrasives by 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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PROFITS this month? 








The cash that you pile up on the rental of floor sand- 
ing equipment alone is enough to make it a profit- 
able deal. But, the big pay-off is more often in the 
“second” profits... money that dealers are making on 
the sale of extras...the varnish, paint, shellac and 
edger discs and floor sanding sheets necessary to do a 
complete floor finishing job. 


There’s a sure step in building a profitable rental 
business and cashing in on these extra sales. It is to 
show how simple it is for anyone to do a good floor 
sanding and refinishing job. Making this even easier 
—and almost automatic—are CARBORUNDUM's 
displays and booklets. This specially prepared material 





TRA OD E 





-_ 





} 1#’s the “Extras” 
4 that 
build volume 
and profit 


= 


is bringing in plenty of business and extra sales for 











dealers everywhere. And, these dealers are stocking 
cut sheets and edger discs by CARBORUNDUM be- 
cause the convenient, easy-to-use packages save them 
time and effort in furnishing the right abrasive for 
every floor sanding requirement. 


This combination of the best known abrasive prod- 
ucts backed by tested promotional material can help 
you cash in on this profitable market. Ask your 
CARBORUNDUM jobber for displays and booklets 
when you order packages of cut sheets and floor sand- 
ing discs by CARBORUNDUM. Coated Products 
Division, The Carborundum Co., Niagara Falls, N. Y. 


CARBORUNDUM | 


MARK 


Making ALL abrasive products ...to give you the proper ONE 
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Helps You Choose the 


Right cork EOUIPMEN™ 


for your customers 


Phe Model S$ 
artridge zz, With Cartridge 


0 BAIL-TITE SCREW CALKER 
for All Spouted Cartridges for All Spouted Cartridges 


Steel handle, baked enamel finish. Spring steel Cadmium plated. Spring steel bail. Tempered 
speed screwdrive. Tight suspension cartridge grip. 


bail. Tight suspension cartridge grip. Packed 6 or : 
12 to case. Retails $1.89. Model FC (with nozzle) Packed 6 or 12 to case. Retails 89c. Model SC 
for spoutless cartridges, $1.98. (with nozzle) for spoutless cartridges, 98c. 


POWER CALKER 


Dispenses from 
5 Gal. can of 
calk. Rugged, 
\ lightweight. Ef- 
y — ficient. Write 
PROFESSIONAL 4 for price. 
CALK GUNS Qe 


Bulk or cartridge load from 1 pt. to 2'4 ats. 
Finger-grip triggers, contoured handles. Built-in 
cartridge piston. Retail from $2.50 to $21.00. 


SPECIAL ACCESSORIES ) 


Assortment 


Giant 
Nozzle 
1“ Triangle 
type—for 
2 qt. gun. 
$1.50 


Reducer 


Permits use of any 

; Vital Standard Nozzle 

Self-selling display—10 popular shapes—inter- with Model ‘‘A”’ calk 
changeable for all Vital professional guns. gun. Retails $1.50. 


IF YOUR JOBBER CAN'T SUPPLY YOU WITH VITAL GUNS AND 


CARTRIDGES, WRITE FOR NAME OF NEAREST ONE WHO CAN. 
JOBBER: Write us for nearest Vital approved calk source Sh 
handling this equipment. We do not make or sell calk. 


PRODUCTS MANUFACTURING CO. 


7500 QUINCY AVENUE * Since 1909 . CLEVELAND 4, OHIO 


THE ORIGINAL AND LARGEST MAKERS OF CALK EQUIPMENT 





HARDWAI 
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MORE dealers are 
making MORE sales 
and profits 
with SHERWIN-WILLIAMS 
paints than any 
other brand! 


AND HERE ARE 6 GOOD REASONS WHY: 


e ONE PAINT LINE that meets customer's complete 
requiremen ts , 








e BEST RECOGNIZED NAME in paint makes selling easie 

e NATIONAL ADVERTISING that keeps dealers in the 
public eye 

e SALES HELPS that are proved merchandising assistants . 


e RESEARCH LEADERSHIP that provides the right paint 
products 


e SHERWIN-WILLIAMS believes in its dealers 





it pays to be a 


SHERWIN-WILLIAMS DEALER 


There is a limited number of dealerships available. Write us for 





full information. The Sherwin-Williams Co., Cleveland 1, Ohio. 
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SALES 


‘“ 


>. 


PROFITS 





More people are buying Pol-mer-ik 


Four powerful forces are at work increasing sales of Pol-mer-ik, already America’s 
favorite linseed oil. And with retailers averaging 33!.% gross profit on sales, the margin 


on each sale has increased proportionately. 


QO 336 million consumers will be reading 
Pol-mer-ik Boiled Oil advertising in 
national magazines in 1950. This means 
more sales. 


© 100°, Pure Supertreated Pol-mer-ik is 
already America’s best known and most 
widely accepted linseed oil. Supertreated 
to brush smoother, level better, it forms 
a tougher film that adds durability and 
beauty to the completed paint job. It’s 
the extra value oil at no extra cost. 


3) The new and expanded merchandising 
and sales help program permits every re- 
tailer to tie in effectively with Pol-mer-ik’s 
powerful national campaign. This point 
of sales material will increase sales. 


QO the “101 Handy Home Uses’’ cam- 
paign featuring Pol-mer-ik Boiled as an 
excellent furniture polish, rust inhibitor, 
etc. provides a broad year 'round market 
with an unlimited Pol-mer-ik sales po- 
tential. Every householder is a prospect. 


SUPERTREATED Paol-mer-ik 100% PURE LINSEED OIL 











AND 
“101 HANDY 





ARCHER -DANIELS MIDLAND COMPANY 


600 ROANOKE BUILDING + MINNEAPOLIS 2, MINNESOTA 


Gentlemen: 
Please send me full details on the new POL-MER-IK Profit Plan. 


Nome 
Address___ 
City a State___ 


l usually buy my linseed oil from. 


BETTER PAINTING 








GET YOUR 
“SPRING PROFIT PACKAGE 


These FREE promotion pieces will help you raise your 
spring profits even more— with DUST-STOP* Air Filters. 








(0, TIME POR SPONGE CLEANING 


enue — 


667 00 oF waar mura peer’ 














= 
Five Hard-selling Direct 
Mail Pieces 


Tratfic-building 
Window Streamer 


Eye-catching. 4-foot Display 


Ask your filter distributor or jobber for your sales helps today 
—and get your share of the big spring market for DUST-STOPS. 


Sell the Original, Genuine 


Stor 


OWENS-CORNING 


FIBERGLAS 
; product 


* DUST-STOP is the trade-mark of Owens-Corning Fiberglas Corporation 
for impingement type air filters made of glass fibers. 


Springtime Is Profit Time with DUST-STOPS! 


% 








°*T mM. REG U S. PAT. OFF 








In the spring, homeowners with forced warm air fur- 
naces buy new DUST-STOPS. Why? Because it’s be- 
coming more and more of a housecleaning habit — 
thanks to a superior filter and consistent national 
advertising of DUST-STOPS that’s sold over thirty 
million since 1933. 

This ever-growing market has over 3,000,000 forced 
warm air furnaces averaging 2 filter changes a year 





FIBERGLAS IS IN YOUR LIFE. 


with an average of 3 filters each. That's 18,000,000 
DUST-STOPS annually —a tremendous filter poten- 
tial . . . a profitable repeat business that’s a natural 
for hardware stores. So put DUST-STOPS on your 
counter and in your window. Use the promotion 
material, and profit! 


Owens-Corning Fiberglas Corporation, Dept. 38-E3. 


Toledo 1, Ohio. 





FOR GOOD! 
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fin Seven Short Years From 2500 to 40,000 square feet! 
The New Plant is Ultra Modern . . Created for Stream- 
lined Production . . All Operations on One Floor. . 
A Model of Efficiency in the Paint Brush Industry, 

Geared to the Manufacture of the Best Quality 
Brushes That Can Be Produced! 





COLONIAL 
PAINT BRUSHES 
ALL MADE WITH 

PURE BLACK 
CHINESE BRISTLES 





RETAIL AT 


10° 


AND UP 





‘FOR OVER A QUARTER CENTURY OUR 

















ron oun MANAGEMENT HAS MANUFACTURED AND 
gree , MERCHANDISED POPULAR PRICED BRUSHES 


« « » IN FACT, IT’S OUR THIRTIETH YEAR! 








COLONIAL BRUSH MANUFACTURING COMPANY, INC. 


ldnirr 160 WASHINGTON STREET, NORTH 
Nw BOSTON 14, MASS. 
Telephone: Richmond 2-2515 
NEW YORK CHICAGO 
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FULL LENGTH HEAD 
BEARING SLEEVE — of 
heavy-gauge steel—elimi- 
nates cutting of fork tube 
and assures better fit, 
longer life. 


FORK HEAD STEMS— pre- 
cision fit and brazed to 
bearing reinforcement and 
fork shoulder for greatest 
strength. 





BALL-BEARING FRONT 
WHEELS — with hardened 
steel balls, ball races and 
cones. 


O% 


PATENTED HYDROGEN BRAZING 
—Parts, accurate to .002” tolerance, 
are brazed with copper, making joints 
stronger than any other type of welding. 





FREE 64-PAGE, FULL-COLOR CATALOG 


on 1950 Mercury Wheel Goods...Write for your 
copy now! 


satisfaction. And 



















G-551—A deluxe 
quality, tangent 
spoke model. 


Sell Faster because of these features! 


Better-built Mercury Velocipedes m 


maximum durability that insures lasting custom 


eye-appeal. Furthermore, the line is COMPLETE 
there is a full range of sizes in tanget 


spoke and machine spoke mode 


SEAT POST REINFORCEMENT 
—hydraulically forced into j 
frame backbone for 
strength. 





FRAME BACKBONE — of 
heavy steel doubly reinforced 
and swaged at joint of rear 
“U”’ brace tube. 


REAR PLATFORMS — of 
heavy-gauge steel, securely 


brazed to frame and axle. 
Cs. 


HAY 





their superb styling is tops! 


—all ball-bearing . . . Yes, 





quality, style, and a cof 
plete line, Mercury gi 


you the biggest salt 


, «cae ° 

opportunity int He 
-locipede market. 

velocip d SUMME! 







THE MURRAY OHI 
MFG. CO. 


CLEVELAND 10, OH! 
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are AA 


ready for 


Summer Sales 


of QUART Yfadidin 
VACUUM BOTTLES? 


There will be calls at 
your counter for Aladdin 
Hy-Lo Bottles. The line 
that has been advertised 
Nationally* and locally to 
all your customers. 





p ee. on Ce at. 
The Ail Ameri 


3 vacuum 60 aS 








* in BIG 2 and 4 color ads in LIFE, SATURDAY EVENING 
POST, LADIES’ HOME JOURNAL, TODAY'S WOMAN 


------ --ORDER FROM YOUR JOBBER TODAY-------------- 


y 


“A” 


. flla-diner® 


favorite outing 


SPORTS KIT 


See it Want it that 

happening everywhere. Husky 
Lexide Covdete Finished Case 
Doubly protected with pliable, 


companion from coast erman oat scuff-proof plastic 
OTHER Hot to coast. Smart-looking, zs nating Fi ils the bill il §. go every 
_ Q sturdy aluminum case : casion with not one, but two @ 
‘ fully meted with haben s Ala Sain HY LO iy 
peg spoons, plate Qu "AR r 4 ACUUM BOT. 
nied actin Far TLES and a glistening. red 
Va acuum Bottles. In 2, metal SN ACK Box big enough 





SUMMER SELLERS! 4 or 6-party sizes. to pack a man-size lunch. 





ALADDIN INDUSTRIES, ira: rporated 703 Murfreesboro Road, Nashville, Tennessee 


1107 Merchandise Mart, Chicago, Illinois * Pacific Coast: 105 E. Lexington Drive, Glendale, California 
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ONLY GLADDING HAS 
THE AWARD OF 


MERIT 


i 0. cre ee oe, 
ak es Se lees 





NEW PLASTIC CASE—now 
comes with Gladding’s 
Invincible, Dauntless, Blue 
Ribbon. Has sliding lids. 
Perfect for hooks, sinkers, 
spinners, leaders, etc. 






COUNTER DISPLAY! Two 
boxes, each holding 50 yds., open 
on hinges to make beautiful dis- 
play. Can be snapped apart and 
sold separately . . . or can be 
folded into space-saving, self- 
locking, double-deck display. 


eo 
Use This Exclusive Symbol of 
Dependability to Step Up Sales! 


Make the most of the powerful sales-clincher that 
Gladding offers you. The Award of Merit assures your 
customers that Gladding lines consistently meet the 
U.S. Testing Company’s rigid Standards for Excellence. 
And only Gladding has this Award of Merit. Cash in on 
it. Feature nationally-advertised, world-famous 
Gladdings as ‘““The Award of Merit Lines.” 


B. F. GLADDING AND CO., INC. 


SOUTH OTSELIC, NEW YORK 






@ Sliding lid opens easily, stays 
shut securely. Comes with every 
Gladding tapered line. Available, 
at small extra cost, with Gladding 
level fly lines. 
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| PO BOX 1859 





The Gift For Father 


You can supply it and both father and you will profit. It 
will give him every Hoppe Product that he needs for the 
cleaning and care of his guns. It will give you a satisfied 
customer. 

HOPPE'S GUN CLEANING PACK 

is a different, out-of-the-ordinary gift and our special 
Father's Day advertising will help you sell it. Your Jobber 
can supply you. 


FRANK A. HOPPE, INC. 
2314A North 8th St. Philadelphia 33, Pa. 


























THE NUMBER OF 
PEOPLE TRYING TO 
IMITATE OUR ORIGINAL 


AIR BREATHER 


DON’T BE MISLED... 
SELL THE GENUINE, 


: Ee AIR 7 

ORIGINAL bs eneitue/) Ms 
tAnie Tie fall % | / WRITE T y 
FAUS aie ‘* \\ f| for new catalog 
AIR BREATHER ‘ H55. It show 
é line 

Made by the manufacturer of . ; —_.. 

Ty uscd TACKLE BOXES color 


STRATTON & TERSTEGGE CO. 


MANUFACTURING DIVISION 


LOUISVILLE 1, KENTUCKY 
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SUCCESS 
STORES 


on Taylor's New 
Permanent Merchandiser 


Reports of 50 to 100% sales increase are coming in to us 
from more than 1586 dealers now using this Taylor Permanent 
Merchandiser—and still more are putting it up every day. 16” wide 
by 50” long, vertical type (illustrated ) is ideal for pillars and hard- 
to-use corners. Horizontal type also available for wall hanging 
or for mounting on counters or tables. Both put the popular and 
profitable Taylor line up where it can be seen—then sell it on 
sight. The time for you to get it up in your store is right now! 


Green background with blond oak trim attractively displays 
the full line of Taylor Cooking Thermometers, plus the most 
popular Window, Wall and Desk Thermometers and Humidi- 
guide. Write today for details. Taylor Instrument Companies, 
Rochester, N. Y., and Toronto, Canada. 


Every Fisherman Needs... 


this Taylor Fisherman's Ba- 
rometer that tells when fish 
are biting. He knows it’s right 
94 times in 100 from scores 
of reports made by veteran 




















fishermen in sports journals 
the world over. Can be used to 
predict local 
Good grade barometer move- 


weather, too. 


ment in 314” green plastic 
case. No. 2280, retails for $8. 
(Available for altitudes over 
3500 feet, $9.) 
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MODERN, COLORFUL SELLING 
DISPLAYS FOR YOUR STORE 


Here are tested, proven counter dis- 
plays and window streamers for you 
... absolutely free! The sizes, shapes, 
colors and illustrations follow the 
preferences of sporting goods men 
everywhere. They’ll work for you 
all year ’round... selling your 
shooter customers more WESTERN 
world-champion ammunition and 
other hunting supplies. Write for 
them today! 


DIVISION OF 


East Alton & 








SHELLS 


4 e SuPrLr 


UNIQUE FULL-COLOR 
DISPLAYS FOR EVERY 
HUNTING SEASON 


Three unusual counter 
displays—for Western 
rim-fire cartridges, 
center-fires, and shot 
shells. Thé attractive 
full-color circle illus- 
trations are removable 

. you get several il- 
lustrations for each 
display, so you may 
keep in key with shoot- 


ing seasons in your 


territory. 
EASY ORDER FORM 
ON BACK OF NEXT PAGE 
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stow 


POWERFUL, ON-THE-SPOT DISPLAYS 
TO RING UP SALES FOR YOU! 


Designed especially for hardware 
and sporting goods stores, this set 
of counter cards and window 
streamers will boost your sales of 
WINCHESTER arms and ammu- 
nition and other hunting equipment 
every month of the year. Send for 
them .. . display them . . . you'll see 
how they catch the eyes of your 
customers and start sales coming 
your way! 








WINCHESTER 


NONE BETTER 








WINCHESTER 


SUPER SPEED & FAN 





FRESH FULL-COLOR 
ILLUSTRATIONS FOR 
YOUR LOCAL SEASONS 





GF wincHester 


DIVISION OF 
4. NONE BETTER 


New Haven 4 


Winchester 22’s, 


center-fire rifles, and 


| INDUSTRIES, INC. 


Connecticut 





shotguns—each has a 
display of its own. And -. cee 
the beautiful color Were pwarters Ay, " 


drawings are removable 


... you can show what- 
"RAOE-Mamn 














ve ”’s in seas 22 Ri 
ever game’s in season. FLES AND Car 
We'll send you several TRibOEs 
of these interchange- 
able game illustrations. window STREAMERS 
TO BRING HUNTERS at 
pei ‘ 
anu t 


| get your — 
WINCHES Ten | 
Mere; | 














| ae on 
SEE NEXT PAGE >> > cee 
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Oprpber Now 


Tear Out and Mail! 











See Page 50 See Page 51 


FREE Adadowse DISPLAYS 


TRADE MARK 


FREE PIV CHESTER DISPLAYS 


TRADE-MARK 


WI! 


inchester Repeating Arms Co., Dept. 324-C 
featu 


Western Cartridge Company, Dept. 315-B 


Division of Olin Industries, Inc. ivision of Olin Industries, Inc. 


D 
East Alton, Illinois New Haven 4, Connecticut 


Here is a spo 


Please send me the colorful new Western counter cards # Please send me the colorful new Winchester counter 


shears ever 
priced Pinkir 
Wiss adverti 


and window streamers. cards and window streamers. 


Name Title Name Title —_ 
pairs new 
demand for | 
Renee ee ae ee Te ee eee ‘ Store Name 2 pairs Mod 
. world’s fines 
Address _ | Address 
‘ 
a 
City Zone State i City Zone State 
‘ 
F 
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sosks quicker 
ne cone on one cnet move = [0 
= wiss ay . 


WISS PINKING SHEARS 


featuring... 1, LOWER PRICES! 
2. A NEW MODEL! 


Here is a sparkling, new display in four colors, featuring the most popular 
shears ever made—Model C Pinking Shears—and the new, medium- 
priced Pinking Shears, Model E. Use this new display to tie up with the 
Wiss advertising campaign and enjoy unprecedented cutlery sales. 


PS-5 ASSORTMENT 


3 pairs new Model E, retail price $3.95 each. Made to meet the wide 
demand for quality Pinking Shears at a medium price. 


2 pairs Model C, new reduced retail price $7.50 each. These are the 
world’s finest Pinking Shears, choice of professionals and home sewers. 


RETAIL VALUE 
OF ASSORTMENT ...... $26.85 


DEALER’S PRICE........ $18.92 





N 


PS-5 

New 

Counter 

Display and 
» Assortment! 


NATIONAL 
ADVERTISING 





DRAMATIC COLOR, ONE-HALF PAGE 
ADVERTISEMENTS, FEATURING WISS 
PINKING SHEARS, START IN THE 
JUNE ISSUES OF— 

¢ The Saturday Evening Post —June 10th 
e Ladies’ Home Journal 

e Country Gentleman 

e McCall's 

NOTE: Please do not advertise or dis- 


play PS-5 or Model E Pinking Shears 
until June 5th. 


NEWARK 7, N. J. 



















when it comes fo sel 


A salesman who can’t talk? Seems incredible, but it’s 
true. One of your best water heater salesmen never says 
a word, but he’s selling for you—selling hard—every 


day of the week. He is the electric dishwasher! Every 





dishwasher bought by your customers is a silent 
salesman for Electric Water Heaters, because it can’t 


wash dishes properly without plenty of hot water. 





So always be sure to ask what type and size of water 





heater your customer now has. You'll be surprised how 











easy it is to sell Electric Water Heaters this way, and 





how many actual installations result from this approach. 


Try it, prove to yourself how successful it is. 


The same principle holds true every time you sell an \\ 
Electric Clothes Washer, Range or Dryer. Each of these N 
appliances also paves the way for an Electric Water 


Heater sale—the washer because it, too, needs a 
dependable supply of hot water at the proper 
temperature—the other two appliances because when a 


home is wired for them it’s easier and costs less to 





install an Electric Water Heater. 
Even if you don’t make the water heater sale at the 
time you sell the other appliances, put each customer on ' 
your hot prospect list and follow up frequently. The job { 
is made still easier by the fact that people want electric — 
hot water. Industry figures and surveys show that. More 
people all the timg are buying Electric Water Heaters. 
For the f 
history .ma 
—, pages in fu 
will help | 
SELL ELECTRIC WATER HEATERS wagntince 
And see 
of-sale dis 


hack up tk 


They’re what people want! 





ELECTPIC WATER HEATER SECTION, National Electrical Manufacturers Association, 155 East 44th Street, New York 17, N. Y. i ‘ 
ALLCRAFT «+ BAUER «+ BRADFORD e« CRANE-LINE SELECTRIC + CROSLEY + FAIRBANKS-MORSE « FOWLER e¢ FRIGIDAIRE 
GENERAL ELECTRIC « HOTPOINT « HOTSTREAM « JOHN WOOD « KELVINATOR + LAWSON « MERTLAND « MONARCH + NORGE 
PEMCO « REX « RHEEM « SEPCO « A.O.SMITH « THERMOGRAY «+ TOASTMASTER « UNIVERSAL « WESIX + WESTINGHOUSE 
‘i — 
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Why 1950 will be 
your best selling year for 


The General Electric 
Triple-Whip Mixer! 























~~ 
~~ 
al 7 
$34.95 (Incl. Fed. Exc. Tax). Price subject to change without notice. 
YEAR-ROUND ADVERTISING! 
For the first time in Triple- Whip Mixer 
history, national advertising, including full 
» 5? +4 , 
pages in full color at the peak buying time, Ladies’ Home Journal 
will help build your sales all year! (See McCall’s - Good Housekeeping 
Magazines at right. 
asines at right.) Country Gentleman 
And see your distributor for new point- ae : ; 
of-sale displays and consumer folders to Bride’s Magazine - Modern Bride 
hack up this program! 
You can put your confidence in— 
8, (950 HARDWARE AGE, MAY 18, 1950 











New Automatic Juicer! Squeez- 
es, and automatically strains, a 
dozen or more oranges with no 
clogging. A worksaving wonder 
that really sells this mixer! 


Built-in Light! Shines directly 


down into bowl. Customers love 





it! Makes an effective point-of- 
sale demonstration. Four-quart 
and two-quart bowls accompany 


er 
m\\.) 


mixer. 






New Speed Selector! Newly de- 
signed Speed Selector is located 
out front where it’s easy to read. 
Housewives are always sure of 
the right speed, whatever they're 
mixing! 


— as 


Zs ok 

3 Easy-to-Clean Beaters! For 
faster, more thorough mixing 
three beaters. No center shafts . . . 
they're easy to clean. Beaters are 
shaped to beat from center to 
sides of bowl. 





More power than ever! Assures 
housewives of constant power and 
lots of it—even at low speeds, 
even when mixing the heaviest 
batter. Yet it weighs only 4+ 
pounds as a portable. Appliance 
and Merchandise Department, 
General Electric Company, 
Bridgeport 2, Connecticut. 


we 
wi 









Triple-Action Hoover at popular low price 
combines with great new Hoover AERO- 
DYNE Tank Cleaner in exciting new adver- 
tising to make 1950 a whale of a year for 
Hoover dealers! 


Hoover—the standard of quality in the cleaner busi- 
ness—ALSO SETS THE PRICE STANDARD. And dealers 
have a sure-fire winner in Model 115—the handiest cleaner 
in America—for "Only $49.95 and your old cleaner!”’ 


Model 115 is a real Triple-Action Hoover—it beats, as 
it sweeps, as it cleans. It’s big enough for tough cleaning 
jobs, small enough to store in "‘pint-size”’ space. And it's 
the easiest-handling cleaner ever built! 

Your customers read about Model 115 in LIFE, LOOK, 
and other leading national magazines—in dramatic ad- 
vertisements that tell how easy it is to own this fine Hoover 
with its low over-all price, extra-low down payment, and 
easy monthly terms. 

With the new AERO-DYNE Tank Cleaner sharing the 
Hoover advertising spotlight, more than 64,094,000 
readers will see Hoover advertisements during the first 
six months of 1950. Are you cashing in on the sales this 
advertising is building for Hoover dealers? 


You'll be happier with a Hoover! 


Prices subject to increase without notice. 


qh 95 
and your old 
e cleaner 








— i — New Hoover 
New Model 62 Model 28 Model 115 AERO-DYNE 
Hoover Cleaner Hoover Cleaner Hoover Cleaner Cleaner 
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Hoover 
Iron 


With Model One-Fifteen to lead the way, No wonder Pe) 


ZF 


Hoover dealers shout “Hooray!” 
THE HOOVER COMPANY 
North Canton, Ohio; Hamilton, Ontario, Canada; 


Perivale, England 
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For extra profits... 


2 FAiisburgh ran 
have “ check your 





Right now, you can cash in on the seasonal needs of your 
Conomy 


BRUSHES 


FOR HOME AND SHOP 


customers ... who are sprucing up their homes, farms and shops 
before warm weather arrives. 

But the first thing to do... is let your Pittsburgh representa- 
tive spend two minutes going over your own scrub, sweep and 
duster needs. 

Pittsburgh’s rough, tough, sturdy “Lightning Line” mainte- 
nance brushes will give your customers good service. They're 


precision made, with uniform quaiity and finish . . . built to 





stand up under rugged punishment. 












(—~ 
(Catitay ERK 


of SN Vays) 
FoR HOME AND FARM 


Assortment 
50-SS-1 





— 


Fut these Colorful 
Displays to Work 


They do a selling job when they are on 
your shelves or counters where customers 
can see them. Place the self-selling dis- 
plays near related sundries and they'll 
create extra sales for you. Now’s the time 

. so let the Pittsburgh man give your 
maintenance brush stock a profitable two- 


minute check up. PITTSBURGH r 


PITTSBURGH PLATE GLASS CO. 
Brush Division, Dept. D-2, 
3221 Frederick Ave., Baltimore 29, Md. 





Assortment 50-SS-2 














MAINTENANCE BRUSHES 








PAINT © GLASS * CHEMICALS * PLASTICS 
GLASS COMPANY 


BRUSHES 
PITTSBURGH PLATE 
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‘JULY 10-14 
*, (Monday through Friday) “ 


ATLANTIC CITY 
AUDITORIUM 


Atlantic City, New Jersey 
\ Y As 





NATIONAL 
HOUSEWARES and 
HOME APPLIANCE 
MANUFACTURERS 
EXHIBIT 


Make your plans now for the great Atlantic City 
Exhibit to see your industry on parade in the largest 
concentration of Housewares and Appliances ever as- 
sembled. Planned to save the time, money and energy 
of both Buyer and Manufacturer, this exhibit will be 
the national meeting place of your industry in 1950 
—the trading center of the world for all that is new 
in Housewares and Appliances. You will see ALL the 
new products, ALL the latest merchandising and dis- 
play ideas—all designed to help boost your sales in 
this important year. 


NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


Incorporated Not For Profit 


Chicago 54, Illinois 


1140 Merchandise Mart 


Phone: DElaware 7-8585 
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Llu wir! 


BALL BEARING BEATER 






Reasons why it’s 
the Best Buy in Beaters 















7 PLASTIC HANDLE AND KNOB. / 
Easy to grasp. Will not crack. 
Z BALL BEARING DRIVE. 
The crank spins easily. 
3 NEW LARGE GEAR WHEEL. | 
For faster, smoother action. 
G PROTECTIVE GEAR SHIELD. 
Protection from moving parts. 
S SEEVE TYPE PINIONS. 
Prevent jamming of floats. 
6 EASY TO CLEAN. 
Stainless steel floats and wings. 
7 STATIONARY WINGS. 
Provide efficient action. 
§ FLATTENED CENTER WIRE. 
For close contact to bowl. , 





Blue Whirl is furnished in 
two popular sizes, the med- 












ium household size No. 55 
and the large hotel or res 
taurant size No. 60. Both are 
packed individually and sup- 
plied with green, red or yel- 
low plastic handles. For free 
literature and prices write... 





The Turner & Seymour Mfg. Co., 


T 
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No. 35 Fruit Jar Funnel & Strainer 
has removable strainer disc. 





No. 211 Colander 
heavy duty—will not flex. 





No. 128 Square Measuring Cup 
& Egg Separator 
measures liquids and bulk foods. 


CANNING AND PRESERVING NEEDS 
MAKE CASH REGISTERS RING! 


No. 53 Heavy Mixing Bowl Set 
50% heavier than usval. 


No. 132 Measuring Scoop 
partition adjusts for 
measurement desired. 





No. 134 Measuring Cup Set 
an ‘indispensable’ for canning. 





DISPLAY IT! 


00) 10) 


MERCHANDISE IT! 






Prepare now to get your share of the 
plus business which the canning sea- 
son provides. Housewives everywhere, 
in the city and on the farm, will want 
new “tools” to make their canning 
and preserving faster and easier — 
and insure its success. The Shel-glo 
plastic items shown here fit right into 
this picture. They're practical and dur- 
able to use—economical for the house- 
wife to buy. Every one is made of 
high-heat resistant Polystyrene. The 
beautiful, solid kitchen colors make 
traffic-stopping displays for counter 
and window — often resulting in com- 
bination sales that get into the ‘‘dol- 
lar’’ figures. 


WRITE TODAY FOR COLORED 
CATALOG PAGES AND PRICES 













Plastic Funnels 
five sizes—1, 2, 4, 8, and 16 oz. 





No. 104 Measuring Spoon Set 
accurate measurements 
insure tasty results. 


FACTORY OFFICES 


MANUFACTURING CO. toom 116 Room 14-102 


WESTERVILLE, 
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Rubbermaid moves... 


because when it's RUBBERMAID, 
(ae SEEING IS BUYING 


Hardware stores were wide-eyed as they watched 
spectacular 132% Rubbermaid sales increases 
last year from coast to coast. And as an eye- 
opener for the first quarter of 1950, shipments 
have zoomed an additional 151% compared to 
the same period in 1949. 

With your customers, too, seeing is believing 
where Rubbermaid’s concerned. 


Make the test yourself ———————_ 


Ribbermaid Houseware 
® 


Fastest Growing Housewares Line in America 


THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 


gy ity 











Rw _ Are you overlooking 
SS | 
“3 important 
NY Sore 


profits 2 






At SOM 
a 


matched bathroom accessories 
will build your sales! 


Many bathroom accessory sales are missed entirely 
when figuring builders hardware contracts. In WES- 
CHROME, however, you have a beautiful line of 
bathroom hardware that just won’t take a back seat 

it practically sells on sight. In fact, WESCHROME 
may be the wedge needed to land the entire builders 
hardware order! Heavy, gleaming chrome finish, 
smart styling and many manufacturing “extras” iden- 
tify these units as having real quality...and they are 
budget-priced! Once again we say—don’t overlook the 
easy profits found in WESCHROME sales. Write for 
a full description of the WESCHROME deal today. 


“Wigh Style ona Sudget™ 


WE cTWO 2 ate 


1420 So. Evergreen Avenue 
60 


No. 952 five-piece 
matched set 





Los Angeles 23, California 
















HERE’S ALL YOU DO: 
> 1, Stock the complete Rubbermaid line. 






2. Display Rubbermaid out front where 
your customers can see it. 


3. Reorder often to keep your Rubber. 
maid stocks complete. 


Ask your jobber for complete details 
and free Rubbermaid merchandising 
helps. 


Majestic 
UNDERGROUND 
GARBAGE RECEIVER 


<= Takes the eye of every 
= y home owner—because it 
ends forever the unhandy, 
| germ-breeding, above: 
ground garbage can! This 
unit installs near the 
kitchen door where it's 
handy! Foot-operated lid 
prevents foul odors, keeps 
out pesky insects and 
pets. Top and outer shell 
guaranteed 10 years. 
User recommended for 
33 years. A real money- 
saver—inside garbage 
can lasts 3 to 4 times 
longer than ordinary 
garbage can. Ideal 
for storage of cans, 
bottles. etc. Many 
sizes. Write today 


The Majestic Co., 304-D Erie St., Huntington, Ind. 


TYPICAL MAJESTIC PRODUCTS EVERY HOME NEEDS 
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ONLY COMPLETE LINE OF CHINAWARE DISPLAY DEVICES 


YOUR CHINA SELLS MORE EASILY WHEN YOU DISPLAY IT TO BEST ADVANTAGE. SELL MANY OF THESE GADGETS TO 
YOUR CUSTOMERS. MOST OF OUR LINE IS MADE OF SOLID BRASS. THEY LOOK AS IF THEY WERE MADE OF SOLID GOLD. 





y REGAL 

EGAL . 
pre CUP & SAUCER STANDs, 
STANDS ['WISTED WIRE 


Can be adjusted to show cup 
and saucer to best advantage. 
3 sizes. Tea cup, dem1-tasse 
and miniature. All sizes $1.50 
do 





Small Size $1.00 
doz. 
Medium Size $1.50 
doz., Large Platter 
$3 doz. 

SOLID BRASS 





PLATE RACKS 
For Seven Plates 
(Collapsible type) 
$12 doz. 

For Six Plates 
(Non - collapsible 
type) $6 doz. 


DINNERWARE 
RACKS 
Racks for 20 piece set 
$2.00. Racks for 32 piece 
set $3.00 each. Racks for 

52 piece set $4.50 each. 


RACK 
Racks for skeleton 
dinner ware set. 

$1.25 each. 


Zz. 
ALL MADE FROM 
SOLID BRASS 


WZ. 


oa 
PLASTIC CUP 
& SAUCER STAND 
Mahogany Color for Demi- 
tasse & Teacup. $1.80 doz. 


<i 4 


iy 


REGAL DOUBLE SPRING 
PLATE HANGER 


© 


MAJESTIC BRASS 
PLATE HANGER 


Where a plate hanger is want- 


UNIVERSAL 
PLATE STAND 
Gilded, twisted 
wire. Small size 
—$1.20 doz. Me- 
dium size — $1.80 


UNIVERSAL 
CUP & SAUCER 
STANDS 
Well made, gild- 
ed wire. 4 sizes: 
tiny, miniature, 





yeitiag - oop — ed with a lot of looks. Sizes qo, Large plat- demi-tasse & tea- 
ie ee me wae Peas for plates as follows: ter size — $2.40 cup —- all sizes 
hanger. Sizes for plates as #321 for 4” to 5” ie: $1.20 doz. 
gage oy r 4” to 5%,’ #6332 for 5” to 7” 
Oo 4 2 © en” ” 
dete 2 #324 for 7” to 9 
UNIVERSAL SINGLE #% for 5” to 61%" ame hin 4 tn OF WALL PLATE 
SPRING PLATE HANGER #1 for 6” to 714” #326 for 11” to 1244” RACKS A 
Individually wrapped. Gilded #2 for 714” to 9” SOLID BRASS. Lacquered. All Solid Brass 
tips. Made where extreme #3 for 9” to 104” : : To hang as many 
ae 2 All sizes $2.00 doz. Indi- — % oe 
competition must be met. A #4 for 10144” to 11% vidually wrapped plates as desired 1; 4 
better hanger in this price #5 for 11144” to 1214” oe ; on a wall in series. ™~ 


range. Made in 2 sizes. Small #6 for 124%” to 1714” Small for plates to 6”. Medium for plates to 10”. First hanger 
size for plates 5” to 7” and All sizes $1.50 doz. Individu- 35¢. Additional hangers $2.00 doz. Large size for plates over 
large size from 7” to 11”. ally wrapped. 10”. All additional hangers $2.40 doz. All 


$1.00 doz. ALL SOLID BRASS 


NEW LOW PRICES ON THE BEAUTIFUL AND ORIGINAL PRINCESS CERAMICS 


First hanger 50¢. 
solid brass. 





#800 Wall Demi- 
tasse, $30 doz. pr. 


#400 Slippers. $24 doz. 


#300-D Demi- 
#500 Slippers. $30 doz. 


tasse. $24 doz. 


#350 Demi-tasse. 
$30 doz. 


ERNEST TATCHER 


266 N. W. 26TH STREET, MIAMI, FLORIDA 


Miniature cups & 
sau. $15 doz. 


TERRITORY OPEN 
FOR SALESMEN 
and Jobbers 
WRITE 
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True Temper Kelly No. 26 
Perfect Weed Cufter 


The original—with oval hickory handle, 
serrated scythe steel blade, strong braced 
and bolted construction, and correctly 
balanced so the blade travels parallel to the 
ground. Safe—sure—long lasting. A known 
value—universally preferred by users. 














i 


We took out weight but 
added sirength 


FOR EASIER USE AND GREATER VALUE 


© 20% less weight, with greater 
strength, and a thin, keen, easily 
sharpened blade are the value fea- 
tures of this new True Temper 
Solid Steel Scythe. 


Each blade is forged from one 
piece of special analysis steel. The 
thick, grooved web extends through 
the heel for rigidity and to give 
great strength at the point of 


most strain. 


Controlled tempering gives the 
back and heel toughness, strength 


and backbone—gives the thin blade 
a keen cutting edge easily kept 


sharp with a whetstone or file. 


Balance is scientifically designed 
to give a smooth, uniform feel 


from heel to tip. 


Stock and feature these new 
True Temper Solid Steel Scythes. 
Your customers will welcome 
these features that give extra value 
and ease of use. True Temper 


Corporation, Cleveland 15, Ohio. 


TRuE TEMPER 


FINE TOOLS + FISHING RODS + GOLF SHAFTS + FOR OVER 100 YEARS 
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MINNEAPOLIS NEWARK NEW ORLEANS NEW YORK 


STOCK UP NOW 
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Wine sce? 
This Seal of Approval, issued by the Insect 
Wire Screening Bureau, means that Chase 
Screening meets all requirements of com 
mercial standards of the U.S. Department 
of Commerce. Look for it. . . insist on it. 


ON CHASE INSECT WIRE SCREENING 


Both you and your customers will be hap- 
pier with Chase Insect Wire Screening. 
Why? Because this high quality, durable 
screening /asts Jonger. Because, with all wires 
straight and even—perfectly squared up— 
you get sure guides for quick, easy cutting. 
Because it comes in full widths and in rolls 
of 100 linear feet. 






WATERBURY 20 CONNECTICUT 


THIS IS THE CHASE NETWORK 


ATLANTA BALTIMORE BOSTON CHICAGO CINCINNATI CLEVELAND DALLAS DENVERt 
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SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


handiest way to buy brass 
DETROIT HOUSTON} INDIANAPOLIS KANSAS CITY. MO. LOS ANGELES MILWAUKEE 
PHILADELPHIA PITTSBURGH PROVIDENCE ROCHESTER+ ST. LOUIS SAN FRANCISCO SEATTLE WATERBURY | fSoles Office Only 


You'll prefer the specially designed, 
strong, hexagonal Chase carton, too. It pro- 
tects your screening from damage, saves 
storage space, doesn’t roll around. 

Why don’t you order enough Chase 
Bronze and Chase Alclad Aluminum Insect 
Wire Screening to take care of the busy 
summer months? 


The Nalioni Headguadid fot 
BRASS & COPPER 
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WATER CANS AND COOLERS 
Keeps Water COLDER-LONGER 


COOLERS feature exclusively: Recessed Spigot Flush with 
O.D. of Cooler; 2. Double- Lock Seams; 3. One-Piece Inside 
Neck; 4. One-Piece Outside Crown; 5. Three-Piece Inter- 
locked Channel Bottom Supports. 

Sizes: 10 gal., 5 gal., 3 gal., and 2 gal. in both heavy duty 
or standard. (Heavy duty, insulated; standard, non-insulated.) 

CANS have the same features as the coolers except that they 
have no spigot. They come in the same sizes and have the same 
construction; and they are available in the heavy duty insulated 
construction or the standard non-insulated in any size. 


Write for 


literature 















RECESSED 
SPIGOT 





CN 


ane a. 
or 


<2 OR 3 GAL. CAN 


2 OR 3 GAL. COOLER > 





5 OR 10 GAL. COOLER 


TURNER SPECIALTY MFG., INC. 


5521 Clinton Drive Houston 20, Texas Phone 4 3521 


















SHALLOW 
WELL PUMPS 


DEEP WELL 
PUMPS ¢ 


4A 


WINDMILLS 





“ret 
PUT IN A WATER SYSTEM DEPARTMENT 


AND CASH IN ON HIGH DOLLAR VOLUME SALES 






Display Aermotor water pumping equipment in your store easier. Now they have accumulated savings to buy water 
and reap new profits. Farmers, home owners want running systems. So sell them dependable, inexpensive Aermotor 
water. They know abundant water puts weight on meat pumping systems. Large dollar-volume items that net you 
animals, increases farm production, makes housework a handsome profit. 
Farmers know from past experience they lished over 60 years. Your water system dis- 
can rely on your recommendations. Show play will bring new prestige, liberal discounts 
them the wide range of Aermotor sizes, the on water system sales, extra profits on all 
dollar-saving features of Aermotor water water-using items. Some territories open for 
systems. Backed by manufacturers estab- live dealer representation. Write for details. 


AERMOTOR COMPANY 


Dept. 8005, 2500 Roosevelt Road 
Chicago 8, Illinois 
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easy - come sales . . 







No. 
; 359 BATH-BEDROOM SET 
—— locking button, inside 
t Tael: 
with emergency entrance feature 


outside 
























with GBM Budget-Priced a 

KEY-IN-KNOB [eeumeae 
either inside or rom 

Tubular Lock Sets de or outside 


 % 
HERE’S WHY THEY BUY - - - I as (W 
. 5 Be | 2 


‘ 


\" 
ty» 


© An Outstanding Value either side and by key —& 
ATORBIN QUALITY — from outside when locked <i : 
THROUGHOUT. ; by inside lever. 6 a STANDARD NIGHT LATCH 
; ; } or doors opening in. Functions b 
» Easier, Quicker, _—_— e Smart, functional design. key from outside errr: 
Equally suitable for tradi- <t side slide lever holds bolt 
to Install. You bore 2 tonal d h é in retracted position 
holes, that's all! ‘onal or modern homes. = & 
© Choice of attractive in- ° 
° Unquestioned Security of side knobs — metal or \ 
glass. 


Auxiliary latch makes loc 
oof. Cast brass « Distinctive finishes on en- 


— * 
cylinder 5-pin tum ler ; 
protection. May be Mas- during brass oF bronze. 
terkeyed if desired. © Reversible for right or 
left hand doors opening | 
in or out. No. 646 3/4 STANDARD NIGHT LATCH 
recommended for doors opening 


knob from 


out. Operates th 
7 - e " 
¢ matching, easy-to 646 except that ” No 
ys a Fae it features A 
fast-moving Corbin ary Latch Protection - 


e Operates by 


he whole FAMILY o 


... and here's * 
d LATCHES in the 


install LOCKS an 
Tubular Line. 

psi ew 4, 

¥. i.= (W. ' 

| vd 


A SUPPLEMENTARY SALES BOOSTER s 
: P. & F. Corbin 


~ aos 





DIVISION 
\ THE AMERICAN HARDWARE CORPORATION 
Boring jigs for quick, accu- New Britain, Connecticut 
rate installation are available. | 
Good BUILDINGS DESERVE Good HARDWARE 
CORR es sie? DEAD LOCK 
Operates by key from out 


s > 
Tie (-Meelale MRA gale dale) oMLar tie: 
C 5 , 
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WANT MORE * 










Put this 
HUSKY 
TEAM TO 
WORK FOR YOU 


With these two high grade store 
traffic and sales builders you 
can collect from $7.50 to $9.00 
a day in machine rentals. You 
will also make sharply increased 
sales of sandpaper, filler, stain, 
varnish, wax, etc. 


NEW LINCOLN ic f wanes 
SPEED-O-LITE 7” 


SPEED-O-LITE 
RENTAL SANDER 


7” 
The sturdier, more “fool-proof” construction of the Lincoln 
Speed-O-Lite 7” Sander takes the beating customers give it 
without needing frequent repairs. You enjoy more continuous 
rental income—up to $5.00 per day. You keep a much larger 
portion of this with a Lincoln Sander because of its proven 
(over a 7-year test) very low average service cost of but 
$1.80 a year. 


NEW LINCOLN E-7 TWIN-MOTORED EDGER 


Now you can own a 
worthy team-matetothe 
long famous Lincoln 
Sander, Lincoln’s new 
E-7 Twin-Motored 
Edger. It will add $2.50 
to $4.00 per day to your 
sander rental income. It 


machine able to take 
hard usage in its stride. 
Twin motors and nu- 
merous exceptional fea- 
tures.Write for complete 
information today. Use 
handy coupon below. 





Toa ePeRPeR RRR RRR RRR RRR RRR RERRERRERERE SE SE 
® Lincolin-Schlueter Floor Mach’y Co., 1252 W. Van Buren St., . 
@ Chicago 7, Ill. 2 
s Gentlemen: Please send complete information on the LINCOLN * 
SPEED-O-LITE 7” SANDER and LINCOLN E-7 EDGER and ad- 
® vise me where I may secure a free demonstration without obligation bad 
@ on my part. . 
& & 
a NAME ‘ ee ee ee a 
® ADDRESS * 
7 ® 
2 CITY ‘ STATE . 
@ BY ‘ : ae 
a REPRESENTATIVES IN ALL PRINCIPAL CITIES © 






FLOOR MACHINERY COMPANY 
1252 WEST VAN BUREN ST.. CHICAGO 7. ILLINOIS 








also is a husky, quality ’ 





THEY REMEMBER AT HOME 
~~~ FORGET IN YOUR STORE 


a 


= 










= SEAM AND EDGE BINDING 
GET EXTRA SALES WITH S & W'S 
SELF-SELLING DISPLAY! 





Many a repair job gets neglected 

INDIVIDUAL because the home owner forgets 

12-FT. CARTONS to make a purchase while in your 

. : Store ... and you lose an extra 

12 feet of pliant, sil- sale! Put the $ & W linoleum seam 

very zinc in each small and edge binding displays near 

box . . . pre-shaped, your cash register and watch them 

prepunched with nail empty out. No cutting...no meas- 

holes . . . plus all nec- uring. The customer pockets the 

essary nails. Available handy box. You ring up the sale! 
also in brass, steel and 

plastic in 75 ft. rolls. WRITE FOR PRICES, LITERATURE, 

AND JOBBER INFORMATION 











S$ & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 








Increase your 
sales of America’s 
leading wicks . . . GLASWIK 

and FLAMEMASTER. These attractive 
merchandisers increase sales and MAKE YOU MONEY! 
Wick can be dispensed quickly and easily, with no waste 
or spoilage. They make excellent counter displays or 
can be hung on a wall or side of the counter. 


COMPLETE DESCRIPTIVE LITERATURE 
ON REQUEST. WRITE DEPT. A 


NORTH WALES, PA. 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 
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“COLOR DYNAMICS is important 
factor in increasing paint sales!” 


—writes large Pittsburgh dealer 
in Phoenix, Arizona 
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en 
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Wig ana new Dea ASIC thi s rotessional ye DYNAMICS: 
n R ret tha’ of 
a “noF = oy on their COPY JAMES C. O'MALLEY, 
s 4 aske dollar, Secretary and sales manager, 


The O'Malley Lumber Company 








| D pnerners everywhere who sell Pittsburgh Paints are 
enjoying greater sales and profits than ever before 
because of the increasing number of home-owners who 
have come to learn that they paint right with COLOR 
DYNAMICS and paint best with Pittsburgh Paints. 


No other paint manufacturer can match the benefits to 
home-owners which derive from the use of this remark- 
able painting system and the exclusive live-paint 


PAINTS . GLASS e 


PiFTTSBOUR GOH 
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protection which makes these benefits last longer. 


Why not take advantage of the big swing to COLOR 
DYNAMICS and Pittsburgh Paints? We'll gladly have 
one of our representatives call to discuss the possi- 
bility of you selling Pittsburgh Paints in your com- 
munity. Write, wire or phone today! Pittsburgh Plate 
Glass Company, Paint Division, Pittsburgh 22, Pa. 


PITTSBURGH PAINTS 


CHEMICALS e 
PLaATS& 


BRUSHES e 
GLtLlaAsS$& 


PLASTICS 
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For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware... 
quality produced by 

Griffin. 






Bevery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE » PENNSYLVANIA 


SALES OFFICES 


45 Warren Street, New York 7, New a 
1639 Fargo Avenue, Chicago 26, Iilino 

9344 Woodward Avenue, Detroit, Michigan 
115 Broad Street, Boston, Massachusetts 

703 Market Street, San Franciseo 3, California 
917 Bt, \Coarive Avenue, Atlanta, Georgia 


. jas Texas 
a" East 60th Street, Seattle, Washington 
85 North President Street, Jackson | s Mississipe! 
less Mill Creek, Kansas City, 
2611 Garrison Bivd., Baltimore “e Marytand 
1620 Garfield Street, Denver 6, Col 


IN CANADA 
15 Wellwoed Avenue, Toronto, Ontario 





Ness 





























... for Dependability, Uniformity 
and Wide Size Range. 


wooD SHEET METAL 
SCREWS SCREWS 


Range from 0 Available in all 
Diameter through standard head 
30 Diameter and styles, materials 
up to 6” in length. and plated finishes. 


Contact your nearest jobber or write direct 


SOUTHINGTON HARDWARE MFG. CO. 


Since 1867 Southington, Conn. 

















older that MELTS FASTER, BONDS 
Federated Gardiner brand solder. Stock it = 
sin attractively colored packages, 4 

Core, Solid Wire, Rosin Core. 


: Customers demand the s 


TIGHTER... 
you "Il sell it. Come 
sizes, compositions. Acid 
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A G00D POINT TO REMEMBER 
be sap-t-HED THUMB TACKS 
a 


AMERICAN uPHOL 


Get Faster Tack Turnover 
with this permanent 


STEEL DISPLAY RACK 


Adds to your profits for years to come! 

¢ Fits right on counter, 
12!" x 14” x 19” 

¢ Holds 7'/2 doz. thumb tacks, 
4 doz. upholstery nails 

¢ Has storage compartment for 
fast re-stocking 


¢ Welded all-steel for extra 
durability 


Your investment $22?°° 


Retail Value $36 


brings you a 
BIG PROFIT of  %Na°” 





The Only Nationally Advertised Tacks! 


Advertised in LIFE, Sat. Eve. Post, 
Good Housekeeping 
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STERY NAILS 
Install AMERICAN'’s compact, colorful permanent steel display 





ORDER THIS 
BIG-VALUE 
DEAL NOW! 
If your job- 
ber has not 
yet stocked 
this deal, use 
convenient or- 
der form. 


oT 
itt ty , ty 













Thousands of retailers 
report that their tack sales 
have skyrocketed since they put in 
the sensational new AMERICAN Display Rack 
that stops customers . and sells them! 

One typical dealer* writes, “We've had to fill our 
AMERICAN Display rack every day . . . and 
we'd like to order another deal to place 


in the back of the store!” 


rack next to every cash register in your store— 
and watch your sales zoom. 


*Mr. Alexander Fox, Mer. 
Fox Furniture & Hardware, Detroit, Mich. 








- - 


All 10¢ SELLERS 
30 DOZ. ASST. TACKS AND UPHOLSTERY NAILS 
In One Serve-Yourself Display 


(Sales-Tested Assortment of Wanted Colo 
20 dozen SAF-T-HED METAL CAPPED THUMB TACKS (No. C366 36) 
6 dozen AMERICAN Leatheroid Upholstery Nails (No. 210 50) 
2 dozen AMERICAN Brass Plated Furniture Nails (No. 43 60) 
1 dozen AMERICAN Ornamental Upholstery Nails (No. 53/35) 
1 dozen AMERICAN Hammered Head Upholstery Nails (No. 9H/35) 





r-------- flew --------4 


AMERICAN TACK COMPANY, INC. i 
Flatiron Building, New York 10, N. Y. 1 
Please ship dealls) of 30-doz. asst. SAF-T-HEAD Thumb Tacks and 
AMERICAN Furniture Nails at $22.50 per deal. TOTAL Ship ond ff 
bill through jobber. i 
JOBBER’S NAME | 
ADDRESS —— a I 
YOUR NAME ___.__ TITLE ! 
COMPANY NAME 
ADDRESS - j 
i 
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A sensational campaign to boost your sales of 


ASPHALT-ALUMINUM 


PAINT or COATING 
to the biggest market of all... 


The Farm Market! 
ee —" 


This Warranty is 

the biggest “‘Sales-Producer’”’ 
in Roof Coating history. Stock 
the brands that feature it... 
Promote it yourself! 




























buy Asp 
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These hard-hitting, 
full-page “Warranty” ad- 
vertisements will reach 
5,156,000 Farm readers in 


“FARM JOURNAL” 
“PROGRESSIVE FARMER” 
“SOUTHERN AGRICULTURIST” es, 


Reynolds Metals Company, Pigment Division, 19 East 47th St., New York 17, N.Y. 
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Now .. for the first 


time in rope retailing... . 
Plymouth, the leader, offers 
MERCHANDISING UNITS 


TO FIT You NEEDS! 


Not one, not two, but... 


Rope is used universally. There's a profitable rope sales volume for every 
hardware retailer. The question is: “How big a volume in your area?” 
You know the answer. So, Plymouth Cordage Company, world's largest 
ropemakers, offers you 3 ways to stock and sell its famous “Ship Brand” 
Manila. Nationwide field studies prove that one of these three, or a com- 
bination of two, will exactly fit your needs. Now, get rent-paying rope 
volume with an inventory investment, turnover rate and profit margin that 
makes good business sense! Pick your unit! Order today! 


ele 





-MINIMUM INVENTORY — LOW DOLLAR INVESTMENT! 


7,N.¥. ~MAXIMUM SALES VOLUME — FAST TURNOVER! 


18, 1950 
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PLYMOUTH ROPE 
SALES UNIT 








HOUSEHOLD 
TOOL WITH A 


1000 uses: 
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Lengths 


50' 


100' 





The HandyPak TI 


sells rope fast in 50' and 100' lengths 


Here's the newest, money-making idea in 
rope merchandising—packaged rope in 
neat 50' and 100' coils. It's been field. 
tested for two months in six States! It puts 
you safely in the rope business with the 
very minimum investment. 

Rope is the handy household tool of o 
thousand uses—for auto towlines, swings, 
temporary fencing, dog-runs, lashing, lift- 
ing, boating, halters. The urge to buy 
comes to every householder when he sees 
Plymouth “Ship Brand” Manila neatly pack- 
aged, displayed on your counter. Con- 
plete your line and cash in on this profitable 
market now with the Plymouth HandyPsk, 
Sales Unit 1. 

This Rope Sales Unit means small inven- 
tory, fast turnover, handsome profit. | 
contains 15 assorted coils, serves as your 
basic stock, comes complete with FP 
DISPLAY. Remember, it’s been field-tested 
to determine the most-wanted sizes and 
lengths. You don’t have to worry about 
these details, they've been figured out 
scientifically to save you time and money. 
Replacement coils are available in any 
quantity. 


Get in touch with your jobber today, 
and start making money on rope 
quickly with the Plymouth HandyPa 
Sales Unit. 


This Unit Contains: 


Diameters 


YW," ¥" Wo " 
2 coils 3 coils 3 coils 
2 coils 3 coils 2 coils 
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dispenses rope in any length up to 300' 


Plymouth’s new SalesRak is ideal for the 
retailer with a mediym demand for rope. 
Or you may find it a useful companion to 
either the HandyPak or Plymouth’s famous 
SalesMaker (described on next page). 
That depends on YOUR market- for rope. 

The SalesRak is the most compact dis- 
play unit available for dispensing 4%" and 
¥%" diameter ropes in lengths up to 300', 
and Y2" ropes in lengths up to 200'. Pur- 
chasers see what they buy. You cut down 
your time filling orders. 

A handy yardstick is painted on the 
display for measuring. Spools are replaced 
in seconds. The unit can be displayed on 
the floor as illustrated, or the rear support 
can be removed and the entire unit hung 
on the wall—parallel or at right angles. 
Bring out the hidden demand for rope by 
bringing your stock out of hiding with the 
Plymouth SalesRak. 

When you purchase the SalesRak, you 
can order any assortment and quantity of 
spools. But we recommend the assortment 
indicated below. This is your basic stock, 
arrived at through long study by Plymouth 
of the most-wanted sizes. Replacement 
spools are available as needed. 


Order your Plymouth SalesRak and 
basic stock from your jobber today, 
and cash in on your share of the 
universal rope market! 


This Unit Contains: 


t——— sc iiaaniienaniiadiaeea 


| 








No. of 100' Spools C@unae 
9 Yn" 
| 9 ¥," 
{ 6 Ya" 





Total Feet 
900' 
900' 
600' 





ak The SalesRak 





| 


NOTE: Rack holds 3—100' spools of YM « and ¥%" diam.; 2—100! spools of ys Each 
spool contains 100' of rope. Spools are connected in units of 3 and packed 3 to a carton. 












PLYMOUTH ROPE 
SALES UNIT 
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PLYMOUTH ROPE 
SALES UNIT 







The SalesMaker 


measures and cuts ropes from coils 


"hf 


in any lengths 


Cost of SalesMaker to Plymouth. . . . $35.00 
Plymouth pays half............... 17.50 


COST TO YOU (Net Delivered)... .$17.50 


Pp LYM oO UTI Also available in counter model . . . $12.50 


gas, ROPE te secant 















The famous Plymouth SalesMaker is THE UNIT for 
the retailer whose rope volume requires stock in 
full and half coils. There’s nothing else like it in 
the business. A patented, Plymouth exclusive, 
over 4,000 SalesMakers are increasing retailers’ 
sales by at least 25%! 

The SalesMaker cuts time-per-customer to an 
absolute minimum, gives full measure, but doesn't 
give a fraction of an inch away for nothing. A 
built-in meter accurately counts off every foot, 8630 
and measures the entire length required in sec- 
onds. A keen-bladed cutter is also part of the unit. 

Whether your customers want a foot or hun- 
dreds of feet of rope—in any size up to 1" diam- 
eter—the SalesMaker instantly delivers exactly 
what he orders. Rope coils can be stored out of 
the way in cellar, attic, or behind the unit. 

Thousands of retailers testify to the increased 
sales and time saved with the SalesMaker. This 
unit sold separately through your Plymouth jobber. 
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PLYMOUTH CORDAGE COMPANY 


Plymouth, Massachusetts 


World's largest producers of rope, 
baler twine, tying twine, and binder twine 
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INTRODUCTORY 


YOU. GET 60 FT. EACH OF THESE 14 SHAPES 
IN CHROMTRIM 14/60 STAINLESS STEEL 
DEAL—PLUS BONUS OF 60 EXTRA FT. 








8623—Counter Edging 8624—Counter Edging 
15/16 in. 1 1/16 in. 





8625—Counter Edging 
1 1/16 in. 
OY 2 


8627—Decorative Strip 1% in. 





8630—Cap Strip 3¢ in. 8644—Counter orStairNosing 
5g in. x % in. 





8650—Stair Nosing 15/16 in. 8663—Inside or =.” 


Corner 3¢ in. x 





8666—Inside or Outside 8668—Decorative Strip % in. 


Corner % in. x % in 








8691—Cove % in. x & in. 


8690—Cove 3 in. x 3< in. 


















Look for the 
Mouldings 
in the 
Red-Str iped Jackets 
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METAL 
MOULDINGS 


Lay to Gey 
Liaay to Apply 


Your customers will be looking for nationally-advertised CHROMTRIM 





STAINLESS 


14/60 


OFFER! 


STEEL 


MAKE *107" 


YOU GET $10.20 EXTRA 


CHROMTRIM STAINLESS STEEL 


AT NO EXTRA COST 


Consumers have clamored for lifetime stainless steel trim. 
Now you’ ve got it—in nationally advertised CHROMTRIM, 
to boot—plus a terrific introductory deal so you'll really 
cash in. You get 900 ft. of CHROMTRIM, yet pay for only 


840 ft... 


. 60 extra feet of 8630, List $10.20. Easier to cut 


(light stainless cladding over aluminum strip, on most 


shapes) . . 


. easier to apply ...durable, won’t rub off or 


smudge clothing. Clip coupon and mail now—offer lasts 
limited time only! 


YOU ALSO GET—AT NO COST TO YOU 
NEW, IMPROVED STOCK-DISPLAY STAND 


A complete metal moulding department 


($15.00 va 


floor space. . 
permits easy removal of stock in low-ceil- 
inged stores. Minimum of investment. . . 


maximum 


turn-over and profits! 

All stock is visibly displayed in a series 
of 14 compartments. Illustrated price tags, 
100 instruction folders, supply of nails in- 
cluded with each deal. 


You make over 100% on each sale! 


4 
? 
7 


SAARAAAAAAAAAAAAA 


lue)...in less than one sq. ft. of 
.only 6 ft. high. ..open back 














.and maximum of 











of display . . 





Retail List of New 14/60 Deal (840 ft. of stock: 
ten 6 ft. lengths each of the 14 different 





stainless steel shapes.) . . . . $194.40 

New Stock and Display Stand ($15.00 value) . no charge 
Bonus of 10 Extra 8630 lengths . . . ce <¢ © 2 
Total List Price “ . $204.60 

Dealer Cost .... .. 97.20 

Dealer Profit $107.40 
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\ R. D. WERNER CO., . Dept. HA i] 
295 Fifth Avenue, "hom York 16, N. : 
Please ship my 14/60 deal at special price of $97.20 
(includes, without charge, Stock and Display Stand—$15.00 4 
value—and 60 extra ft. of 8630). Bill through my distributor. ; 
Your Name a = ninnn£: a 
Company____ — . Se : 
ee ee — : 
City. — Zone State eennnaieiantin : 
Distributor’s Name___ City- — . 


Offer void if not accompanied by this coupon! 
see eeeeeeeeanenaeeesaaseasesacaacesad 
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PROFIT FACTS 


Q. What copper pot cleaner gives you a HIGH 
profit and sells faster than any other on the 
market? 


A. HIGH PROFIT, fast-moving CHORE GIRL, 
the all-copper, non-rusting, non-splintering pot 
cleaner that’s kind to women’s hands. 


“Mr. Merchant: It’s the more rapid 
turnover sellers like me, CHORE 
GIRL, that make up for the slower- 
moving items in your store. My HIGH 
profit, plus the fastest sales of all 
copper pot cleaners make it good busi- 
ness for you to keep me well-stocked 
and well-displayed on your counters 
and shelves. I take up so little room 
. . . but I pay you a BIG profit for 
that little space. 

“Your customers know my quick- 
cleaning, no-rust, no-splinter qualities. 
They’re used to seeing my lively ads 
in Life, Better Homes and Gar- 
dens, Country Gentleman, Good 
Housekeeping, Saturday Evening 
Post, Family Circle, Farm Jour- 
nal, Woman’s Day and in Nancy 
Sasser’s widely-read Buy-Lines. So 
. . . keep me in plain sight to remind 
your patrons they need me and you'll 
show handsome profits . . . 


AND I MEAN PROFITS!” 


CHORE GIRL 


METAL TEXTILE CORP. * ROSELLE 19,N.J. ~ 

















KITCHEN CLOCK $@95 
DOOR CHIME 


That price tag puts Liberty’s Kitchen Clock 
Door Chime way ahead competitively. But price 
is only half the story—the quality is there, too. 
Silent, self-starting, U. L. approved clock is 
powered by a trouble-free sealed-in-oil move- 
ment. High-volume resonator type door chime 
sounds two notes for the front door, one for the 
rear—operates on any good bell transformer. The 
neat modern case, finished in white refrigerator 
enamel and trimmed in chrome is right at home 
in any kitchen. 
Size—9” high, 814” wide, 3%” deep (clock 
face 5” square). 
Standard Package—6 chimes (individual gift 
packs). 
Shipping Weight—(6 chimes) 28 pounds. 


gh a er ee $9.95 
(Fed. tax on clock $1.00 extra) 


erly (Ill 
MANUFACTURING COMPANY 


MINERVA, OHIO 
DOOR CHIMES, BELLS, BUZZERS, TRANSFORMERS. SIGNALING DEVICES 


SINCE 1924 
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MARTHA WASHINGTON’ 


Quality Gas Ranges at Competitive Prices 








$$$ orn @ Dealers everywhere are calling for 
; . 
better values in gas ranges. Martha 
~ ee 

a », Washington now answers their needs 

q "a apah, Casar. een ae 

SN - : = 1} ¢ : A : : 
—— ap = with a NEW line including five basic 


| ica (=> 


—— models of modernly designed and su- 


> 


es 


perbly built units. Ask your Washington 


Distributor for details or write. 

















MARTHA WASHINGTON 
Deluxe Gas Range 
Model 87-1. Oven light and Glass 
TVVITITITTT ™ in Oven Door. Also available with AN _ 
bes: and timer. A.G.A. approved. : Porcelain enamel seamless oven; 
extra heavily insulated Robert- 
shaw oven control. 








The units illustrated are only two of the 


complete line of Martha Washington 


Ranges available for natural, manufactured 





and bottled gas. Phone your Washington 


Distributor or wire us for complete 








information. by, oN 

le fn) ) 
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MARTHA WASHINGTON NAG - eA 
Apartment Gos Ronge No, 841 * America’s Gauorite Ri 


WORTHY Of THE NAME 3 
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The GRAY AND DUDLEY Co. lished 1862 


Nashville 3, Tennessee 
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We have what it Takes for 









| UNIVERSAL Zi 


The most saleable line of home laundry equip- 
ment ever offered. Accepted the country over for 
its ‘““way-ahead” features, quality of manufacture 
and trouble-free performance. You’ll find more to 
talk about—more features to sell . .. when you han- 
dle UNIVERSAL, the line that can’t be topped. 









































Mmple,,, of Home Laundry equipment 


for every purpose, to fit any budget. Four famous 
electric washers led by Universal’s exclusive, 2- 
speed model with its Super-Safe Control-O-Roll 
Wringer, Time-A-Matic Timer and safety-switch. 
Two Cabinet type Automatic lroners and a port- 
able table-top model gives any purchaser a 
choice for any laundry requirement. They're UNI- 
VERSAL—the Best in Home Laundry Equipment! 
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aundry Equipment Sales! 


For Success in Competitive Spring Selling 
be sure you have the right tools. . 


/ Ja fast-selling, complete line with National acceptance. 


Sama 2 Acompelling consumer offer to attract prospects.” 
§ A power-packed promotion to focus consumer attention. 


The most sensational premium offer of the indus- 
try—and at a full-profit margin! More sales—easier 
sales with this extra-plus sales getter...a 53 piece 
silverware setting complete with Tuckaway case to 
every purchaser of one of the Universal top three 


model washers or the deluxe 2-speed ironer! And 
this premium at no extra cost to the retailer! 


ig UNIVERSAL Cer 


A hard hitting nation-wide promotion designed to 
make prospects of every woman in your sales area. 
Hard. hitting, local newspaper campaigns... colorful 
1 \\ \\ \ \\ . I) ah a, displays, window streamers and direct mail material 
i or .. all sure-fire to move Universal laundry appliances 

off the dealer’s sales-floor and into customer homes! 


See Your GCNMUVERSAL OISTRIE VITOR Wows 


*This special offer will be for a limited time only — 
don’t miss out on Spring profits. 


UNIVERSAL 
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Plumbing Rubb 
Department.» 


J Geared For Today's 


Selling? 


CAVEL al 


Made RIGHT - Priced RIGHT - 


Packaged RIGHT. . . 
For Today's Merchandising! 


Security White SOLID 
BASIN, BATH, LAUNDRY 
TUB STOPPERS 


Clear white compound 
with solid base section 
for long non-swelling 
usage! 12 to sturdy tele- 
scope box. Competitive- 
ly priced. 


No. 5 Lucky Strike 
GARDEN HOSE WASHERS 


“On the spot” salesman 
—reminds your custom- 
ers of their needs in 
Garden Hose Washers 

12 Garden Hose 
Washers per envelope; 
25 labeled cellophane 
envelopes to display 
carton. 


TALK WIZZLA +0 YOUR JOBBER 


FOR THE COMPLETE 
PLUMBING RUBBER DEPARTMENT! 


en 
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No. 36 Lucky Strike 
FAUCET WASHER ASSORTMENT 


Point-of-sale tests prove No. 36 Lucky 
Strike display creates double sales — 
another LAVELLE first. 

36 individual packages per unit. Each 
includes 8 Genuine Lavelle beveled favu- 
cet washers in all popular sizes with 
necessary brass screws. 
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REPAIR THOSE LEAKY FAUCETS 


piu 
Ary 


a ate 








AR : 
EAL LUCKY STRIKE 8 KEEP A PACKAGE HANDY 


420 Wood St., Chicago, Ill. 


TANK BALLS * FAUCET WASHERS © FORCE CUPS * HOSE WASHERS © BASIN STOPPERS * REPAIR ASSORTMENT’ 
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The FASTEST SELLING bathroom cabinet on today’s market — 
GROTE’S Sensational STOR-IN-DOOR — an exclusive cabinet 
feature with extra shelves in the door that give more useable 
storage space — afford greater convenience, with every item in 
plain view at fingertip reach. Backed by big national adver- 
tising, these beautiful cabinets lend themselves to effective 
demonstration — to quick sales and long profits. 


JOIN THE PROFIT PARADE! 


Link your store with this hard-hitting national advertising that will 
bring customers to your store to see the sensational GROTE Stor-In-Door 
Bathroom Cabinet demonstrated. FREE sales aids —- ad mats — 
display streamers — booklets — with your cabinet order. 


FREE BOOKLET 


This valuable booklet, ‘Bathroom 
Beauty on a Budget", is offered in 
GROTE consumer advertising. It is 
packed full of smart ideas and helpful 
hints on modernizing bathrooms. It 
will bring customers to your store — 
help you sell more bathroom cabinets. 


SEND TODAY 


Send this convenient coupon 
with the name of your JOBBER. 
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Only the GROTE cabinet gives 
this STOR-IN-DOOR feature. 
Here is added storage space — 
the cabinet convenience of a 
second bathroom — an impor- 
tant “‘extra’’ that often closes 
remodeling jobs or the sale 
of houses. 
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ELECTRIC Table Top / 
WATER HEATERS 


Seely PROFITS! 


you close 
. that’s profit num- 


“I pre-sell myself... 
-) the deal. 
ber one! 
“After I’m sold, I even help 
you with installation. All 
your men have to do is make 
o two simple pipe connections 
. and these with elbows and 
unions I carry with me. You 
Save Installation Costs— 

that’s profit number two! 
“And in addition to these 
J profits . . you profit a third 
[ time . . because the profit 
margin on Wagoner products 
is larger than on any sim- 

ilar item. 


“MAIL COUPON TODAY for 1950 
Wagoner Booklet showing 30 products 
. . Wagoner Water Heaters and Ranges. 


” 


It gives complete details! 


ig ie | 


a 












MR. W. G. WAGONER, President 
America & Southern Corp., Nashville 10, Tennessee 






Please send me booklet H-55 which describes the complete line of 
Wagoner Products—free of charge and without obligation, of course. 







NAME 







STORE NAME 





ADDRESS 










CITY. 
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THIS MODERN 
DURABLE AND COMPACT 


GENERAL PURPOSE 
HORIZONTAL 
PUMP 


1S BUT ONE OF THE COMPLETE 
LINE OF PEERLESS WATER SYSTEMS 





4 TYPE PE 


ELECTRIC 
CLOSE-COUPLED 
MODELS 


FRACTIONAL AND INTEGRAL H.P. 

Fractional: 1-50 gpm. Integral: 50-1500 gpm. 
Lifts. Up to 270 Feet 

Motor Sizes: 2 to 20 h.p. 


TYPE PB > 


BELTED OR DIRECT- 
CONNECTED MODELS 







ALL TYPES OF DRIVES: 
Close-Coupled Electric, Belted 
or Flexible Coupling 


Peerless Water System dealers not only can offer their cus- 
tomers a complete line of rod pumps, jet pumps, the famous 
Peerless Water King for shallow wells, but a line of ‘pack 
aged” off-the-shelf, general purpose horizontal pumps for a 
variety of everyday pumping applications. Yes, Peerless 
dealers meet all the requirements for running water for farm 
and home with a complete line. Find out for yourself how 
you stand to profit with the nationally-known Peerless line. 
Substantial profit possibilities, advertising and merchandis- 
ing aids, market information, are all part of the Peerless 
plan that helps you sell. Sell the line that needs no pioneer- 
ing, Peerless—a name known for precision, quality pumps 
for over 20 years. Write today for details. 






PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, California ¢ Indianapolis, Indiana 
Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 
Chicago; St. Louis; Phoenix; Plainview, Lubbock, Texas 


PEERLESS 


WATER SYSTEMS 


THE COMPLETE LINE 
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De-Moist 


Throughbut the hot and humid season, DE-MOIST’s intensive 
advertisihg will tell 60 million readers, over and over again, 
that dampness causes damage — and that DE-MOIST will dry 
up harmful dampness in closets — basement — pantry — and 
deoew other moisture-ridden places. 


EVERY USTOMER who reads a DE-MOIST ad is a prospect 
for sevegal packages. Be ready to meet this demand — and 
DE-MOIST will prove one of the fastest-selling, most profit- 
able speialties you've ever featured! 


ALREADY AMERICA’S 


FASTEST-SELLING 
DEHUMIDIFIER 


This Week 


ee ee ae 


G00) 





HOUSEKEEPING 





Heavy Newspaper 
Advertising in the 
50 Major Trading Areas! 























6 12-OZ. 


ORDER THIS FAST-SELLING ASSORTMENT 


FROM YOUR WHOLESALER 


Assortment +2646—in Colorful Counter Display 


RETAIL SELLING PRICE 
CLOSET SIZE 


setelie of retails of (Fair Trade Retail Price $1.29 ea.).......... $7.74 
- ize $ -Oz. $4, 3 50-OZ. BASEMENT SIZE 
12-02. Closet Size 1.29 ceca pamaaea” ane 4 95 (Fair Trade Retail Price $4.95 ea.).......... 14.85 
— 1 CARRY-HOME CARTON 
DE-MOIST IS ALSO AVAILABLE IN OPEN STOCK (Sell 3 Closet Size at a time!)............. 3.87 
For Best Discount, order in Case Lots Total Retail Value... $26.46 
NO. SIZE PACK WEIGHT LIST PER CASE LIST EACH rane Special Price 16.76 
D-12 12-02. 1doz. | Il lbs. | $15.48 $1.29 ay $ 
~ YOUR PROFIT....°9.70 
D-50 50-oz. | 2 doz. | 21 Ibs. 29.70 4.95 ore ae 























G. N. COUGHLAN CO., West Orange, N. J. * Manufacturers of “Chimney Sweep” and “Pantastic” 
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A brand neu 
ProfitMaker 
ENTERPRISE 


“NO CLAMP” 
FOOD CHOPPER 


IT SIMPLY RESTS ON THE TABLE 
... BALANCED—AND STABLE! 


It took Enterprise . . . leading makers of 
meat and food choppers for 85 years. . . 
to design the first really new chopper for 
home use. 

It simply rests on the table . . . balanced 

. and stable. No clamp—and no skid! 
New design makes it easy to turn. 

And, like all Enterprise Choppers, it cuts 
meat or vegetables properly, doesn’t mash. 

You can’t go wrong on this number. Has 
assorted cutters making this chopper a 
most useful kitchen tool for the modern 
home. 


And yes, we still make our whole full line of 
regular choppers ... the same fine “tools” that 
built our reputation when you were a kid! 


THE ENTERPRISE MFG. CO. OF PA. 


3rd and Dauphin Streets, Philadelphia, Pa. 





| 
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SHIRLEY advertising is rem 
a big job for YOU! 


| @ Through these and other leading national magazines, 








84 


including Good Housekeeping and the Farm Journal, 
Shirley is telling kitchen prospects in your locality 
about Shirley Steel Kitchen values. And it’s working, 
too, as proved by thousands of requests for the Shirley 
catalog during the past year. Names of all these inter- 
ested prospects are turned over every month through 
Shirley distributors to the nearest Shirley dealer. Here's 
advertising that’s producing actual sales for dealers. 


You can benefit, too, if you sell... 


SHIRLEY ser rene 


' SHIRLEY CORPORATION - INDIANAPOLIS 2, INDIANA 


HARDWARE AGE, MAY 18, 1950 








BURI 


3831 Verduge 


N.Y. Re 


HARDWA 





zines, 
irnal, 
cality 
king, 
irley 
inter- 
ough 
[ere’s 


alers. 


IANA 


1950 












* 2£300—Futuro Fruit & Salad Bow!. Dimen- 
sions: 5" sq. x 15/g" deep. Capacity: 1 pt. 
* $307—Futuro Fruit & Salad Bowl 
Dimensions: 7" sq. x 2'/4" deep 

Capacity: 21/4 pts. 

* 3301—Futuro Fruit & Salad Bowl. Dimen 
sions: 10” sq. x 3” deep. Capacity: 7 pts. 
* 3#309—Futuro Center Piece Bow! 
Dimensions: 12” square x 2” deep 

* 3$302—Futuro Divided Plate 

Dimensions: 10” square 

* 2310—Futuro Salad Set. Set contains one 
10” bowl, one 7” bowl, nest of four 5" bowls, 
plus salt & pepper 

* £303—Futuro Salt & Peppers 

Dimensions: 3” high x 1'/," sq 

* 3£122—Utility Bowl 

Dimensions: 41/," dia. 2," deep 

* 3£117—Fruit & Salad Bowl 

Dimensions: 5" dia. x 1'/," deep 

*® 3£121—Fruit & Salad Bowl 

Dimensions: 9" dia. x 23/4," deep 

*® 3£207—Fruit & Salad Bow!l. 

Dimensions: 11” dia. 3/2" deep 

* 3£123—Hande Pitcher. Dimensions: 83/,” 
high, 8” long, 33/" wide. Capacity: 2 qts. 
* 2£125—Hande Cookie Jar. Dimensions 
8" dia. 71," high. Capacity: 4 qts. 

* 3£306—Hande Batter Bowl. Dimensions 
7” dia. 45/4" deep. Capacity: 3 pts. 

* 3308—Jumbo Shakers (Salt & Pepper) 
Dimensions: 3” dia. x 4" high. 

Capacity: 10 ozs. 

Futuro Line available in the new metollic 
copper-tone color 


BURROUGHS MFG. CORP. 


3831 Verdugo Rd. - Los Angeles 65, Calif. - Cable address: “BURRITE” 


N.Y. Representative: H. G. Salzman, Inc., 1150 Broadway 
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J uaranteed Select Quality 


Dunrilé 


PRODUCTS 


Now...more than ever before... 


outstanding in sales-tested-appeal. 


When you put more engincering skill, more creative 


des igning and long Cc xpe rience in mode m methods you 


can t help but m< nul: icture se lect que ality me rch indise 
th: it will give satisl: ctory service lor the longe st possible 


time... ee Products offer a unique conden ition of 
original styling for smartness and beauty, durability 


an superior permanent colors (pure true color all the 
way through)... Low priced, too — and that’s mighty 
important in today’s price-conscious market... Write 


for prices, samples and information. 
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“(| | HANDY... ATTRACTIVE 


PROMOTES 
SAFETY 











This attractive light is a safety measure in the 
home. Helps prevent accidents by giving a 
soft glow when regular lights are out at night. 
No groping in the dark. Uses but little cur- 
rent. Takes a 6 watt light bulb and plugs into 
any 110 volt socket. It is perfectly safe to 


ATTRACTIVE COUNTER = use... no danger to children or novices. 
DISPLAY CARTON There’s nothing else like it. Every home 


should have one or more. Useful also for 


holds 12 Night Lights 


testing fuses, lamp bulbs, Christmas tree 
to retail at $1-25 ach F sdes it? 
- lights . . . and besides it’s a flash bulb tester. 


SEE YOUR JOBBER OR WRITE DIRECT 


Mauupactured 7, 


DAVIS MANUFACTURING COMPANY, PLANO, 


for HALLWAYS - BEDROOMS 
STAIRWAYS * NURSERIES 





also bulb and fuse tester 













ILLINOIS 


Nae i 
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STYLE 1200, STANDARD — America's fastest-selling, 
lowest-priced, nationally advertised all-metal ironing table. 


Get into this 
profit picture! 


Arvin Ironing Tables are asked for 
by name...easiest to sell...everywhere! 


ATIONAL advertising pre-sells and paves the way .. . Arvin 
easier-to-use features, recognized and preferred, cut down your 
selling time and effort, build your volume faster . .. Good merchants 
are proving it every day with record sales in record time . . . Arvin 
ironing tables create bigger demand, speedier turnover, faster profits 


. .. Get your share! Place your order, NOW! 


IMMEDIATE DELIVERIES! 


tl te, 
Guaranteed a 5 
Good Housebeeplng . the name on many profit-building products of 
8 soeransen OES NOBLITT-SPARKS INDUSTRIES, Inc., 


Columbus, Indiana 


These features tell 
why women like Arvin 
\roning Tables BEST! 





1v 
ns carry au 4 
704 perfor iore better results. 





Easier to store away. 





zutomatic safety lock 
place by itsel 


Arvin ¢ 


slips into 





th one finger. 


__releases Wt 








sgn eont 






Patent 
applied for 


STYLE 1300, ADJUSTABLE 


America’s lowest priced, largest 
selling adjustable ironing table! 
Adjusts in a jiffy to 4 most popu- 
lar, convenient heights: 


¥ { f aif’ 
di) 34" {ig 32” [Ny 20” i) 27" 
* kk 














DISTRIBUTED BY Sabanton & Co, Hic. 


AMERICAN FURNITURE MART, CHICAGO 11 - 1107 BROADWAY, NEW YORK CITY 10 - WESTERN MERCHANDISE MART, SAN FRANCISCO 3 











@ METAL CHROME-PLATED DINETTE SETS 






@ ALL-METAL IRONING TAELES 
@ METAL OUTDOOR FURNITURE 
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All Arvin Ironing Tables are packed 


in flat-shaped, space-saving cartons. 
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ADD THIS FAMOUS FAST SELLING 
LINE TO YOUR BUSINESS 


SNO-BREZE 
COOLS THE 
AIR TOO! 


Retail 
75 
AND 
UP 


A SMALL INITIAL ORDER AND YOU'RE IN 
THE PROFITABLE AIR COOLER BUSINESS 
WITH THIS COMPLETE SALES PACKAGE: 


g Complete selling, installing and servicing details. 
2 Eye catching, interest arousing animated display. 
Aa Counter cards, string tags and direct mail material. 


9° 


Ae Mat service and cooperative advertising program. 





100° company paid newspaper ads in leading markets. 
Heard on several coast to coast radio networks. 


Seen in LIFE, TIME, BETTER HOMES & GARDENS 
and other leading national consumer magazines. 


3O 30350 


Get this Sno-Breze sales package, NOW 


and watch your profits Snow-ball! 


MAIL COUPON TODAY FOR FULL DETAILS 


* MANUFACTURING CORPORATION { 
a PHOENIX, ARIZONA DEPT. H -2 { 
t 
















"Branches in Los Angeles, Cal., Dallas & 
Lubbock, Texas 


Please rush details on Sno-Breze sales package § 


We are dealers Distributors [] Y 

FIRM iietpacaieccenegialneae a 

+ 

ADDRESS g 

g city ZONE state________4 








a Tested and proven Sno-Breze units fully guaranteed. 





41 YEARS AIR CONDITIONING LEADERSHIP 





- nationally known 
; for quality 
— nationally advertised 
to hoost your sales 


There are two good reasons for stocking Accurate Tapes. 
One —they’re nationally known for quality and have 
been for over a quarter century. Two — national adver- 
tising reaches tape users everywhere, keeps them out 
in front in tape sales year after year. Added up, they 
mean more tape sales, bigger tape profits for dealers who 
display Accurate Friction and Rubber Tapes. Start 

cashing in on the big demand, now. 


PROMINENTLY — 
DISPLAY THEM 


ACCURATE TAPES 
SELL THEMSELVES! 


Warehouse stocks and agents strategically located throughout 
the nation. For name of representative nearest you and a copy 
of the new illustrated Accurate catalog, write ACCURATE 
MANUFACTURING COMPANY, GARFIELD, NEW JERSEY. 


= 


iF 17'S TAPE .. . 1T WILL PAY YOU TO MAKE SURE 


TE TAPE 
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when you promote Monowatt 





New and Improved 
HEATER CORD SETS 


Now Monowatt makes Big Profit 
news with a mew line of heater cord 
sets ... completely redesigned and 
improved for faster turnover. Here 
are some of the sales-producing 
features: 


MH Modern functional styling with convenient 
grip surfaces on connectors and plugs. 





@ Cord springs threaded to outside of con- 
nector to reduce possibility of shorting at 
point where cord must withstand hardest 


@ Connectors permanently assembled. Fifty 


Tapes. 

pound pull won't loosen wires. 

ave : 
adver- @ Connectors molded of heat-resistant asbestos 
n out compound. 
, they 
, W@ Tough, molded plugs will stand roughest 
's who g plug 9g 
Start usage. 
» now. 


* EXTRA FEATURES on heavy duty cords — 
armored clips on connectors for longer wear 
..- 8 foot cords. 


Monowatt’s new Heater Cord Sets 
are designed to do a volume job. 


Give these quick-moving items fea- 





ture space on your electrical 


_ counter. Not only is it smart mer- 
HEM oe os 

APES chandising ... it's a profit opportu- 
ES! nity you can’t afford to miss! 

ughout 

a copy 


- Monowatr 


MONOWATT INCORPORATED © A GENERAL ELECTRIC AFFILIATE * PROVIDENCE 7, R. 


18, 1950 HARDWARE AGE, MAY 18, 1950 















8&9 








als 
7) 





Fhecision 





















@ SOUND, FULL-FORMED HEADS 
... Rapid, Heavy Wrenching 


@ UNIFORM, STRONG SHANKS 
- » » Permanent, Tight Grip 


@ CLEAN, SMOOTH-TURNING THREADS 
.-. Accurate, Fast Assembly 


REPUBLIC UPSON 


Bright Cap Serows 


—from the more than 20,000 
members of the REPUBLIC 
UPSON Quality Line. 


* 


REPUBLIC STEEL CORPORATION 
Bolt & Nu? Division 

CLEVELAND, OHIO e GADSDEN, ALABAMA 

Export Dept.: Chrysler Building, New York 17, N.Y. 





BOLTS AND NUTS 


96 YEARS FASHIONING THE FASTENING HABITS OF INDUSTRY 
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TI ose First Warm Days of Spring... 
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Pick up a Lot of Extra Sales 


All over the U.S., Hardware Dealers are enthusiastic 
about this practical Garden Hose Merchandiser—and the 
extra hose business it will bring to them this Spring. 

For instance, Mr. Sheppard of Sheppard’s Hardware, 
Arbutus, Maryland, says:— 

“Besides being a very attraciive display, this hose merchandiser 
will save me much time and work. Many days last year I passed up 
displaying my hose outside the store because of the time and work 
involved. Now with the new Gates Merchandiser on wheels this 
work will be eliminated.” 

Over on the west coast, Mr. Hughes, owner of 
Hughes Hardware Co., in Cathlamet, Wash., told us— 

“| want to have one of the merchandisers to roll out in front of my 
store so that people driving by on the highway can see that | carry 
a good stock of hose.” 

And Mr. B. Coker of Stewart Hardware, Stewart, 
florida, says: — 

“the merchandiser makes a fine display and uses up a minimum 
amount of space, which in my store has to be utilized to display as 
many kinds of merchandise as possible.” 


Yours At a Fraction of Its Actual Cost 


The above comments are typical of hundreds re- 
ceived from Hardware Dealers who have bought this mer- 
chandiser. And because we know that it will sell hose—a 
lot of extra hose—we are making it available to you at a 
mere fraction of its actual cost—only $5. 


Send No Money— 


But—if you want an easy way to display and sell 
more garden hose, just fill out and mail the coupon 


Get Your Garden Hose 
Out on the SIDEWALK! 






































EASY. .. with this Practical 


Garden Hose MERCHANDISER 


Just Look 
What it 
Does for You 


@ Displays over 500 
ft.of hose yet takes up 
no more floor space 
than a single coil. In- 
vites self service, and 
will positively increase 
garden hose sales in 
any store. 


@ Rolls on wheels. 
Enables you to move 
hose display to any 
part of your store—or 
on the sidewalk dur- 
ing the best selling 
season. Reminds peo- 
ple of their garden 
hose needs—Gives you 
extra business. 


@Has all tubular 
steel welded frame 
that is rigid non-tip- 





ping, and protected 
by a lustrous all- 
weather enamel. It’s a 
beautiful piece of store 
furniture good for 20 
years of service, 


Rolls Like 
a Dolly GH.503 








TODAY! We'll act promptly to send you one of these 


uales-building merchandisers—billed to you through a 


Gates Jobber. 








The Gates Rubber Company 


Denver 17, Colorado, U.S.A. 






The Gates Rubber Company 
999 So. Broadway, Denver 17, Colorado 


! want a Gates Garden Hose Merchandiser for my store.) 
You may bill me $5.00 for it through a Gates jobber. 


Pw 


Firm Name 
Address 
City, State — 


The Gates Garden Hose Jobber | prefer to handle this order is 














..and During the “Fill-in” Season 


EVERY Gates 
GARDEN HOSE JOBBER 


Has Complete Stocks and 














© 


PORTLAND 





can also draw ona nearby | rs 
GATES WAREHOUSE to FRANCISCO Goenver® - * elim on om PITTSBURGH 


CHAR aie@. 


give you Rush Shipments 





AN ae = 
(@SLOS ANGELES x  BIRMIN . 


A Line So Complete... You Can © vattas 


Choose the Type Hose Your WAREHOUSE 
Customer WANTS to Buy! e ye ea Hose 
JO 


Here is a hose to match every customer’s purse—from 





purely “price” buyers to those who want the very best— For a PRICE LEADER 
and all “‘in-betweens!”’ To meet chain-store competition—RIPPLE—a black hose with 
full %-inch couplings. Built to a price — but built right 

Carries standard manufacturer's warranty. 


You can profitably $4 9 or even 
RETAIL a 50-ft. length at LOWER 








Guaranteed 
for 10 Years. 





Unconditionally 
° G teed 
Gates TRUCORD in Green, Red and Black lor 66 Yauds 


Has a strong layer of rayon cords over a seamless rot 





resistant tube. Withstands many times ordinary water > 

pressures. Heavy rib cover. Color will not wear off. Has FULL FLO MODERNETTE in Red and Green 

nickel plated Full Flo couplings. Meets low price com- Made from FLEXTRON. Sheds dirt like glass. Is weather, oil 
and abrasion resistant. Has standard “plastic hose” diameter. 


tition. . Me: ae 
pe Priced to meet competition of similar types. Also available in 


smaller diameter at a lower price. 


Unconditionally 
its fens Unconditionally 
; Guaranteed 





for 10 Years. 





Gates VULCO 
Has a double layer of strong rayon cords bonded together Gates PLASTICORD 


with a ply of tough rubber. Stands 15 times normal water pres- Combines the best features of both plastic and rubber hose. 
sures. Genuine red rubber cover. Nickel plated Full Flo couplings. Has seamless, rot resistant inside rubber tube covered with layer 
} of high tenacity rayon cord. Attractive corrugated cover is of 
gleaming FLEXTRON. Sheds dirt like glass. Does not “stiffen 
up” on cold days. Resists oil abrasion, and weathering indefi- 


1 y 
eeneiitioadie nitely. Has nickel plated Full Flo couplings. 


Guaranteed 
for 15 Years. 





Unconditional 
Guarantee 
(No lime limit) 


Gates GARDENETTE 


Built with Nylon cords which are actually stronger than steel 
—is 50% lighter yet 15% stronger than ordinary garden hose. 
Each length of Gardenette is tied to an attractive disk which 





helps customers sell themselves on hose. _ Gates GREENLAWN 
@: went ye 08 ‘ A professional type hose. Green Neoprene cover. Double 
=. ee ———— } braid of TRUCK TIRE Rayon cords. Unmatchable quality. 


tf e any 
Unconditional ace 
sarate-.¢\ on fai 


Carried on $\ ry 
every length of = \ un ae ; 
Gates Garden Hose.< \\ fr ae The Gates Rubber Company Sales Divi: on, | 
a oe cal Denver 17, Colorado, U. S. A. 


Customer is sole judge 


_No charge for time hose sec 
This means no bookkeeping for you 


= 
























> a 
le 





hose with 


weather, oil 
” diameter. 
available in 


ditionally 


O Years. 


ubber hose. 
d with layer 
cover is of 


uarantee 
time limit) 


STEEL-STRONG 


BUILDING POSTS 


Fixed or adjustable —structurally 
acceptable by F.H.A. — thoroughly 
tested at Pittsburgh Testing Labora- 
tory — chemically cleaned and painted 
both inside and out — made of heavy, 
high-strength steel controlled from ore 
to product by Brainard — lowest cost 
post of its kind on the market today 
—single posts or carload lots—check 
with your dealer or use the handy 
coupon below. 


TEL-O0-POST 


een ee ene ne necromancer 


Best known and best operating adjust- 
able post available anywhere — many 
special features now included at same 
low cost — chemically cleaned and 
painted inside and oui to resist rust 
and corrosion — internally greased to 
prevent “freezing” — stronger handle, 
upset screw, notched pin assure full 
benefits of post without danger of fail- 
ure. Patents held under No. 2,504,291.. 


SHARONSTEEL 








BUILDING PRODUCTS 


BRITE-LITE AREAWALLS 


‘ 


Round or straight type in a wide variety of sizes— 
no areawall on the market can match Brite-Lite at 
any price—heavy copper-bearing, galvanized, corru- 
gated, prime steel—for new homes or old just attach 
to foundation and back fill immediately — easy one- 
man installation. Compare and you'll buy Brite-Lite! 
Write for prices or literature. 


Building Products Division 
BRAINARD STEEL COMPANY 


2245 Larchmont Avenue Warren, Ohio 


Please send me more data on — Steel-Strong — Tel-O-Post 
— Brite-Lite 


i ictnecintiineine 


Se 


BRAINARD STEEL COMPANY 











SELLS... like magic 


because it 


WORKS ...like magic 


Keeps new brushes new—restores old 
paint-hardened brushes to 
springy usefulness ... 


Easy to use—just mix with warm water 


—brushes come clean in a jiffy... 
Nationally advertised to your best 
customers—creating ready-made 
business for you... 


Good profit—fast turnover... 
3 convenient sizes... 


Perfect 
for 
NYLON 
BRUSHES 
too! 


ORDER FROM YOUR JOBBER 


PATENT CEREALS COMPANY «+ GENEVA, N. Y. 
maKeRS OF REX PRODUCTS **° DIC-A-DOO CLEANERS 


NOW 


Faucet 
Repair 


PARTS 


on a 
self-selling 
CARD 


Onley 


Wate, Co 
FAUCETs 1. 


like Hews “=F 


combination- 
card of 


WASHERS - NU-SEATS :-SCREWS 
at a new low price of 39¢ retail 


Shipped in '/2 Gross and Gross Lots. Banded in packs of 1/2 for 
easy handling . . . (Usual O'Malley discounts.) 


Order today! 
Everybody's getting water-conscious. Cash in! 
Stock — push the O'Malley nationally-advertised 
an - Faucet Repair Sets and this new PARTS 


EDW. O’MALLEY VALVE CO. 
11948-50 S. Halsted St. Chicago 28, Ill. 


94 











WATCH FOR B/G KNWIKSET 
ANNOUNCEMENT / 


a 
Look to Kwikset to be first ( Kwikset Locks, In 
and foremost with top quality 4 ‘ 
residential locks. 
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WRITE NOW! 


Get the full facts on FLATLUX 
and the exclusive BPS territory 
Franchise that mean faster sales 
... fatter profits in 1950. Join 
the swing to BPS... Best Paint 
Sold. The Patterson-Sargent 
Co., General Offices, 1325 East 
38th St., Cleveland 14, Ohio. 



































There’s a mighty good reason 
for nation-wide comment. . . 
BECAUSE — 


PITEGOFF IS BIGGER 
and BETTER THAN EVER 


We are highly flattered and thankful to 
Jobbers and Dealers everywhere who 
always place their faith in PITEGOFF 
integrity 


TOP QUALITY 
LOWER PRICES 
LOWER INVENTORIES 
QUICKER PROFITS 


Keep talking about PITEGOFF Brushes. 
They’re worth talking about. Remember 


that 
AINTERS 
REFER 
ITEGOFF 


Complete line of Nylon and 100% Pure 
Bristle Master Painter Household and 
Artist Brushes. 


PITEGOFF BROTHERS, INC. 


320 VAN BUREN STREET 
BROOKLYN 21, N. Y. 


Makers of Quality Brushes 
_.. for TWO GENERATIONS... 
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NEW /gG7R0 PAINT PEELER 


PEELS PAINT T0 BARE WOOD 
IN ONE EASY STROKE 


LLECTRIGALLY 





SS $ - en 
HERE’S YOUR VOLUME S > MARKET 


You’ve seen it advertised! Your customers are asking for it! 


NOW NEW PRODUCTION FACILITIES MAKE IT AVAILABLE FOR IMME- 
DIATE DELIVERY AND RAPID PROFITS. Here’s the time and effort saving 
tool millions of home owners and home hobbyists have been waiting for—a 
quick, easy, safe and pleasant way to remove paint to the bare wood in one easy 
stroke. Just plug the Lectro Paint Peeler into any A.C. or D.C. outlet—allow 
to heat for several minutes and remove one, ten or more coats of paint or enamel 
clean to the bare wood as easy as cutting butter with a hot knife. It’s easy to stock, 
easy to demonstrate—sells on sight and sells more paint, too. Sturdily constructed 


to for long efficient life and fully factory guaranteed. 
tho 
> FF 
SEE THE LECTRO PAINT PEELER ADVERTISED 
IN LEADING NEWSPAPERS AND MAGAZINES COAST TO COAST 

Pittsburgh Press Fort Worth Star-Telegram Kansas City Sunday Star Dallas Times Herald 
Chicago Sun-Times Dallas News Buffalo Courier-Express Portland Oregonian 
New York Times Memphis Commercial Oakland Tribune San Antonio Express 
Philadelphia Bulletin Appeal Toledo Blade Salt Lake Tribune 
Miami Herald Denver Post Detroit Times Tulsa World 
Cleveland Plain Dealer Omaha World Herald Chicago Herald-American Phoenix Republic 
Hartford Courant Des Moines Register Pittsburgh Sun-Telegram Grit (weekly) 

1eS. Providence Journal San Francisco Examiner Washington D. C. Star Glamour Magazine 

ber Indianapolis Star News Los Angeles Examiner Newark Star Ledger Mechanix Illustrated 
Washington D. C. Times Cincinnati Enquirer Baltimore Sunday American Family 

Herald Philadelphia Inquirer American Liberty Magazine 
Louisville Courier-Journal Boston Globe St. Louis Post Dispatch American Home 
Chicago Tribune Minneapolis Tribune Los Angeles Times House & Garden 
Detroit Free Press Houston Chronicle San Francisco Chronicle Household Magazine 
Birmingham News and Seattle Post-Intelligencer Houston Post Better Homes & Gardens 
Age Herald Times-Picayune-States Seattle Times Yachting Magazine 
LOOK AT THIS FOR PROFIT! 
lure One Cleveland store sold 98 Lectro Paint Peelers the first day they were displayed for sale. 
rere | 


WELD, INC. 


5700 DETROIT AVE 
CLEVELAND 2 
OHIO 
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RATED "HOT: 


Artistic Wire Products are hot volume 





$49 $.D. Twin sink model Vinylite 
Plastic Coated Dish Drainer, ovail- 
| able in red, white or yellow. Overall 


size 1444" x 132" x 4” 
Can be retailed at 98c 
#49 B. B. Extra large size— 162” 


x 134” x 4”. Can be $] 19 


retailed at 


acceptance. 


tion glass and d 











Priced for volume 


58%, 
FOR PROMOTION Ss 


sellers ...low price, plus quality! 
You buyers: of housewares will find 
this combination of the famous Viny- 
lite Plastic Coating* with Artistic’s 
fine workmanship and practical design 
an unbeatable combination in depend- 
able merchandise with high public : 


#50 G. D. Here is a sensationally selling combina- 


ish drainer. Coated in durable 


Vinylite plastic coating. Available in red, white or 
yellow. Overall size 16%4"' long, 13!/2'' wide, 74" 
high with glass drainer attached. 


soles at $949 complete 


NYUTE 
—— 





% 


“ron 











* PLASTIC COATED + 








#48 S. R. Nickel plated handy 
wall Utility Rack with a towel bar. 
Holds two large boxes. 
Can be retailed ot 








#49. Vinylite Plasti 


117 x 6%" x 5%”. Can 
be retailed at 


INGS will not blister, 
or become gummy. 


product of the Ba 
Corporation. 


Contact your neare 
tional all 


¢ Coated 


Plate Storage Rack. Available in 
red, white, or yellow. Overall size 


89c 


*VINYLITE PLASTIC COAT- 


soften 
They 


resist acids and alkalis. A 


kelile 


st distributor for cost prices and 








#48-1. Nickel-plated Roast Rack. 
Adjustable to two positions. Over- 
all size 12” long, 9” wide. Can be 


opened to 12” x 12”, 98c 


Can be retailed at 











IT MEETS A NEED | 
So You'll Sell ‘em on Sight 


Home owners who lay 
asphalt tile on floor or 





own linoleum. 
who install li 


their 
table 


on walls hive been waiting for this. 


Arnold EZ LINOLEUM KIT | 


Contains all equipment and tools needed. with full instruce- | 


tions to make a professional type job easy. 








Separate Tools 

List 
9" Edge Trowel 4% 
Spreader 30¢ 
Scriber 20¢ 
Knife 55¢ 





To display this new item is to 

sell it. A really fast mover. 
Ask your jobber. 

Standard trade discounts. 


MADE BY ACE METAL FORMING WORKS 


National Sales O 


| 
| 
| 
SHELDON & SCHATZ 
1155 Merchandise Mart, Chicago, Ill. 


ARTISTIC 


es, or write direct to our main office. 







rubber or 
noleum tile | 


ffice 











98 





tailed at 





#49-9. Twin sink model Vinylite 
Plastic Coated Sink Rack. Avail- 
able in red, white or yellow. Over- 


#48-E. Egg Basket coated in 
durable Vinylite plastic coating. 
, Available in red, white, or yellow. 
7” long x 7” wide x 
3%” high. Can be re- 






39¢ 








WIRE PRODUCTS CO. : 
EAST HAMPTON, CONN. 


all size 1242” x 10/2” x 
1”. Can be retailed at 


69c 
#48-9. Large size— 164" x 
12%” x 1”. Con be 89c 


retailed at 








COLORS 


Sheffield 


Brings You The BEST 


OIL 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE OIL 
COLORS FOR YOU ON SIGHT 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 


SPEC 


IFIC TINTS RESULTING FROM 


VARIOUS COMBINATIONS OF 


PURE 
Om 
COLORS g 


OIL COLORS AND WHITE 


Here's the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH... and at popular 

prices! Get this display cabinet... 
- and watch your oil color sales 
zoom up! 


Shetticld Zrmze 


PAINT CORPORATION 


CLEVELAND 19 
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Let Kita Lanke show you 


HOW TO GET MORE BUSINESS 


a 






7 with 
the 


Clarke 
Plan 


Add a new and profitable department, 
with low investment...no increase in overhead 


\ \ 


eS 





Hundreds of dealers are doing a large volume 
of sander rental business, but now these orders 
can be multiplied by selling the complete 
CLARKE FLOOR CARE PLAN! 


THE CLARKE PLAN includes a complete sales 
and merchandising program which sells your 
customers on regular floor care . . . builds re- 
peat business with the theme, FOR BEAUTIFUL 
FLOORS AND RUGS LIKE NEW, RENT A 
CLARKE IS THE THING TO DO. 


THE CLARKE PLAN provides you with helps to 
* increase your store traffic, sell related mer- 
chandise—rug shampoo, sandpaper, filler, 
paint, varnish, wax, steel wool, etc. 


* THE CLARKE PLAN contains effective, easy- 
to-use point of sale displays which attract 
attention... yet save space!—window 
streamers, electric flashers, shelf strips and 
stickers for the tops of varnish and paint cans. 


THE CLARKE PLAN comprises the most com- 
S plete selection of promotional materials in 
the rental field. An automatic tickler file and 
postcards which remind your customers to 
Rent a Clarke, newspaper mats, radio scripts, 
envelope stuffers, suggested classified news- 
paper ads, counter cards and an authorita- 
tive and interesting booklet on refinishing 
floors written from the housewife's view point. 














HERE’S THE PROFIT-MAKING 
CLARKE FLOOR CARE FOURSOME 





If you want more business the easy way, 
write, wire or telephone for full details! 


Clarke SANDING MACHINE CO. 


305 CLAY AVENUE * MUSKEGON, MICHIGAN 
Sales and Service Branches in All Principal Cities 
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The Famous WYTEFACE Steel Tapes 


plus an eye-catching 


Counter Display Unit 


are creating hardware-profit NEWS! 


{ 


KE 


Drafting, 
Reproduction, 
Surveying Equipment 
and Materials, 
Slide Rules, 
Measuring Tapes. 


WYTEFACE* Steel Tapes are famous among hardware 
dealers for their obvious superiority . . . for the way 
exacting customers demand them. 

WYTEFACE Steel Tapes are easier to read in any light 
with their black markings on white background. The 
white surface will not crack, chip or peel. 

But K&E Does Even More 

To Help Build Your Profits! 

You can sell WYTEFACE with one of the most 
merchandising-minded metal counter displays in the 
business. It dramatically sells WYTEFACE Tapes... 


—_ 
Ps 


+ 


Ga" Metace 






* < 












saves you inventory space . .. makes your counter work 
easier. For instance... 


1. Your customers see the actual easy-to-read, black-on-white tapes. 
2. The glass front protects the tapes from handling and loss. 

3. Stock is held in the roomy back compartment. 

4. Sales features printed on the back help clerks. 


Next time you order WY TEFACE Steel Tapes and Tape 
Rules and Refills, ask your jobber for one of the two 
assortments which come packed in this handsome dis- 
play. You'll sell more much faster. 

*Trade Mark. W yteface Steel Tapes are protected by U.S. Patent 2,089,209. 


KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK © HOBOKEN,N.J. © CHICAGO °* = ST. LOUIS 


100 


DETROIT 


SAN FRANCISCO © LOS ANGELES * MONTREAL 
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ay. Sprayer 


RETAILS ONLY 





Lubricated for life! Improved, long- 
Oversize ball bear- life diaphragm as- 
ing permanently _ sures clean oil-free 
sealed at factory.  air.Nooily pistons. 


NATIONALLY ADVERTISED! 


Saturday Evening Post 
Better Homes & Gardens 
American Home 
Popular Mechanics 
Popular Science 
and others 

Send for Catalog Showing Complete 


Line of Portable Sprayers 


*All prices less motor 


Specialists in Portable Sprayers 


for more than 20 years 
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Here’s a great new, low cost Speedy Sprayer you'll find easy to sell! 
A natural for all your customers who demand famous W. R. Brown 
quality at a real budget price. Definitely not a toy, Speedy Sprayer 
750 has a powerful direct 4% h.p. motor drive, with all moving parts 
safely enclosed. Sprays enamel, varnish, lacquer and insecticides. 
Does hours of work in minutes, and gives professional, mirror- 
smooth finishes. Everyone who paints is a prospect—it's ideal for 


home, workshop, store or farm. Order Speedy Sprayer 750 today! 





IT PAYS TO FEATURE THE FAMOUS SPEEDY SPRAYER LINE 





SPEEDY SPRAYER TWIN 444 
Double capacity! Delivers 4 cu. ft 
clean air at 40 Ibs. pressure. Oper- 
ates with /ah.p. motor or gas engine. 


SPEEDY SPRAYER 890 
All-purpose heavy duty sprayer de- 
livers 2 cu. ft. oil-free air per minute 
at 30-40 Ibs. pressure. | qt. cup gun. 
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The first of May ... Another Spring, and Mrs. Housewife is 
in a buying mood—receptive to new, fresh, useful kitchen 
housewares ... And Federal is right there on the job! No 
"Spring Fever,"’ slow-moving products in this line... 
Jobbers say that Federal Practical Housewares sell them- 
selves right off the shelves ... Get into the swing of faster 
. . Buy the Federal Practical Housewares Line. 


nl OR g REFUND 
itll . Md. 
% 


A 
© Guaranteed by ¥ 
Good Housekeeping 











» iy 
or as ADVERTISED ist 





turnover . 








@ 4861 Sunmaster Jr. Clothes Line 
@ #295 Deluxe Onion Chopper 

@ #4516 Shortening Measure 

@ 4573 Deluxe Nut Meat Chopper 


@ #486 Tray-Top Toaster Cover 





@ 4383 Mistmaker—Household Sprayer 


@ +517 Peacock Tumbler Set 





@ #125 Deluxe No-Drip Server—13 oz. 





—— For complete details see your jobber, 
our representative, or write for illus- 
trated catalog sheets and price list. 
Representatives in New York, Denver, Emmitsburg, Md., St. Louis, Memphis, 
Seattle, Louisville, Pittsburgh, Detroit, Atlanta, Minneapolis, Dallas, Kansas 
City, Los Angeles . . . Listed under Federal Tool Corporation in your phone book. 


FEDERAL 
Phaclical 


FEDERAL TOOL CORP., 3600 W. PRATT BLVD., CHICAGO 45 HOUSEWARES 
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--- SELLS AUTOMATICALLY! 


-) 
6 Qh FEDERAL 
. TAK 
Retails CLUDED 





















at only wes | 





@ We tell your customers 
“just put in coffee, put in water, and plug it 
in...it’s completely automatic!” 


We tell YOU... “just stock it, display it, and 
wrap it up...it’s completely automatic!” 


The new MIRRO-MATIC Electric Percolator, 
backed by impelling national advertising, styled 
in the traditional, urn-shaped beauty of costly 
silver service, is a sure self-seller, on sight! Cut 
yourself a man-sized piece of this easy-come, 
top-profit MIRRO business. Order NOW ! 


Sug from your 
MIRRO 


Dobler THE FINEST aLv 


MINUM 


PATENT NUMBER 1944438 OTHERS PENDING 
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The leader among 
Hardware Retailers! 


Complete lines... Right prices... 
Quick turnover...Good profits... 





Write to your jobber 
for catalog and prices 


els a | 


THE DRAPER- MAYNARD CO. 


CRYSTALMISI 


REMOTE CONTROL 















2ilaylex GLASS FIBER 
ROD BLANKS 


Make America’s Finest ‘Fishing Rods 





























Sile-flex Kits ere completed reds without guides and tep. All fresn 
weter blanks furnished in soft, transperent coses, solt woter kits with SP 


LAWN SPRINKLER 13 So waar Mada seins 
Vhe Finest Sprinkler-Uert le Raia ano tae: 
* LAWNS 7 
aves * STEPS we 5 
e HOSE 3 Piece Fly Rod Blank gg zin 
| a oe nae : “i He 
° R 
eee at a Slight : Maximum Strength! Thi mi femped perma- ar 
: ao —- rently on the but a use * 
Tug of the The highest quality ferrules especially designed for each (o 
H | men —— —— - all fresh weoter blanks of the 
ose | ctory. Write for Price List. me 
jot 
Pat. Nu. 2269882 | cor 
.. REGULATES SPRAY or SHUTS OFF WATER! | H¢ 
| 


No Walking Back and Forth to Water Tap 

Home Owners everywhere are demanding the Crystal Mist Remote 
Control Lawn Sprinkler. The only Sprinkler with REMOTE CONTROL—a 
slight tug of the hose shuts off or regulates rain-like spray 5 ft. to 45 ft. 
It saves time—steps—lawns and hose. Precision made and GUARANTEED. 


FREE WINDOW STREAMER! COUNTER DISPLAY! MATS! te 
| 





or witheut soft cases. 





Tie-in with HOUSE & GARDEN, HOUSE BEAUTIFUL and SUNSET Ads CASTING ROD KITS SALT WATER KITS 
appearing in May and June. Be sure to ee gee disappoint your 
customers. Dealer Helps are free and available NO 


Order Today! Dealer price $4.50 — 6 to etmentine Jobber’s Name. 


CHICAGO ROLLER SKATE CO. 


SPRINKLER DIVISION 
4471 W. LAKE STREET CHICAGO 24, ILL. 


Kits ere meade of Polyethylene, @ Wensparent 
plastic cloth which will net deteriorate or stick te red vern ish. Weite for 
complete, illustrated price list. 


PACIFIC LAMINATES 

















1550 NEWPORT AVE., COSTA MESA, CALIF. 
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LITTLE BROWN JUG is Hcxoz again!!! 
“/wo AMAZUG UCU 


fda 


cups. 














Plenty of hot coffee 
ond sandwiches for 
all day hunting. 












. (Enough 
4 ) his ond 
drink for 


all day in 
of one con- 
/  tainer, 
Bottom 
compartment 
could be used 


The LITTLE BROWN JUG KanTEEN 
and LITTLE BROWN JUG KAaRRYALL 
provide a utility feature that is unique. Just 
think of it—food and drink both in one 
handy container—everything needed for an 
outing party of four or more—and all 
Gosh—16 Packed and carried conveniently by one 
Pt rcott, handle. It’s no wonder picnickers, fisher- 
foto ng, Men, hunters, bathers and sportsmen are 
—— buying them by the pair! 


for bathing 


» suit, beach 
al shoes, sun 
tan lo- 
ion, ete. 




























Holds plenty of food for four 
husky outdoor appetites. 


um 


fields Str 

Se TW ' a | ®& 
. . =, ee 4 , ee * a ” 
4 - ¥ «3 oF i, a } = 


a 
O° pot? 






16 Ibs. of food space! Weiners 
and buns for a big weiner roast. 


a with May, 1950, Life Maga- 
zine, Saturday Evening Post, Better 
Homes & Gardens, Holiday, Field & 
Stream and many big city newspapers 
will be carrying the popular priced 5 

ANTEEN and KARRYALL ads bottomcompor-¥ 


ment could be 


(over 15 million circulation every used for fishing 
n tackle—top for 

month). Get your orders in to your ice ond cold 

drinks. 

jobber—here’s that “‘natural’’ that 

comes along just now and then. THE 


HOTTEST THING IN SUMMER Plenty of ice cold 


drink f 7 
SPORTING GOODS SALES! Se @ tee ony Rpt utet lunch in one 
Descriptive literature on request. camping trip. easy-to-carry con- 


toiner. 


HEMP & COMPANY, inc. 
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-__shhaggagepraimaasa epecaiiimeiiaiatittay ! 


This S1GM PACKS CN AI N cere: 0 bg ines co f 


4 structed in your trade territory, 
scores of farmers start thinking 
about water supply systems for 
the first time. They will come to 
you as mew customers if you carry 
DEMPSTER, America’s complete 
line of water supply equipment. 


DEMPSTER products have been 

the yardstick i ade for over j 
70 years. They are backed by 
strong national advertising and 
a dealer-proved dealer program. " 
With DEMPSTER your store can 4 
be “water supply headquarters” . 
for your whole area! Shallow Well : 

















Earn Big Profits 
From NEW CUSTOMERS 


P Deep Well 
® Reciprocating 
Pump 









When you handle DEMPSTER, you sell EVERYTHING for farm water 
systems! Shallow and Deep Well Reciprocating Pumps @ Shallow and 












































Deep Well Jet Pumps © Centrifugal Pumps © Steel Tanks © Wind- Centrifugal 
mills © Irrigation Equipment ¢ Distributors of pipe, fittings and 
plumbing supplies. 
DESIGR 
DEMPSTER MILL MFG. CO. Dick 
Beatrice, Nebraska fishern 
Exec 


new! a new 


over-the-counter 
merchandising [ oe 8 T 
idea... a new 42 
profit package 


for you! 


STATE-O-MAINE PEAT MOSS 


THE BIG NAME IN ITS FIELD...NOW INA 
SMALLER, CLEANER, FASTER SELLING CARTON! 








Han take-it-away Kari-Karton . . cotortul, 
fully” e sail inatory - pesiect for non-commercial 
users—your customers 
Highest quality Sphagnur n Peat Moss... ideal 
for house plants, lawns, flower gardens, trans- 
planting. MR. RETAILER eee 
The Kari-Karton displays itself — sells itself The ANCHOR small packaged WIRE line is one you may be proud to 


Water finished corrugated box with convenient 
carrying handle, in attractive eye-catching color 
Ame ingly low cost—and a healthy profit for 
you! WRITE TODAY FOR YOUR PRICE! Also 
ee in a new Handi-Box, Handi-Bale and 
Giant Bale. Write to MAINE MINING CO., 294 
Rutherford Ave., Charlestown, Mass. 


handle. Not only is it beautifully packaged but the utmost in quality 
is used to assure complete consumer satisfaction. Steady repeat 
sales. ASK YOUR JOBBER ABOUT THESE FAST SELLING ITEMS. 





_ WIRE CORPORATION 


ARMAAE SR AVE 
LAND, NEW YORK 





maine mining co. boston, mass. 
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Announcing the sensational new 


LANGLEY LONG/TEDINAL 

















Tubular Glass Rod ¥j 


This $ 
is literally 
a dream or 
mine come 
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ALL NEW! Revolutionary 


from butt to tip! Designed 
by Dick Miller with his own 
secret championship rod-bal- 
ance measurements. 


DESIGNED BY DICK MILLER 
Dick Miller is a world famous 
fisherman, casting champion and 
Executive Vice President of 
Langley Corporation 








THE NEW LANGLEY "LONGITUDINAL" ROD 


: F COMPLETE LINE 
is 7 ounces of pure dynamite. Out- 


Beautiful 72 and 8'/ ft. 
“Longitudinal” fly rods - 
today. It is completely revolutionary $15.00 to $20.00."Long- 
itudinal” salt water rods 
soon. ''Longitudinal” bait 


performs any standard rod known 


in construction ...a tubular rod with 


hollow center and “longitudinal” fibers casting rods, 44,5 & 54 ft, 

... fibers running lengthwise from butt 4S 

totip. No inactive weight — greater flex- 9 50 
e "he “action” i ve : FAIR 

power. The “action” is terrific... red TRADED 








hot “championship action!” Designed 





by Dick Miller using his own secret rod- 


DE LUXE FEATURES 


balance measurements — the same he 


’ Sh hooter” hand! Sure-fit 
used to break many world’s records, hiateeeage. aga si 
s reel seat... "Firm-Grip” reel lock 
five of which still stand. Unbelievably cork handle... rich bronze finist 
low priced from $9.50 (4%, 5, 5'- ft. Longitudinal” sheft -- hollow center 
. - “Championship Tip Action’ design- 
bait casters). The Langley ‘‘Longitudi- shee Meiiin. ended am 
nal” rod! Contact your jobber today! rust, warp, or take a “set”. 


ANTI-INERTIA 


A ~\ SPOOL 
Ln SS. [ewe 


SS ” THE HEART 


OF YOUR REEL 






MAKERS OF THE FAMOUS CASTING REELS WITH THE “ANTI-INERTIA SPOOL”. 
LANGLEY CORPORATION, 660 SECOND AVENUE, SAN DIEGO 1, CALIFORNIA 
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More for your customers. . . 


more for you 


4, 











You make a friend when you make a sale of Russwin “Key- 
nob” and interior door tubular locks and latches. You’re 
giving Russwin quality at no price difference. That’s an extra 
for your customer that’s sure to mean extra business for you. 
Show him the easy, positive rack and pinion latch action, 
exclusive with Russwin. Easy to install, reversible for any 
hand of door. Seven quality features! Smart designs and 
finishes in “Keynob” and interior door tubular lock-sets. 
Get more hardware business by giving more quality for the 
money ... the Russwin way. Russell & Erwin Division, The 
American Hardware Corp., New Britain, Conn. 


UsswiN dealers always have the edge... 
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A Seven-Point Program 


That Boomed Sales at 
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This sketch is as used on all company letterheads 


ue 
OUR years ago 
when we bought this store, the 
biggest part of it was covered 
with a corrugated sheet metal 
roof,” notes Barney McAvoy, 
general manager and secretary 
of “The Hayseed,” a hardware 
and ranch supply store at 215 
W. Main St., El] Cajon, Cal. 
“We knew, if we were going 
to continue to serve this small 
ranch community, we’d have to 
modernize our hardware store, 
and that’s exactly what we did.” 


Volume Increased 


Since the remodeling program 
went into effect, the store’s 
hardware volume increased 30 
pet and 1949’s volume was up 
15 pet over 1948. 

Modernization is just one 
among several factors that are 
booming this hardware store’s 
business. But modernization is 
an important factor for during 
the past few years the com- 
munity has grown into a town 
of about 10,000 population. A 
new limited price variety store 


HARDWARE AGE, MAY 18, 1950 





The Seven-Point Program of The Hayseed 


—Modernization which increased business 30 pct. 

—Direct mail to supplement regular advertising. 

—An outside salesman who rings bells in the back country. 

—Sales meetings to keep the staff informed on new products. 

—A service manager for electrical supplies and appliances. 
—Open Saturdays until 8:30 p.m. to attract week-end builders. 
—Store name changed to The Hayseed—used on all advertising. 





has located in E] Cajon. A chain 
furniture store has opened a 
modern branch and not a dozen 
stores away is a modern, new 
chain drug store. Two doors 
from “The Hayseed” is the 
town’s new bank building. 

“Our modernization brings us 


oe oO 


Right — Acting Mana- 
ger Ralph May restocks 
the open display of 
bolts which are ar- 
ranged according to 
"families" and sizes. 


abreast of the community’s de- 
velopment,” says Mr. McAvoy. 
“Without it, we’d have been 
hopelessly dated. Now as a 
modernized hardware and ranch 
supply store, The Hayseed is 
in a position to grow along with 
the community.” In fact, busi- 
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Trade on Saturday 
night makes this 
plumbing supplies 
table one of the 
most active in the 
store which stays 
open then until 8:30. 


’ 
av” 


AAA 
~ % sh 























View of the major appliance 
department. Housewares are 
featured in the background. 


ness success has been so remark- 
able that a second store, a 
branch of The Hayseed has been 
opened at 8740 La Mesa Blvd., 
La Mesa, Cal. 

The other basic factors re 
sponsible for the firm’s growth 
include the use of periodic di- 
rect mailings of letters and cir- 
culars to supplement its local 
weekly newspaper advertising. 
The employment of a salesman 
ringing doorbells in the “back 
country” to dig up _ business 
from country folks and small 
home builders. 

Mr. McAvoy and Ralph May, 
assistant manager, take turns 
holding sales meetings to keep 
the staff informed on new prod- 
ucts. Employment of a capable 
service manager was discovered 
to be a key to sales of electrical 
supplies and appliance installa- 
tions. The change of the store 
name from El Cajon Suppl; 
to the colorful The Hayseed, 
which is capitalized upon on all 
stationery, advertising, truck 
panels and even cash register 
receipts, was another factor, and 
keeping the store open until 8:30 
p.m. on Saturdays sells more 
than enough merchandise to 
warrant the late closing hour. 


Step-by-Step Changes 

The modernization of the store 
wasn’t acomplished all at once. 
But every step-by-step improve- 
ment of display facilities 
brought increased business. 

In February, 1949, the firm 
installed a modern, well-lighted, 
24-ft garden and farm tool dis- 
play rack. By the end of the 
year, that display section had 
helped sell $3,000 worth of 
rakes, hoes, shovels, and other 
farm and garden tools, tripling 
this department’s sales over 
previous marks. 

“We placed the garden display 
on the left wall of the store, 
past the new tool displays,” re- 
ports Mr. May. “We took the 
wall cases from that location 
and moved them to the opposite 
wall, near the front of the store, 


This 24-ft. farm and garden 
tool display sold $3,000 
worth of tools in I! months. 
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in the appliance section. On 
those cases we displayed our 
electric housewares, gifts, and 
related merchandise and as a 
result, sales of this department 
increased too. 

Sales meetings are an im- 
portant part of the store’s over- 
all business-building program. 
Last summer, for example, the 
firm held two sales meetings 
during the height of the local 
fruit and vegetable season. The 
aim of the meetings was to ac- 
quaint the regular sales staff 
and the one weekend extra 
salesperson with home freezer 
units. 


They Heard the Story 


“We not only explained the 
workings of the home freezers,” 
relates Mr. McAvoy. “We also 
stressed the fact that every 
salesperson should tell every 
customer about our home freezer 
units. 

“The result is that we not 
only sold seven, $500, 16-cu ft 
units the following week-end, but 
before the year was over we 





Four years ago the store was old fashioned. Modernization boosted volume 30 pet. 


rang up 28 such sales. We sell 
mostly big units because many 
of our customers grow their own 
fruits and vegetables and are 
currently going in more for 
freezing than for canning pro- 
duce.” 





Dear Mr. Doe: 


"thank you.' 


service. 


gifts. 


tinuously. 





To celebrate modestly our fourth anniversary 
we have chosen to write a personal letter to 
you, a valued customer of ours, to simply say 
After all, 
that enables us to be in business. 


We try constantly to maintain an enterprise 
that is an asset to the community in general 
and convenient and useful to you. 
to always serve better and to deliver our 
wares of quality with the very best of 


With this pre-holiday message it also seems 
appropriate that we call your attention toa 
very fresh stock of useful and delightful 
items to make your holiday season a most 
enjoyable one and our accent is on practical 
Every one of our associates is look- 
ing forward to extending himself in your 
behalf this coming holiday season and con- 


Be assured of our appreciation of your patron- 
age and any helpful thoughts and suggestions 

are always gratefully received. 
staff joins me in this message of gratitude. 


Sincerely yours, 


THE HAYSEED, INC. 


it is your business 


Our aim is 


The entire 











One of the firm's typical letters. This was used prior to the holiday season. 
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The service department has 
been responsible for increasing 
the firm’s electrical volume. Four 
years ago the store stocked a 
few electric plugs and some ex- 
tension cords. Today the firm 
has a $6,000 stock of electrical 
items. It is able to take on a 
complete house wiring job which 
Clyde Milligan, service manager, 
can install. The electrical sup- 
plies’ inventory now includes 
everything from conduit to fine 
electric light fixtures, displayed 


(Continued on page 153) 


Below—When every salesman told each 

customer about home freezers the store 

sold seven $500 units in one week-end, 

during canning time, to the ranch folks 
in that section. 
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The Woman's Touch Boosts 


Craftsman's Supply & Hard- 
ware, of Fort Worth, Tex., 
has found the feminine touch 
to be a key to increased gift- 
ware sales. Three years ago 
the line was 3 pct of the 
store's inventory; now it's 25 
pet. Here are the tech- 
niques used to build a really 
profitable sales volume in 
giftwares 





Copper and brass planters, such as Mrs. Rolater is showing 
here, are of interest to the men as well as women patrons. 





Giftwares, of both fancy and utility types, attract both men and women to this store. 
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Giftware Sales 


~ of the Craftsman’s Supply 


& Hardware store, 1015 University Ave., Fort 
Worth, Texas, have found that a woman’s touch 
can mean increases in store-wide sales when ap- 
plied to a giftware department. The store’s gift 
department is a constantly changing display, vis- 
ible from the street through extra-high plate glass 
windows. Lighted by recessed fluorescent lights, 
this attractive display of gifts is a constant adver- 
tisement and draws the attention of pedestrians 
and passing motorists, day and night. 


Color and Arrangement 


When Carl Rolater, manager and owner of the 
store, is questioned about the gift department, he 
answers, “If you want to know about color and ar- 








aE 


Mrs. Rolater finds groupings of gift items like these an 
important element of good display. Since the figurines 
are of light color, they would be lost if they were ar- 
ranged singly here and there on the sidewall shelving. 





ance case tte ttt, * 


Both island and wall displays are devoted to giftwares and browsers are very much in evidence. 
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rangement, you'll have to ask 
Nell. That’s her department.” 

“T consider this a hobby,” 
Nell Rolater explains. “I’ve al- 
ways wanted a gift shop and 
I’ve enjoyed plants and this in- 
corporates the two.” Custom- 
ers, she feels, are attracted to 
her gift display for three rea- 
sons: (1) The large variety of 
copper and brass; (2) the use of 
plants, and (3) the mass group- 
ing of stock. 

The copper and brass display 
catches the eye immediately as 
it is located at the front of the 
store in a prominent eye-level 
position in the Haiti mahogany 
cases which line all the walls. 
“Many gift shops,’ Mrs. Rola- 
ter says, “carry only a few metal 
pieces. But as gift departments 
reflect their buyer’s taste, and 
as I like copper and brass very 
much, we have a large variety.” 


Planters Popular 


Most of the pieces displayed 
are copper and brass planters to 
hold philodendron, ivy or sim- 
ilar, hardy house plants. The 
large variety not only gives the 
customer wide choice but makes 
an excellent, eye-catching dis- 
play. 

Men, the Rolaters found, are 
also attracted to copper and 
brassware. One _ general con- 
tractor came into the store for 
some rules, and when Mr. Rola- 
ter came back with the merchan- 
dise, the customer was found in 
the gift department carefully 
examining the copper planters. 
After some thought he bought 
one for his wife. 

Mrs. Rolater started to use 
plants in “some of her stock 
planters to complement the cop- 
per and brass. Then she decided 
to sell these plants in their con- 
tainers for she reasoned that, 
“the customers would see how 
lovely a bit of ivy in a copper or 
brass bowl can be and wouldn’t 
be able to resist it.” 

She was right, but confesses 
that the number of sales of her 
planted pieces went far over her 
expectations. At first she had 
her sales girls pick up a few 
plants whenever they went 
downtown. A small room in the 
back of the store was used for 
potting the plants. Very soon 
she realized that she couldn’t 
keep up with the demand so she 
arranged with a wholesale flor- 
ist for delivery of quantities. 
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After the store is closed in the evening it is stili 
kept illuminated and window shoppers see this view. 


This made her prices more at- 
tractive to customers and re- 
sulted in more sales. Now she 
gets deliveries twice a week in 
winter and every other day in 
summer. As the Rolaters’ store 
is near two large hospitals, 
many of these planted ivies are 
bought as gifts for patients. 

The plants not only add color 
and life to the display but pro- 
vide for changes in the display 
due to the rapid turnover. In 
addition, the firm has found that 
a complete and attractive plant 
arrangement, which needs only 
to be watered, is an excellent 
sales piece. 

Mrs. Rolater says, when 
speaking of her method of the 
mass grouping of stock, that 
many gift department managers 
make the mistake of placing 
merchandise, singly, here and 
there about the store, hoping to 
stress the large variety of items 
available. “I believe this just re- 
sults in a hodge-podge of colors, 
shapes and forms. I have found 
mass grouping of like items one 
of the most important elements 
of an attractive display. It’s 
just like grouping flowers in a 
garden. One red tulip here and 
one there may be lost but a mass 
of red tulips makes an intense 


patch of color; one which 
catches the eye.” 

When the store opened three 
years ago, the Rolaters put 
about 3 pct of their total inven- 
tory into the gift department. 
But now the demand is so great 
they have 25 pct of the inven- 
tory in the gift department. 


Lamps May Be "Tried” 


There is a standing rule in 
the store that lamps may be 
taken home and “tried,” since a 
lamp that looks “just right” in 
the store may not fit next to the 
radio at all. So customers have 
the privilege of bringing lamps 
back, resulting in customer sat- 
isfaction and repeat sales. 

Occasionally the store adver- 
tises a promotional item in the 
newspaper and always a good 
buy at a good price. One 
such item advertised in the 
Thursday evening paper brought 
250 customers into the store be- 
fore noon Friday. The cash reg- 
ister rang up total sales for 95 
pet of the customers that came 
into the store, in response to the 
ad. In addition to the original 
promotional items, most of the 
customers bought other items on 
impulse, which they saw dis- 
played. 
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Credit Can Be an Open Door 
To Prosperity or Failure 


By O. H. BERRYMAN 
Assistant Secretary and 
Credit Manager, 

John Pritzlaff Hardware Co., 
Milwaukee, Wis. 


Mosr of the business 
of today is done on a credit basis. 
Credit has two elements—futur- 
ity and risk. Because of these 
two elements, it can be an open 
door to progress and prosperity 
or it can be an equally open door 
to problems, worry and eventual 
failure. 

Many businesses have failed 
because of weak credit policies or 
no credit policy. There appears 
to be no record of any merchant 
ever failing because he had a 
credit policy and enforced it. 

It is evident that a credit 
policy is desirable and profitable. 
Since your main objective in 
business is to make a profit, let 
us see what goes to make up a 
credit policy and how it can be 
carried out. First, a_ policy 
should be decided upon by top 
management or owner. The full 
authority and responsibility for 
its operation should be delegated 
to some one individual. What is 
everyone’s business is no one’s 
business and as such is usually 
neglected. 

This credit sales manager is 
going to pass out your money to 
a great many people and in a 
total amount for the year per- 
haps many times your own total 
net worth. He will be expected 
to give the right amount to the 
right people and for the proper 
length of time. And last, but not 
least, he will be expected to get 
it back and on time, including 
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Urging wise buying, prompt payment and guarding of credit, 
Mr. Berryman emphasizes that ‘receivables are the most 
perishable of current assets" and also that ‘credit sales, 


although desirable, must be profitable transactions” 


the profit. Such a person should 
have an understanding of your 
business, the customers’ habits 
and income, be able to properly 
contact people in such a manner 
as to enforce collections and still 
retain the customers good will 
and his business. 

Your own finances and cash re- 
quirements, as well as your sales 
volume, should determine the 
length of your sales terms and 
the amount of credit sales you 
can profitably handle. 


They Affect Profit 


Why all this excitement about 
a credit policy, a trained credit 
executive, or about accounts re- 
ceivable or customer bills owing 
to you? For one reason only— 
they seriously affect your profit. 

Roy A. Foulke, vice-president 
of Dun & Bradstreet, Inc., in 
the February 1950 Dun’s Re- 
view says, “the cause of more 
business failures than any one 
other single factor has been con- 
sidered by many diligent stu- 
dents to be the lack of working 
capital.” 

That shortage in working 
capital may be brought about by 


tying up too much money in 
inventory, plant or in accounts 
receivable. It is with this last, 
tying up too much money in ac- 
counts receivable, that we are 
concerned in this article. 

We are concerned because 
three of every five businesses are 
new or have new owners or new 
management since the start of 
World War II. Many of these 
people have no experience with 
credit, excessive receivables or 
slow and not readily collectable 
receivables. 

Many customers asked for no 
credit accommodation during and 
just after the war. More re- 
cently they have been buying on 
credit and converting the credit 
privileges into an unauthorized 
loan, a loan with no interest, no 
time of repayment, no collateral 
and without your consent. Now 
you have a series of problems. 
First, that of getting your 
money; second, to get it promptly 
and, third, to get it promptly 
and at the same time keep your 
customer’s good will and his busi- 
ness. In the meanwhile, this may 
mean that he has money that 
you need to pay your own bills 





Pointers on Credit 


worst competitor. 


them intelligently. 


manager. 


credit rating. 





...A weak credit policy, or no credit policy, may become your 
.. Receivables are the most perishable of current assets. Handle 


.. When credit arrangements in a store are everybody's bus- 
iness, they quickly become nobody's business. Appoint a credit 


.. You can lose a customer if you permit him to over extend his 
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and earn your cash discount. 

The Commercial Credit Corp. 
says that 2 pct cash discount 
means 37.2 pct on an annual 
basis. A disastrous rate to pay 
for money. U. S. Gypsum in its 
brochure “Straight Thinking 
About Your Business” say this 
2 pet represents 38 pct on the 
average net earnings of 1936, 
1939 and 1943. Again a very ex- 
pensive piece of business. 

It may be money you need to 
buy current, demand, turnover 
merchandise and therefore it 
slows your turnover, again cut- 
ting your profit. If it further 
absorbs working capital, so that 
in addition to the above it be- 
comes necessary to borrow, then 
you are really headed for trouble. 

The final element lies in the 
fact that the older these accounts 
become, the greater the possibil- 
ity of loss. A $100 loss may wipe 
out the profit on sales of $1,000. 

By losing cash discount which 
your competitor earns, by bor- 
rowing money which he does not 
and by taking credit losses and 
losing sales on current turnover 
merchandise which he doesn’t— 
you, by a weak credit policy or 
no credit policy, may become your 
own worst competition. 

The most serious blow of all 
is that the customer you have 
permitted to use more credit than 
he can redeem, takes his cash 
business to your competitor be- 
cause he does not want to face 
you. 

You have a responsibility to 
your customers to see that they 
buy wisely, pay promptly and 
guard their credit. You have a 
duty to yourself to safeguard 
your own business and your prof- 
its by the wise extension of 
credit sales. 

Finally, you have a duty to 
your supplier in paying your 
supplier promptly, safeguarding 
your credit with him, earning the 
additional discount profit and 
making his capital available for 
maintaining a complete stock for 
your use. 

Remember — receivables are 
the most perishable of current 
assets. You want credit sales, 
but you also want them to be 
profitable credit sales. 

N. H. Comish, professor of 
business administration, Univer- 
sity of Oregon, had his research 
students contact 296,752 cus- 
tomers in 27 different kinds of 
retail stores as to why they pre- 
fer to trade at one store instead 
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Handy Credit References 


The following books are recom- 
mended by the author as handy 
desk reference books for those 
wishing to learn credit manage- 
ment: "Retail Credit Manage- 
ment" and "Retail Credit Funda- 
mentals."" Both books are written 
by C. W. Phelps, and published 
by McGraw-Hill Book Co. These 
are the new official text books of 
the National Retail Credit Asso- 
ciation. 





cf another. In view of the re- 
cent excessive liberal credit 
terms and price cutting, the re- 
sults are very surprising; 34.4 
pet of all gave efficient sales 
people (friendly, courteous, know 
their product, etc.) as their first 
reason; high quality of goods, 
second and a wide choice of mer- 
chandise, third. Price, believe it 
or not, is 6th on the list and was 


less than 5 pct of the total. 
Liberal credit terms was 13th 
and the very bottom of the list. 

Now, let’s decide what our 
terms of sale are, how much 
credit sales volume we can han- 
dle and how far we wish to go 
beyond our regular terms. Let’s 
hire, or appoint, some one who 
knows or is willing to learn how 
to efficiently handle our credit 
sales and their collection. 

Let’s tell our credit customers 
what our terms are and that we 
expect compliance with terms to 
be a part of the sale. Let’s guard 
our credit by helping our cus- 
tomers to protect their own. Let’s 
not be a party to helping our 
customers abuse their credit 
privilege, thus ruining their own 
credit reputation and our own as 
well. 

Buy wisely—pay promptly— 
guard your credit. 





To the Puit-® 


¢ Newsworthy Comments 


on Current Problems 


SATURATION POINTS: We are motivated by a rather simple 
formula in the conduct of our business, with due respect to the 
experts. I know of no real saturation points in the markets for 
industrial and domestic electrification. I know only that the 
businesses and the families of the United States have a vast need 
for the things we make, certainly beyond the power of this gener- 
ation to fill—C. E. Wilson, president, General Electric Co. 


+ + 


APPLIANCE OUTLOOK: At the beginning of the year, the 
general outlook for business indicated a high level of activity 
for the first half, with probably adjustments occurring in the 
second half. Contrary to that general opinion, I am now confi- 
dent that the appliance business in the last six months of the year 
can be as good as the first half.—James J. Nance, president, Hot- 


point, Inc. 


> + 
SELLING FAITH: We enthusiastically sell faith in our man- 


ufactured goods and in the services we have to offer 





why not 


our faith in our American heritage? If we fail to sell that, the 
day is plainly coming when there is no selling in America— 
there’li be only telling. Charles A. Cary, vice president, E. I. 


du pont de Nemours & Co. 


> + 
SHOPPING CENTERS: There is a definite merchandising 
trend in retailing today toward ... the shopping center. This 


is high time for such a movement, because there is no conceiv- 
able economic justification for many stores today. The challenging 
bite of hard selling will winnow out the willy-nillys and leave room 
for the merchandisers.—F. B. Comer, vice president and general 
sales manager, Cupples Co., St. Louis. 
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Section of the first floor new appliance showroom where prospects often 
end up buying new appliances after having inspected third floor trade-ins. 


Trade-Ins Are No Headache 
Under This Plan 


Arrruiances trade- 
ins, often a headache to many a 
hardware dealer because the 
customers expect large allow- 
ances, have been solved to a 
great extent at the R. D. Cone 
Co., an Ace store at Winona, 
Minn. 

In addition, the trade-ins 
themselves are so handled as to 
bring prospects for new ap- 
pliances into the hardware store. 

Here is the way the R. D. 
Cone plan works: When an ap- 
pliance prospect wants a high 
allowance for his trade-in, the 
store tells him that it can be 
brought into the store and 
placed on display in a special 
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R. D. Cone Co. lets the owner set the price on the 
used appliance and helps him sell it. The plan 
not only settles the allowance problem but also 
builds traffic which often buys new appliances 


section on the third floor. The 
owner can put his price on it, 
and the hardware store will do 
everything possible to help sell 
it at his asking price. 


Classified Ads 


When five or more of these 
trade-ins are displayed on the 
third floor, which is a storage 
floor, the firm publishes several 
classified advertisements, at its 
own expense, advising the public 
that some good used appliances 


are on display at the third floor 
location. The appliances are 
named and prices given. 
Publication of these’ ads 
brings people who are looking 
for used appliances to the Cone 
store. After looking at the used 
stock, some of the prospects buy 
them. Other visitors are not 
satisfied with the used appli- 
ances offered for sale, and in 
talking to the Cone salesmen are 
often persuaded to come down 


(Continued on page 133) 








Virginia Store 
Rebuilt 
After Fire 


New Snyder & Co. store, built after fire gutted 
former establishment, embodies numerous unusual 
features. Attracts 4,500 persons on opening day. 
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Looking from the appliance section toward the rear. Men's lines are on the extreme 
left. Note wide aisles and large price cards and talking cards atop major units. 


Wren fire gutted 


the Snyder & Co. hardware store 
in Falls Church, Va., in 1948, its 
owner rolled up his sleeves and 
started business in temporary 
quarters in an adjoining ware- 
house. At the same time he 
planned a new store, the grand 
opening of which was in Sept., 
1949, attracting more than 4,500 
people. This was a surprisingly 
good turnout, since Falls Church, 
a suburban residential town, six 
miles out of Washington, D. C., 
has a population of under 5000. 


Two Showrooms 


Comprising two showrooms, 
one for general hardware, house- 
wares and major appliances, and 
a separate and complete garden 
shop, the store’s main showroom 
is 50 by 100 ft, and is completely 
departmentalized. It has an 18 
ft ceiling, with mezzanine floor 
for offices and complete air condi- 
tioning. Ali wall fixtures are 
equipped with cold cathode con- 
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Another view looking toward the women's side. Cash register and wrapping table are in 
center. Under normal conditions, the wall top unit ledges have no merchandise on them. 


tinuous lighting equipment. Flu- 
orescent ceiling lights, spot lights 
and an attractive color scheme— 
terra cotta ceiling and light sea 
green walls—add to the pleasing 
appearance of the display room. 


40-Car Parking Lot 


A concrete triangular shaped 
parking lot with capacity of 
about 40 cars makes this a con- 
venient shopping center. Entered 
from either the main building or 
from the parking lot, the garden 
shop, a room 20 by 40 ft, the 
Garden Shop is given over to 
garden tools, seeds, fertilizer and 
other garden needs. Equipped 
with glass garage type doors it 
becomes an open air display in 
the warm months. 

Mr. and Mrs. Snyder are as- 
sisted in their modern store by 
a staff of 18 people, including 
sales ladies and outside sales- 
people. Major appliances have 
considerable attention, being 
given a large open space in the 

(Continued on page 149) 
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Floor plan of the store clearly 
emphasizing the ease with which 
traffic moves from front to reor 
and from one side to the other. 
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Sarwan 


The entire front is 
glass-faced. The 
facade is of white 
structural glass. Ap- 
pliances and the 
garden tractor were 
displayed in front 
when the street was 
closed off because 
of a tractor show. 





Store Meetings Improve S 


Pratt's Hardware, in Colby, Kan., has been holding them 
regularly for 12 years. Why and how these meetings are 
held is told in this article in detail 
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Salesmanship 


Mi 

= very difficult to 
do a convincing selling job if you 
don’t know all about what you’re 
trying to sell,” says J. V. Pratt, 
owner of Pratt’s Hardware & 
Supply, Colby, Kan. “Certainly 
if you don’t even know what an 
item is used for you can’t sell it 
intelligently. 

“Because there are hundreds 
of items in a hardware store 
about which our sales people 
must have some understanding, 
we have been holding store meet- 
ings at which we put the em- 
phasis on product knowledge. 
Store meetings are a ‘must’ with 
us,” Mr. Pratt says. 

Mr. Pratt first started holding 
store meetings on a regular basis 
about 12 years ago and has held 
them consistently with the ex- 
ception of the war years. These 
meetings are held once a month, 
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in the evenings after store hours. 
If a specialty salesman for a 
manufacturer or wholesale com- 
pany happens to be in town, and 
Mr. Pratt decides that the sales- 
man’s product or line warrants 
the attention, he calls a special 
meeting. 


All Departments Covered 


The meetings are generally 
conducted by Mr. Pratt but he 
often asks the employee in charge 
of a department to talk about 
certain items in his department, 
in order to better acquaint all 
the salespeople with the merits 
of the products. In this way 
even salespeople who are not in 
the specific department will be 
able to give customers a better 
idea of the use and care of the 
merchandise. A rotating plan is 
followed so that all departments 


The bright wares, 
light-finished dis- 
play fixtures and 
light blue sidewalls 
give the store a 
colorful, attractive 
appeorance. 





J. V. Pratt (wearing bow tie) 
and most of his staff. 


of the store are covered in turn. 

One important phase of the 
store meetings is the open dis- 
cussion periods during which 
time the employees tell their un- 
usual experiences with customers 
and outline better methods for 
handling various kinds of selling 
situations. 

Mr. Pratt, who has been in the 
hardware business since 1925, 
says he has always found the 
hardware business a stimulating 
cne. He has done business in 
good years and bad and in look- 
ing back he says, “I prefer the 
times when you have to mer- 
chandise and sell. I didn’t have 
nearly as much satisfaction out 
of doing business in the war 
years and_ shortly thereafter 
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when the customers came in and 
took the merchandise away from 
us. 

“T believe customers are better 
satisfied when they have to be 
sold. It seems to me that during 
the war years they felt as though 
we were taking advantage of 
them. People bought merchan- 
dise from us who thought the 
price too high, and that it was 
our fault, and that this was the 
only place where they could get 
it, and anyway it would cost 
them the same high price some- 
where else. I am glad that times 
have changed to a buyer’s mar- 
ket.” 

Mr. Pratt spends nearly 2 pct 
of his gross volume for advertis- 


0 


A complete line of power tools 
was added only last year and is 
displayed prominently up front. 
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ing. He uses a regular weekly 
advertisement on housewares and 
hardware, in addition to ads on 
appliances, paint, power tools, 
tools and special items. He also 


‘ . ut ' ” 
—_ * . . 
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Pitas 


Tarn nt 
<< 9m 
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Only part of the L-shaped 

appliance section can be 

seen in this picture. It is 

in left rear of the store. 
<— ws 


uses some spot announcements on 
radio. 

“We send out a substantial 
amount of direct mail advertis- 
ing,” he says. “We mail a special 
sale or special events circular 
four times a year. In March we 
mailed out a garden book, which 
was a catalog of garden and lawn 
tools and supplies and outdoor 
merchandise.” 

This type of promotion is 
backed up by the activities of one 
man who spends a large part of 
his time on outside selling. Oc- 
casionally some of the floor sales- 
men also go out on ealls. 

Credit on appliances is handled 
through a finance company. 

This hardware man is so im- 

(Continued on page 157) 
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The colorful labels, all neatly aligned, give this well-stocked paint department a ship-shape appearance. 


\ ~ 
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2,000 Sales—350 Repairs 


A "Handle Bar" for handles of any shape, size or 


description together 


with aggresive promotion 


enabled Cooper Hardware Co. to sell 2,000 handles 
and make 350 repairs in its first 10 months 


Reproduction of the cover of the 

"Grand Opening," four-page cir- 

cular. Fully 2,000 of these were 

mailed to as many local and 
rural boxes. 


Tuere’s always room 
for a good bar. That’s what the 
Cooper Hardware Co., Oxford, 
N. Y., has proved. But Cooper’s 
bar is something new, something 
that sells hard goods of another 
type. It’s a Handle Bar that has 
caught on not only with custom- 
ers, but also with other hard- 
ware merchants. 


Good Display Does It 


Cooper’s has also proved that 
good display will move any type 
of merchandise out of inventory 
and that when good display is 
coupled with service, almost any 
type of merchandise can be 
turned into a volume producer. 

Many hardware stores stock 
handles but the Cooper Hardware 
Co. is probably the first to turn 
its handle inventory into a Han- 
dle Bar so that this service mer- 
chandise could really be pro- 
moted. Success has been phe- 
nomenal. In its first 10 months, 
the Handle Bar has accounted 
for sales of 2000 items and ap- 
proximately 350 repairs. That 
business is expected to increase 
at least 40 pct during 1950. 

It took just two simple steps 
to create this successful promo- 
tion. First the handle inventory 
was collected together and the 
display facilities constructed. 
Second, an advertising program 
was instituted to spread the 
word by direct mail to consumers. 
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| to 12 and 14 foot poles for apple pickin: 


Coopers New Handle Bar Service 


Any new handle that does not la 
er or later a crooked handle. 


accidents. 
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| COOPERS HANDLE BAR 
“The only Sight of its Kind in America” 


Here you can get everything in HANDLES and kindred supplies from tiny wooden hand rake teeth 


‘ «- Here you can get HANDLES 
of tool, yes if you are busy, you can get it repaired correctly, too y satiate nee 


y perfectly straight under curin 4 £ 
vel — Nothing is more disgusting to the bere me eal ee ae 
mt, bruised, split or checked handle. It retards g00d workmanship and i 


a good tool than a crooked, 
s often the cause of serious 








The Handle Bar occupies a 13 
by 13-ft triangular space and 
the counter, or “bar” across the 
front is 10 ft long. By popular 
request, a bit of realism was 
added—a foot rail running 
across the front of the bar. 





$1,200 Inventory 


The entire handle inventory 
has a retail value of approxi- 
mately $1,200 in about 125 dif- 
ferent kinds of handles. All items 
rest on specially designed flat 
dead level surfaces with every 
type of handle protruding from 


its individual storage space, not 
exceeding 6 in. at the butt. 
According to Morton B, Coop- 
er, about 30 pct of the tools re- 
paired have been purchased 
through other than regular hard- 
ware channels and are of poor 
quality. They break easily. That 
gives the store an opportunity 
to educate its customers to pur- 
chase better quality tools. 
Customers seem to appreciate 
that for they come from 25 miles 
and more for special handles and 
special repairs. The interest in 
the Handle Bar and the service 
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COOPERS HANDLE BAR 
Oxford, N. Y. 


— Phone 32 


Is repairing almost every kind of a TOOL with a WOODEN handle. 


—It’s thrifty too! EXAMPLE—A Common Hammer of Hardware Store 
quality today costs from $1.50 to $2.25 each. Coopers Handle Bar will 


make your « yn Ha 





as good as new for 50 cents. Most other 


repaired tools show similar savings. 


—New customers being added weekly— 


Farms, Carpenters, Factories, Chain Stores, Contractors, Schools 
Municipal Bldgs, Homes, Institutions, etc. 


EMERGENCY JOBS COMPLETED WHILE YOU WAIT 











This penny post card, used for mailing to prospects, told the story. 


it enables the Cooper Hardware 
to offer has also been responsible 
for an increase in sales in the 
store’s other departments. 

Once built, the Handle Bar was 
actively promoted by a direct 
mail campaign. A special “Grand 
Opening” four-page circular was 
designed and 2000 of them mailed 
to local and rural boxes. The 
town has a population of about 
3000, and the village about 1600. 

The mailing piece features a 
large 5 by 7 in. illustration of 
the bar on the first page. Here’s 
some of the copy: 

Start out to 
look for perfect handles? In the 
main they are scallered all over 
the store. Most stores have a 
few, generally stuck in empty 
nail kegs, in racks of various de- 
signs here and there. Some have 
a dozen or two kinds stored in 
section bins, but these protrude 
out nearly one-half their actual 
length. Under these conditions 
handles will not continue to main- 
tain their desired, efficient shape. 

“It took Cooper Hardware Co., 
Oxford, N. Y., to design and build 
the first scientific consumer stor- 
age place in America for all kinds 
of handles in conjunction with a 
handle service bar.” 

If that copy doesn’t interest 
the consumer—but it does—it 
certainly points out what may be 
wrong with other hardware deal- 
ers’ merchandising of handle 
stocks. 

Continuing, the circular points 
out that “Cooper Hardware Co. 
is the toughest buyer of handles 
on earth. We will not purchase 
handles from any producer or 
jobber that will not be service- 
able to the customer. Sure, we 
get in some crooked, bent, and 
defective handles, but unless each 
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handle meets our rigid specifica- 
tions, back they go a hooting!” 

And in a paragraph headed, 
“Every Lover of a Good Tool Is 
an Artist in His Own Right!’”, 
the Cooper Hardware had this to 
say: 

“Did you every watch the 
woodsman select his double bitted 
uxe handle, a carpenter, his saw, 
a farmer, his barn shovel? These 
and thousands of other experts 
travel great distances to reach 
Cooper Hardware Co., Oxford. 
There is a reason. They don’t 
judge the price tags on their 


handles but rather the results 
they get in the log, the cabinet 
and in the milk pail. These folks 
are known by their neighbors 
for miles around as real wood 
cutters, a splendid carpenter, a 
fine farmer. 

“The farmer’s feed has to have 
a balanced grain ration, so does 
the grain the wood these experts 
employ That’s why Cooper’s 
handles are expertly selected for 
a balanced grain ration in every 
handle, as well as our baseball 
bats—yes, individually treated 
for any trace of pin holes, kiln 
dried and held in perfect storage 
moisture content in Cooper’s 
Handle Storage.” 

The reader is invited to “Take 
A Squint Over Cooper’s Handles. 
What do you find? You find a 
handle that puts you in produc- 
tion from the very first strike. 
Your repair jobs are under the 
supervision of a Handle Expert, 
a man who has followed handles 
from the tree in the forest to the 
rigid demands of the user.” 

As a good will builder for the 
store and its Handle Bar, Coop- 
er’s also furnishes crutch tips 
free to those who are lame and 
give canes away free. 

So, now Cooper’s has a new 
clogan—“Bring It In—We Can 
Handle It.” 





Ad Ties In With Local Water Shortage 








To people in and 


around New York Make every day © Dry-bey with Herrmann’s help. We've goj eli the wicky 
parts end gedgets you need te step leeks ond meke your plumbing system 


City there is noth- thip-shepe. Be it HOW! 


ing funny about the nn 
local water short- 4 


age. To Otto Herr- ms 1 yt 
mann, Inc., 67-29 | ==. 3 
Myrtle Ave., Glep- f — a 


dale, N. Y., in part L awe 
of New York City, 
the situation offered 
a good merchandis- 
ing opportunity. 
Headed ‘‘Herr- 
mann's Saves H-O", 
this 10!/2-in. by four 
column ad offered 
a variety of items 
designed to save 
water. Illustrated 
were a variety of 
plumbina goods and 
electrical supplies 
and the outside of 
the bia store itself. 
Like other ads used 
by the store, copy 
was brief and to the 
point including price 
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“Buy at the Store that Confidence Built” — Established 1920 
A Full Line of Nationally Advertised Hardware and Tools 


Brass, getvenized and block pipe of aff sizer bn stock 
+++ our fitting selection is excefent 
WE FEATURE A COMPLETE STOCK 
Of ALL TYPE REPLACEMENT WASHERS 
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BUATON AED -TAINERS 
BILLFOLDS From 1.50 


POCKET KNIVES 


FITTED CASES 


From 1095 
WRIST WATCHES 


CAMPING SUPPLIES 
OUTING SUPPLIES 
SPORTS EQUIPMENT 





HOBBY TOOLS 





116 E. Yakima Ave. 





GIVE A 





GRAD A GIFT HELL USE AND USE 


Practical Gilts 






4g It's the ideal gift 
e at he 





v +” 
from home at college. 
And at home, too. 
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ELECTRIC CLOCKS 
From 495 
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CHOOSE FROM SCORES OF PRACTICAL GIFTS 


Your Charge Account is Cordially Invited 
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Instead of the conventional space, the firm used this ad across the full width of a 
local paper. In original form the ad measured eight columns in width by 5 in. high. 


Going After the Graduation 


Ml 
W, go after the 


trade of the graduate inten- 
sively,” said Edward Scheinost, 
manager of the sporting goods 
department of the Yakima Hard- 
ware Co., Yakima, Wash. “Of 
course, we lay particular stress 
on gifts of sporting goods, but 
there are many other lines also 
that appeal to young people. 
Most boys are interested in tools 
of some sort, either of the hand 
or power variety; while bits of 
china, crystal and art wares make 
a strong appeal to the girls. Lug- 
gage and leather goods are ap- 
preciated by both young men and 
women. 


Brought Good Results 


“The type of newspaper ads 
we run have brought especially 
good results. Instead of taking 
a half or a quarter-page in con- 
ventional style we take the same 
amount of space extending en- 
tirely across the bottom of the 
page, and this wide spread at- 
tracts all readers. We believe 
in quoting prices, as they enable 
a prospective buyer to decide at 
once whether he can afford a cer- 
tain item that interests him. One 
of our most effective announce- 
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Gift Trade 


Effective and unusual advertising coupled with 
good window displays helps Yakima Hardware Co. 
do a good volume in a wide range of gift goods 


ments last season was headed 
‘Give a Grad a Gift He'll Use 
and Use.’ The ad was adorned 
with numerous little cuts of 
graduates, both masculine and 
feminine. 

“One column was devoted to 
luggage, with the suggestion, ‘If 


they go away to school, if they 
like to travel, here is the remem- 
brance they will always remem- 
ber.’ A section suggesting elec- 
tric clocks, alarm clocks and 
travel irons was headed ‘Prac- 
tical, but not prosaic. Gifts they'll 


(Continued on page 153) 





One of the windows showed this effective display of gift merchandise on 
artificial grass. Window shoppers had a full view of the store's interior. 
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Big City Merchandi T 
Leading hardware wholesalers of Minneapolis and St. Paul are 
among those sharing their knowledge with small town store 
owners and sales personnel at numerous Sales Clinics pe 
ing w 
Mar 
have 
hats, striped coats, and carrying lurched back to the station, these 
Reuemser the old bamboo canes. boarded the train, and was off ee 
time sales tours of 20 or 30 These visiting firemen giddy- to the next town to repeat the 09 | 
years ago? paced the streets of the town performance. Kveryone — at they h 
Some of them were riotous more or less in time with the least those on the train—had a acme « 
excursions staged by big city ear-shattering blares and grunts grand time, but the merit of small 
wholesalers and manufacturers of a big brass band. In the those excursions is questionable. whole: 
to “sell the market’? to small town square, one of the city The purpose of the sales ex- 
town merchants. Such sales slickers told a few jokes and peditions, of course, was to in- — 
treks followed a familiar pat- explained that the delegation crease product distribution to : Tod 
tern. A chartered train would was out to build good will. After the market of Small Town, USA. = 
pull into a town in the big city’s a round of hand shaking and The approach was entirely emo- west. 
trade orbit. A crowd of busi- back thumping, the locomotive tional—there was no _ patent or fun 
nessmen would disembark— blew a couple of warning toots effort to analyze the problems of comp! 
some of them attired in funny and the strange procession the small town merchants or to ae 
a grou 
Paul 
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Twin | 
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Merchandising experts who participated in one of the 45 Sales Clinics which have been held throughout the Upper Butte 
Midwest. Standing are: Fred Rockwell, merchandise manager, Our Own Hardware, Minneapolis; J. B. Juster, president, chattin 
Juster Brothers, Minneapolis department store; York Langton, trade extension manager, Coast to Coast Stores, Minne- Cities 
apolis. Seated are: H. K. Nilssen, vice pres., George A. Clark & Son, Minneapolis; R. M. Fleming, director, Janney, piety 
Semple, Hill & Co., Minneapolis; James L. Pause, sales manager, Reinhard Brothers, Minneapolis, and W. S. Moulton, If 
director of sales, Farwell, Ozmun, Kirk & Co., St. Paul. out to 
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Merchants 


offer constructive advice in deal- 
ing with retail customers. 
Many modern businessmen 
have deplored the excesses of 
these old time sales jaunts be- 
cause of this very lack of affirm- 
ative design. At the same time, 
they have realized that some per- 
sonal contact must exist between 
small town retailers and big city 
wholesalers and distributors. 


New Kind of Tour 


Today a new kind of sales tour 
is in operation in the Upper Mid- 
west. There are no brass bands 
or funny hats and the appeal is 
completely rational and con- 
structively helpful. Mainsprings 
of this new sales approach are 
a group of Minneapolis and St. 
Paul wholesalers and distrib- 
utors, including a number of 
leading hardware men of the 
Twin Cities. They travel about 
their trade area—at their own 
expense—to help solve the sales 
problems of retail merchants in 
small communities. Here’s how 
it all came about: 

Early in 1947 a number of 
Chamber of Commerce secre- 
taries were meeting in Miles 
City, Mont., to discuss retail 
selling problems. They were 
seeking ways and means of help- 
ing their members adjust their 
selling programs to meet post- 
war conditions. The secretaries 
from communities out at the end 
of trade arteries agreed that the 
problems of small retailers were 
also the problems of big city 
manufacturers, and wholesalers 

because all of them depend on 
customer sales for their ex- 
istence. 

Willard Thompson of the 
Butte Chamber of Commerce, 
chatting with a group of Twin 
Cities men, said: 

“If you fellows could bring 
out to Butte some of the Twin 
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A Selected Group of 
OUTSTANDING TWIN CITY MERCHANDISERS 


Help You Fo 
MAKE YOUR RETAIL SALES CLICK! 
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Printed announcements like these are mailed to 
retail businesses well in advance of the clinics 


Cities businessmen who know 
what’s required to make a retail 
business tick, and we could 
bring in the retail merchants 
from our trade area to compare 
notes with them, I think we'd 
have the answers.” 


From City to Town 


A member of the Sales and 
Marketing Department of the 
Minneapolis Chamber of Com- 
merce got into the conversation. 
Here was something he had in 
the back of his mind for a long 
time—a conference featuring 
merchandising specialists from 
the Twin Cities and staged right 
in the retailers’ bailiwick. 

Such a conference would in- 
volve sending these specialists 
from the Twin Cities to discuss 





modern and efficient merchandis- 
ing. With years of “know how” 
of merchandising techniques un- 
der their belts, these men would 
participate in panel discussions, 
answer questions and give local 
retailers the benefit of their vast 
market contacts. Thus, with 
their knowledge of what’s going 
on marketwise all over the coun- 
try —and more important —a 
knowledge of exactly what 
makes a business flourish or fail, 
they could be of invaluable ser- 
vice to “main street” merchants. 

The Butte Chamber of Com- 
merce wanted to do something 
for the retailers in its trade 
area. It realized that retailers 
must again “sell” their merchan- 
dise after the wartime frolic of 
a seller’s market. Twin Cities 
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TALKING IT OVER. A number of Twin City panel participants and Fergus Falls, Minn.. 
dealers enjoy a get-acquainted luncheon which preceded a sales clinic in the small town. 


businessmen, for their part, 
realized that here was a splendid 
opportunity to keep Minneapolis 
and St. Paul prominently in the 
picture as a postwar distribution 
center. 

The Minneapolis and Butte 
Chambers of Commerce soon got 
into a huddle. They decided to 
push a trial run—an on-the-spot 
sales meeting to test the feasi- 
bility of running a series of 
sales conferences. Both groups 
felt that such a sales meeting 
should be of serious intent. Wild 
parades and nonsensical speech- 
es, they knew, did little or noth- 
ing to create new business—or 


good will for that matter—in 
the vast reaches of the Upper 
Midwest. 

A special committee was set 
up to stage the event with Ward 
Fanning, the advertising direc- 
tor of the Butte Daily Post as 
chairman. A two-day conference 
was scheduled for Butte in 
March, 1947, and since the meet- 
ing was designed to study means 
to alleviate the ailments of re- 
tail business it was called a 
“sales clinic.” 

The Butte clinic was judged 
a decided success both by the 
local businessmen and the visit- 
ing marketing specialists, and 





What Two Hardware Men Think of the Clinics: 


Fred Rockwell, merchandise manager, Our Own Hardware 


Co.: 


"As with many such programs it is difficult to put a finger on 
any immediate benefit; however, it is the opinion of all the manu- 
facturers and distributors who have co-operated in these ventures 
that the effort is extremely worthwhile because it has increased 
the area and concentration of articles made and distributed in 


the Twin Cities." 


W. A. Moulton, director of sales, Farwell, Ozmun, Kirk & Co., 


St. Paul: 


"These clinics have awakened dealers to the necessity of build- 
ing and promoting store meetings and the need of finding and 
using more selling tools. Our sales clinics have planted the seeds 
—now merchants must continue with the cultivation through fre- 
quent refresher courses. The clinics have served to make mer- 
chants aware that they must do now what they neglected to do 


in the past." 
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after this first clinic the special- 
ists got together in Minneapolis 
to perfect the technique of pres- 
entation. 

This was the start of a long 
series of sales clinics which have 
been held throughout the Upper 
Midwest that have been spon- 
sored jointly by the Minneapolis 
Chamber of Commerce, the St. 
Paul Association of Commerce 
and the local chamber of com- 
merce staging the event. 

This direct “grass roots” ap- 
proach to merchandising prob- 
lems has produced many a valu- 
able tip to merchants suffering 
from lagging business receipts. 

A group of Twin Cities busi- 
nessmen, who are recognized 
specialists in specific merchan- 
dising fields, including a number 
of leading wholesale hardware 
men, pay their own way to the 
out-of-town clinics, and often 
charter a plane to fly. 

Among the hardware men who 
have participated in one or more 
of the sales clinics are: York 
Langton, trade extension man- 
ager, Coast to Coast Stores, 
Minneapolis; Willis A. Moulton, 
director of sales, Farwell, Oz- 
mun, Kirk & Co., St. Paul; Fred 
Rockwell, merchandise manager, 
Our Own Hardware Co., Minne- 
apolis; R. M. Fleming, director, 
Janney, Semple, Hill & Co., Min- 
neapolis; Armand Evans, man- 
ager, wholesale division, Warner 


(Continued on page 137) 
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Distributed with 22 big-city news- A buying guide for millions. Circu- 14 other big-city newspapers, witha 
papers, with total circulation of lation 3,138,000. total circulation of 4,055,000! 
9,645,000. 


THAT’S COVERAGE OF NEARLY 17,000,000 families 
.. including many of your customers. They’ll be 
looking for Du Pont Sponges in your store. 
So order your supply now . . . today! Give them 


good display. They’re fast movers, and they offer 
you a high margin of profit! 





AEG.u.s. paT.OFF. 


BETTER THINGS FOR BETTER LIVING 
a+e THROUGH CHEMISTRY 
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DEALER “DEAL” 


Good only to May 31, 1950 
6 No. 4A (20¢) Sponges “NO CHARGE” 
with 
1% doz. No. 4A (20¢) Du Pont Sponges 
1 doz. No. 6A (35¢) Du Pont Sponges 
1 doz. No. 8A (70¢) Du Pont Sponges 


Costs the dealer only $9.72. Lists at $17.40. 
Dealer makes $7.68, or 44%. 
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The 80 by 50-ft building is on the southern city limits of Youngstown, 
Ohio. Parking space is provided along the entire length of the store. 


Rental Service Builds Good Will 


~ 

T’S the most mod- 
ern hardware store in Youngs- 
town, Ohio,” is the proud claim 
of Samuel J. Carson, secretary- 
treasurer of the Carson Hard- 
ware store at 3504-8 South Ave. 
Edward Carson is president of 
the business while the third Car- 
son brother, James, is vice-presi- 
dent. 

Situated several blocks from 
the southern limits of the city, 
the store building is 80 ft. long 
by 50 ft. deep and boasts full 
vision, ceiling-to-floor, display 
windows. Because of the length 
of the store, an entrance was 
built at each end of the building 
and a drive-up parking space 
was designed along the full 
front of the store. This makes 
it extremely convenient for cus- 
tomers to shop there for South 
Avenue is a busy street that 
would present parking difficul- 
ties. 

The Carson brothers find that 
rental services are one of the 
best good will builders for the 
business. One of those services 
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And Traffic 


Equipment for rent at Carson Hardware includes 
lawn rollers, fertilizer spreaders, sanders and waxers, 
plumbing snakes and toilet augers 


is the rental of lawn rollers and 
fertilizer spreader carts for 
which a small charge of 15 cents 
per hour is made. The customer, 
of course, does his own hauling. 

Because the average small 
home owner does not have too 








Rental Charges at 
Carson Hardware 


(A deposit of $10 is required) 
Lawn roller 15¢ per hr 
Fertilizer spreader 15¢ per hr 


Small plumbing snake .50¢ per hr 
Large plumbing snake. . $2 per hr 
Toilet auger 50¢ per day 
Floor sanders, edgers 

$1.10 per hr or $6 per weekend 
Floor waxers $1 per day 








much extra storage space, being 
able to rent bulky equipment at 
a nominal charge, has insured 
the popularity of this service, 
their being many repeats on 
roller rentals during the warm 
months. 

Other rentals not ordinarily 
promoted by a hardware store 
are plumbing snakes and toilet 
augers. Because of the cost of 
this equipment, a more substan- 
tial rental charge is made. For 
the small plumbing snake, there 
is a charge of 50 cents per hour. 
For the large snake, there is a 
charge of $2.00 per hour. The 
toilet auger goes out at 50 cents 
per day. To insure good care 
and prompt return of the equip- 
ment, a $10.00 deposit is posted 
by the user. 

“These tools are almost al- 
ways out on rental,” says Sam 
Carson. “We also rent our floor 
sanders and edgers at $1.10 an 
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The Round trademark will boost your sales! 









Complete line... 
Recognized top quality... 


Strong sales support 


The ROUND trademark means more chain 
volume for YOU . . . more customers, steady 
repeat business, greater customer satisfaction 
and higher profits. 

You profit because your customers can meet 
all their chain needs from one single source — 
you! ROUND makes chain of every type... 
Proof Coil, Brass Safety, Double Jack ...a 
hundred other kinds from small links used in 
precision instruments to massive anchor chain. 

ROUND has stood for top quality in chain 
since 1869. Your customers know and trust the 
ROUND name. 

Six large plants with warehouses in principal Proof Coil or BBB Coil 
cities guarantee that your requirements will be 
filled promptly and efficiently. 

Continuous ROUND trade and national ad- 













The Reel Salesman 
turns the sales spot- 
lightonchain. Itholds 
4 reels (or their equiv- 
alent in 4% or ; reels) 
of popular small sizes 
of welded and weld- 
less chains. 




































vertising, modern packaging, a full assortment Liberty Coil—Twist Link 

of selling aids—plus planned sales promotion = 

“help you get more orders, faster . a 
Cash in on these ROUND sales advantages: Liberty Coil—Straight Link 


(1) Complete Line (2) ROUND Quality (3) 
Sales Support. They’re real profit boosters! 4.25: 
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Liberty Machine—Twist Link 
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here The Cleveland Chain & Mfz Co. 
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The ROUND Associate Chain Companies 
ents 
yrs The Bridgeport Chain & Mfg. Co., Bridgeport, 
quip- Conn. « The Cleveland Chain & Mfg. Co., 
osted Cleveland, Ohio * Round California Chain 

Co., So. San Francisco and Los Angeles, Cal. « 

t al- The Round Chain & Mfg. Co., Chicago, Ill. « 
. Kegettes are ideal for store display... boost sales...are : : 

Sam fasy to stock. Each contains one of following quantities of Seattle Chain & Mfg. Co., Seattle, Wash. * The 
floor Proof Coil or BBB Coil Chain (self colored or hot galva- Southern Chain & Mfg. Co., Birmingham, Ala. 
“= mined): 250 ft., %"; 150 ft. %"; 100 ft., %6"; 75 ft., #”. * Woodhouse Chain Works, Trenton, N. J. 
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Nine display islands are used with wall displays in an L-arrangement. 


hour, while for week-end use, we 
quote an attractive price of $6.00 
that draws many responses. 
Floor waxers go out at $1.00 a 
day. We find that these rental 
services are an excellent means 
of getting people acquainted 
with the store and for building 
a considerable potential of fu- 
ture patronage.” 

As further proof of how inter- 
ested the Carson brothers are in 
future patronage is their culti- 
vation of neighborhood children 
who are always welcomed in the 
store. 

Of course the store has mer- 
chandise which interests chil- 
dren. There is a display counter 
for school supplies——tablets, ink, 
pencils, notebooks, erasers, etc. 
Then there are displays of kites, 
small toys and model airplane 
kits. Whatever their purchase, 
the children get the same consid- 
erate service for their coin-size 
purchase as do their parents for 
their larger purchases. 

“They’re growing every day,” 
points out Mr. Carson. ‘When 
they become adults, they will re- 
member past courtesies. There’s 
another way of looking at it. 
Parents always have a warm 
spot in their hearts for those 
who treat their children with 
understanding and _ considera- 
tion. Make them feel at home 
and they’ll remember where to 
come when something the store 
carries is needed.” 

Carson Hardware has a sell- 
ing area, 80 by 40 ft. and there 
is an 80 by 10 ft. storage room 
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in the rear. The floor is of con- 
crete, painted with red concrete 
paint and can take heavy wear. 

There are nine three-tiered dis- 
play islands, 5 by 10 ft. in size 
and 40 in. high. All are finished 
in attractive, natural maple. 
Open wall displays are set up in 
a 17-ft. “L” arrangement, the 
short leg of which is devoted to 
paints and painting needs. 

The entire layout has been de- 


signed for spaciousness so as not 
to put up any barriers against 
the free flow of traffic. The 
Carsons feel that there’s no 
point in creating displays to en- 
courage impulse buying if cus- 
tomer elbow room is not part of 
the plan. 

Manufacturers’ display panels 
of lighting fixtures and of bath- 
room fixtures are affixed to the 
steel-pipe center posts thus util- 
izing what otherwise would be 
wasted space. This is done by 
bolting perforated strap iron 
around the posts to the backs of 
the panels. Stove bolts are used 
as fasteners. 

Advertising has played an im- 
portant part in the growth of 
the business. A radio spot is 
used daily and on Sundays there 
is a 15-minute musical program. 
Two display ads a week are run 
in the local newspaper and the 
Carsons also distribute circu- 
lars. 

Credit on major appliance 
sales is financed by the store 
through a local bank or the cus- 
tomer may make his own financ- 
ing arrangements with the 
Youngstown banks. On small 
purchases, the Carsons _ will 
carry small accounts of regular 
customers but seldom longer 
than for 30 days. 


Plumbing Equipment Featured in Window Display 














This attractive and all-embracing display of plumbing equipment and fixture 
arranged by Don Leon, salesman for Meyer's Hardware, Ottumwa, lowa. 
Meyer, proprietor, has a complete plumbing equipment department, from water 





a 





s was 


David 


systems to bathroom fixtures and the innumerable number of small maintenance an 


repair items. Even fixture sales are made “over-the-counter;" store traffic being 


attracted by continuous newspaper and window display promotions. 
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Trade-Ins No Headache 
Under This Plan 


(Continued from page 117) 


to the first floor and look at the 
new appliances. 

In this manner, many a used 
appliance prospect becomes a 
new appliance prospect, many of 
whom are later transformed into | 
actual appliance customers. 

“It is only natural that most | 
of the prospects who come to 
look at the used appliances will 
not be satisfied with them,” says 
Kenneth McQueen, who manages | 
the store. “On the other hand, | 
those people are appliance pros- 
pects, and we sell some of them 
on the idea of considering new 
instead of used appliances.” 

Through such an arrange- 
ment, the R. D. Cone Co. satis- 
fies those appliance customers 
who have their own ideas of 
what they should get on the 
trade-ins. The store makes the | 
trade-in sales for customers, de- 
ducts a small amount for han- 
dling the sale and remits the 
balance to the customer. 


No Stumbling Block 


Thus the matter of how much 
can be allowed for a trade-in is 
not such a large stumbling block 
to a quick sale of a new appli- 
ance. The customer who knows 
that his used appliance will be 
put up for sale at his asking 
price, and advertised, usually 
goes ahead and buys the new 
appliance and is willing to wait 
for his trade-in allowance until 
the appliance is sold by the Cone | 
Co. for him. 

“What we like about the plan | 
is that it brings both new and 
used appliance prospects to our 
store,” states Mr. McQueen, 
“and under our present setup 
we can satisfy both types of 
prospects.” 

From the viewpoint of the 
person who wishes to buy a used 
appliance, the stock at the R. D. 
Cone Co. has considerable ap- 
peal. Rather than scanning a 
number of classified advertise- 
ments, with different addresses, 
the used appliance prospect can | 
come to one location and look 
over more than one type of each 
wanted appliance. If he went to 
individual homes offering such 
items, he would need to take up 
much more time, travel farther, 
and have only one selection at 
each call. 
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TOOL SALESMEN 
THAT WORK WITHOUT PAY 


Pick the combination that 
meets the requirements of 
your local market from 
Williams wide selection of 
Wrench Boards. They can 
be combined in endless 
ways as wall, counter or 
island displays. All are 12” 
wide by 24” high, except 
No. 7 which is 16” wide. 
Furnished at cost of tools 
only. Ask your jobber or 
write to us for complete 


information. 
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Incentive Pay and Meetings 
Pay Off for New Store 


Bex WHITEHILL 
opened his Whitehill Hardware 
at 1306 South Pacific Coast 
Highway, Redondo Beach, Calif., 
just a little over a year ago. But 
he’s already gained a reputation 
among fellow hardware dealers 
as an aggressive and progressive 
merchandiser. 

One glance at his well laid out 
store gives one reason why he’s 
considered a good hardware 
merchandiser. But there are 
two less obvious reasons for his 
good reputation: 


Reputation Builders 


(1)—Even in his young busi- 
ness, and with a small staff, he’s 
using an effective incentive pay 
plan. 

(2)—His weekly staff meet- 
ings keep him and his staff in- 
formed on the sales features of 
new items, as well as on older 
major units of sale. 

Let’s take the incentive pay 
plan first. Mr. Whitehill believes 
strongly that personnel ranks 
first in any business. 

“There’s a tendency to think 
of shares of stock, buildings and 
just methods of operation when 
we think of successful business- 
es,” said Mr. Whitehill. ‘“Actu- 
ally, it is the people behind the 
businesses who are responsible 
for the growth. 

“Given reasonably competent 
management, the growth of my 
business depends largely on the 
people I employ and their atti- 
tude toward their jobs,” he add- 
ed. ‘“That’s why I adopted the 
incentive pay plan,” he said. “It 
gives the staff a greater per- 
sonal interest in the business. 
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Here's how a California dealer with two full 
time employes uses an incentive pay plan and 
weekly sales meetings to increase sales volume 





Bill Holmes, left, men's department salesman, shows owner Ben Whitehill and 
Mrs. Frances Newcombe, women's department saleslady, points on a power tool. 


They have more incentive to 
make sales.” ' 

Mr. Whitehill pays his two 
full time employes base pay plus 
3 pet on their gross sales divided 
equally between them. At first 
he paid them 3 pct on their own 
gross sales. But the employes 
themselves pointed out that it 
would be more fair to divide 
equally the 3 pct on the com- 
bined gross sales of the two full 
time employes. 

If one of the two full time 
employes had work to do in the 
stockroom he could do it more 
effectively under the new plan, 
they pointed out. 

Even a high school student 
who helps during weekends is 
under an incentive pay plan. In 
his case, Mr. Whitehill pays him 


a base hourly rate, plus 3 pet on 
his own sales. 

Mr. Whitehill is pleased with 
the results of the pay plan. He 
has a happy sales crew. His 
sales are up every month. And 
the incentive pay plan keeps his 
sales cost in proportion to his 
profits. 


Sales Meetings 


Let’s turn to the weekly sales 
meetings. 

“The aim of our weekly sales 
meetings is to pick out some of 
our major items and to empha- 
size them,” Mr. Whitehill said. 

“An example of a recent meet- 
ing will illustrate what we try 
to accomplish,” he said. “Afte! 
dinner one Friday, Mrs. Frances 
Newcombe, specialist in the 


HARDWARE AGE, MAY 18, 1950 





women’s 
Holmes, : 
division, 
“For tl 
following 
to give 
features 
Mrs. Ne 
tell the 
housewif« 
and I wa: 
good fea 
set we Ca 
“As sj 
tion for 
each a b 
our own 
continue 
of items 
The pour 
the simp! 
care of i 
“Our a 
tinued, 
items fre 
to emph 
items the 
duce hig 
good ma} 


Knov 


“When 
practical 
highlight 
son who 
more abc 
store be 
with the 
all benef 
sales job 

“Just | 
item out 
bors on 
Whitehil 
logical e 
size it,” 

“Wher 
item tha 
where wv 
and see 

At th 
Mrs. )} 
about tl 
passed | 
study to 
Holmes. 
able to | 
mixers. 
ticular 
needs a 
details — 
Whitehil 
on Mrs. 
to the c 

In tu 
learned | 
set and | 
of powe 

Mr. \ 
meeting: 


HARDW 








and 
tool. 


t on 


vith 
He 
His 
And 
his 
his 


ales 


ales 
2 of 
yha- 
aid. 
eet- 
try 
fter 
ces 
the 


950 





women’s side of the store, Bill 
Holmes, specialist in the ‘men’s’ 
division, and I met at the store. 

“For that week, I’d made the 
following assignments: Bill was 
to give us the practical sales 
features of a power tool line. 
Mrs. Newcombe was going to 
tell the pointers that help a 
housewife with an electric mixer, 
and I was going to point out the 
good features of the television 
set we carry. 

“As specialists, the prepara- 
tion for the meeting gave us 
each a better understanding of 
our own item,” Mr. Whitehill 
continued. “There are thousands 
of items in our hardware store. 
The pound of nails, or putty, or 
the simple kitchen tool will take 
care of itself. 

“Our aim,” Mr. Whitehill con- 
tinued, “is to pick out a few 
items from these thousands and 
to emphasize them. We pick 
items that take selling; that pro- 
duce higher volume; that show 
good margin of profit. 


Know the Sales Features 


“When each of us gives a 
practical demonstration of the 
highlights of his item, the per- 
son who specializes in it learns 
more about it. All of us in the 
store become better acquainted 
with the sales features, too. We 
all benefit. And we do a senaaed 
sales job. 

“Just the fact that we pick an 
item out from among its neigh- 
bors on the sales table,” Mr. 
Whitehill said, “has a psycho- 
logical effect that helps empha- 
size it,” he said. 

“When possible, we take the 
item that is assigned to us home 
where we can use it, study it, 
and see how it actually works.” 

At the meeting in question, 
Mrs. Newcombe learned ali 
about the electric mixer. She 
passed on the benefit of her 
study to Mr. Whitehill and Mr. 
Holmes. Thus they were better 
able to explain and sell electric 
mixers. However, if some par- 
ticular problem arises and it 
needs a specialist to go into fine 
details of the equipment, Mr. 
Whitehill or Mr. Holmes will call 
on Mrs. Newcombe to explain it 
to the customer. 

In turn, Mrs. Newcombe also 
learned more about the television 
set and the flexibility of the line 
of power tools handled. 

Mr. Whitehill uses the sales 
meetings for carry-over benefits, 
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@ Handy-Packs contain the same small 








lot quantities of bolts that have been 
standard for years. Cut thread carriage 
and machine bolts have nuts attached as 
always. 





STURDY HANDY-PACK 
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are constructed of ieee board with 
a certified bursting strength of from 125 
to 200 Ibs. per sq. in. depe nding on bolt 
size. The cartons are pac *ked in wooden 
boxes...can be ordered in carload or less- 
| than-« sarload lots. Every carton is sealed 
| with nylon tape...is certified re shippable. 
Tying and wrapping are not required 
when you re ship. Sturdy Handy-Packs 
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‘paper’ cartons. Ware -housemen, jobber 
salesmen and sales clerks who have tried 
them don’t want anything else. Order 
your bolts from Buffalo and enjoy the 
many advantages of Handy- Pack. 
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Handy-Packs are sturdy...can be moved, 
handled or even dropped without break- 
ing. They can be stacked neatly and easily 
without crushing or toppling. They 
save time...eliminate costly spillage, 


mixing and sorting. 





IN 


Sturdy Handy-Pack bolt cartons have 
sales features never before available. 
Jobber salesmen respond by pushing 
the line... because they have something 
e ’ ’ 

extra’ to sell. Sales go "way up. 


Rugged open 
drawer 





IN RETAIL 


seaiheiiads covers are marvelous open 
drawers for bolt cabinets. They save 
time...elimimate opening cartons every- 
time you make a sale. The Handy-Pack 
covers are sturdy...won’t bulge, tear 
or crumble. 


OUTLETS 


for this free circular on quantities 
WRITE and weights of Handy-Pack Cartons. 


BOLT COMPANY 


North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 


50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 
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too. He takes the notes after 
the meeting from the person 
who prepared his subject. To 
this he adds a point or two that 
came up during the demonstra- 
tion and discussion. He has these 
notes transcribed in permanent 
form. Each person gets the high- 
lights on the items discussed for 
use in his personal looseleaf 
salesbook. 

“The meetings have to be 
planned,” Mr. Whitehill said. 
“Otherwise they can become 
dull. I plan one month’s meet- 
ings at one time. That keeps 
the subjects related to the sea- 
son; the weather,” he said. “I 
make assignments just one week 
at a time.” 

Mr. Whitehill allows each per- 
son time off from store duty to 
make up for the time it takes 
to prepare a subject for the 
meeting and for the hour and a 
half to two hours of meeting 
time. 

Weekly meetings are held in 
the store after the dinner hour 
Friday evenings. During rush 
seasons, the meetings are held 
less frequently. 





Mrs. Newcombe shows owner Ben Whitehill the features and sales points of an 
electric mixer. Later on in the discussion they discussed a television set. 


Distributor Study Indicates 
Drop Shipments Decreasing 


Direct shipments by manufacturers on the orders 

of one New England hardware wholesaler amounted 

to only 8.8 pct of all its industrial supply shipments 
last year. 


HE frequent comments of 
some manufacturers’ that 
they are performing the func- 
tion of their distributors be- 
cause they are required to make 
such a large proportion of ship- 


1944 


1946 
1947 


1948 | 
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ments of distributors’ orders on 
a direct basis, are challenged by 
the findings ih a study of the 
matter by Robert H. Russell, of 
J. Russell & Co., of Holyoke, 
Mass. 


a cARMRIRS R es 
A aan 

A AN 

a a, 


Per Cent Direct 


9.9 Shipments to 


Total Billings 


Chart by HARDWARE AGE 
Compiled by R. H. Russell 


In an analysis of the shipping 
records of the industrial supply 
branch of this hardware whole- 
sale firm, for a six-year period 
from 1944 through 1949, Mr. 
Russell has shown that his com- 
pany’s direct shipments have 
dropped to a marked degree, 
year after year. 

Mr. Russell compared direct 
shipments to the total billings 
and found that the direct ship 
ments fell off from 21 pct of to- 
tal billings in 1944 to just 8.8 
pet of total billings last year. 

“These percentages would 
vary with the different types of 
business done by a _ wholesale 
firm, and there are certain 
items, such as sling chains which 
are custom made to customers’ 
specifications and will always be 
shipped direct,” says Mr. Rus- 
sell. 

“The pattern of what we sell, 
however, remains more or less 
constant from year to year so 
the downward trend is signifi 
cant. It is most comforting to 
us to notice that in 1949 we had 
a smaller per cent of direct 
shipments than in any of the 
previous years to 1944 when we 
first started to keep the record.” 
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Big City Merchandisers 
Teach Selling 
(Continued from page 128) 


Hardware Co., Minneapolis; 
Chris Stapf, assistant sales man- 
ager, Farwell, Ozmun, Kirk & 
Co., St. Paul; James L. Pause, 
sales manager, Reinhard Bros. 
Co., Minneapolis; and H. K. 
Nilssen, vice president, George 
A. Clark & Son, Minneapolis. 

Before they arrive at a town 
where a sales clinic is to be held, 
a tremendous amount of ground 
work has been laid by the local 
chamber of commerce. Almost 
a month previous, invitations 
and news releases to surround- 
ing towns are prepared by the 
Minneapolis Chamber of Com- 
merce and sent to newspapers 
in the trade area. As time grows 
closer, this publicity is rein- 
forced by printed brochures and 
pamphlets, spot radio announce- 
ments and personal canvassing. 
In addition, the Twin Cities par- 
ticipants themselves use what- 
ever means they have at their 
disposal to publicize the event. 
They notify their dealers and 
branch managers that they are 
appearing on a sales clinic in a 
certain city and urge them, their 
sales forces and their customers 
to attend. 


Streamlining Popular 


Although the first conference 
was a two-day event, it was 
found that a streamlined one- 
day presentation proved more 
popular. Merchants hesitated to 
spend two full days away from 
their businesses. The clinics now 
follow a regular pre-arranged 
schedule set up in two district 
divisions—an afternoon and an 
evening session. 

The afternoon sessions, set up 
specifically for merchants, are 
built around the problems per- 
taining to management. These 
men are separated into groups 
representing food merchants, 
soft lines merchants and hard 
lines merchants. The different 
groups join at panel sessions 
Where the Twin Cities special- 
ists lead a roundtable discussion. 

Usually, the following topics 
are assigned to the panel mem- 
bers, for their comment, and to 
start the flow of questions from 
the merchants: (1) Employee 
hiring and training; (2) Em- 
Ployee compensation: (3) 
Credits and credit control; (4) 
Advertising; (5) Store arrange- 
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L Input... 


and TOUGH 





Designed right — then built right — for the 
toughest kind of service, year after year. 
Briggs & Stratton 4.-cycle, single-cylinder, 
air-cooled gasoline engines are produced by 
an organization with over 30 years of en- 
gineering and manufacturing experience 
gained during the building of more than 
414 million air-cooled engines. 


BRIGGS & STRATTON CORPORATION 
Milwaukee 1, Wisconsin, U.S. A. 











Rack Up More Sales - Rake in More Profits 

vty REEVE Shure sell 

GARDEN TOOL 
DISPLAYERS 








The new improved REEVE Shure Sell 
Garden Tool Displayers are being wel- 
comed by hardware men everywhere 
as the most practical, economical and 
sales-producing advancement in gar- 
den tool displayers in the past 10 years! 
Easy to Install... Last a Lifetime... Steel 


for Strength . . . Riveted Construction for 
Durability .. Durashine for Gleaming Beauty! 


SHOVEL 
DISPLAYER No.418 
Holds 6 long handled shovels, 
spading forks, cultivators, lawn 
edgers or similar tools. 


RAKE— PITCHFORK 
DISPLAYER No. 420 


Holds 8 rakes or pitch- 
forks in a neat step- 
down row. 


HOE DISPLAYER No. 417 


Slanted single bar with 8 
slots for hoe display. 








PO 


Flexible, Interchangeable 
Items above are slotted for 
use on steel rails...Or 

f may be screwed direct 

\ to wall. Displayer rails 

supplied as shown. 

WOOD CABINETS ARE NOT FURNISHED 
“D” HANDLE TOOL DISPLAYER No. 09 
— Used in pairs these steel 
SAH, brackets provide space 
saving displayers for 

posthole diggers, forks and other tools best 
displayed at floor level. 










Send now for brochure giving 
full description. 

Our New Catalog Just Off the Press! 
Send for it today! Hundreds 
of new improved items from 
ticket holders to large display 
units. 








REEVE COMPANY 


“Serving America’s Retailers since 1913" 


2220S. Grand Ave., Los Angeles 7, Calif 
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ment and lighting; (6) Inven- 
tory, turnover, etc. (/) Depart- 
mentaiizing the store; (8) Ser- 
vice departments. 

These basic points, together 
with other topics brought up by 
the merchants themselves, are 
subjected to thorough discussion 
and analysis. Up to date “know 
how” of retail management is 
the keynote of these panels. 

In the evening merchants 
bring their sales people as their 
guests to a buffet dinner. After- 
ward, one main sales panel is 
set up. The evening sessions are 
devoted wholly to the problems 
of selling. Merchants and their 
sales people are invited to ask 
as many questions as they wish 
—to try to stump the experts. 

The evening sessions seek to 
develop better salesmanship; to 
analyze the steps in making a 
sales; and to set forth the main 
qualifications of a good sales- 
man. Practical examples of good 
salesmanship are demonstrated 
and good tips on selling are 
freely aired: “A friendly smile 
is the cheapest thing on the 
floor”; “The customers are not 
always right, but they think 
they are, so we must try tact- 
fully to convince them of the 
right thing to buy without get- 
ting into an argument.” 

One of the Twin Cities “clini- 
cians” offers the name of the 
opera, Aida, as a clue to the 
various steps in making a sale. 
He terms them “Attention—In- 
terest—Desire—Action.” 


Films Effective 


Movie films on selling tech- 
niques have been shown with 
great success, These show the 
ins and outs of making sales; 
how to greet people with a smile, 
and point out the importance of 
treating the customer with com- 
mon courtesy. 

Early last year a group of 
Minneapolis retailers came _ to 
the Minneapolis Chamber of 
Commerce and said: “You have 
been sponsoring your sales 
clinics in outlying districts for 
two years with great success. 
We Minneapolis retailers need 
some instruction, too— how 
about us?” 

As a result, a separate “Sales 
Education” committee of the 
Minneapolis Chamber of Com- 
merce was created and a series 
of in-city clinics in Minneapolis 
was begun. These events have 
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Let us send you our big new catalog— 
just off the press. A dependable Pur- 
chasing Guide to all your fastening re- 
quirements. Whether it’s catalogued 
or “special” Atlas can supply you with 
prompt and efficient service. By 
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also proved outstandingly suc- 
cessful. 

Sales Clinics are held under 
four classifications. The largest 
number are Trade Area clinics. 
Thirty-one of these have been 
held or are scheduled. Six clinics 
have been sponsored by trade 
associations. Two clinics have 
been held at the University of 
Minnesota. Six more are called 
In-City Neighborhood Business 
Group Sales Clinics. 

It is conservatively estimated 
that more than 20,000 people 
have attended these sessions. 
The largest clinic was held at 
Hibbing, Minn., with nearly 
1,000 in attendance. The aver- 
age attendance has been about 
400. 

The next two Trade Area 
Sales Clinics scheduled will be 
held at Grand Rapids, Minn., 
May 11, and at Huron, S. D., 
May 23. 

With three years of experi- 
ence in staging 45 sales clinics 
throughout the great market of 
the Upper Midwest, both Twin 
Cities businessmen and _ retail 
merchants from outlying areas 
feel the conferences have 
brought positive results — not 
only in creating friendliness be- 
tween small town communities 
and big ones, but in solving 
mutual sales problems as well. 
As the Mayor’s wife in one 
Minnesota town said: 

“We could notice an improve- 
ment in our stores almost at 
once. The sales people were 
more courteous and there was 
a genuine attempt to help us 
rather than to ‘pressure’ us.” 





Hardware Humor 


By Hardware Age 





“Ah—here's a can that 
isn't dented!" 
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4800 square inches 
of working surface 
in every package! 


TOP QUALITY plus BIG VALUE! 


Sun Ray Steel Wool quality and value keep customers coming back. 
Long, strong, precision-cut steel wool strands make up these big, 
cushiony layer-built pads. Each pad contains 300 square inches of 
top quality working surface. Simply fold back used surface exposing 
fresh, clean layer. All grades from 0000 to 3 are available and 
are packed sixteen pads to a package. 


Spee 3h ONE Sun Ray one pound bulk tubes for home, 
a - shop and general use contain only top 


. POUND 
SUN@AY BULK 
ST EE TUBES 


quality steel wool. Seven grades are avail- 
able, from 0000 to 3, also fine, medium 
and coarse shavings. 


or JEX HOUSEHOLD PADS 
[zial Economical Jex steel . At a 
tanh, wool scouring pads are Sy Gat 16 Paps 

H favorites with house- es 
wives everywhere. 
\ “I Packed sixteen full- 
“LP bodied pads to the carton, they are ideal for household 
Yy cleaning, scouring and — “Use one a day, then 

YY throw away” sells Jex for you. 
- 


ORDER SUN RAY STEEL WOOL PRODUCTS TODAY! 


Csans SCOURS: POUSsHes 
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in TO BUILD 


SALES FOR YOU! | 


OA Oc Tg ise aay, 


Something radical is going to happen in 

your store! For the first time your custom- 

ers are going to ask for SUNSET LINES 
. not just “fishing line”! 


Never happened before, has it? Here’s why it’s 
going to happen right after April 1st. Fishermen 
throughout the United States ...in your town... 
are going to want to enter SUNSET’S “NATION- 
AL LIARS’ CONTEST.” They’re going all out to 
win a Willys Station Wagon, Harris Trailer, Trail- 
orboat, Martin Outboard Motor, Thompson Canoe 
and the other 650 amazing gifts in SUNSET’S 
$16,500 Liars’ Contest. 


AND THE ONLY WAY THEY CAN COM- 
PETE IS TO SEND IN A SUNSET LINE 
LABEL WITH THEIR ENTRY! AND THE 
ONLY WAY THEY CAN GET A SUNSET 
LINE LABEL IS TO BUY OUR PRODUCT! 


How about it, Mr. Dealer? Sound like a good 
reason for your stocking Sunset Lines and identi- 
fying your store as “Liars’ Club’’ Headquarters? 


SUNSET HAS THE QUALITY! SUNSET 
HAS THE COMPETITIVE PRICE! NOW 
SUNSET GIVES YOU CONTINUOUS NA- 
TIONAL ADVERTISING ASSURANCE OF 
QUICK TURNOVER. 


Just a penny postcard is all it takes to have a 
salesman call or to have display material and full 
details shooting the rapids right your way. DO 
IT NOW, MISTER! 


April Ist to September Ist gives 
you constant SUNSET promotion! 


WRITE 
TODAY 


FOR TIE-UP DISPLAYS 
AND FULL CONTEST 
INFORMATION 
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Barrett Hardware Co. Celebrates Centennial 
Will Hold Three Separate Trade Shows 


ARRETT HARDWARE CO., 

wholesale hardware firm of 
Joliet, Ill., which began as a 
tinshop and hardware store, 
this year marks its 100th anni- 
versary. The business has been 
continuously under the same 
family management. 





W. FRANKLIN BARRETT 


As part of its centennial cele- 
bration the Barrett Hardware 
Co. will hold three separate 
shows—one on May 19 and 20 
for plumbing and heating deal- 
ers; one on June 1, 2 and 3 for 
the industrial trade, and the 
third on June 7, 8 and 9 for 
hardware dealers. 

These shows will be held in a 
new addition to the now exist- 
ing warehouse. The addition will 
be used as a warehouse after 
the shows. The lines of approxi- 
mately 60 manufacturers will 
be shown at the trade shows. 

The Illinois firm was tem- 
pered by fire on two occasions. 
The first occurred in the early 
days of the business but the big 
one happened in 1908 when its 
large three-story establishment 
was burned to the grounds in a 
few short hours. No time was 
lost in moving into temporary 
quarters which were occupied 
until a new site, soon to be 
known as the Barrett block was 
purchased and a new five-story 
warehouse and retail store was 
erected. 

The business had expanded by 
1937 to the point where its fa- 
cilities were no longer adequate 
so it was decided to divorce the 
wholesale business from the re- 
tail. The retail store remained 
in the Barrett Block and is now 
known as Barretts, Inc., while 


the wholesale business was 
moved to a new location at Hen- 
derson and Jackson Sts., a mile 
away. The wholesale business is 
known as Barrett Hardware Co. 

The wholesale firm’s activities 
are divided into three major di- 
visions, plumbing and heating, 
industrial supplies and _hard- 
ware. 

The business was started by 
W. F. Barrett who was later 
joined by two sons, John O. and 
Edward C. Barrett. The present 
head of the firm is W. Franklin 


Barrett, grandson and name- 
sake of the founder. Barrett 
Hardware Co., the wholesale 


firm, now employs 96 people, 10 
of whom have been with the firm 
for more than 30 years. Bar- 
retts, Inc., the retail store, pres- 
ently has 47 employees. 

One of the best known mem- 
bers of the firm was Don Mateer, 
who joined the company in 1893 
and remained active until his 
sudden death on April 3, 1950. 
He was first employed as a col- 
lector and worked during the 
last years as a specialized indus- 
trial salesman. 

The wholesale company now 
services from its wholesale plant 
an area covering more than 75 
surrounding towns. It operates 
a fleet of 12 delivery trucks and 
a warehouse floor area of ap- 
proximately 110,000 sq ft. It has 
a sales force of 13 men. 





Operation of City-Owned 
Parking Lots Spreads 


ORE cities across the U. § 

are providing off-street 
parking spaces in their business 
districts in an effort to break 
the mid-town traffic jams. 

The International City Man- 
agers’ Association reports that 
380 cities of more than 10,000 
population now own and operate 
municipal off-street parking lots. 
This represents nearly 40 pct of 
the 961 cities of this size that 
replied to the Association’s 1950 
Municipal Year Book question- 
naire. The 380 municipalities 
own and operate a total of 828 
parking lots! 

The 5¢ parking charge, which 
usually pays for one hour park- 
ing time, is the most popular. 
Two cities with monthly rates 
both charge $2.50. All-day park- 
ing rates range from 15¢ to 25¢. 
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Washing fon 
a and VIEWS 


(Continued from page 10 


US to Open 10 Regional 
Offices for Purchasing 


Plans have been approved and 
are now under way to decen- 
tralize the General Services Ad- 
ministration, the government’s 
housekeeper, chief purchasing 
agency, and disposer of govern- 
ment surpluses. Regional offices 
are to be established in 10 key 
cities— Boston, New York, 
Washington, Atlanta, Dallas, 
Kansas City, Chicago, Denver, 
San Francisco, and Seattle. 

One of the reasons, according 
to Administrator Jess Larson, 
is to place GSA and facilities 
closer to suppliers and others 
who wish to obtain information 
and to do business with the gov- 
ernment. It will help small 
businesses, he says. 

At the same time, GSA has 
reduced the number of and re- 
vised a set of standard contract 
forms which are to be put into 
use immediately. But they do 
not become mandatory until Oc- 
tober 1. Both GSA and the 
Defense Department will use the 
revised forms. 


OUTLOOK: A closer govern- 
ment check of business is made 
possible under this move. Sup- 
pliers must state number of em- 
ployees on the revised forms, 
supposedly to help identify small 
businesses. Negotiated sales of 
more than $1,000 and bidders 
for more than $25,000 worth of 
business must also state whether 
outside help was paid to help get 
the order. 


Construction Estimates 
Put at $50 Billion 


Government officials are now 
upping original estimates of 
construction for 1950 to the all- 
time super figure of $20 billion. 
The building industry has got- 
ten off to a fast start because 
of good late winter and spring 
weather and is now 20 pct ahead 
of last year’s rate. 

Construction activity for 
April, as reported to the Com- 
merce Dept. broke all records 
for the month with new build- 
ing put in place estimated at 
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TRADE 


Drawn Aluminum 


MAILBOX 


MEANS NEW PROFITS 
FOR YOU 


@ Sturdy drawn-aluminum construction. 

®@ Beautiful, satin-etched, non-reflecting finish. 

@ Ultimate in authentic modern designing. 

@ Truly leak-proof. Special wall-free mounting. 

@ Highly-tooled, precision workmanship. 

@ Pilfer-proof, fool-proof, rust-proof, handy. 

@ Cannot stain house walls—made to last. 
Here's a truly modern mailbox that anyone 
would be proud to have. Adaptable to any style 
of home. Advertised nationally in consumer 
magazines, NEVARUST means sales for you. 


Distributed nationally 
through recognized hardware jobbers. 


B&M METAL PRODUCTS CORP. 
14 FACTORY STREET + CEDAR GROVE, N.J. 
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KITCHEN GEMS! 
EASY TO SELL 
SURE TO SATISFY 
Packaged and Priced to 
Bring You More Sales 





A Piece for Every Purpose 


Set consists of 2 paring knives, | grape- 
fruit knife, | midget carver and | fruit 


and vegetable knife. 


Features 


Mirror Finished 
Rosewood Handles 
Made by Craftsmen 


Stainless Steel 
Heat Treated 
Taper Ground 


Each Set Pockaged in an Eye Catching 
Self Display Box! Newspaper Advertis- 
ing Mats Available. 


Lamson's complete line 
of high quality kitchen 
cutlery includes this 7- 
pc. set—a fast seller— 
with wall rack in col- 
ors. Gift boxed. 
$10.95 list 





No. 687 


Lamson 2-pc. Cleav- 


— er Set cn 
hi — blade .. . genu- 
ine Rosewood 
ll handle. Rock ma- 
am =6—ple chopping 
board. Gift 
boxed. $3.60 List 

No. 60468 


Write for illustrated literature and order 
LAMSON Cutlery from your wholesaler. 


LAMSON & GOODNOW 
MFG. CO. 


Shelburne Falls, Mass. 
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$1.7 billion—bringing the 1950 
total to date to $6.1 billion. 

The increase over 1949 was 
spread across the board with 
both private and public expendi- 
tures boosted by 20 pct. In dol- 
lar volume, public expenditure 
for the four-month period rose 
from $1.2 billions to $1.5 billion 
over last year. Totals for pri- 
vately financed building rose 
from the sum of $3.8 billion fo 
$4.6 billion. 


OUTLOOK: Industrial building 
of new plants and such is 30 pet 
under last year, will continue to 
lag since heavy prewar expan- 
sion is over. Construction of 
new stores has leveled off, will 
not rise materially. Biggest gain 
will be in private residential con- 
struction, now expected to ap- 
proximate 1,100,000 units or 
more as compared with last 
year’s 975,000. 


Coal Losing Out as Fuel; 
Gas Use Upped 14 Pct 


A definite trend away from 
coal to other types of fuels for 
heating and other purposes is 
emphasized in two government 
reports made within the past 
month. 

One is a report by the Federal 
Power Commission to the effect 
that on the basis of reports by 
79 major companies natural gas 
consumption had increased by 
more than $100 million in 12 
months. For the same period, 
the FPC estimates that 300,000 
new residential and 19,000 in- 
dustrial users had been added. 
The result was a 14 pet increase 
in consumption. 

In the meantime, the Census 
Bureau reports that last year 
there was a 60 pct decrease in 
factory shipments of mechanical 
stokers, indicating that un- 
settled conditions in the coal in- 
dustry is adversely affecting 
sales of heating appliances. De- 
clines were particularly sharp in 
the small types. 


OUTLOOK: Sales prospects for 
appliances, both small and large, 
remain bright. Natural gas com- 
panies are far behind in expan- 
sion projects. So are the private 
electric systems. And the gov- 
ernment’s Rural Electrification 
Administration continues to 
push loans to co-ops for more 
public power. 





2 basic 
power tools 


for the 
home shop 









A, (STANLEY) 

ANDYMAN n.. 040 Portable Router 
$42.65. One of the most versatile portable 
power tools you can buy . . . for grooving, 
rabbet and dado joints, inlay and templet 
work, decorative edges, relief and other 
fine cabinet work. *4 h.p. universal motor 
at 18,000 r.p.m. gives smooth cuts with 
or against grain. Comes with straight and 
circular guide and one '4" straight bit. 
Same motor with kit GA67 converts 
router into a power plane. 


y~ 


ANDYMAN n.. 018— ;" Electric 
Drii! $18.95. A compact, lightweight 
drill built to industry standards. Strong alu- 
minum die cast housing, oil impregnated 
bronze bearings, Jacobs hex key chuck, 
universal motor. Bench stand available to 
make the No. 018 into drill press. 


You’ve got a wide and wide-open market 
for these two multiple-use tools. Stanley- 
made and Stanley-guaranteed to back 
up the value in these modest price tags. 
National advertising is telling prospects 
in your town to see these tools at your 
store. Get set to sell. Stanley Electric 
Tools, 567 Myrtle St., New Britain, 
Connecticut. 


[ STANLEY 


Reg. U. S. Pat. Off 
HARDWARE «+ TOOLS 
ELECTRIC TOOLS + STEEL STRAPPING «+ STEEL 
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Tennessee Rep. Blasts 
Co-Op Tax Privileges 

The continued freedom from 
taxation enjoyed by cooperatives 
continues to draw fire from both 
Democrats and Republicans in 
Congress. 

One of the most recent blasts 
against the “special privilege” 
status of co-ops came from Rep- 
resentative Clifford Davis, D., 
Tenn., who declares that “it just 
doesn’t make sense” to allow co- 
ops to go scot-free when the 
Federal Government is “in dire 
need of additional revenue.” 

Mr. Davis disclosed that he 
was “reliably informed” that 
Chairman Douglas, D., N. C., 
and a majority of Democratic 
members of the House Ways and 
Means Committee favor legisla- 
tion to make co-ops start paying 
taxes. (Note: Davis is one of a 
number of members of Congress 
sponsoring bills requiring pay- 
ment of federal income taxes by 
co-ops. It is estimated that as 
much as $1,000,000,000 in new 
revenue could be raised by pass- 
ing such legislation.) 

A recent trip across the coun- 
try by Secretary of Commerce 
Charles Sawyer pointed up the 
fact that one of the “loudest 
complaints” from businessmen 
was the unfair competition of 
the tax-exempt co-ops, Davis 
stated. 


Future Rope Cordage 
Supplies to Be Freer 


Supplies of rope and cordage 
are going to be more plentiful 
in the future. 

Here’s why: Congress is get- 
ting ready to give the nod to a 
big increase in abaca production 
in South America. Abaca is the 
hard fiber used in the making 
of high-quality rope and other 
cordage. 

The Reconstruction Finance 
corporation has had about 25,000 
acres of abaca under lease in 
South America since the war. 
The agency now wants to double 
this acreage. 

The Munitions Board, Wash- 
ington’s number one stockpiling 
agency, is strongly in favor of 
such legislation, pointing out 
that it will retain part of the 
increased production for its 
stockpiles, and release a larger 
portion to rope and cordage 
manufacturers. 


‘Resume reading on page 11) 
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® HERE'S WHAT HAPPENS ON 
WATERBURY Gardese TRACTORS 





MODEL E 3 H.-P. 











ERBURY 
can” | 


A new approach that widens 
and heightens Waterbury sal- 


baad 


SEEN AND 
FEATURED IN 


© Better Homes and Gardens 
®@ Country Gentleman 
ty American Poultry Journal — 
i 
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COMPLETE 
SALES KIT 


FOR 
For local merchandising and : 
promotion. Plus . . . three | Saleh Activity 
models to meet every pros- L 


pect’s need. 














ALL THE FEATURES you NEEDTO SELL! 
ALL THE HELP YOU NEED TO SELL THEM! 


nt WATERBURY TOOL DIVISION 


y 
ah, thc 


WARDW /WOLESALER. VICKERS INCORPORATED 


it means more A SUBSIDIARY OF THE SPERRY CORPORATION 


enn WATERBURY 20, CONNECTICUT 
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Housewares and gifts are arranged on the first floor of the store. 


Hardware Store Modernization 
Sets the Pace in Peru, Ill. 


It took just one merchant to point the way 

toward the town's business revival — and it 

was a hardware company that did it. Debo's 
also increased its volume by $100,000. 


Wars Harry J. <- 
Debo & Son remodeled and en- ~ © 
ee | ew 
Yi. Il 


larged their hardware store at 
Peru, Ill., the president of one 
of the largest industrial plants 
in the area came to Harry Debo 
and said, “I’m glad you’ve got 
enough faith in your town to in- 
vest in such a beautiful store. 
What you have done here is to 
set the pace for a gradual im- 
provement of the downtown re- 
tail district and I predict that 
many more retail modernization 
projects will soon get under 
way.” 

This was an accurate proph- 
ecy and a business revival was 
brought to Peru. 





















Other merchants seeing what 


(Continued on page 147) 
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Plumbing fixtures are in the center of the basement. Tiled wall 
dividers give the effect of individual bathroom combinations. 
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ow JlAVMAKEN sexssure 


“PADLOCK TOWN” 


An exciting NEW promotion to team with the sensationally successful 
Slaymaker Salesmaker (SM7) ... NEW Silver Sentinel Padlocks to help you sell 


the mass market .,.and a NEW miniature showcase lithographed in six colors! 


& 


One “Padlock Town” (SM11) miniature 
showcase, plus separate display car- 
tons for each size padlock .. . FREE! 


12 individually boxed 25¢ 
rustless a padlocks 

12 individually boxed 30c¢ 
tustless ey padlocks 

12 individually boxed 35c¢ 
rustless alloy padlocks 

AND 

12 individually boxed 45¢c 
rustless alloy idlocks 
with long shackles (for 
locking rear doors of 
trucks, tires, duffle bags, 
bicycles, 101 other uses) 
Plus one each of the 
ur padiocks in the 
miniature showcase 


Here's what you take 


YOUR 
cost 


$11.70 


.... $17.55 


HERE'S WHAT YOU MAKE . $ 5.85 


+ 


. 
ach 


Slaymaker's “Brass Beauties” assortment (SM7 ) 
blazed a new idea in padlock merchandising — 
a miniature showcase. It was the biggest thing 
to hit the field in years. Today and every day, 
it's paying off in sales for thousands upon thou- 
sands of hardware stores. Now Slaymaker 
gives you a new miniature showcase together 
with new padlocks —the Silver Sentinels — that 
team with SM7 as perfectly as baseball does 
with spring. 

You get four sizes of padlocks in the color- 


it get 






s ’ 


, 






HERE 
iT is! 


It takes up only 9 inches by 9 





inches of counter space. The 
buildings actually POP UP out of 
the base. It’s a colorful customer- 
stopper with universal appeal 
... the kind of salesmaker you 


expect from Slaymaker. 


ful “Padlock Town” assortment. They're all in 
the fast-moving 25c to 45c price range. This is 
the kind of merchandise that cash registers say 
customers want right now — outstanding value 
at low price. The padlocks look good and are 
good. Cases are made of rustless alloy. The 
gleaming finish is actually baked in by Perma- 
Baking . . . the padlocks keep their sparkling 
appearance indefinitely. Together with the 
Brass Beauties, the Silver Sentinels give you a 
quick-turnover line that's second to none. 


Advertised in Saturday Evening Post and Country Gentleman 


The Saturday Evening Post... greatest merchan- 
dising force in America ... will bring the “Pad- 
lock Town” story to your customers. And Coun- 
try Gentleman will tell it to farmers, the people 


who use padlocks most. This advertising is 
making Slaymoaker an up-and-coming name. 
It's building customer confidence in, and pref- 
erence for, Slaymaker Padlocks. 


Display both “Padlock Town” (SM11) and Brass Beauties (SM7) 


Each lock in the “Padlock Town” assortment is 
individually boxed, and there is a separate 
display carton for each size. Put the boxes 
and cartons alongside the miniature showcase 
for a cracker-jack counter or window display. 
Better yet, order a fresh “Brass Beauties” 


package and display both miniature show- 
cases! Together, they take up only 16 inches 
by 9 inches of counter space. They're worth 
the spotlight in your store — by the cash 
register, on the counter, in your heaviest 
traffic area. 


NOW TURN THE PAGE FOR FULL DETAILS & # ¥ 








Gleaming rustless, padlocks in four sizes... each size an out- 


standing value... . 


each size with finish baked in by infra-red 


rays ... each size displayed in the eye-catching, six-color 


miniature showcase. 


Padlock No. 111 


Size 1%” across case. Highly pol- 
ished rustless alloy body. Strong, 
heavily plated steel shackle. 
Warded mechanism. 2 keys. Indi- 
vidually boxed. 1 dozen in display 
carton. Weight 11/2 Ibs. per dozen. 


Padlock No. 311 


Size 15¢” across case. Highly pol- 
ished rustless alloy body. Strong, 
heavily plated steel shackle. 
Warded mechanism. 2 coined keys. 
Individually boxed. 1 dozen in dis- 
play carton. Weight 21/2 Ibs. per 
dozen. 


Padlock No. 211 


Size 1/2” across case. Highly pol- 
ished rustless alloy body. Strong, 
heavily plated steel shackle. 
Warded mechanism. 2 coined keys. 
Individually boxed. 1 dozen in dis- 
play carton. Weight 2 Ibs. per 
dozen. 


Padlock No. 311E 


Same as No. 311 except for 
shackle (5” long). For locking 
rear doors of trucks, tires, items 
on display, duffle bags, refrigera- 
tors, gas valves, bicycles, etc. — 
the padlock of 101 uses. Weight 
4 Ibs. per dozen. 


HERE’S THE “PADLOCK TOWN” PACKAGE 


One FREE ‘’Padlock Town” (SM11) 
miniature showcase, plus FREE dis- 
play carton for each size padlock. 
12 each of Nos. 111, 211, 311, 3IITE 
padlocks, individually boxed, plus 
one of each in the showcase. Total 
weight 12 Ibs. 


Your cost .. . $11.70 
You sell for . 17.55 
Your profit.. 5.85 


ORDER A NEW “BRASS BEAUTIES” 
ASSORTMENT (SM7), TOO! 


ENTE CL 


SILVER SENTINEL LOCKS IN ‘‘PADLOCK TOWN’ (SMI1) 














Remember that when you have both assortments, you have a 
padlock to offer just about every customer who walks in your 
door. With both miniature showcases, you have a display as 
outstanding as the line—in only 16 inches by 16 inches of counter 
space. The “Brass Beauties’ assortment (SM7) contains four sizes 
of solid cast brass padlocks, all in the 35c to 79c price range. 
Miniature showcase and other effective display pieces are free. 
Your cost for everything is $18.85. You sell for $20.76. Your 





profit: $6.9 1. 


No. 311 
or Mail This Coupon! 


SLAYMAKER LOCK CO., Lancaster, Pa., U.S.A. 

Your new line and the “PADLOCK TOWN” showcase (SM11) 
should do well by me. Please have a local jobber supply me 
with assortments, cost to me $11.70 each, retail 
value $17.55. 


YOUR KEY 
TO MORE 
PADLOCK 
PROFITS 


Name 
Address 
City 


Name of Jobber 


(C0 | haven’t yet had a crack at the ‘Brass Beauties’ assortment (SM7) 
and its miniature showcase. Have the jobber supply me with 
of them, too, at $13.85 each. 





Order from Your Jobber — 


Illustrations are 
actual size 


glay 


LOCK 





maker 


COMPANY 


SINCE 1888 


LANCASTER, PA., U.S.A. 


World’s Most Complete Line of Padlocks 


Printed in USA 
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Appliances get double display emphasis in the Debo store. This is the main 
floor display. There is an additional display of appliances in the basement. 


Harry Debo and his son had the 
courage to do, began their own 
modernization programs and to- 
day there are more than 10 
stores in the downtown Peru 
area that have completed build- 
ing improvements. More such 
projects are scheduled for the 
near future. 

Most important is that the 
community is responding to the 
store improvem2nts for more of 
them are now buying in Peru. 
This community of 9,000 popu- 
lation, has a great deal of com- 
petition from nearby LaSalle 
which is only a few miles away. 
But with the rebirth of its own 
business district, Peru’ mer- 
chants are confident that they 
can now more than hold their 
own. 

What were the results of the 
Debo store modernization inso- 
far as its own business interests 


are concerned? According to 


Mr. Debo, the annual volume has 
increased $100,000 because of a 
more spacious display arrange- 
ment, better display fixtures and 
better lighting. 


Work Brings Business 


It took courage for Mr.Debo 
to invest in his new store in 
face of the advance opinions of 
many people that downtown 
Peru was deteriorating as a 
shopping district. But ever 
since he had started in the hard- 
ware business there in 1938, he 
had had faith in his town and 
has demonstrated that there is 
business to be had by merchants 
who will work for it. 

Mr. Debo invested about $60,- 
000 in modernizing his building. 
Included in the $60,000 building 
cost is $20,000 which was spent 
in creating a modern hardware 
store. He had to buy a large 


downtown building in order to 
get an advantageous site. But 
it provided him with a more 
modern hardware store, 39 ft 
wide by 100 ft long. His old 
store had been only 22 ft wide. 
In addition, in the new location 
he had the advantage of two 
basements for display and 
storage. 

The new building also has 
space for a large variety store, 
which Mr. Debo rents, and on 
the upper floors there are three 
office suites which are rented to 
doctors and other professional 
men. 

In setting the pace for the 
modernization of Peru's retail 
district Mr. Debo says he has 
achieved a wish of many years. 

“This is a good town and we 
merchants are proving it,’’ he 
says. “There is no reason why 
we cannot continue to grow if 
individually and through group 
action, we constantly try to im- 
prove our stores so as to attract 
more customers.” 

Mr. Debo is a director on the 
Peru High School Board of Edu- 
cation, president of the Federal 
Loan Association and also presi- 
dent of the People’s Hospital, 
Peru—further evidence that he 
has faith in his community and 
is backing it up. by his willing- 
ness to serve in business and 
community capacities. 

In his new hardware store, 
achieved with the aid of Hib- 
bard, Spencer, Bartlett & Co., 
planning and fixtures, Mr. Debo 
finally has the facilities for dis- 
playing merchandise which he 
has long wanted. 

“It is amazing how many cus- 
tomers a large, well-lighted store 
with good displays, will attract,” 
reports Mr. Debo. “On heavy 
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Floor plan of Debo's modernized store. 











IN 22,612,761 205 


IN 1950 WE DIRECT 
DAIRY FARMERS TO YOU! 
You huow this: 


EASIER TO USE 
EITHER SIDE CAN BE UP! 





Advertised in Successrut FarMING; 
Hoarp’s DAIRYMAN; PRAIRIE FARMER; THE 
FARMER; WISCONSIN AGRICULTURIST; NEW 
ENGLAND HOMESTEAD; DAIRYMEN’S LEAGUE 
News; New ENGLAND DAIRYMAN; BETTER 
FARMING METHODS; CALIFORNIA DAIRYMAN; 
WESTERN Dairy JOURNAL; MODERN DAIRyY- 
MAN; NATIONAL COUNTY AGENT & Vo-AG 

TEACHER .. . and others. 










a, 
eetags se 300 AT A 
TIME * BETTER 
4g PROFIT FOR YOU 
Sa and BETTER DEAL 
FOR YOUR TRADE 


Also Sell 
Pe 
SANIT-AIDS 


Sanitary Cleaners 
WRITE FOR SAMPLES 





SCHWARTZ MFG. CO., Two Rivers, Wis. 


AMERICA’S FOREMOST MANUFACTURER OF ; 
SANITARY FILTERING AIDS FOR DAIRYMEN 
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shopping days traffic flows into 
this store, through the wide 
aisles, around the display tables, 
without confusion. This comfort 
in shopping encourages people 
to remain in the store longer, 
and also means that eventually 
they purchase more. 

Power tools, and tools, appli- 
ances and paints are displayed 
on the store’s left. Housewares 
and other merchandise to in- 
terest women are displayed on 
the opposite of the store and 
along the center aisle. 

“In a store where a great deal 
of merchandise is displayed, it 
is important to keep that mer- 
chandise clean at all times,” Mr. 
Debo insists. “For this reason 
we have two saleswomen during 
the week and four on Saturdays. 
These women keep merchandise 
looking spic and span and they 
are also better able to serve 
women customers than salesmen, 
especially on gifts and house- 
wares.” 

The entrance to the basement 
department is located at the 
front of the store. In the base- 
ment are additional appliance 
displays along with plumbing 
fixtures and floor coverings. 


Floor Coverings 
The store does an excellent 
floor coverings volume. They are 
displayed in a special corner sec- 
tion where they attract con- 
siderable attention. An installa- 
tion crew is available for install- 


ing inlaid and other types of 
floor coverings. This depart- 
ment often leads to sales in 


other departments. It is an ex- 
cellent means of contact with 
housewives in their own homes 
and the installation crews, when 
on a job, always invite home- 
owners to visit the store and 


' see the major lines, such as ap- 


pliances, on display there. 
Plumbing fixtures are attrac- 


tively displayed in the center 
section of the basement sales 
floor. Neat, tiled wail dividers 


set off the plumbing fixtures in 
individual bathroom combina- 
tions. 

For his advertising program, 


Mr. Debo finds that radio is 
quite effective. He buys five 
| minutes of time, six days a 


week, beginning at 12:20 p.m., 
from a local station for his pro- 
gram consisting of news and 
commercials. About one-third of 
his advertising budget is de- 


| voted to this program. 








LITITZ, 


VICTOR RINGS UP 
MOUSE TRAP SALES 


y with this Z 
HICKORY DICKORY DOCK 


Counter Dispenser 











Leow colorful Victor mouse trap 
display rings your sales bell again 
and again because it’s amusingly 
bright and gay. It’s a self-dispenser. 
Customers remove one Victor trap 
and another falls into place. Takes 
little counter space and adds up 
to more mouse trap sales for you. 
Your jobber can supply you with 
this smart Victor selling aid. 
(Counter Displays also available for 
Yoldfast and Auto-Set mouse traps.) 


ANIMAL TRAP COMPANY OF AMERICA 
PASCAGOULA, MISS. 


PA. ° 


Ants make the market. VICTOR ANT TRAPS 
make the profit. Order from your jobber. 


It pays to sell 


VICTOR 


the TRAPS that people know 
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Virginia Store Rebuilt 
After Fire 


(Continued from page 119) 


front of the store. Air ducts 
were skillfully located for ef- 
ficiency and so as to not interfere 
with the appearance of the store. 
Although steel columns are re- 
quired to support the high ceil- 
ing their location is so arranged 
that they are, in most instances, 
right next to display units where 
they do not constitute a traffic 
hazard. 


Arranged for Service 


From the front of the store to 
the partition separating displays 
from the shipping and receiving 
department the building is ar- 
ranged for good service and cus- 
tomer comfort, and to present an 
attractive appearance. A ceiling 
height glass front with frame- 
less glass doors gives passersby 
and sidewalk shoppers a full view 
of the front-of-the-store major 
appliance department. 

Vall display, tables and other 
fixture units, including some 
rounded end units were supplied 
by W. C. Heller & Co., Mont- 
pelier, Ohio, fixture manufac- 
turers, who also made the store 
layout. The architect was J. M. 
McHugh, Arlington, Va. 

When the grand opening of the 
new and attractive store was 
held last year 3500 circulars were 
sent throughout Arlington and 
Fairfax counties, with buying 
very active right from the very 
start. 





Hardware Humor 


By Hardware Age 

















“Hi, Pop! There'll be a customer 
for a window glass in here in just 
a minute." 
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Wrought steel; non-welded chain 


Hitch your business fo 


STAR BRITE 





complete catalog 


THE SHINING CABINET HARDWARE 
LINE THAT GIVES YOU EVERYTHING 





STARRED for quality, design and precision fit. 


SOLD THROUGH 
WHOLESALERS 
ONLY 






Write fer our 





TODAY 













#215 
ORNAMENTAL HINGE 
For flush doors 
Overall sizes 

24%" x 2'/4" 
“STAR-BRITE" 
Chrome, nickel 
and brass 


Complete 
with screws 
































#285 
CHAIN DOOR FASTENER 







Size of plate: 4" x 15%" 
“STAR-BRITE" 
Nickel 





| 


Be. = al 


and brass 
Complete 
with 
screws 

















#275 
SCREEN HANGER 
Wrought steel 


Size: Eye plate 
2" x 1%" 













STAR-BRITE 
Cadmium plate 






Complete 
with screws 
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2125 

SASH LOCK 
Wrought steel 
Overall size: 
1%" x 2," 
“STAR-BRITE" 
Chrome, nickel 
and brass 
Complete 

with screws 


>) 






#216 
-CONCEALED HINGE 
Raised knuckle 
¥,"' offset 


"STAR-BRITE" 
Chrome, nickel 
and brass 


















Complete 
with screws 











( 


Sr 


Oo: 


#225 
SURFACE BOLT 
Length size: 
3" to 16" 

Bor size: %" 
“STAR-BRITE" 
Nickel 

and brass 
Complete 
with 

screws 


By 











#200 
CUPBOARD TURN 
Wrought steel 
Overall size: 
gat ge 
"“STAR-BRITE" 
Chrome, nickel 
and brass 


Complete 
with screws 



















2277 


STAR METAL P 


STORM SASH HANGER 
| Dozen Pair to Box 
36 Dozen to Carton 


370 B 







utler Street, Brooklyn 17, 





#297 
CONCAVE KNOB 


"STAR-BRITE" 
Chrome 


| Dozen to Box 
with Screws 


36 Doz. to Carton 











RODUCTS Co- 


N. Y. 
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This front-of-store display of refrigerators and ranges runs right into the visual 
front. Glass shelving above features housewares as does the table shown at right. 


Flexibility Is the Keynote 
Of Their Instalment Sales 


P.. OPLE for miles 


around Faribault, Minn., a city 
of 14,000, know that Mahler’s 
Hardware is in the appliance 
business because of radio broad- 
casts and newspaper advertis- 
ing. Those passing the store are 
immediately aware of the fact, 
too, because ranges and refrig- 
erators have display space run- 
ning right into a visual front 
window. Visitors to the county 
fair know it, too, since Mahler’s 
demonstrate such lines at it. 
And the main floor display space 
will be, in future, but a smaller 
portion of that department’s 
showing, for at the time the pic- 


Two refrigerator models and a range were featured in this window display. 
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KAY-TITE in Colors Means 
More Cash for You! 














— = GUFF 


OWEN . — Reked by 20 ¥ — : 
OS ue py s\ , 


YOUR tl HAVE WHITE AND 9 COLORS FOR — TION... 





FOR BASEMENTS) Pp [2 “ir 


Women, especially, approve the fact that they 
can get color effects and at the same time f{ 
seal up damp masonry on basement walls with 
Kay-Tite. 











<4HOUSES WITH STUCCO 


Can be re-newed—and in color—by applying 
Kay-Tite right over present stucco base. 


AT YOUR JOBBERS 


KAY-TITE convan 


WEST ORANGE NEW JERSEY 
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CHAPIN 





Makes It Easy! 


Variety is the key to successful 
sprayer merchandising and Chapin 
offers a well - rounded - quality 
built line to carry the profit 
load in your garden equipment 
department. 


Send for Catalog No. 50 








R. E. CHAPIN Mfg. Works, Inc. | 


200 CHAPIN STREET 


BATAVIA, N. Y. 
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tures in these pages were taken, 
a basement appliance center was 
being readied to further push 
the sales of such high unit value 
items as electric refrigerators, 
gas and electric ranges. 

Even with its present setup 
the store sells about 250 electric 
refrigerators a year, chiefly a 
7.7 cu. ft. model at $224.75. In 
addition to good volume in elec- 
tric housewares, the store also 
sells about 125 gas ranges a 
year and approximately 100 elec- 
tric ranges in a like period. 

Mahler’s enjoys this volume 
because of neat store displays, 
flexible credit terms, and effec- 
tive radio and newspaper adver- 
tising. With three different lines 
of gas ranges, two lines of elec- 
tric ranges and an outstanding 
refrigerator line the store has 
much to offer its trade. 

Donald Mahler, proprietor of 
this store, tells us that about 
65 pct of his major appliance 
sales are on a deferred payment 
plan. In his own words, “People 
must have a very good credit 
rating to be allowed to buy at 
10 pet down. If their credit rat- 
ing is just fair they have to 
pay as high as 20 pct for a down 
payment. In 17 years we have 
never had to repossess an appli- 
ance sold on a time payment 
plan. Although we had to buy 
back the paper on one transac- 
tion, in that time, we worked 
out a deal with the defaulting 
customer under which we even- 
tually got the customer to pay 
in full.’ 


Employ Outside Salesman 

From time to time Mahler’s 
employ an outside salesman, who 
operates on a’‘guaranteed salary, 
plus commission. Where trade- 
ins are permitted in the sale of 
new equipment, the used mer- 
chandise is usually quickly re- 
sold, without loss to the firm. 

About the only thing old fash- 
ioned in the concern’s advertis- 
ing is the name of its radio pro- 
gram, known as the “Old Time 
Hour,” from 12:30 to 1:00 P.M., 
each Sunday, over radio station 
KHDL. Featuring older tunes, 
particularly Scandinavian, Bo- 
hemian and German tunes, the 
program has attracted as many 
as 200 to 300 requests from lis- 
teners for certain numbers. The 
commercials on this radio pro- 
gram are usually devoted to the 
appliance lines offered by Mahl- 
er’s. 










You can.. 


CAULKING 


= CONTRACTORS 


if You Carry 


Exceeds 
Federal 


ea 
Pe PR 


Yes! You can get this profit- 
able volume business selling 
Caulking, Paint and General 
Contractors, Roofers, Sidewall 
Applicators, Insulators Main- 
tenance accounts, etc. if you let 
them know you carry Flexiseal 
"Tested Quality" Caulking 
Compound. 

HERE’S WHY THEY PREFER 


FLEXIS EAL 
@ Easy to Apply at Any Temperature, 
@ Whitest Whites Made. 

@ Gives Long Life Protection; Surface 
dries quickly with a tough weather- 
proof skin, remaining soft and 
pliable underneath. 

@ Won't Crack, Crumble or Shrink; 
retains its color, has excellent 
bond and is non-staining. 


AVAILABLE IN 



















CANS OR PAILS in bulk 
for Professional Users 


SPOUTED CARTRIDGES 
for skeleton guns. 
REGULAR CARTRIDGES 
for conventional guns. 


COLLAPSIBLE TUBES 
for Occasional Users 


“ORDER FLEXISEAL FROM 
YOUR JOBBER 
or write 


LANDEN PUTTY WORKS 
MALDEN, MASS. 
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Priced right for a Good Profit. _ 
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7-Point Program Boomed 
Sales at The Hayseed 


(Continued from page 111) 
on a ceiling panel, each hooked 
into a power circuit. 

Service is also the key to the 
firm’s high volume appliance 
sales. “It’s much easier to sell 
an appliance when the customer 
knows we can install it and are 
in position to take care of the 
service specified in the guaran- 
tee,’ comments Mr. May. 

The fact that E] Cajon is the 
shopping center for a community 
of small ranches and farms 
makes two other business build- 
ers important. Since many of 
the residents in the community 
build their homes, it is neces- 
sary for “The Hayseed” to have 
a salesman make the rounds, 
ringing door bells and calling 
on these home builders and sell- 
ing them nails, a mail box, a re- 
frigerator or a floor furnace. 

A large majority of these peo- 
ple also work at a regular job 
during the week and only work 
on their homes during the week- 
ends. Hence it is necessary for 
the store to have a late Satur- 
day night closing time, 8:30, to 
accommodate the rush for putty, 
plumbing fixtures, paint, tools, 
and many other items. 


Going After Graduation 
Gift Trade 


(Continued from page 125) 
use when away from home at 
college, and at home, too.’ 

“The greater part of our pub- 
licity, however, is devoted to 
sporting goods. All young people 
are interested in sports of some 
kind, and if their first items 
come from us they are apt to con- 
tinue getting their supplies here 
for many years. 

“We always have a window dis- 
play complementing our ads, 
Showing therein the actual mer- 
chandise mentioned in the news- 
paper. A sporting goods display 
that called quick attention to 
sports equipment had a big card 
‘We have hosts of gifts for grad- 
uation day for boys and girls.’ 

“The floor was covered with 
green turf and on it was laid 
tennis racquets and cartons of 
balls, a suit case, fishing tackle 
and basket, portable radio, and 
complete picnic or camping kit. 
The sporting goods section is at 
the front right hand side of the 
store so that it is seen immedi- 
ately upon entering. 
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Cash in on this Heller 


MASTERENCH 


... the master of all wrenches for 





Aircraft workers Farmers Marine mechanics 
Auto mechanics Householders Pipe fitters 
Battery men Gas fitters Plumbers 
Bicyclists Linemen Radio repairmen 
Car builders Machinists Structural steel 
Electricians Oil burner erectors 
Engineers service men Tractor repairmen 


The best wrench that money can buy. Only one moving part. Nothing 
to get out of order Will not clog or jam. Patented. Ratchet action. 
Self-adjusting. Drop-forged alloy steel. Guaranteed. 








WITH PIPE JAWS WITH SMOOTH JAWS 
Capacity Capacity Capacity a 
Length (Takes Pipe) (Inches) (Inches) Packed | Weight 
6” 1% to 3, 356 to ig hig to "Nig 14 doz 134 Ibs. 
8” 14 to 3, ly to l'6 lo to 1'6 ly doz 3% lbs 
10” 3, to] 96 toll, 9% toll, 14 doz 6 Ibs 
14” 1g toll, % to 1346 % to 136 l only | 234 Ibs. 
18” 3, to2 1', to 2's 1% to2'% l only | 4% Ibs. 























QA A 
AKAD 


Its vise-like grip will never slip. : 
Ask your Jobber about this free attractive coun- 


ter display, 10” wide at base x 15” high. Shipped 
LER’ ith your order upon request. 
=~ wi 
HEU ous STEEL Be sure to ask for illustrated Catalog Sheet No.111 
Price Sheet No.111-A and Stuffer No. 6. 









FILES-RASPS HAMMERS TO 


CONTACT YOUR JOBBER for our FULL LINE of Carpenters’, Machinists’, Tinners’, Uphol- 
sterers’, Bricklayers’, Tilesetters’, Blacksmiths’ and Farriers’ Hammers. Also Bricklayers’ 





and Plasterers’ Trowels, Chisels, Punches, Craftmaster Scrapers, Files, Rasps 
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Complete Farm Service Keeps 
Business at Home 


A hardware man and builder, and a contractor joined 

forces to build a hardware business. They can erect 

and equip a farm house or barn—on cash or credit— 
and individual sales often top the $1,000 mark 


(mmm ee 


i ; 





The Heinemann store, built in 1946 at a cost of $18,000 by W. Brill, 
one of the partners. He and his men also built the store fixtures. 





A complete television sales and service department is one of 
the features that attracts farmers. Sales average $300 per set. 


W uen it comes to 


an unusual but effective hard- 
ware store partnership, a great 
deal of credit must be given to 
W. Brill and E. Heinemann who 
operate Heinemann’s Hardware, 
Huntley, II. 

Mr. Brill is a contractor and 
builder, while Mr. Heinemann 
is the son of an old, established 
hardware man. These two men 
combined forces to establish a 
new hardware store in 1946, and 
the combination is working out 
very well. 


Varied Services 


Here’s what these two men 
can do in the way of offering 
service and merchandise to a 
farmer who wishes to build a 
home or a barn. Mr. Brill can 
take on such a contract and have 
his own private building firm, 
employing from 4 to 6 men to 
handle it. He can build the 
home, buy the hardware and 
other materials from Heine- 
mann’s Hardware in which he 
is a partner. Thus the business 
is kept at home. 

Then when it comes time to 
install the furnace, the plumb- 
ing, the water system, Heine- 
mann’s Hardware gets first 
chance at that business too. 
Such tie-ups work out very well 
for both customer and the hard- 
ware store partners. By being 
able to handle all elements of 
home building jobs, these hard- 
ware men are able to speed up 
the building program, minimize 
delays and thus reduce costs for 
the home builder. 

“In fact, we can do anything 
for the farmer in the way of 
building or supplying him with 
hardware and appliance needs. 
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SET THE PACE WITH THE NEW ELDON 





CENTENNIAL LOCKS AND LATCHES 





HERE'S A LINE Of locks that says “the honey- created by poor wartime materials... serve 
moon is over’...real, honest-to-goodness the more critical specifications of today’s 
quality merchandise at pace-setting low builder ... feature ELDON CENTENNIAL LOCKS, 
prices. yy Capture the replacement market designed and engineered to sell and satisfy. 












vy Striking new styling 

% Rust-proofed by Parkerizing 

yx Exposed parts solid brass or bronze 

vx Fit standard borings to replace worn-out or rusted-out locks 


vx Fool-proof mechanism 





ELDON MANUFACTURING COMPANY 


1010 E. 62ND STREET, LOS ANGELES 1, CALIFORNIA 


we 
ve 
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CONTROLLED 
TENSION 


...built into every 
lock washer by 
exclusive manu- 
facturing process 
and precision heat 
treating. 


DIAMOND G 


SPRING 


LOCK WASHERS 


















POSITIVE 
HOLDING 
POWER 


... under all con- 
ditions is assured 
by torture-tests in 
Garrett's labora- 
tories... perform- 
ance-proof on all 
types of products. 


DIAMOND G 


SPRING 


LOCK WASHERS 















LONGER 
SERVICE 


. . » with correct 
tension on bolt, 
nut and assembly 
parts prevents 
loosening, pro- 
vides extra pro- 
fection on every 
product. 


DIAMOND G 


SPRING 


LOCK WASHERS 


AT YOUR 
SERVICE 


Garrett's line of 
lock washers, en- 
gineering service 
and quick deliver- 
ies... plus many 
other metal parts. 
Write for lock 
washer hand- 
book. 


6. K. GARRETT CO., INC. 
D & Tioga Sts. 
Phila. 34, Pa. 









OF SMALL PARTS 
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except laying bricks, and we can 
do that if we have to,” reports 
Mr. Brill. “We believe through 
our complete service we have 
more exclusive customers than 
many other dealers—because we 
have so many things which we 
can offer farmers.” 

Mr. Brill has been building 
houses in Huntley since 1935 
while the Heinemann family has 
operated a hardware store in the 
small town for many years. The 


two partners know just about 
every farmer in their trading 
area. This is very important 


when it comes to making sales 
and in extending credit. 


Credit to Farmers 


“Farmers in this area do not 
like to buy on credit if there is 
any formal, regular method of 
payment,” reports Mr. Brill. 
“Insofar as the hardware busi- 
ness is concerned, we _ grant 
credit to farmers we know with- 
out (their) signing papers of 
any sort. We have $25,000 worth 
of such farm accounts on the 
books at most times of the year, 
but our losses are very low. We 
have lost only about $50 in two 
years on such accounts.” 

While farmers, on building 
contracts, pay for the buildings 
as the work progresses, they 
like to buy bathrooms, plumbing, 
heating, appliances and other 
items on open account. 

“Our farmers are very pros- 
perous as a rule, and they pay 
their bills,” Mr. Brill. 
“They appreciate the credit we 
give them and I know we get 
a mighty big share of their 
business. Very few of them go 
to other larger towns to buy.” 

Homes which Mr. Brill builds 
for farmers sometimes 
$12,000 or more. They are in- 
vesting in better homes. A fur- 
nace job in most farm homes 
amounts to about $1,000, states 
Mr. Brill, while a furnace, bath- 
room, water heater and other 
combinations installed in some 
farm homes at one time often 
range between $2,000 and $3,000. 

“On jobs which run over 
$1,000,” declares Mr. Brill, ‘our 
farm customers often pay $200 
or more down payment, and then 
thev pay $200 or $300 per month 
until the account is cleaned up. 
Most of the open accounts are 
paid up within four months. We 
always tell our customers the 
longest we will carry an open 
account is six months, and farm- 
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Home owners go for 
this simple, practical holder. No me- 
chanical parts. Simply tuck the handle 
of the tool in the slot . . . the holder 
automatically drops into place and grips 
securely. Release of the handle is 
equally simple. Keeps tools off ground 
or floor . avoids accidents. Holder 
can be hung high so children can’t re- 
lease it. TWO SIZES adapt themselves 
to various size handles. Stamped from a 
single piece of sheet metal. 


COLORFUL COUNTER SALES CARD 


Holds 24 envelopes of two holders each 
Retail at 20¢ for 2 holders 


See your jobber or write 


DAVIS MANUFACTURING COMPANY 


Plano, Illinois 
































the 4 ways 
“Easier to Sell” line 


CHICAGO 


“Safety Plus” Hexagon 
Head Cap Screws 


® Constant Demand—The constant de- 
mand for the “Chicago” line makes it 
easier to sell—it’s the line for replace- 
ment used in original assembly in al 
fields of manufacture. Why? 

© They're Stronger—More uniform—give 
a perfect fit for every replacement need, 
and... 

© They Cost Less—They fasten faster 
and tighter—resulting in lower ultimate 
costs to your customer, which makes 
them “‘easier to sell." 

© Better Service—Increased “Chicago” 
plant facilities and production means 
“round the clock” service, higher quality, 
better packaging, and a more complete 
line. Yes, here is a greater profit line for 
you to feature—all four ways 
Remember to ask for these “Chicago” 
products from you hardware distributor 
Hexagon Head Cap Screws, Steel and Brass ° 
Square Head and Headless Cup Point Set Screws 
© ‘Semi-Finished Hexagon Nuts, Steel and Brass ° 
Hexagon Castellated Nuts © Fillister and Flat Head 
Cap Screws ® Taper Pins ® Milled Studs ° 
Socket Head Cap Screws ® ‘Socket Set Screws ® 
Socket Pipe Plugs ® Stripper Bolts or Shoulder 
Screws © Square Head Dog Point Set Screws 
© Keys, Assortments and Kits 


The CHICAGO SCREW COMPANY 


2509 WASHINGTON BLVD, BELLWOOD, ILL 
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EXTRA STRENGTH 


EXTRA DURABILITY 


Yes, Brooks Hooks and Wire 
Forms have an extra factor of 
ruggedness that ensures long 
service life. Glad to esti- 
mate on your requirements. 





M. S. Brooks & Sons, Inc., Chester, Conn. | 


Since 1848 


BROOKS * HOGKS 












( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
woed or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 

sTICKS AND STAYS pir 

i 
(pee SA el 



























Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 





) DONALO 
DURHAM 
COMPANY 
Des Moines 4 

lowa 















HARDWARE AGE, MAY 18, 1950 








ers stay well within this limita- 
tion.” 

Quality work done for one 
farm customer usually results 
in more jobs through recommen- 
dation. For example, Heine- 
mann’s Hardware handled a 
$3,000 furnace, bathroom and 
appliance job to the satisfaction 
of one prosperous farmer, and 
that man has sent five other 
large jobs to Heinemann’s with- 
in a two year period. 


Television Sells Well 

This hardware store is also 
selling plenty of television sets 
to farmers. Farmers have the 
money to buy such sets and are 
interested in equipping their 
homes with all modern devices 
for comfort and entertainment. 
The television sets sold to farm- 


ers by these hardware men 
range in price from $200 to 
$400, with the average price 


ranging close to $300. Installa- 
tions are made by the store’s 
service crew and service on sets 
is also handled locally, with pro- 
visions for outside help on tele- 
vision problems if needed. 

When Mr. Brill and Mr. 
Heinemann formed their part- 
nership in 1946, they built a 
new store, under Mr. Brill’s 
direction. This store measures 
36 by 84 ft and about 
$18,000. There is space for 
truck drive-ins at the rear and 
there is also a large loading dock 
for bottled gas, a service which 
the store also offers to its many 
farm accounts. The store oper- 
ates three trucks. 


cost 


Store Meetings Improve 
Salesmanship 
(Continued from page 122) 
bued with the idea of keeping up- 
to-date that he has remodeled his 
store three times within the past 
nine years, the last time quite 
recently. Each time he has used 
the store planning service of 
Hibbard, Spencer, Bartlett & Co., 

Evanston, IIl. 

Display fixtures are made of 
golden oak; walls are a light blue 
and the ceiling is painted ivory. 
Flush-mounted, fluorescent light- 
ing fixtures provide good illumi- 
nation. The store has a full glass 


front, including two sets of 
doors. The facade is faced with 
white structural glass which 


makes an ideal background for 
the large block letters of the store 
name. 








Es 


Sony 





SS 


LOM PRICES 


make you 


MORE 


SALES 





You sell the line that’s priced to make 
customers buy when you sell Famous 


Ladders. 


Sound construction with 


thoroughly dry, seasoned woods . . 

strong steel braces and hinges... . 
smooth, clean finish. These features 
at the Famous low price make sales 


. and satisfied cutomers. 


There is 


a Famous ladder for every need in the 
home, in industry, commercially and 


on the farm. 


FRUIT STEP 
der gives a steady 
stand even on 


lad- 


rough ground 


Pointed leg is 
hinged to go 
through branches 
or over limbs. 





HOUSEHOLD 
STEP STOOL. At- 
tractive and low in 
price, this handy 
step stool is a sure 
seller. 







% Dept. 1 
we 


Be sure to write for this free 
catalog. It includes the com 
plete line of Famous Ladders 
plus the Famous line of Iron- 


ing Tables 


GOSHEN CHURN & LADDER, INC. 


Leaders in Quality Woodenware over 48 years 


BEST-SELLING FAMOUS LADDERS 


The SECURITY, a 
top - quality ladder 
at a selling price. 
All hardware fin- 
ished in Chinese 
Red. Other models 
in all price ranges. 





COMBINATION 
TRESTLE and EX- 
TENSION ladder 
A four purpose 
ladder can be used 
as a step ladder, 
trestle, extension 
or two single 


ladders. 












Goshen, Indiana 











Fastest Selling 
Toilet Tank Tray 


Yeu 


Perfect Answer to 


The One _Keeps Floors Dry! 


Moisture Drip- 





Customers Prefer ‘’Veri-Neet”’ 
because it is the only toilet tray that 
has all these features: White baked 
enamel finish is permanently attrac- 
tive. Long wearing aluminum is 
rust-proof. Simple design makes 
“VERI-NEET” easy to install without 
tools. Two types fit 95% of all tanks 
—correct type is recognized at a 
glance. “VERI-NEET” is priced as an 
exceptional value. 

Dealers Prefer ‘’Veri-Neet”’ because 
two simple designs produce faster 
sales, step up turn-over, keep inven- 
tory down, and eliminate returns. 
“*VERI-NEET” offers a liberal margin 
of profit. 


Two ’’Veri-Neet”’ Designs 









UNIVERSAL No. 16 
List Price $9. 95 


Fits all tanks with exposed center Pipe 

















MODERN o 7 
List Price $3.4 


oe 


nks resting on bowl. 








Fits all ta 


Free Display Stand 
holds two “Veri- 
Neet” trays in 
clearly identified 
cartons. Really sells 
trays! 


Ask your jobber 
for complete facts or write direct to: 


Northern Industries, Inc. 
310 N. Water St., Milwaukee, Wis. 


158 





| Foreign Goods Will Tour 


U. S. to AHract Dollars 


By Washing 


Hoardwore Age 


n Bureau 


OR the remainder of this year 

and probably for an indefinite 
period, retailers and buyers will 
have first hand opportunity to 
inspect hardware, tools, cutlery 
and other handicraft and prod- 
ucts which western Europe hopes 
to market in the United States 
to raise dollar credits. 

An extensive program de- 
signed to take sample products 
on tour, so to speak, has been 
planned with the help of Mar- 
shall Plan officials. One phase of 
the program is already under 
way with the cooperation of 
American department _ stores. 
Another phase calls for displays 
to be staged in key cities. An 
important part of the program 
will be participation in the Inter- 
national Trade Fair to be held in 
Chicago in August. 


Three Exhibits Begun 


Three countries have already 
begun to stage exhibits in Amer- 
ican cities. Belgium has placed 
displays in Chicago, Kansas City, 
Dallas and New Orleans. The 
program includes similar dis- 
plays to be placed in Los Angeles, 
San Francisco and Seattle this 
coming Fall. 

A semi-official Italian agency 
has been exhibiting native handi- 
craft in New York and has also 
placed small displays with de- 
partment stores over the nation. 
Cultural and industrial products 
of the Netherlands were put on 
display in Philadelphia in May. 
Plans are to move on, beginning 
in June, to other important cities. 

Typical of programs to capture 
more of the American market 
are the plans to take part in the 
Chicago trade fair. Although a 
third of the available space, 
largest portion allotted to any 
individual country, the highest 
percentage of total space has 
been reserved for Marshall Plan 
nations. About 60 pct of all dis- 
play space will be occupied with 
consumer goods. 

Out of the overall space to be 
devoted to consumer goods, near- 
ly a third will be assigned to ap- 
parel, footwear, accessories, 
jewelry and related gift items. 
About 27 pct of the total will be 
set aside for hardware, recrea- 





onty ONE NAME 


TO REMEMBER FOR 


ANY PAINT NEED 


100% Plastic Rubber Base 
Concrete Floor Enamel 


. . for concrete, cement and ma- 
sonry floors—indoors and outdoors 
—surfaces containing lime and al- 
kali which cause ordinary enamels 
or paints to soften and come off. 


















SAPOLIN “STONE-DRI” Concrete Floor 
Enamel has all the wearing proper- 
ties of rubber. Lustrous, tough, 
waterproof, ideal for basement 
floors, steps, terraces, patios etc. 
Dries in 4 hours to a smooth, hard 
coating. Stone-Dri, a brand new 
Sapolin product, means extra 
business for any 
paint department. 
Write today for 
full information. 


Sapolin Paints Inc., 
229 East 42nd St., 


HOUSE PAINTS * ENAMELS + VARNISHES + STAINS 


SATISFY YOUR TRADE 
WITH “HARMODE" QUALITY 





SIDE RAIL 
LADDER JACKS 


Constructed of heavy steel, fully adjust- 


able. Can be used inside or outside of 
ladder with equal ease. 

LOAD SUPPORTED BY SIDE RAILS 
WILL TAKE BOTH SINGLE AND 
DOUBLE SIDE RAILS 
Can be used wherever ladder staging 
is necessary. Folds into easy-handling 

package when not in use. 

WRITE FOR OUR COMPLETE 
CATALOG AND PRICE LIST 
HARVARD METAL PRODUCTS, INC. 
97 Reading Street Roxbury 19, Mass. 
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tional equipment, and _ other 
goods of a similar nature. 

A detailed listing as to what 
will make up the hardware ex- 
hibits has not yet been completed. 
But it is certain that there will 
be a wide variety, ranging from 
can openers to large appliances 
and back to tiles. Included will 
be cutlery, hand tools, toys, uten- 
sils, and working accessories 
such as leather work gloves. 

Although the Fair is being 
held primarily for producers, re- 
tailers, and buying agents, of- 
ficials are not overlooking the 
fact that the general public is 
the ultimate consumer. Specific 
hours are to be set aside to ac- 
commodate the thousands of such 
visitors who are expected. 

As added facilities for con- 
venience of potential buyers, 
there will be booths manned by 
customs officials, translators and 
interpreters, and monetary ex- 
change experts to help solve any 
problems and speed up possible 
trading. 


Sprayer, Duster Ass'n 


Adopts New Emblem 


JITVETTER Crops, Better 
Health, Better Living 

Everywhere . . .”—these benefits 
from spraying and dusting are 
highlighted in the new emblem 
recently adopted by the National 
Sprayer & Duster Association, 
Board of Trade Bldg., Chicago 4, 
Ill. A spray or dust cloud 
emanating from a nozzle in a 
corner of the flag-like back- 
ground provides a border for the 
slogan. .The initials, by which 
the association is commonly 
known, stand out at one end and 
the full name is carried in the 
signature block at the bottom. 

The design of this emblem was 
undertaken last year as one of 
the projects of the association’s 
publicity committee to promote 
the wider public use of spraying 
and dusting equipment. The as- 
sociation headquarters and the 
member companies will use the 
emblem on their respective let- 
terheads, catalogs and promotion 
literature as evidence of indus- 
try and association affiliation. 
Application for service-mark pro- 
tection has been filed by the sec- 
retary, Earl D. Anderson, in 
behalf of the association. 

According to the secretary, 
membership in the association is 
open to companies who manufac- 
ture and distribute spraying and 
dusting equipment. 
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AMERICAN 


RENTAL 
SANDERS £ 






ieee to duplay . en 
adjust handle to vertical 
position, takes less space 
on floor. 




















Easy fo sand... 
handle adjusts to proper 
angie for tall or shore | Easy fo transport... 
operators. with handle detached, 
machine fits in trunk of 
car. 














You can build a substantial EXTRA PROFIT 2 
BUSINESS for your store—by renting American Floor 
7 Machines to your customers! Hundreds of dealers are doing 
Ahis and making steady monthly income—you can do it too! 
Start right with American Quality Machines! For example 







—show a few of your customers how easy it is to use the 
American Rental Sander to make old floors like new— 
and rental dollars start rolling in! Also, you get 
plus sales of seals, paints, abrasives, etc. This Sander 


« 


—like all American Machines—is built to ‘‘take it” 
.-.it will give you the utmost profit-hours with 
extremely low maintenance expense. It’s a year 


*round money-maker for you! Send for profit-plan details. 


Little American 8” Floor 
Sander . . . lever-type 


produces. profes- 
sional results in rental 
use. 


FLOOR MACHINES...PORTABLE TOOLS 
Fe ee nae es eee See TA, 71 






American Speer Floor 











Edgers ._. . disc-type The American Floor Surfacing Machine Co. 
sander finishes Tighe 522 So. St. Clair St., Toledo 3, Ohio I 
up to edges of ogee. (0 Send 12-page illustrated free booklet showing | 
Fare Saeee, 5/2 how to cane money in the floor sander rental 
business. 
Maintenance Machines oO Sood tapes catalog on the following, without 
Labor saving for pol- . 
ishing, disc sanding (0 Floor Sanders [J Floor Edgers [ Main- 
steel wooling and tenance Machine | 
scrubbing floors. Brush i 
spread 14, 16 or 19 9 Name. 
inches. | 
| Street i 
SEND COUPON TODAY City State — J 
apes quem as cas as om =e ow ow @ aw ewes aw a @ oun 





“Three words 
sell Klean-Strip 


Says Mr. Harold Brod 
of Brod-Dugan, Paint & Wallpaper 
1415 North Kingshighway 
St. Louis, Mo. 


“Try-it-yourself” 


® “IT tell my customers, “Try it yourself.’ 
When they do, Klean-Strip sales result! 
The new ‘Try-it-yourself’ Pack has done 
a real selling job for us.” 

KLEAN-STRIP is the new paint-stripper 
that is non-inflammable, requires no 
“after-wash,” or neutralizing. Removes any 
finish from any surface, several coats at 
one time. No mess, no danger. Klean- 
Strip is safe, fast, easy-to-use. 





Order the New ‘‘Try-It-Yourself’’ Pack 
Order one of the new “Try-It-Yourself” 
Packs from your jobber, today, and let 
your customers sell themselves on Klean- 
Strip. This handy display pack comes 
co:nplete with brush, metal test panels, 
booklets and 12 pints of Klean-Strip. 
Dealer's cost $6.12; retail value $9.60. 
(Klean-Strip is also packaged in all stand- 
ard size containers. ) 


DEALERS: For free sample 
of Klean-Strip, write: 
W. M. BARR & CO. 
2342 S. Lauderdale, Memphis, Tenn. 


KLEAN-SIRIP 


Clean * Safe * Easy-to-use 
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WHAT'S NEW 








(Continued from page 13) 


tures a holder for the five scrolls 
which attach to door frame. 
Holder secures scrolls allowing 
them to brace and preventing 
sagging of door. Macklanburg- 
Duncan Co., Oklahoma City 1, 


| Okla. Packed in display carton 


with everything needed for in- 
stallation including instructions 
on carton. 


Storm Window, Door 


Central States Paper & Bag 
Co., 5221 Natural Bridge, St. 
Louis 15, Mo., offers a trans- 
parent plastic storm window 
cover retailing for $1. Each kit 
includes a 36 by 72 in. sheet of 





Vinylite, eight framing strips, 
nails and directions. Maker says 
plastic will not tear or shatter. 
Plastic may be put on a screen 
door to turn it into a storm door 
or it can be cut down to fit two 
smaller windows. To merchandise 
the storm door, company offers a 
counter display which is a minia- 
ture screen door covered with a 
replica of the water-proof, wind- 
proof kraft paper cover. 


Sandwich Toaster 

Steuer Mfg. Co., 2248 Second 
Ave., New York City, N. Y., 
offers a sandwich toaster called 
Speed-Grill made of cast alu- 
minum, in square shape to hold 
the entire slice of bread. Snap- 
apart hinge separates the two 
halves for individual grilling. 
Counter displays in color, litera- 





ture, and display boxes are avail- 
able, with initial order of a doz. 
or more. Retails for $1.49. 


Pipe Fittings 

A fitting to connect black or 
galvanized pipe without thread- 
ing the pipe ends is offered 
by Union Products Co., 54 S. 
Third St., Minneapolis, Minn. 
To break into an existing line 
with Threadless Union fittings 
one cuts the line with hack saw, 
parts it 1% in., slips on a Thread- 
less Union tee and tightens seal- 
ing nuts. Fittings are made of 
steel with soft metal seals. 
Made for use with % to 1% in. 
pipe in tees, couplings and 
elbows. 


Ekco Can Opener 


Ekco Products Co., Chicago 2, 
Ill., offers the Miracle Four-Way 
can opener which retails for 29 
cents. Opens cans, punches holes 
in the tops of beer or fruit juice 
cans, lifts bottle caps and is 
equipped with a prying device 
for opening vacuum sealed lids. 
Also has a gripping feature per- 
mitting user to lift and open hot 
cans without handling. 
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Dexter Thin Door Lock Set 
National Brass Co., Grand 
Rapids 2, Mich., has added to its 
Dexter line, a door lock set 15YZ 
17, which fits door as thin as 4x 
in. with stiles as narrow as 2% 





in. Latch is of two-spring con- 
struction claimed to provide a 
soft smooth action to the latch 
bolt and fast action to the knob 
and lever handle. Set’s lock has a 
Dexter 5-disc tumbler cylinder 
which may be keyed alike with 
other Dexter 5-disc tumbler sets. 
Small in size, it is a regular lock 
of the dead bolt type. Case di- 
mensions to both lock and latch 
are the same, % in. diameter, 
214 in. overall length, 134 in. 
backset. Face plate 1- by %4 in. 
Bolt, face plate, case, knob, lever 
handle and roses are solid brass. 
Lock or latch can be purchased 
separately or complete. Where 
key operated lock is not required, 
latch set with locking device in- 
corporated in inside rose is made. 
Both sets reversible for doors of 
right or left hand and for regu- 
lar or rabbeted doors. 


Power Garden Cultivator 


Designed for city and small 
farm gardens, the Little Farmer 
cultivator weighs a little over 
100 lbs. Designed to permit easy 
handling in narrowly spaced 





rows and for short turns. Con- 
structed of welded steel. Power 
is provided by a four cycie 
Briggs and Stratton gasoline en- 
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Lift hinged cut-out lid. 
Fill the order. Lower the 
lid. No more trouble get- 
ting slip covers off and 
back on the right box. 


62 YEARS OF QUALITY 


Now Packaged for Trim Stock Display and 
Quick, Easy Order Filling... 


Since 1888, Sheffield quality has been made to run uphill. Generation after 
generation of dealers and users have benefited ag it reached higher and 


higher levels. 


Today, the strongest quality guarantee for buyers of bolt and nut products 
is Sheffield’s Statistical Quality Control. Exhaustive analysis of inspection 
data recorded at every step of manufacture by statistical methods similar 





4 _ 


Carbon and Alloy Steel, 
Ingots, Blooms, Billets, Plates, 
Sheets, Hot Rolled Bars, 
Steel Joists, Structural Shapes, 





Reinforcing Bars, 
Welded Wire Mesh, 
Wire Products, Wire Rods, 
Fence, Spring Wire, 
Nails, Rivets, 
Grinding Media, Forgings, 
Track Spikes, 

Bolt and Nut Products 





hai 





to those developed in the aircraft industry 
assures Uniform Quality at the highest level. 


Now — Sheffield bolt and nut products are 
packaged to attract more buyer attention 
on your display shelves and counters. The 
strong new carton is designed to simplify 
the filling of orders by eliminating the ne- 
cessity of prying off covers and easing them 
back on again. 


SHEFFIELD STEEL 


CORPORATION 
HOUSTON KANSAS CITY TULSA 





DISTRICT SALES OFFICES: Chicago, III.; St. 
Louis, Mo.; Des Moines, Ia.; Omaha, Nebr.; W ich- 
ita, Kans.; Denver, Colo.; Oklahoma City, Okla.; 
Dallas, Tex.; San Antonio, Tex.; Lubbock, Tex.; 
El Paso, Tex.; New Orleans, La.; Shreveport, La. 
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the Oymyzic WIRE 
and CORDAGE METER 


iat 


DOES WORK 


OF 4 MEN’... 
Quickly and Accurately! 





Maybe you don't want to replace 
4 men! But when you have to 
measure ANY flexible materials 
up to |" in diameter with speed, 
efficiency, and accuracy — you 


need the NEW Olympic. 
What OLYMPIC does for you: 


@ STOPS losses due to error! 
@ SPEEDS up service! 


@ BUILDS customer confidence! 





* Case history: | man with Olympic 
Meter equalled output of 4 men in 
Aircraft Plant at a saving of $32.64 a day! 











Jobbers & Dealers — write for information 


OLYMPIC INSTRUMENT LABORATORIES 
Dept. H Cove, Washington 
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EMBURY 


* Easy to Light 


* Simple to Trim 


* Convenient 
To Adjust 


aola 


EMBURY MANUFACTURING CO. 
WARSAW * NEW YORK 
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gine. Single steel-cleated trac- 
tion wheel in front is roller 
chain driven. Handles are ad- 
justable. Suggested to retail for 
below $100. The Will-Burt Co., 
Orrville, Ohio. 


Bottle Cap 


Bev-Tite employs a one lever 
action to keep the contents of a 
bottle fresh. Air-tight seal is 
created by a special lip and lever 
design. Made of a chrome fin- 
ished white alloy. Retails for 25 
cents, four for 98 cents. Pack- 





aged on point of sale display, 
24 to a card. Filter-Kleen Mfg. 
Co., Everett, Mass. 


Mail Pouch 


Standard Bronze Co., Bay- 
onne 4, N. J., offers a mail pouch 
styled to blend with its Heart 
designed line of builders hard- 
ware. Pouch was made to take 





large magazines. Made of cast 
aluminum and is available in 
dead black of half-polished iron 
finishes. Size 944 by 17% in. 





Circular Saw Attachment 


J. D. Whittle Co., 1056 Wel- 
lington Ave., Chicago 18, IIl., is 
introducing the Whittle circular 
saw attachment which makes up 
to 134 in. cut and will cut 
through a dressed 2 by 4. 





Equipped with 5 in. combina- 
tion cross cut and rip saw blade. 
Attaches to electric drills from 
4 in. up. Finger and hand fit- 
ting handle. No oiling neces- 
sary, it is claimed. Retails for 
$8.95; extra 5 in. combination 
blade, No. 2155, $2.50. 


Tractor Seat Cushion 


The American Pad & Textile 
Co., Greenfield, Ohio, is market- 
ing a Tapatco tractor seat 
weather proof drill covered 
cushion which is filled with a 
continuous pad of elastic Saran 
plastic fibre bonded with cured 
rubber latex. Maker says it is 
practically impossible to destroy 
resilience of pad. Packed 12 to 
carton. 


Gas Powered Mower 


Model G 72 gasoline powered 
mower features swing - about 
front wheels. Front of chassis 
may be folded back so whirling 
blade is exposed for weed cut- 
ting. Machine has a 20 in. blade, 
ballbearing wheels, Adjusta-Hi- 
Cut, permitting cutting height 
from 14 to4in. Standard equip- 
ment is 1.9 h.p. Briggs & Strat- 
ton engine. Sensation Mower, 
Inc., Ralston, Neb. 
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offers the plastic Super Juicer 
with a bowl of transparent 


Duzey Plastic Juicer } . _ I} 
Dazey Corp., St. Louis 7, Mo., | => = SPEZ 73 2 eg = 





SURE... ig 
SAVE LABOR...REDUCE COSTS WITH 


TOLEDO 2“ PORTABLE 


» POWER 
PIPE MACHINE 





Tenite so user can see how much 
juice is in the pt. capacity con- 
tainer. Molded strainer is made 
in red, green, yellow or black. 
Reamer is white Tenite. Unit 
fits on a wall bracket designed 
for other kitchen aids as well. 
Plastic said to be nonshattering 
and corrosionproof. 





Turnbutton 


The Presto Mfg. Co., St. Paul, 
Minn., is offering the Presto 
spring tension turnbutton made 
of tempered plated spring steel. 
Constant spring tensions com- “ Fa eg 
pensates for difference in window CONTROLS . - . entirely within Bring your costs down—save up to 80% on pipe 
thickness. Will not mar windows, peed alkenel emmbader threading time by using a portable TOLEDO 
is easy to install and rust proof. . . 

Card of six plus screws retails No. 999 Power Pipe Machine instead of hand 


for 25 cents. methods! 









Gives you high production! The Super 
Model threads 2” pipe in 22 seconds... or 
Paint in Stream-F low pressure 30 seconds with Standard Model. Cuts off 2” 


fed paint brush is fed through a : : . , . 
on i 5 ; ipe in 10 seconds. It’s versatile—quickl 
hose connected to the handle aaa Wael coams ecm PIP q y 


which leads from any standard ont tnt named. changed for all pipe sizes up to and including 
' 2”’. It’s rugged, compact, low in cost... with 


Pressure Fed Paint Brush 








proven performance and Toledo dependability! 
Ask your distributor for complete details and 
price. Write for new catalog. The Toledo 
Pipe Threading Machine Co., Toledo, Ohio. 
New York Office: 165 Broadway, Room 1310. 





THREADING ... speedy, accurate. 


Thread gauge shows length 
of thread being cut. 
mr RELY ON THE LEADER 
; ‘ 

























~S 


pressure equipment or CO 2 cyl- |  GUTTING...especially fast with PIPE TOOLS...POWER PIPE MMACHINES...POWER DRIVES 


7 4 cutting knives. Perfect square 
inder. Maker claims system end cuts. No burred edges. 


keeps material on edge of brush 
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Minnow 





BWHAT’S NEW 


in uniform volume. Paint flows 
through a channel in brush 
handle and out into the bristles 
of a special insert brush which 
is detachable. This feeder brush 
distributes paint through bristles 
of brush proper. Flow of paint 
is controlled by painter. Avail- 
able is 2% in. oval and a 3, 3%, 
| and 4 in. flat. Retail prices range 
from $50 to $70 per brush. Han- 
| lon & Goodman Co., Belleville 9, 











Wrigh 
Col., is n 
now lure 























































































N. J. 
Farm Auger Bit Set 
: : , said to gl 
A five piece auger bit set No. ray. No. 
5FG designed for farm use con- made in 
sists of one each of 4/16 in., finishes. 
6/16 in., 8/16 in., 10/16 in., and 34 oz. de 
12 colors 
the stanc 
| plate and 
gold plate 
used with 
rod and | 
| when wei 
Vac Co | 
Designe 
vacuum. 
rubber he 
‘ in. handle 
NINE Sparkling NEW Marquette Ranges .. . a completely new 
iine from the 20-inch Apartment size to the 40-inch Deluxe models. is include 
Marquette Ranges have all the latest features . . . Beautiful Styling, 
Economical Operation, and sturdy unitized welded frame con- 
struction. All the Best Features—yet, MARQUETTE RANGES are 
mass-produced for you to sell at low competitive prices! 
Seven Cooking Heats . . . dependable T.K. Monotube 
Units give uniform heat over entire surface .. . at every 
Heat Setting! 32% more heat conducting area for eco- 
nomical operation. 
2200 Watt Baking Unit... for speedy pre-heating 
and uniform oven heat for Better Baking. Robertshaw Oven 
potions amie 12/16 in. bits. Bits are packed 
a rou Unit... for quick, uniform heat. Com- * - en Sal ca . 
bines with Baking Unit for quick pre-heating at 5200 watts! in canvas roll. Bits feature a 
Automatic Cooking ... All Deluxe models feature ground oil finish which resists 
timed cooking on Deep Well, Oven, Appliance Outlet or moisture and rust Other fea- 
Surface Unit. <i’ ‘ = 
e G tures include clear open throats 
,5 MAR Q UETTE GAS ANGES for fast chip clearance and screw 
One-Piece Burner Bowls ... To clean, simply lift centered by precision machinery. 
. bi bow! i . > ’ r 
ak hee =. Cook top and burner bow! is The Midway Tool Co., Inc., The Packed 15 
Universal Gascocks . . . Simply adjust for any type Arcade, Cleveland, Ohio. Retails 
ag of gas . . . Natural, Manufactured, Mixed or L.P. (bottled) ieee Vac-eo Cc 
— = aas. Operates at highest efficiency on all types of gas. 4 , 
Bs > Robertshaw Oven Control... on all Marquette Gas cis 
ma — , Ranges for uniform baking results. Chee Slicette Elect ° | 
Itluminated Cooking Top ... Minute Minders are Kenneth E. Luger Co., 3017S. ric 
Standard equipment on all 40-inch ranges. Lamp and Timer ae mite © Cor C 
units available for 20 and 36-inch models. Lyndale Ave., Minneapolis 8, _Cory 
‘ . Cre St.. Chie: 
WRITE TODAY for details on the Minn., has designed a plastic con t., Chicas 
Complete Line of Marquette Major tainer for slicing, storing and proved ele 
Home Appliances. 2 ' featuri 
serving cheese called, Chee- aturing 
eee Ine. Slicette. Makes even slices of piece desi 
is 14, + ° ° 
omnes msde required thickness. Koppers blade of ki 
| polystyrene is transparent, odor- ening whe 
less, tasteless. Retails for $1. steel clip 
Packed one to display box, Sharpener 
weight 6 lbs. per doz. Plastic m« 
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Minnow Lures 

Wright & McGill Co., Denver, 
Col., is making the Mircle min- 
now lures in Lumi-Lite finishes 





said to glow under any type light 
ray. No. 468, 134, % oz. is 
made in six different glowing 
finishes. Model 471W a 1% in., 
38 oz. deep runner available in 
12 colors has a belly plate like 
the standard 470W except the 
plate and hooks have a 24 K 
gold plated finish. Lures can be 
used with a casting or spinning 
rod and also for trolling lures 
when weighted. 





Vac Co Pump 


Designed to unstop drains by 
vacuum. Consists of a 5% in. 
rubber head and valve with 24 
in. handle. Demonstration unit 
is included in the first order. 





Packed 12 to shipping carton. 
Retails for $1.49. National 
Vac-co Corp., Paoli, Ind. 


Electric Knife Sharpener 
Cory Corp., 221 N. LaSalle 
St., Chicago 1, Ill., offers an im- 
proved electric knife sharpener 
featuring a guide clip of two 
piece design used to guide the 
blade of knives across the sharp- 
ening wheel. Has a flexible tool 
steel clip to guide blade itself. 
Sharpener employs a wider base 
plastic motor housing which 
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Sel up to quality! Tell them that KitchenAid is better and 
why! During the years to come as the KitchenAid Food Preparer gives them 
more and more satisfaction, your customers will remember your wise counsel. 
Thus, you establish confidence . . . build the solid satisfaction that brings them 
back whéfiever they’re in the market for an appliance or electric houseware. 

The KitchenAid sales story is a “natural.” Point up these outstanding 


advantages: 


Uniform Results: Exclusive Hobart Planetary Mixing Action with self-scraping 
beater traveling around a stationary bowl, rotating as it travels, assures the 
same fine results every time. No part of bowl contents can escape the mixing 


action. No assistance with spoon or knife required. 
Plus Power: KitchenAid is powered for action. It 
handles any mix from a single egg white to pastry 
dough with ease . . . handles any attachment without 
the need for complicated “‘power boosters.” 
Attachments: What a range. . . what a sales booster 
KitchenAid offers the most complete list. 

Sell up to KitchenAid to satisfy. It pays! 

Speaking of Satisfaction. Help your customers 
satisfy that urge for a better cup of coffee. Demonstrate the 
KitchenAid Coffee Mill. Put in some bean coffee . . . grind 
it into the measuring glass. The aroma of really fresh coffee 
will speak for itself. 


KatchenAt 


THE FINEST MADE 


Built by Hobort Cid) world’s largest manufacturer of food machines. 

















KitchenAid Division + THE HOBART MANUFACTURING CO., TROY, OHIO 
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MAKER! 


the 
MAGOR | 
BULL’S EYE 


fast turnover 
—repeat sales 





Magor BULL’S EYE shovels satisfy cus- 
tomers and bring repeat sales because 
they have quality toughness, balance, 
normalized steel to prevent split edges. 

They'll satisfy you because they sell 
fast, show extra profits. Stock the SIM- 
PLIFIED Magor line—send for illus- 
trated price list today. 





CAR CORPORATION 
FAST 
SELLING SHOVEL DIVISION 
50 CHURCH ST., NEW YORK 7, N.Y. 


MAGOR 
BRANDS Vv 





MASTER + POWER + DIGWELL + ARROW 
BULL'S EYE + GOLD TARGET 
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WHAT'S NEW 








gives more stability to the 
sharpener. This model will re- 
place model DKS-2. Will retail 
for $11.95. 


Autobrite 


Boyle-Midway Inc., Division 
American Home Products Corp., 
22 E. 40th St., New York City 
17, is introducing Autobrite, 
said to give a car a glass-hard 
surface which will keep mois- 
ture and heat from penetrating 
paint and chrome surfaces. It 
is a 4 pet. silicones process pol- 
ish. A 12 oz. bottle retailing for 
98 cents claimed to do three 
cars. Said to be effective on re- 


ya 





frigerators, ranges, chrome sur- 
faces, plumbling fixtures, metals 
of all kinds, and enamelled kitch- 
en walls. Applied by wiping on 
and wiping ‘off. Silicones re- 
ported to be most durable water 
repellent available. 





Bench Micrometer 


Brown & Sharpe Mfg. Co., 
Providence 1, R. I., offers indi- 
cating bench micrometer No. 
245 which meets the need for 
an instrument measuring small 
parts accurately. Tool can be 
used to measure from 0 to 1% in. 
by .0001 in. directly from the 
micrometer thimble; may be 
used as a comparator and is set 
without additional standards 
with readings to .0001 in. taken 
from the dial gage; and it mea- 
sures by .0001 in. directly from 
the dial gage with micrometer 
set at nearest .001 in. of the 





measurement. Instrument has 
an adjustable measuring pres- 
sure from 9 ozs. to 2 lbs. that 
remains constant when set. 
Equipped with tungsten carbide 
tipped measuring surfaces and 
threads are precision ground. 





Portable Speedy Sprayer 


W. R. Brown Corp., Chicago, 
Ill., has added a _ lightweight 
model 750 to the portable Speedy 
Sprayer line. Retails for $18.95, 
less motor. Operates on a 14 
h.p. direct motor drive and is 
said to thoroughly atomize any 
material. Compressor develops 
25 lbs. working pressure and de- 
livers 1% cu. ft. of air per 
minute. Improved diaphragm. 
Unit never needs oiling. Has 
built-in handle and is mounted 
on a rubber cushioned base. In- 
cluded in outfit are syphon feed 
gun with one piece aluminum pt. 
cup and 10 ft. high test rubber 
air hose. 


Spotlite Screw Driver 


A & T Mfg. Co., Inc., Strat- 
ford, Conn., offers the Spotlite 
screw driver which employs a 
standard single cell penlight 
battery and bulb. Unbreakable 
fluted plastic handle. Shock- 
proof, it has an alloy steel tem- 
pered chrome vanadium nickel 
plated blade. Available in three 
sizes. Easy one hand operation. 
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Cunningham Power Mower 


James Cunningham Sons & 
Co., 18 Canal St., Rochester, 
N. Y., offers a power mower 
featuring a heavy duty reel 





mounting five alloy steel knives 
on six spiders designed to pre- 
vent warping of reel and elimi- 
nate skipping in cutting heavy 
grass. Model EB engine, 114-2 
h.p., can be detached from 
mower frame by loosening four 
bolts making four-cycle air- 
cooled power unit available for 
hookup to belt driven ma- 
chinery. Heavy-duty chain and 
sprockets are carbon-impreg- 
nated and induction-hardened. 





Johnson Music Wire 


Johnson Steel & Wire Co., 
Inc., Worcester, Mass., is mak- 
ing all its music wire from im- 
ported Swedish rod. Maker says 
this will result in more uni- 
formity. Packed in 14 lb., % Ib. 
and 1 lb. units. Range of sizes 
runs from .003 in., 38,026 ft. to 
the lb., up to .200 in., 9 ft. to lb. 





Emprene Scrub Brush 


Empire Brush Works, Inc., 
Port Chester, N. Y., offers the 
Emprene plastic scrub brush 
which is waterproof. Bristles 
will not mildew or rot and they 
keep their stiffness. White bris- 
tles are trimmed to one _ in. 
Blocks made of seascned hard- 
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ALASK A—Leads The Field 


Modern 
Efficient 

Easy Freezing 
Economical 









for life-long service. 


ice cream. 


Household Sizes: 
Hotel Sizes: 


The Alaska Freezer Line leads all others 
in modern design for quick, easy freezing. 
Quality materials and fine workmanship 
And _ time-proven 
features which assure wonderfully smooth 
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... be sure you get Wilcox- 
Crittenden Drop Forged 
Steel Shackles, available in 
a variety of styles as shown 

Hot Dip Galvanized or 
Self-Colored—in sizes from 
3/16” to 2”. Of course, 
they’re weldless, and 
strengths are in accordance 
with Navy Specifications. 
Then, there’s also the W-C 
Line of Heavy and Shelf 
Hardware which _ includes 
Drop Forged Bronze Shack- 
les, Drop Forged Turn- 
buckles, Chain Connecting 
Links, Eye or Ring Bolts, 
Wire Rope Sockets, Thim- 
bles, Hooks, Blocks and 
Pulleys. Our new 1950 Cata- 
log “H” will be mailed free 
on request. 


WILCOX, CRITTENDEN & CO., INC. 


“4 CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 
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WHAT’S NEW Hose 
Kee 
makir 
. on na 
wood with a maple lacquer fin- mit ¢ 
ish. Packed 12 to a carton, they 
retail for about 60 cents. 
V—— Screen Door Grille 
—_ National Guard Products, Inc., 
Sy 757 Madison Ave., Memphis 7, 
— ' Tenn., is marketing a_ screen 
AZ 
‘ 
4) Pg be 
v 
| 
Packaged to Sell wiht __SPECIAL NAILS RIVETS SCREWS, 
Brass or steel escutcheon pins of fine quality...Packed in attrac- = 3 
tive metal-edge boxes that act as sturdy containers and make 2 z groun 
eye-catching displays—or, if you prefer, in 100 lb. kegs... Stand- = a justab 
ard or special sizes...plain or plated finishes...made in special = 2 prope! 
metals on request. Special nails, rivets and screws made to order z i : steel, 
...Economy, quality and quick delivery in large or small orders = = ished 
...WRITE FOR PRICES...We will send quotations promptly... Ask 
for free Catalog and Decimal heathen on or | telttel || a 
419 Oakland Street door grille called the Mallard, a 
JOHN HASSALL INC * which is adjustable and which — 
| e Brooklyn 22, N.Y. retails for $21.50. Available in Cuyah 
Manufacturers of Cold-Headed Specialties — Established 1850 two sizes, S-81 for regular screen 
doors and for combination screen Gas | 
and storm doors. Grilles are fab- Gra 
ricated from 3/16 by 1% in. mild Tenn., 
steel with cast aluminum figur- Fruga 
ines enameled in white. Electro- heater 
welded at all intersections. built 
Packed three per shipping car- vented 
ton, weight 56 lbs. Pre-drilled Two 
holes and screws for regular an in 
door, clamp for combination or ma 
i door. Btu. ; 
1 ———. 60,000 
Bruce Cleaning Wax Fire-G 
E. L. Bruce Co., Memphis 1, pal 
2 Tenn., is distributing its Bruce All “e 
REGULAR \ ANGLE “~ ; cleaning wax nationally. It is eestor 
SOCKET | SOCKET a waterless, wax base cleaner sen des 
OARLOCK | OARLOCK that dry cleans wood and lino- shout 
, leum floors, leaving a protective seesilieds 
A COMPLETE LINE OF OARLOCKS...EACH MADE OF STRONG, wax coating. Also can be used cai 
LONG-WEARING MALLEABLE IRON, HOT-DIPPED GALVANIZED as furniture polish. . 
' 
ANCHOR LIFT LEADER | ako CLEATS — CHOCKS — = 
te, (Cutaway View) | BOAT HOOKS — BOW EYE 
ces A. i STRAPS — LIFTING HANDLES. 
' Profit with top-selling PEORIA Boat 
ee Hardware . . . made of only top- 
' grade malleable iron for year-after- 
Projects over bow for raising, lower- i. resistance to rust, wear and 
ing anchor easily. : ees qua 
' SLeaniné 
Ae 
v 
Graclow wow FROM YouR JOBBER SALESMAN! Se 
PEORIA MALLEABLE CASTINGS CO., PEORIA, ILLINOIS 
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. on nail in garage. 





Hose Caddy 


Keeps hose wound compactly, 
making it easy to carry. Hangs 
Points per- 
mit caddy to be pushed into 





ground when sprinkling. Ad- 
justable holder holds nozzle at 
proper spray level. Heavy duty 
steel, welded construction. Fin- 
ished in green, shipped in doz. 
lots. Adjustable holder keeps 
nozzle secure at proper spray 
level. Fawsco Mfg. Division, 
Falls Stamping & Welding Co., 
Cuyahoga Falls, Ohio. 





Gas Burning Space Heaters 


Gray & Dudley Co., Nashville, 
Tenn., is offering Washington- 
Frugal gas burning’ space 
heaters, featuring specially 
built cast iron burners. Both 
vented and unvented models. 
Two are offered: one with 
an input rating, on natural 
or manufactured gas, of 45,000 
Btu.; larger unit is rated at 
60,000 Btu. Units equipped with 
Fire-Glo Pyrex glass. radiant 
front. Made in three sizes: 
30,000, 45,000 and 60,000 Btu. 
All have the Frugal draft di- 
verter which is built into an ex- 
tra radiation chamber providing 
about a third more radiation 
surface, releasing heat into the 
room. Cabinets are of heavy 
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Pa =n 


mm YOUR CUSTOMERS WANT 
THIS AMAZING NEW 


WATER SYSTEM! 

















| IDEAL FOR--- NO TANK 
| eaRMs, COTTAGES: RESORTS | NECESSARY! 
| ONLY Zand SUBURBAN HOMES 
$5 5 ° ‘om — 
7. ow istributors 
$ x "ane 


FACTORY 






“| never realized how 
little running water 
would cost!" 


pHi 


tlio 





PA 


THE HYPROMATIC 
STEADY FLOW WATER SYSTEM 


A real demand exists for this low priced, easy-to-install water 


system. A small ad appearing once in a Midwest newspaper 
drew over 1000 letters and phone calls in one week! Adapt- 
| able for many uses: pumps from well or cistern, lake or 
| stream Use the Hypromatic as a booster or replacement 
| pump on farm or home. Unit is compact, and completely auto- 
matic A turn of faucet delivers up to five gallons of water 
per minute. Shipping Wt. 50 Ibs. Cash in on the big spring 


and summer sales of this fast selling running water system! 
Write for particulars today! 


HYPRO ENGINEERING, INC. 


EASY TO INSTALL 
404 Washington Avenue North, Dept. E-6, Minneapolis, Minnesote 








NEW CONVENIENCE! "NE 





'W DESIGN! 







No Extra 
Cost 


P. WALL 
PistoGrip2 
BLOW TORCH 






First radical change in: blow torch 
design in 30 years ready NOW at 
NO EXTRA COST! 


MORE SALES FOR YOU! PistoGrip Blow Torch is easier to 
sell because it's easier to handle. Light-weight composition handle 
with finger grip indentations revolutionizes present design. Availa- 
ble for oth: tm delivery in all popular-priced models at NO 
EXTRA COST! Why sell obsolete models? Be the first to show the 
new P. Wall PistoGrip! 


SHOWN: Model 330 S Superior with the new PistoGrip handle 
WRITE TODAY FOR THE NEW P. WALL CATALOG 


§ V7 P. WALL MFG. CO. 


215 Erie Street Grove City, Pa. 
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REFILLABLE 
REFILLABLE 


Shavore bul and Scheu Co 


BOSTON 10, MASS. 

















PRW-1114 ROUND HEAD 
PFW-1114 FLAT HEAD 


PHILLIPS REFILLABLE 
WOOD SCREW ASSORTMENTS 


12 sizes Nickel Plated Steel Phillips 
Wood Screws, from '/, x 4 to 2 x 10. 


1114 screws in each assortment. 





Ask your jobber or write us. 


Shavore ott andl Spteat Co 


BOSTON 10. MASS. 





| 


WHAT'S NEWE 





gage metal in modern design. 
Finished in brown mahogany 
porcelain enamel. Heat-Flo elec- 
tric fan assembly, BASO 100 pct 
safety pilot and Robertshaw 


Unitrol Al4 are available for all | 


models. All units carry AGA ap- 
proval for use on all types of 
gas. 


Home Painter's Kit 
Fr... 
St., Philadelphia 34, Pa., offers 


a home painter’s kit, the tray | 





like arrangement holding pint 
and quart cans in position, pro- 
vides convenience for carrying 
and contains a holder for the 
paint brush. Individually car- 
toned in counter display unit it 
is packed 12 to master carton. 
Retails for $1. 


No Clamp Chopper 

The Enterprise Mfg. Co. of 
Pa., Third and Dauphin Sts., 
Philadelphia, Pa., is making the 
No Clamp chopper, which cuts 
meat and vegetables. Stands on 
its own base. Body is heavily 
tinned and cutting parts are of 
tempered steel. Consists of six 
parts, body, feed screw, knife, 
two interchangeable plates, ring 





Castelli Co., Erie & F | 


THAIN Sell the SENSATION “money maker’ | 


and handle. Has a capacity of 2 | 


Ibs. of meat per minute. 


Six | 


packed to shipping case. Retails | 


for $6.95. Packed in 
ual cartons with 16 page recipe 
book. 


individ- | 


Get on the oemwr- 







Ine 


See your jobber or write factory for full line folder HASO. 





GAS POWERED MOWERS 








Manufactuedby SENSATION MOWER, INC., RALSTON, NEBR. 
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SENSATION MOWER, INC., RALSTON, NEBR. See your jobber or write factory for full line folder HASO. 
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WHAT'S NEW 


Baby Walker 


Murray-Go-Round is the baby 
walker added to the line offered 
by The Murray Ohio Mfg. Co., 





1115 E. 152nd St., Cleveland 10, 
Ohio. Walker is of metal tubing 
construction and is equipped 
with chrome steel ball-bearing 
wheels and a castor-type fork 
said to be shimmy-free. Also 
features rounded smooth edges, 
acid-proof, bright baked enamel 
finishes which are non-toxic; 
large-size molded rubber tires; 
adjustable chrome handle; de- 
tachable package carrier; spring- 
suspended seat. Unit has a brake 


and snap-on tray footrest rubber” 


padded. 


Bar-B-Que Pit 


Henkin Industries, 171 Mon- 
roe St., Memphis, Tenn., is mar- 
keting a prefabricated stone 
barbecue pit lined with a pro- 
tective casting of mica and ce- 
ment. Each pit cast in 12 basic 





parts. Stone is a formula of 
Portland cement, crushed quartz, 
waterproofing, metal reinforce- 
ment and sunfast colors. Fea- 
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Pp hy N E HANGING and 
FASTENING DEVICES 
OFFER 3-WAY ADVANTAGES 
FOR YOU 


Known for QUALITY 
and VERSATILITY 


Paine Devices just can’t pull loose so it’s only” 
natural they have become known and, 
respected around the trade. Their 
many uses make them a must 
on every job. 


v 
| 
Fig. 950 


Fig. 650 


Clearly marked 
packages for 


The convenient package sizes and distinct 
markings make Paine products easy to 
handle. You'll spend less time hunt- 
ing for products and more time 
making sales. 


Fig. 445 


Self-Selling 
MERCHANDISER 


Make use of these conven- 
ient display merchandisers 
and watch your impulse 
sales climb. They take up 
little room on your counter 
yet are a big addition to 
your selling efforts. 





Dre 


The PAINE CO. 2963 Carroll Ave., Chicago 12, Il. 


Offices in Principal Cities 





The Best Craftsmen Always Take pAINE’s 
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BIRTHDAYS 





WEDDING 








SHOWERS 











MOTHER'S DAY (May 14) 


Every Mother will treasure 
this beautiful northern hard 
maple bowl with a_ hand- 
painted design of deep rich- 
green leaves. English Ivy is 
one of three Rio Grande open 
stock patterns. Sizes 6” to 
17”. 





JUNE BRIDES 


If a customer asks ‘‘What 
can I get?’’, suggest starting 
a matched set of handpainted 
Rio Grande Woodenware. 
Here's an extra piece—the 
gaily decorated TIDBIT of 
beautiful hard maple. Use in- 
dividually or as centerpiece 
on Lazy Susan for nuts, chips 
and flakes. 





DAD'S DAY (June 14) 


The Caesar Salad is a rugged 
he-man’s dish. The man of 
the family will be proud to 
own his special Caesar Salad 
Bowl for his favorite salad. 
Recipe for Caesar Salad on 
bottom of bowl. 


Send for 1950 
Catalog and 
Price List 


ANNIVERSARIES 


WHITE STUDIOS 
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2421 McKINNEY AVENUE 


DALLAS 


, TEXAS 











| tures solid stone front; 33 in. 
high cooking grate; storage 
space, and an aluminum screen 
in the chimney. Suggested to 
retail for $99. 


} 








| Advisor Kitchen Clock 


Telechron, Inc., Ashland, 
Mass., offers a _ kitchen clock 
called the Advisor. Features 


pierced numerals, matching red, 





black, blue or yellow dial colors. 
Has an interruption indicator. 
Depth 2 5/16 in., height, 614 in., 
width 6%4 in. and dial 3% in. 
A 6 ft. cord is attached. Sug- 
gested to retail for $5.95. 


Cadet Floor Machine 


Lincoln-Schlueter Floor Ma- 
chinery Co., 1250 W. Van Buren 
St., Chicago 7, Ill., offers a floor 
or carpet machine designed for 
smaller establishments. It 
scrubs, waxes, polishes, buffs, 
steelwools and does light sand- 
ing. Made in one model with 
plain handle used mainly as floor 
polisher. The other is a rug 
and carpet scrubber equipped 
with shampoo dispensing tank 
on handle and necessary piping 
that directs flow of solution 
through rotating brush. Has a 
10 in. brush spread and features, 
self-retracting wheels, non- 
marking rubber bumpers and a 
double helical reduction gear 
unit. 


Hog Ringer 

The Austin Mfg. Co., Round 
Grove, IIll., offers a Nu-Way au- 
tomatic hog ringer. Loaded with 
25 rings. Unit automatically 
loads itself and inserts ring,in 
animal’s nose at a_ uniform 
depth. Rings in three sizes, pig, 
shoat and hog. They are 
mounted on a card 








as 


SEE YOUR JOBBER 


HANSON SCALE CO. 


525 N. ADA ST., CHICAGO 22, ILLINOIS 








onty ONE NAME 


1g 2) 


REMEMBER FOR 


ANY PAINT NEED 


A really washable 
one coat flat oil paint 


... @ finish that’s ready mixed, 
ready for use—in white, delicate 
pastels and popular muted shades. 
















SAPOLIN “MEL-LUX” Flat Finish seals, 
primes, finishes all with one coat. 
Dries the same day—no “painty” 
odor. For walls, ceilings, wood- 
work—over wallpaper, water of 
oil paints, plaster wallboard etc. 


Mel-Lux is the current “best 
seller” in the Sapolin quality line 
of fast sellers. 
Write today for 
full information. 










Sapolin Paints Inc. 
229 East 42nd St., 
Mm. Y. 97, 4%. 
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TO HELP YOU SELL 


(Continued from page 13) 





lathe centers, straight and taper 
shank chucking reamers, stub 
screw machine reamers, shell 
reamers, wholesaler reamers, 
machine countersinks and dowel 
pin reamers. Use and care of 
the tools, grinding information 
together with suggested feeds 
and speeds are also included. 


Master Lock Display 


Master Lock Co., Milwaukee, 
Wis., has announced No. 100 
display board available with no 
extra charge with a small stock 
of Master items retailing from 
20 cents to $1.50. Display is a 
five-ply laminated wood panel, 
115g in. wide by 235 in. high. 
Designed in a blue mother-of- 
pearl finish, with three-dimen- 
sional Master identifying sign 
in brass. Pilferproof padlock 
hangers are featured with the 
colored price tickets that are 
permanently attached. Nickel 
plated hooks for pivot mounting. 





Assortment consists of two each 
of 14 models, one to display one 
for stock. They include: Little 
Giant padlocks, 44, 55, 66 and 
77; laminated warded padlocks 
22, 105 and 500; Secret Service 
padlocks, 7, 3, 1 and 5, 75 cents 
to $1.50; Champ combination 
padlock No. 1500, 89 cents; also 
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rea perfect Boss Glove 
or every Job 


incLUoIne 
——— 


Brother, you’re on the main 





line with the Boss line! The 
line with the complete range 
of patterns, wrist, or cuff 
styles! Helps you meet 

the work requirements of 
all kinds of customers! Seven 
completely stocked Boss 
warehouses across the 


country for prompt shipment! 


WHITE CANTON 
FLANNEL GLOVES 


Constructed with 
the finest of tightly 
woven canton flan 
nel to insure long 
wear, and well 
napped inside for 
comfort. Each a 
leader in its special 


field 


(Tap) 
No. 602 
ENGINEERS 
SPECIAL 
Clute pattern 


nap in—5” gauntlet 


(Center) 
No. 643 
WALLOPER 
Clute pattern 
nap in 


Blue Knit Wrist 
+ 


(Bottom) 
No. 0629 
MINERS SPECIAL 
Clute pattern 
nap out 
1%" band top 


THE BEST KNOWN NAME IN 


WORK GLOVES 


61ST YEAR— THE BOSS MANUFACTURING COMPANY 
KEWANEE, ILLINOIS 








IT'S JUST AS EASY) 
TO SELL THE BEST! 






AANDSS 


Tool of 100! Uses 


The lead tool of them all. 
Handee is the original 
and today’s finest to 
do the many jobs 
that need doing 
speedily and care- 
fully by mechan- ‘& 


ices, repairmen ;: 
and homecrafters. Wi 
Handee works on all ma- , 


terials, Grinds, drills, 


polishes, cuts, engraves, routs, carves, | 
Handee has a 7-bar 


sands, saws, etc. 
armature instead of only 3. AC or DC. 


ADVERTISED FOR 18 YEARS 


Handee is well known and well liked. It 
has a reputation for dependability. 
When you sell a Handee, you make a 
friend, who will tell a friend — and 
that’s how your power tool and accessory 
business grows! 


Handee with 7 accessories 


Handee with 51 accessories in 
steel case with piano-hinge lid 








A CASE OF REAL PROFIT, 


There’s a big demand for Handee acces- 
sories. Over 590 of them to fit most 
power tools. Displayed in this dust- 
proof, theft-proof case (23” high, 16” 
wide, 12” deep) they sell themselves. 
It’s free on a special offer. 


Write for discounts, dealer aids 
and details about Display Case. 


CHICAGO WHEEL & MFG. CO. 


1101 W. Moaroe St. Dept. HA Chicago 7, ill. 
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$2495 | 





$1995 | 


| 
| 
| 








TO HELP YOU SELL 


704 safety hasp, 29 cents and 
the Master 450 hasplock, $1.25. 
Retail value of all items is 
$19.52, cost to dealer, $12.95. 








Plant Tablets Display 


Stim-U-Plant plant tablets are 
available in a four color display. 
Maker claims these tablets pro- 


Pep Up Your Plants 
STI M (BPL ANT 
| 





Che Original Tablet Plant Food 


vide an easy method of regularly 
fertilizing house and garden 
plants, flowers and_ shrubs. 
Packed 10 to display carton, re- 
tail value being $3.50. Stim-U- 
Plant Laboratories, Columbus 16, 
Ohio. 





Goldblatt Tool Catalog 


Goldblatt Tool Co., 1920 Wal- 
nut St., Kansas City, Mo., has 
issued its 1950, 65th anniversary 
catalog claimed to contain a 
most complete listing of ma- 
sonry tools. Many new tools 
and related items are included. 
Also a number of tools have been 
reduced in price. 





Bulb ‘Clothes Line’ Display 


Westinghouse Lamp Division, 
Bloomfield, N.'J., offers a full 
color three dimension ‘“Clothes- 
line” display which holds and 
identifies 12 different types of 
Westinghouse lamps from di- 
minutive nite light and _ indi- 
cator lite bulbs to large size re- 
flector and spot lights, hung 
with cardboard pins on a silk 
rope clothesline. 


Compete Line 


i Wentinghouse — b 











| 
| 
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Another 


PROFIT-MAKER 


For You 


The Sensational, New 


CONCO 


PORTABLE 
ELECTRICe RADIATOR 


RETAILS 


Regularly at 


$22.95 


4500 BTU 








Provides quick, 
abundant heat where 
and when wanted! 


OUTSTANDING FEATURES 


SAFE Underwriters’ Approved. Uses 
no water, steam. Fully enclosed 
heating element. Even at full heat unit 
will not cause a serious burn if touched. 
FAST Begins heating as soon as plug- 
ged in. Consumes 1320 watts, 
A. C. or D. C., emitting 4500 TU's per 
hour, the equivalent of 1834 sq. ft. of steam 
radiation. 
LIGHT Weighs only 28'/2 pounds. 
Easily portable, nicely bal- 
anced. Compact, size 23" x 7" x 19". 
Smartly styled. 


ECONOMICAL mately 2 cents 


per hour to operate (average rates). Saves 
on regular fuel in spring, fall, through win- 
ter. 


101 HOME USES 


@ IDEAL in nursery, 
bath, on porch, in base- 
ment, bedrooms, laun- 
dry, playroom, cottages, 
workshop. RIGHT: 
Convenient carrying 
handle folds over to 
double as handy drying 
rack. 


Costs approxi- 





WRITE tor complete information on 
this outstanding new product. 
CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Company 
Mendota, Illinois 





AFFILIATES: 
CONCO MATERIALS HANDLING DIVISION 


ranes — Hoists 
CONCO BUILDING PRODUCTS, INC. 
Brick—Tile—Stone 
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TO HELP YOU SELL 





Tool Magnetic Holder 

Utica Drop Forge & Tool 
Corp., 2500 Whitesboro St., 
Utica, N. Y., offers a combina- 
tion of three tools, the long 
chain nose pliers, No. 654, 6 in., 
angle nose gripping pliers No. 
523, 7 in., and adjustable steel 
wrench No. 90, 6 in., and a mag- 
netic holder. Holder is said to 
hold up to 13 Ibs. of tools, and 
is punched at each end for 
mounting. Screws provided as 
part of the kit. Magnekits are 
shipped in two color display-box 
either three or five complete 
packets comprising a shipping 
unit. Magnetic holder is avail- 
able alone to retail for $1. 








Sparkle Spot Display Cabinet 


The Akron Hardware Mfg. 
Corp., 32nd Ave., 57th St., Wood- 
side, N. Y., has developed a Spar- 





kle Spot cabinet display and stor- 
age unit. In about 1 sq. ft. of 
space it displays the seven most 
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No. 720 





A truly practical item at a reasonable price! Mell-Hoffmann’s No. 720 
Dispenser is a real home necessity; has strong, all-steel construction 
and comes finished in smooth infra-red baked enamel. Waxed paper 
is fully enclosed — compartment cover forms smooth-tearing crimping 
edge. Paper towel roll is firmly held by constant-tension spring arms 
to prevent free rolling. Keyhole slots make wall-mounting easy. Size: 
1214” x 3” x 64” (holds standard size rolls). Colors: white with red 
compartment cover or all yellow. Get details on our other Paper Dis- 
pensers, too. 


HEAVY-GAUGE STEEL 


Radio and Accessory 
SHELF 





No. 817 


A popular item designed for 

P strength me goo as well as attractive 

appearance. Mell-Hoffmann’s No. 817 Radio 

and Accessory Shelf, in smoothly enameled 22-gauge 

steel, is stronger than bulky wood shelves, more adaptable 

than fragile glass... light-weight, yet accommodates radio and 

other accessories with ease. In all-white, white with red frame, or white 

with yellow frame. Size: 14” high, 17” long, 8%” deep (lower shelf 

dimensions). Comes 6 per shipping carton, individually packed — 
1 assembled for display, 5 knocked down. 


@eeeeeeaeenee eee SEE YOUR JOBBER cece eeeesecesesecsecsee 


ee , 











.~HOFFMANN MFG. CO. 


. WEBSTER AVE., CHICAGO 14, ILLINOIS 











PROVEN 
FAVORITES 


Sales records of these two outstanding 
profitmakers prove that they have what 
the consumer wants—heat, beauty, safe- 
ty and the right price! 


ROYAL GAS LOG_—~A true replica of 


beautiful Tennessee Mountain Oak Logs. 
Graces any fireplace in summer or winter. 
A.G.A. approved for manufactured, natural, 
butane and propane gases. For extra con- 
venience of installation, three orifices, for 
use with various gases, are included with each 
heater. Two sizes, L-22 (20 width—22,000 
B.T.U.) and L-30 (24" width—30,000 B.T.U.). 
BA-17 Andirons shown above at extra cost. 











ROYAL GAS WALL 


INSERT 
HEATER —jdea! radiant heater for bath- 


rooms, kitchens and other small rooms. Flush 
to wall frame easily installed with scientifically 
designed louvers for directing heat. Dress 
guard and removable control valve for safety. 
White Dupont Dulux enamel finish. Takes 
12'/"" x 20" wall space, depth 334". 


See the 1950 Royal Line at 
the Chicago Market in June. 
CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 
CHATTANOOGA 6, TENNESSEE 
QUALITY ... SINCE 1891 
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TO HELP YOU SELL 


popular carded Mirro-chrome 
Akron items and stores an in- 
ventory packed in boxes in the 
rear of the unit. Dealer pays for 
inventory stock; the carded dis- 
play samples on cabinet front and 
the cabinet free. 





Fish Lure Display Box 


Sceyentific Fish Lure Co., 618 
Hippodrome Bldg., Cleveland 14, 
introducing a 


Ohio, is plastic 





display box for counter and 
windows with a hinged snap 
cover. Holds a_ representative 


assortment of all the company’s 
fluorescent day-glowing prod- 
ucts, all of which are colorful 
and well labeled. Box is free 
with any three doz. assortment 
of Sceyentific products the deal- 
er wishes to make. 


Window Screen Cartons 

National Screen Co., Suffolk, 
Va., is distributing a shipping- 
display carton’ for extension 
window screens which has full 
description on panel on how to 
use for display. 
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The Line that ; 
SOLD OUT in ’49 
Now FOUR WAYS 
BETTER for '50 


Model N-55 
12” Lo-Level Fan 
3 speeds 
(Also available for 
*50 in 10’ size 
single speed) 


NEW FINISHES 
Always tops in eye 
appeal .. . FASCO Fans 
for '50 are color-styled, 
finished for new beauty 
that lasts for years. 


NEW EFFICIENCY 


@ NEW SIZES 

The beautiful, fast-selling 
FASCO Lo-Level Fan... 
now made in TWO sizes 
... 12”—three speeds... 
and 10”—single speed. 


@ NEW MODELS 


You'll see several other 
new sure-fire sellers at 
the Housewares Show 
. ++ or WRITE NOW, for 
advance information ... 
they're the hottest news 
in the industry. 


FASCO Fans for '50 are 
again out front in overall 
performance . . . deliver- 
ing more air, more quietly, 
with longer trouble-free 
life. 





16” Model N-163 
Deluxe Heavy Duty 


10” Model N-103 12” Model N-128 
Standard Heavy Duty 





10” Model N-101 


{ 12” Model N-121 
Deluxe Heavy Duty 


Standard 








) WRITE! ' 


Be sure to get your 5 
) copy of the 1950 

FAN CATALOG { 
| +. NOW! ) 





_—_ -_ —- 
eee “nat 











16” Pedestal Model 
N-165. Adjustable 
in height—4 to 7 ft. 
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is Shelving Display wie Mus / C { 


Royal Lace Paper Works, 
Brooklyn, N. Y., is distributing 
, point of sale piece to promote 


Wen KITCHEN 
oR PENMIES / 








HES 

is in eye 
ASCO Fans 
olor-styled, 





ENCY its Royledge paper shelving. 
for '50 are Easled display produces several 
—— of the new patterns and serves to 
ore quietly, demonstrate that the paper is 
ceeeeuend child’s play to put up. Consoli- 
dated Lithographing Corp., 
Brooklyn, created the display. 


Burks Pump Colelogn Sweeter still in Fairfax 


The Decatur Pump Co., Deca-: 


tur, Ill., has issued two catalogs Our cash drawer ] NOW $H95 RETAIL 
which cover the entire Burks . 


























ydel N-128 “ ; S 
vy Duty water system line. Catalog 50 
no ‘a. se geting Dua NEW LOW PRICE for the famous COUNTER DISPLAY SELLS ON 
' ails on the single pipe ucer : : | oe ae 
oD ; sth ” anges FAIRFAX non-electric Door Knocker S!GHT AND SOUND! Ger details 
type deep well systems as well “hi; . . from your wholesaler or write: 
as information on the Burks Chime means a new high for you in 
dual purpose shallow-deep well chime sales! EDWARDS COMPANY, INC. 
systems. No. 50-Cl_ catalog E NORWALK, CONN. 
lel N-101 covers Burks complete line of Far and away the finest in the field, In Canada: Edwards of Canada, Ltd. 
eavy Duty condensation return units and EDWARDS’ FAIRFAX Carries with it the [ 
industrial pumps. extra sales punch of consistent adver- | CZ 
—- tising to your best customers. | Ch ordelle 
Ke ispl ; ‘ 
y Assortment Display Clatsieally styled, ie aioondes ELECTRIC DOOR CHIME 
Dur Safe Padlock & Hardware Co., brass, FAIRFAX adds a decorative note | SerNeee Seeerees 
50 Lancaster, Pa., offers a self-ser- . Stead aie d | CHORD, as long as en- 
1G viee key assortment display of distinction to every front door. trance button is pressed, 
i And its mellow musical note is guar- * a feature of this magnifi- 


Chime. Sequence of two 


anteed for absolute tone purity by the SQW nt FON ARDS Door 





a ss er sat 
DOOR_ ® KEYS exclusive Edwards’ Sonoscope test! symphonic notes for 
: ee ST oe Handy mirror on inside conceals rear-door signal.Chrome 
Main yi Ma mechanism. No fuss, no wires... no and white—or brass and mahogany. 
aah? asi) 4 s 7 : Sonoscope-tested for tone purity. 
Ln | ne or trouble installing. 


NEW LOW PRICE...NOW $695 











Which contains seven standard 


skeleton keys, 36 of each. Keys | ” 
te nickel plated | DWARDS OOF W004 


(Resume reading on page 14) —_— 
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It Sells 
as it Shows 


, ol0 
—/ 
CLOSET HANGER BAD se 
LENGTHS © 





HIS Shelby, three color, 

ready-to-use metal display 
takes closet hanger bars off 
your shelf — shows them on 
counter or wall where they'll 
sell. 


There’s an actual polished 
sample on the display — ad- 
justable sizes are clearly 
shown. Will fit spaces from 


18” to 72”. 
All screws are furnished— it’s 
ready to install—and there’s 


a multiple market in every 
home. 


YOU ean get this sales build- 
ing, profit making display, 
free. Mail the coupon for full 
details. 


The 


SHELBY SPRING HINGE 
Company 


The Shelby Spring Hinge Co. 
Shelby, Ohio 


Please tell me how I can get 
your Closet Hanger Bar Display 
free from my Jobber. 




















Announce Safety Award 
Merchandise Winners 


Ekco Products Co., Chicago, 
Ill., won the grand award for its 
Ekconomic low-pressure cooker 
sterilizer in the Lewis & Conger 





safety award competition. Bot- 
tles, nipples and the mixed 
formula are all sterilized simul- 
taneously. Ekconomic is equipped 
with an interlocking handle de- 
vice which prevents opening 
cooker if there is more than 1% 
lb. pressure inside. Safety of the 
unit for general cooking is 
achieved by the low pressure of 
3% lbs. 

Mary Proctor Hi-Lo ironing 
table combines safety and com- 
fort. Table is said to be almost 





impossible to tip over. Legs are 
off-set to provide knee room for 
sit down itoning. Proctor Elec- 
tric Co., Philadelphia, Pa. 

Allen Industries, Inc., Detroit, 
offers Rubber-Loc rug cushion 


adding non-skid safety to rug 
underlay. 

Improvement in the Can-O- 
Mat can opener including re- 
movable cutter and magnet 
earned award for Rival Mfg. Co., 
Kansas City, Mo. 

Two awards were given to 
Wooster Rubber Co., Wooster, 
Ohio, for the Tredeasy floor mat 














and the Safti-Cup bathmat. 
Sponge rubber pad on former 
eases fatigue and the molded 
surface provides firm footing. 
Also insulates against electric 
shock. Bathmat is heavily con- 
structed of molded rubber with 
suction vacuum cups on the un- 
derside. 





Glencoe electric heating pad 
employs a heavy thickness ol 
molded rubber to seal heating 
unit within. Electric cord is vul- 
canized into the pad. Its Neo- 
prene synthetic rubber is said 
to have strong resistance to wear. 
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FOR THE MAN 
OF THE HOUSE 


TOOLS ...CAR... 
SPORTS EQUIPMENT 









~ : 
5 Clear protective, water- 
i proof, flexible plastic 
coating for gardeners, 
car and boat owners. 
(S> Fast drying film protects 
golf clubs, fishing gear, 
tools. Handy spray dis- 
penser appeals to every- 


one. 


at 


FOR THE WOMEN 


PREVENTS TARNISH 

... SAVES HOUSEWORK 
Saves polishing bright- 
ware. Keeps doorknobs 
gleaming. Protects lamp- 
shades and wall paper. 
Stops screens from 
staining. Makes houses 
cleaner... 








longer. 





SEASONAL SALES 


. EXTRA PROFITS 


5 FOR YOU... 
ZB 


is Now’s the time to 
S cash-in on the big- 


gest buying demand 
for this household 


"Tied "must.”’ Available 
4 in 12 oz. spray dis- 





pensers, quarts and 


gallons. 


FOSTER & KESTER CO., INC. 


2601 N. Broad St., 


Phila. 32, Pa. 
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Glencoe Electric Co., New York 
City. 

No-Shok extension cord set is 
equipped with a built-in rotary 
cap which automatically closes 





the outlet when not in use. The 
Bell Electric Co., Chicago, Ill. 

Saf-T-Hook on which is 
mounted a sleeve which grips the 
hook-end when closed. Sleeve is 
held in a closed position by a 
steel thrust spring. Child could 
not open it. Vincent J. Lawler 
Co., Los Angeles, Cal. 

Steel grille permitting win- 
dows to be left open without fear 





of children falling called Gard- 
Rite. Gard-Rite, Inc., New York 
City. 


Electric Cooking Movies 


General Electric Corp., Bridge- 
port 2, Conn., has produced two 
motion pictures on electric cook- 
ing for consumer groups, titled, 
“Ingredient X,” which traces the 
use of heat for cooking purposes 
featured in the other film which 
is built about a teen-age girl’s 
actual experience in her mother’s 
kitchen and her fancied tour of 
the G. E. consumers institute. 
Both are 16 mm and available 
from the company’s film library 
in Schenectady, N. Y. 
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Divergent corrugations, saw style, drive across 
or with grain. Available in tempered cold rolled; 
steel, galvanized and solid brass. 
DEPTH: %”, %”. a7, %", %”, %", 1" 
CORRUGATIONS: 2, 3, 4, 5, 6, 7, etc. 
~SPECIAL SIZES TO ORDER 


IN BULK: In kegs of 50 or 100 Ibs., and car- 
tons of 500 or 1000. 


Most Popular Wood Joiner-- 











— For Everyone! 
OW NATIONALLY ADVERTISED! 


See your se write direct! 
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Independent Meta! Strap Co., Inc 
ESTABLISHED 1907 


232 Third St., Brooklyn 15, N.Y. 
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\ OUTSELLS © 


Because it 
OUT- 
PERFORMS! 













Hydraulic 
PUMP OILERS 








JL-17 
MECHANIC'S 
BOX 
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mounted 
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| i 
QUALITY DISPLAY "EM! THEY'LL 
SELL THEMSELVES! 
The genuine Golden Rod Oiler far excels the field. and is 
L| NE first ines of ranean sanitialies pel et al "Jest com- Comy 
| pare Golden Rod with any other for these outstanding 
| advantages: 





} 1. Thumb-pressure starts oil flow instantly. 
Here's a rugged beauty that stands alone as the 2 


FINEST MECHANIC'S BOX money can buy. It has 
everything, including pnerdiatlllity — outstanding 
appearance—great sales appeal. 


. Ejects oil up, sideways or down, without waste. 





3. Single drop or a stream. Volume determined by thumb-pressure. 
Up to 250 Ibs. tip pressure. 


4. Exceptionally rugged. Heavy welded steel. Made to last through 


Note these sales-clinching features: years of hard service. 
* eae cover. @ Lifetime cast alu- 5. Choice of three spout types — straight, \ 
@ Spot-welded seams. minum handle. angle, flexible. 
e —— @ Embossed design. 6. Guaranteed for 5 years! \ 
ee ie @ Nickel-plated ° | 
© Heavy, non-slip ; 2 Smaller Sizes i 
tubular "V"' handle. catches with pad- 
. . . lock has SQUIRT model '-pt. 
@ Piano hinge with P- ae Fits the “a> — 
water shed. @ Edges turned WT souls! 
@ Reinforcing corner double for extra- geen 
braces. strength. Detachable spout. — _ 
removable. Easy to fi an 
Size — 20” x 81/2” x 92”. Packed in individual cartons. = 
Shipping weight—11% Ibs. Pn 
They're hot sellers. Order now from your jobber. Golden Rod Fence Tools 





VALVE SPRING Order from your jobber. 
NE DU TTON-LAINSON CO. 


OZ OFZERLAOM | DEPT. 55 HASTINGS, NEsR. | [Goa 
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KEIL 


AUTOMATIC 
KEY 
DUPLICATING 
MACHINES 


No. 1A Machine 
only 


Complete with "AUTOMATIC SAFETY SWITCH” 


THIS MACHINE CANNOT BE OPERATED UNTIL 
‘GOOSENECK’ IS DISENGAGED — A MAGNIFICENT 
IMPROVEMENT AT REGULAR PRICE. 






USE OUR 


“PAY AS YOU PROFIT PLAN” 


Write today 


for Complete Information im P< (S00, 7 


KE YouPL/CATING MACHINES 


KEIL LOCK CO.,Inc., CHARLESTOWN,NEW HAMPSHIRE 
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National Brass Marketing 
Headed By George Macklin 


George Macklin, former 
general manager, Sager-Bar- 
rows Lock Works, has been 





GEORGE MACKLIN 


appointed marketing 
ger, National Brass 
Grand Rapids, Mich. 

Mr. Macklin will 


mana- 
Co., 
devote 





the principal part of his 
time to working with the 
direct factory representatives 
of the company and with the 


| dealers handling Dexter 
Locks. 
Mr. Macklin’s career in 


the hardware industry start- 
ed at the Sager-Barrows Co. 


in 1925, where he advanced | 


to assistant general manager 


in 1937. In 1941 he joined the | 


Eagle Lock Co. as vice presi- 
dent and director in charge 
of the plant operation. He 
returned to Sager-Barrows 
as general manager in 1944, 


Read it in 


Mr. DuTeau joined _ the 


| company in 1945 from Wash- 
| ington, D. C., where he was 


| has 


a position which he resigned | 


in 1949. 


member of one of the Hard- 
ware Advisory Committees 
of the War Production Board, 


with the machinery division 
of the Foreign Economic Ad- 
ministration in Control of 
Exports. In Nov. 1945 he 
opened a Firestone Dealer 
Store in Lincoln which he 
operated for over four years. 

Mr. Shonka was previously 
associated with the J. W. 
Shonka Hardware, Dwight, 
Neb. He served in the Ma- 
rines and joined Henkle & 
Joyce on his return. 


MANNING-BOWMAN NAMES 
BRODIE SALES MANAGER 

W. H. (“Steve’) Brodie 
been appointed sales 
manager of Manning, Bow- 
man & Co., Meriden, Conn., 


> ;now a division of McGraw 
During the war he was a | 


and as well served on one of | 


the War Man-power Com- 
mittees in the eastern area. 


tional Contract 
Association. 








U. S. STEEL PRODUCTS 
NAMES T. M. STINSON 


Thomas M. Stinson, form- 
erly district sales manager 
of United States Steel Prod- 
ucts Co., in the St. Louis, 
Mo., territory, has been ap- 
pointed general manager of 
sales with headquarters at 
30 Rockefeller Plaza, New 


York City, it was announced | 


recently. He is succeeded as 
St. Louis district sales mana- 
ger by G. P. Wardley, Jr., 
formerly a salesman at the 
Sennett Mfg. Division of the 
Products Co., in Chicago, III. 

Mr. Stinson joined the steel 
shipping container industry 
in 1913 where he was em- 
ployed by the Detroit Range 
Boiler & Steel Barrel Co., ris- 
ing to sales manager. 

In 1933 he moved to St. 
Louis, Mo., to become asso- 
ciated with the National 
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| the 


Enameling & Stamping Co., 
and in 1936 was appointed 
general manager of the steel 
drum division of that com- 
pany. He joined United 
States Steel Products in 1949, 
as district sales manager al 
St. Louis. 

Mr. Wardley’s office will be 
room 508, Rialto Bldg., 220 
North 4th St., St. Louis. 





HENKLE & JOYCE ADDS 
TWO NEW BUYERS 


Henkle & Joyce Wholesale 
Hardware Co., Lincoln, Neb., 
wholesalers, has announced 
the appointment of two buy- 
ers, Edwin J. DuTeau, for 
the housewares department 
and in charge of compiling 
new catalog, and Joe 
Shonka, director of the power 
tool and electrical depart- 
ment. 


Electric Co. 

Mr. Brodie leaves Bruno- 
New York, Inc., where he 
has been sales manager for 
the past two years. In this 


| capacity he directed the dis- 


: | tribution and merchandising 
He is a member of the Na- | 


Hardware | 


of International Harvester 
refrigeration, Presto cook- 
ers, and other appliances in 
the New York metropolitan 
market. Previously he had 


| been associated with Mont- 
| gomery Ward & Co. and W. 


T. Grant Co. in various mer- 
chandising and buying ca- 
pacities, over a period of 21 
years. 





W. H. BRODIE 
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HARDWARE AGE FOR 
A. H. STRUNCK DIRECTS 
RUBBERMAID SALES 
A. H. Strunck, who joined 


The Wooster Rubber Co., 
Wooster, Ohio, last year as 





STRUNCK 


A. 


assistant sales manager, has 
been appointed sales man- 
ager for the entire Rubber- 
maid houseware _ division, 
president James R. Caldwell 
announced. 

Mr. Strunck formerly 
served the Buckeye Alumi- 
num Co., Wooster, as sales 
manager; the National Enam- 
eling & Stamping Co., Mil- 
waukee, as sales promotion 
manager, and the W. T. 
Rawleigh Co. 





MATHER DIRECTS PRATT 
CENTRAL DIVISION 
Harold E. Webster, 


presi- 


paint and varnish makers, 
recently announced the pro- 
motion of Richard B. Ma- 
ther, central division, Buf- 


falo to the position of sales 
manager of the division. 

Mr. Mather became an em- 
ployee of the company in 
1928. Much of his time in 
the central division has been 
devoted to the promotion of 
architectural sales. 

He has been active in the 
affairs of the paint industry, 
having served as president 
Var- 
nish and Lacquer Associa 
tion. 
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COOLERATOR APPOINTS | 
GENERAL SALES MGR. 
W. C. Conley, Jr., has been 

appointed general sales man- 

ager for The Coolerator Co., 





WwW. C. 


CONLEY, 


JR. 


Detroit, Mich., it was an- 
nounced by Ward R. Schafer, 


vice president and general | 
manager. 
In his new position, Mr. 


| 
Conley will coordinate all the | 
component activities of the | 
entire Coolerator marketing 
division. 

Included in Mr. Conley’s 
responsibilities will be the 
supervision of all field and | 
home office sales personnel, | 
advertising, sales promotion, 


sales training, publicity, | 
market research, and order | 
service. 


| 


DECATUR PUMP 
BUILDING ADDITION 


The Decatur Pump Co., | 
Decatur, Ill., is building an | 
addition 100 by 241 ft., and | 
of fire proof construction. It | 

| 
8 to be completed by June 
15th. 


MILT HAAS RESIGNS AS 
MAYFLOWER GEN. MGR. 


Milton E. Haas, 195 Un- | 
derhill Ave., Brooklyn 17, | 
N. ¥., has announced his | 
resignation as general man- | 
ager, sales executive, home | 
appliance division Mayflower | 





originators 


AGE while it’s NEWS 


THE TRADE 


Industries. Mr. Haas also an- 
nounced that he not at 
present connected with the 
distribution or sales of: Thor 
home laundry 
Estate gas 


is 


and 


tors, freezers and John Meck 

television receivers. 
DISCONTINUE MFG. 
OF PLASTISCREEN 


Stuart M. Jones, sales 
manager, The New York 
Wire Cloth Co., 445 Park 
Ave., New York City 22, 


of Plastiscreen, 
has announced that it is dis- 


| continuing the manufacture 


and sales of this screening. 
All stock on hand is offer- 
ed direct to dealers at dras- 
tically reduced prices, below 
manufacturing cost, $3.50 
per sq. ft. Dealers should 
contact company for data. 
ELECT AHERN DIRECTOR 
BINGHAM-HERBRAND 


Roland J. Ahern, president 
and general manager of The 
Billings & Spencer Co., Hart- 
ford, Conn., was recently 
elected a member of the 
board of directors of The 
Bingham-Herbrand Corp., of 
Toledo and Fremont, Ohio. 
Bingham-Herbrand acquired 
control of Billings & Spencer 
in 1949, at which time Mr. 
Ahern was re-elected presi- 
dent and general manager. 





ROLAND J. AHERN 
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ROY INGERSOLL HEADS 
BORG-WARNER CORP. 


Roy C. Ingersoll, previous- 
ly vice-president of Borg- 
Warner Corp., Chicago, IIL, 


was elected president to suc- | 
| ceed C. S. Davis, president of 


the corporation for the past 
21 years, at a meeting of the 
board of directors on April 
28, 

Mr. Davis was elected to 
the newly created office of 
chairman of the board. 

G. A. Shallberg, previously 


executive vice-president of 
Borg-Warner, was named 
chairman of the executive 


committee. Mr. Ingersoll, in 
addition to his duties as 
president, will assume the 
duties formerly assigned to 


the office of the executive 
vice-president. 

Both Mr. Davis and Mr. 
Shallberg in their new posi- 
'tions will remain active in 
the corporation. 

A. P. Emmert, of Muncie, 





Ind., president of the corpo- 
ration’s Warner Gear Divi- 
sion, a position which he will 
continue to hold, was also 
elected a vice - president. 
There are three other Borg- 
Warner vice-presidents — H. 
E. Blood, J. L. Dryden and 
G. P. F. Smith. 

Mr. Davis, one of the 
founders of Borg-Warner 
Corp. in May, 1928, served 
as chairman of the board 
during the first year and has 
been president ever 
then. For many years Mr. 
Davis was president of the 
Warner Gear Co., one of the 
four automotive parts com- 
panies that joined to form 
Borg-Warner two decades 
ago. 

Mr. Shallberg joined Borg- 
Warner in 1928 as general 
counsel. He was a_ vice- 
president from 1939 until 
1942, when he was elected 
executive vice-president. 


since | 


| Mr. Ingersoll has partici- 
pated, as a member of the 
executive committee and the 
board of directors, in every 


di- 
has 
the 

of 


years. 


|phase of Borg-Warner’s 
versified operation. He 
been vice president of 
United States Chamber 
Commerce for many 


As president of the Inger- 


soll, Franklin and Calumet 
steel divisions of sorg- 
Warner, Mr. Ingersoll has 
been the operating head of 
five plants and mills’ in 
Chicago (West Pullman), 
Chicago Heights, Ill., New 
Castle, Ind., Kalamazoo, 
Mich., and Franklin, Pa. 
Mr. Ingersoll’s father, in 
1884, the late Stephen A. 


Ingersoll, formed the Sand- 
oval Mfg. Co., which was the 
forerunner of the present 
Ingersoll Steel Division. The 
company made discs and ag- 
ricultural implement parts. 
The young Roy _ Ingersoll 
from the age of 12 worked 
in the plant during every 
school vacation as a machine 
operator, learning every 
| phase of the business. 

In 1916 the Ingersoll com- 
pany, which had moved to 
Galesburg, Ill, purchased 
the Indiana Relling Mill Co. 
at New Castle, Ind., in order 
to have a source of supply 
for the steels they 
required. 

In 1929 the recently formed 
Borg-Warner Corp., seeking 
|a reliable source of material 


special 


for clutch plates and agri- 
leultural discs, acquired the 
|Ingersoll business. The In- 
| gersoll Steel Division was 
| created and the Galesburg 
plant was moved to Chicago. 
| Roy Ingersoll became divi- 
|sional president and a di- 
|rector of Borg-Warner. He 


was a vice-president of Borg- 
Warner from 1936 until his 
| elevation to the presidency. 
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Industrial Supply Convention — 
To Stress Teamwork in 1950: 


Adopting as its theme, 
“It’s 50-50 in ’50,” the In- 
dustrial Supply Convention 


will be officially opened with 
a Grand Opening Meeting of 
the three sponsoring associa- 
tions on Monday morning, 
May 22, at 10:30 a.m., in the 
Grand Ballroom of the At- 
lantic City, N. J., Public Au- 
ditorium. The program for 
the three-day convention, 
which will be concluded on 
Wednesday, May 24, will con- 
sist of two joint sessions and 
one morning of closed meet- 
ings of the three associa- 
tions. 

The associations 
the convention are the Amer- 
ican Supply & Machinery 
Manufacturers’ Assn.,_ R. 
Kennedy Hanson, 1108 Clark 
Bldg., Pittsburgh, Pa., 
eral manager; the Southern 
Supply & Machinery Dis- 
tributors’ Assn., E. L. Pugh, 
712 Volunteer Bldg., Atlanta 
3, Ga., secretary-treasurer, 
and The National Supply & 
Machinery Distributors’ 
Assn., Henry R. Rinehart, 
505 Arch St., Philadelphia, 
Pa., secretary-treasurer. 


Featured speaker at the 
Monday Grand Opening 
Meeting will be Ralph J. 


Cordiner, executive 
president, the General Elec- 


tric Co. On Tuesday the three | 


holding | 


gen- | 


vice- | 





associations will meet sepa- 
rately in closed sessions and 
on the concluding day of the 
convention, the following 
speakers will be on the pro- 
gram. 

Joe W. Pitts, president, 
Brown-Roberts Hdwe. & Sup- 
ply Co., Ltd., Alexandria, La., 
will talk on “What a Distrib- 
utor Expects From a Man- 
ufacturer.” William A. Pur- 
tell, president, Holo-Krome 
Screw Corp., Hartford, Conn., 
will reply with “What a 
Manufacturer Expects From 
a Distributor.” “Teamwork 
Rings the Bell’ will be an 
address by Vernon E. Vining, 
sales training and marketing 
consultant, Westinghouse 
Electric & Mfg. Co., Mans- 


field, Ohio. At the end of the | 


session, the new officers for 


the associations will be in- 
troduced. 

On Monday and Tuesday 
afternoons, from 1:30 p. m. 


to 5:30 p.m., the Conference 
Booth Program will be un- 
derway in the Auditorium. 
Among the convention enter- 
tainment features, there is a 
luncheon and style show for 
the ladies in the Rose Room, 
Marlborough-Blenheim Hotel, 
at 12:30 p.m. on Monday and 
a dance (dress optional) in 
the American Room, Hotel 
Traymore, on Tuesday from 
9 p. m. to 1 a. m. 








HATCH NEW ORLEANS 
MGR. FOR COLUMBIAN 


Captain Alymer R. Hatch 


has been appointed to succeed | 


Evan Edwards as manager 
of the New Orleans branch | 


of The Columbian Rope Co., 





ALYMER R. HATCH 
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Auburn, N. Y. He transferred 
from the New York branch 
| where he specialized in rope 
for marine Captain 
Hatch holds a master mari- 
ner’s certificate 
| him to render service as 
Master on any ocean and any 
tonnage vessel. During the 
war he was appointed by the 
Navy to head of the Depart- 
ment of Naval Science at the 


uses, 


| U. S. Merchant Marine Aca- | 


| demy at Kings Point, New 
York. He then served as 
commanding officer of seve- 
ral construction battalions 
and later port commander 
of Guam. After the cessation 
of hostilities, he returned to 
| the New York branch. 

Mr. Edwards retired from 
active duty on April 1, on the 
advice of his physician. He 
had been associated with 
Columbian for 27 years. Mr. | 
Edwards first sold for one of | 
| the large oil companies; en- | 
| listed in the army in 1916 | 


licensing | 


and upon his return entered 
the import-export business. 
He spent much of his time | 
outside the United States but 
returned in 1923 to join the | 
Columbian sales staff. | 

| 





1925 he was appointed man- 
|}ager of the 
| branch. 

Allen K. Strong will as- 
| sume the duties of Captain 
| Hatch at the New York 
branch. Mr. Strong has been 
closely associated with the | 
| Columbian Mills for 20 years. 
| For several years he has 


New Orleans 





EVAN EDWARDS 


been specializing in ma- 
terials handling and at pres- 
ent is president of the Ameri- 
can Material Handling So- 
ciety, Inc. 





KELLEY-HOW-THOMSON 
ELECTS OFFICERS 

The board of directors of | 
Kelley - How- Thomson Co., | 
hardware wholesalers, Du- | 
luth, Minn., has announced 
the election of Adam C. 
Thomson, chairman of the 
board. Other officers include 
G. W. Welles, Jr., president; 
Ingvold Wold,  vice-presi- 
dent; Mrs. B. W. How, vice- 
president; J. P. Harvey, sec- | 


retary-treasurer; and B. H.| 
Killorin, assistant secretary | 
and treasurer. 





CLEVELAND CAP SCREW 
PLUS FIVE CLUB DANCE 


The Cleveland Cap Screw 
Co., Cleveland, Ohio, recent- 
ly held its fifth annual ban- 
quet and dance for the Plus 
Five Club, held at the Tudor | 
Arms Hotel. J. W. Fribley | 
presented the service awards | 
and Harry Willett was toast- 
master. Sherman Rogers, | 
president, Sherman Rogers 
Publications of Cleveland | 
addressed those attending. 


| been 
|of New 


DOUMA HEADS NESCO 
ELECTRICAL SALES 
The appointment of George 
M. Douma as sales manager, 
electrical division, National 





M. DOUMA 


GEORGE 


Enameling & Stamping Co., 
Milwaukee, has been an- 


| nounced by Arthur Keating, 


Nesco president. 

Mr. Douma has been with 
Nesco for five years. During 
that period he served as sales 
manager, national accounts 
division; western division 
manager in charge of house- 
wares, electrical products and 
stoves, and assistant sales 
manager, electrical division. 





RE-ELECT P. V. GALVIN 
MOTOROLA PRESIDENT 


Paul V. Galvin was re- 


| elected to his post of presi- 


dent of Motorola, Inc., at 
the annual stockholders 
meeting held recently. 

The other officers were 
also re-elected. They are 
Robert W. Galvin, Elmer H. 
Wavering, Walter H. Stell- 
ner, Frank J. O’Brien, Daniel 
E. Noble and George R. 
MacDonald, all _ vice-presi- 


| dents. Charles E. Green was 
| re-elected secretary. 


A. P. SMITH VICE PRES. 
NEW ENGLAND SHADE 
A. Paul Smith, Jr., has 
elected vice-president 
England Shade & 
Blind Company, Inc., Dur- 
ham, Conn., it was recently 
announced. 


He had been previously 
associated with a_ North 
Carolina textile manufac- 


turer in both manufacturing 
and sales capacities. 

In his new capacity Mr. 
Smith will have charge of 
the sales programs of New 
England Shade & Blind Co. 
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Schlage “Long Backset’ 














Clee of impressive, large escutcheons is 
made possible by the Schlage “long backset”—a new 
and notable design factor for dramatic treatment 
of entrance doors. Extreme flexibility of placement is 
indicated by centering of the Schlage lock on the panel 
door illustrated. 

Schlage “long backset” locks are easy to install—have 
the dependable Schlage mechanism— proved by more 
than a quarter century in use. 

Do you have the new Schlage brochure illustrating “long 
backset” locks and designs? You may have your copy by 
requesting booklet No. H -630. 





“Pantheon” Design, with 8" escutcheon— 
may be placed 5” to 24” from the door 
edge with the Schlage “long backset.” 











SCHLAGE LOCK COMPANY 
Bayshore Blvd., San Francisco + Empire State Bldg., New York 


SCHLAGE...FIRST NAME IN CYLINDRICAL LOCKS 
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500 Housewares Exhibitors to 
Show Wares and Display Ideas 


With manufacturer _ re- 
sponse at an all-time high, 
there is every indication that 
the 13th National House- 
wares and Home Appliance 


Exhibit to be held July 10- 
14, Atlantic City, N. J., will 
be among the most successful 
ever staged, according to A. 
W. Buddenberg, executive 
secretary, National House- 
wares Manufacturers Asso- 
ciation, 1140 Merchandise 
Mart, Chicago. 

Demand for exhibit space 
has greatly exceeded the sup- 
ply, he said, making it neces- 
sary to use every available 
sq. ft. on both levels of the 
Atlantic City Auditorium. 

Limited to the trade, the 
show will open on Monday 
and run through the follow- 


ing Friday. Products from 
the plants of 500 manufac- 
turers will greet an _ esti- 
mated 8,000 buyers from 
throughout this country, 
Canada and abroad. 

Many exhibitors plan to 
have at least one new item 


ready for the show, Mr. Bud- 
denberg said. 


Considerably more’ than 
half of the exhibitors are @x- 


pected to have custom built 
displays ranging in cost 


from a few hundred dollars 


co thousands. 


“Manufacturers are not 
only concerned with merely 


‘showing’ their products,” 
Mr. Buddenberg commented. 
“Tt is apparent that they are 


7,00) buyers will receive ad- 
vance registration cards. In 
the same mailing, will be a 
classified index of all exhib- 
itors. 

A “Housewares Show Spe- 
cial Through Train” from 
Chicago to Atlantic City will 


be operated by the Pennsyl- ! 


vania Railroad in coopera- 
|tion with the NHMA. The 
first class train will leave 


| Chicago on Saturday, July 8, 


give buyers practical display | 


and merchandising 

which can copied 

housewares department. 
Exhibitors will occupy 757 


be in a 


booths covering approxi- 
|mately 125,000 sq ft. of 
space on the boardwalk au- 
ditorium’s two floors. A com- 


plete restaurant of about 
1,000 square feet will be set 
up on the lower level. Exhib- 
itors will be permitted to 
start setting up their dis- 
plays on Thursday, July 6. 
Exhibits must remain intact 
until the closing hour of the 
show on Fridav, July 14. 
Show hours will be from 9 
A.M. to 5 P.M. daily. 

About June 1, upwards of 











CARL SWENSON, 





85, VETERAN EMPLOYEE of Ray-O- 


Vac Co., Madison, Wis., is shown handing the one billionth 
leakproof battery from the production line to Oscar Renne- 
bohm, governor of Wisconsin. Nearly 1,000 plant and office 


employees joined with 75 dignitaries on this occasion. 


In 


commemoration of the event, Gov. Rennebohm will present 
gold Billioneer flashlights to the governors of the other 47 


states and the territories of Alaska and Hawaii. 


Following 


that program, a reception was held at the Madison Club where 
the billionth cell was displayed in a diorama depicting what 
one billion batteries mean in terms of size, power generated 


and horsepower. 


D. W. Tyrell, company president, said, 


“If the batteries were made into a single cell it would stand 


5,929 ft. high and 3,294 ft. in diameter and would produce 


electrical energy equivalent to 


10 million horsepower hrs. 


To count the batteries would take a person 85 years working 
eight hours a day, five days per week.” 


186 


ideas | 


| tral 


| hold 


at 2:15 P.M. CST, and ar- 
rive in Atlantic City Sunday, 


July 9, at 8:00 A.M. EST. 


A similar service will be pro- 


making a concerted effort to | vided back to Chicago after 


the close of the show. 


CENTRAL STATES CLUB 
HAS 12TH GOLF PARTY 
AT TAM O’SHANTER 
Ben Leve, secretary, Cen- 
States Hardware Club, 
Suite 359 LaSalle Hotel, 
Chicago 2, TIil., has 
nounced that the club will 
its 12th annual golf 
party June 22, 1950, at the 
Tam O’Shanter Country Club 

in Chicago. 

A full day of golf and en- 
tertainment including lunch 
and dinner is planned for all 


members and their guests. 
Frank J. Koch, McKinney 
Mfg. Co., is general chair- 


man; H. Lee Murphy, Rich- 
ards-Wilecox Mfg. Co., is 
chairman, entertainment. 

E. J. Flood, American 
Chain & Cable Co., will ar- 
range foursomes; Lowell S. 
Pickup, The Stanley Works, 
Ine., will seore; James A. 
Billings, treasurer, and Ben 
Leve, The Carborundum Co., 
secretary. 


EAGLE RULE NAMES 
ROD LABELLE AGENT 


Evald H. Gasstrom, vice- 
president in charge of sales, 


| Eagle Rule Mfg. Corp., New 


York 59, N. Y., has an- 


| nounced the appointment of 


| the 


Rod LaBelle Co., 621 


| Plymouth Bldg., Minneapolis 


3, Minn., as direct factory 
representative in _ TIlinois, 
Wisconsin, Minnesota, North 


| and South Dakota and North- 


ern peninsular of Michigan. 

A Chicago office is main- 
tained at 53 West Jackson 
Blvd., under the direction of 
Bob Hemphill. 


They will offer Eagle 
Rule’s full line of Royal 
Eagle, All American, and 


Columbia Folding rules, all 


| of which are made with the 


| exclusive riveted strike-edge 


joint, as well as the other 
rules in the line. 


C. H. BIGELOW JOINS 
BILLINGS HARDWARE 
ea: 
|merly associated with 
well, Ozmun, 





Cc, H. 


BIGELOW, JR. 


an- | 


hardware’ wholesalers, St. 
| Paul 1, Minn., as treasurer 
| has been named sales man- 
| ager and vice-president of 
| Billings Hardware Co., Bil- 
lings, Mont. wholesalers. 
|The Billings company trav- 
els eight men, covering the 
state of Wyoming and Mon- 
tana. 


JAMES JONES ADDRESSES 
CREDIT MEN MEETING 


James N. Jones, treasurer 
of Decatur & Hopkins Co., 
hardware wholesalers, Bos- 
ton, took an active part in 
the 54th annual convention 
of the National Association 
of Credit Men, held in Los 
| Angeles, Cal., recently, ad- 
dressing the industry group 
meeting of the hardware 
wholesalers on the subject, 
“Collection Correspondence.” 





FONES BROS. HARDWARE 
MARKS 91 YEARS 


| Robert H. Baker, president 
and treasurer, Fones Bros. 
| Hardware Co., Second and 
| Rock Sts., Little Rock, Ark., 
| wholesalers, has announced 

that 1950 is the 91st year of 
| service conveyed by the com- 

pany. Daniel Gilbert Fones 
established his Tin Shop in 
1859. Soon after his brothers 
joined him forming Fones 
Bros. partnership. The oF 
ganization, having its begin- 
ning during the era of the 
ox-cart and river-boat has 
seen the development and 
general useage of the rail- 
road, car, airplane, electric 
lights, telegraph, telephone, 
| radio and television. 
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Ready-Mixed 
For Instant 
Application 


a. paint traffic blues with ‘Harmony Hues'’'—a symphony 
of popular pastel colors for gracious living. Factory mixed and factory 
matched, ‘Harmony Hues"’ are made from special, TREATED PIGMENTS and special 
vehicles to assure smooth, desired finishes without streaking, ghosting, shadows or 
uneven penetration. 


12 Beautiful “HARMONY HUES” In 3 MATCHED Finishes: 


French Blue 
Sunlight Yellow 
Caen Stone 
Avocado 
Chartreuse 
Mellow Ivory 


Blush Pink 
Twilight Grey 
Blue Pastel 
Melon Green 
Nu Cream 
Peach Bloom 






FLAT 
SEML-GLOSS 
ENAMEL-GLOSS 





‘Harmony Hues” May Be Intermixed, for 
an Endless Variety of Gay, Exciting, Modern Colors 






Be first with this foremost line of gay, new pastel colors. Sell them along with the 
complete line of COOK & DUNN Paints, Enamels, Varnishes and Stains. 
The C & D sign in your window is your customers’ guarantee of consistently 

better quality. 








W! The Only Single Tube System 
DUNN 

cOoLo RS 

OLORMAGIC 


ULAR SHADES 






Paintings fun with # 
COOK & DUNN 


with C 
108 MOST pOP 


COOK & DUNN PAINT CORP. © Cook & Dunn Building * Newark 1, N. J. 
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TREADWAY, PRESIDENT 
HORTON MFG. COMPANY 


Graham R. Treadway, 
West Hartford, who has 
been vice-president in charge 
of sales, has succeeded Her- 
bert C. Lagerblade as presi- 
dent of The Horton Mfg. Co. 

Mr. Treadway worked for 
a time at The Horton Mfg. 
Co., then went to the Bristol 
Bank & Trust Co. From 
there he went to the Hart- 
ford Connecticut Trust 
where he became an assis- 
tant vice-president before en- 
tering the Navy. 

He returned to 
ton Mfg. Co. in 1946 as 
sales manager for fishing 
tackle, was made a director 
in Nov., 1946, and vice-presi- 
dent in charge of sales, 1949. 


The Hor- 


Mr. Lagerblade went to 
Bristol from Youngstown, 
Ohio, where he was golf pro- 
fessional at the Youngstown 
Country Club. He became 
associated with The Horton 
Mfg. Co. in 1921 as a golf 
advisor to aid in the develop- 
ment and 
steel golf shaft. He 
made a director in 1927 
president a year later, 
president in Nov., 1941. 

During his years with The 
Horton Mfg. Co., Mr. Lager- 
blade has been very active 
in the field of golf. 


was 
, vice- 
and 


assisted in the design of 
many golf courses, among 
them being Chippannee, in 
Bristol. 








W. C. RETZLOFF RETIRES | 
| Wm. C. 


AFTER SERVING TRADE 
FOR 46 YEARS 

W. C. Retzloff, 

tired May 1 as a Wisconsin 

salesman, for Marshall-Wells 


Co., Duluth, Minn., hardware | 


wholesalers, after 46 years 
as a hardwareman, was 
honored recently at the Anti- 
go (Wis.) Country Club by 
about 20 hardware dealers 
on whom he called for many 
years. All but about 10 years 


of that time he had been as- | 


sociated with Marshall-Wells. 
Toastmaster was Reuben 
Lendved, Clintonville, Wis., 
hardware dealer, on whom he 


had continuously called for 
21 years. In behalf of his 
hardware friends H. H. 


Meyer, hardware dealer of 
Shawano, Wis., presented a 
gold wrist watch and 
some verses, “Toast to a 





W. C. 


RETZLOFF 


188 


who re-| 


Man With a _ Reputation— 
Retzloff.” 

In 1904 Bill Retzloff 
started with Ni-hols-Deane 
& Gregg, St. Paul, Minn., as 
an order clerk, going to the 
city desk in 1910 and later 
ealling on blacksmiths and 
industrial plants in the city. 
He joined FE. Garnich & Sons 
Hardware Co., Ashland, Wis., 
wholesalers in 1911, traveling 


northern Wisconsin and up- 
per Michigan. Like other 
veteran hardware salesmen 


he had his share, in the early 
days, of livery horse travel 
and long jaunts afoot, often 
through timberland. 

He joined Marshall-Wells 
in 1914, first in the pricing 
department and then in the 


promotion of the | 


| Others 
Besides | 
| being a fine player, he has 


audit department, later re- 
ceiving what was then a new 
territory for that company 
in Wisconsin, making his 
home and headquarters at 
Antigo, Wis. He recalls that 
his first year’s quota was 
$35,000, his acual sales ex- 
ceeding $70,000, and says 
that “a $500 order was a 
premium. They would kiss us 
for that size order at that 
time.” 

ELECT MAX KERTZ 

DURALINE PRESIDENT 


The election of Max 
Kertz as president of the 
Duraline Sales Corp., of New 
York and Maspeth, L. L, 
was announced recently. 
named are H. B. 
Pearl, vice-president; David 
Robinson, secretary; and 
Sidney Bautz, treasurer. 

Mr. Kurtz is a former 
president of the Housewares 
Club of New York. Mr. Kurtz 
is also vice-president of Len- 
nox Metal Mfg. Company. 





MAX KERTZ 








| Supplee-Biddle-Steltz Co. Conducting 


read | 


Retail Hardware Dealers’ Selling Course 


Wm. Geo. Steltz, Jr., as- 
sistant to the president, has 
announced that Supplee- 
Biddle-Steltz Co., of Phila- 
delphia, Philadelphia 5, Pa., 
is conducting in coopera- 
tion with Temple University 
a Retail Hardware Dealers’ 
Selling Course consisting of 
45 three hour sessions. The 
instruction is being handled 
by Temple and many com- 
panies in the hardware field. 
The purpose of this course, 
according to Mr. Steltz, is to 
build customer good will, in- 
crease sales through better 
selling methods and to pro- 
vide a better understanding 
of modern business methods. 

Among the companies who 


have already accepted are: 
Black & Decker, General 
Electric, Wilson Sporting 
Goods, National Pressure 


Cooker Co., Irwin-Auger Bit 


Co., Ekeo Products Co., Star 
Brush Mfg. Co., The Beacon 
Co., Corning Glass Works, 
Chicopee Mfg. Co., Reming- 
ton Arms Co., F. H. Lawon 
Co., Reo Motors, Inc., Penn- 
sylvania Lawn Mower Divi- 
sion of American Chain & 


Cable Co., Revere Copper & | 


Brass Co., Sargent & Co., 
Billings & Spencer Co., Peck, 
Stow & Wilcox Co., Shirley 
Corp., Tomlee Tool & Engi- 
neering Co., Swan 
Co., and New York Wire 
Cloth Co. 


Rubber | 





JOE R. VANCE 


ILLINOIS SALES HEAD 
FOR MAYTAG PRODUCTS 

The Maytag Co., Newton, 
lowa, has announced the ap- 


pointment of Joe R. Vance 
as regional sales manager 
for 29 counties in south- 


western Illinois. He has been 
assigned to the Chicago 
branch office. 

Mr. started work- 
ing in the Maytag alumi- 
num foundry during the 
early days of the war and 
later, after a period of train- 


Vance 


ing, he was named liaison 
man between suppliers, 
prime contractors and the 


company. For a time he was 
liaison man between the Art- 
kraft Corp., of Lima, Ohio, 


and Globe American Corp., 
Kokomo, Indiana, and the 
company. 


In 1948 he was appointed 
manager of the Maytag 
home freezer division with 


| supervision over production, 


merchandising 
May- 


distribution, 
and promotion of the 
tag home freezer. 


WOOSTER RUBBER ERECTS 
TWO STORY ADDITION 


Following a 53 per cent 
increase in production facili- 
ties last year, The Wooster 
Rubber Co., Wooster, Ohio, is 
erecting a new _ two-story 
plant addition. 

The building is scheduled 
for completion in July and 
will add more than 52,000 
square feet of floor space to 


the firm’s plant facilities, 
which represents a 114 per 
cent increase over the floor 


space of the original plant. 
Wooster’s management ex- 
pects the increased facili- 
ties to help stabilize employ- 
ment for its workers on 4 
year-round basis, eliminat- 


| ing seasonal lay-offs. 
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HIGH PROFITS and SATISFIED CUSTOMERS FOR SURE...when you sell 


" HIGH-PRESSURE 
Aerosol INSECT-O-BLITZ 


at Low Pressure Price! 


For the first time this well-known Aerosol is NOW 
AVAILABLE IN HIGH-PRESSURE! 




















NEW | VALVE...Finger-tip control to end the 


hard work of moth proofing—opens and closes at 
the touch of the finger. Unique Safety-Lock fea- 
ture prevents any loss or waste of pressure or fluid. 


KILLING POWER...High Pressure 
causes a much finer dispersion of these death deal- 
ing particles. They stay suspended in the air much 
longer and actually float into every crack and 
corner of the home—under furniture—behind cur- 
tains and drapes — to knock down and kill flying 
insects you can’t even see. Kills more insects and 
kills them quicker—by actual laboratory test. 





THE 100 % KILLER... Actual laboratory tests show the 
following results (complete report available on request). 














100% KILL | |->S6% KILL: || |”. 81% KILL 
Insect-O-Blitz Formula A Formula B 


High Pressure Bomb (32 pound pressure (36 pound pressure 
achieved 100% kill bomb) killed 56% bomb) somewhat 
in 24 hours. in 24 hours. higher pressure, 

killed 81% in 24 hrs. 





HURRY...Warm weather 
means FLIES — BUGS and 
INSECTS — a housewife 
buys aninsect bomb for 


HIGH-PRESSURE AEROSOL INSECT-O-BLITZ KILLS "EM QUICK 
AND SURE—MAKES OTHER LOW PRESSURE BOMBS OBSOLETE 


only one reason—to see 





these insects drop—and 


—) peewee I  arop fast—She will be 
TCO CO. pivision oF inpusteiaL MANAGEMENT Corp. = 
eS tpl PO ES oe aati ; shopping soon. 
Spring St., LOS ANGELES, CALIF.and HOBART, INDIANA 


ag See 


ae 
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W. S. Shoffstall Sales Head 
With Ludman Corporation 





W. S. Shoffstall has been 
appointed general sales man- 
ager of Ludman Corp., P. O. 
Box 4541, Miami, Fla. Mr. 
Shoffstall’s first post was 
sales and engineering with 
Truscon Steel Co. Later he 
spent three years as structu- 
ral engineer for Stone & 
Webster, Inc., Boston, Mass. 

During the past 25 years 
Mr. Shoffstall served with 
Detroit Steel Products Co., 


as sales manager in the Buf- 


falo area, then, in the same 
capacity in the 
southern territory of 
states. Since 1946 he had 
been manager of Detroit’s 


industrial and housing divi- | 


sions at the home office. 








MERIT PRODUCTS MOVES 
TO CULVER CITY, CAL. 


All offices and manufac- 
turing facilities of Merit 
Products, Ine., have been | 


moved from Los Angeles to | 


Culver City, Cal. The build- 
ing has been’ completely 
renovated’ to 
fabrication, assembly, ware- 


housing, and shipping facili- | 


ties, as well as 2000 sq. ft. 
of office space for executive 
personnel. 
DAVIS COVERS SEATTLE 
FOR PROCTOR ELECTRIC 
F. J. “Bud” Davis 
been made Seattle 
manager for the 


has 
district 
Proctor 





DAVIS 


F. J. 
Electric Co., Philadelphia, 
Pa. His territory will cover 
the states of Washington, 
Oregon and Montana. 

Prior to joining Proctor, 


190 


| of the 


accommodate | 


Mr. Davis was on the staff 
Westinghouse Elec- 
tric Supply Co., Seattle. His 
most recent 


Appliance Co., Seattle. 


G.E. DEPT. ESTABLISHES 
MID-STATES AREA 
General Electric’s 
and 12th Apparatus Depart- 
ment sales district, 
lished March 1 with head- 
juarters at St. Louis, will be 
known as the Mid-States dis- 


trict, it was announced by 
G. F. Maughmer, manager 
of the district. 


NEW ACCOUNTING SYSTEM 
FOR CROSLEY DEALERS 


A complete 
system, that incorporates up- 
to-date business and man- 
agement techniques, has been 
devised by the Crosley Divi- 
sion of Aveo Mfg. Corp., for 
the use of its franchised 
major appliance dealers. 

The system is contained in 


a manual that outlines only | 
accounting | 


the necessary 
functions to provide the deal- 
er with complete control of 
his business activities. 

The accounting system 
comes in a standard package 
that contains a chart of ac- 
counts with complete descrip- 
tion of all accounts, samples 
and descriptive use of all 
forms required in a dealer's 
business, sample entries and 
descriptions on Distribution 
Journal and a management 
section that deals with bud 


| agement 
specialists who operate out | 


company’s | 
15 | the home appliance division, 


affiliation has | 
| been with Bowman’s Radio & 


newest | 


estab- | 


accounting | 


gets, trade-ins, stock 
over, definition of 
figuring business 
ages, defining 
mark-up. 

The system also includes a 
bulletin reporting service to 
keep dealers up to date on 
current developments in the 
appliance business. Dealers 
will also be assisted by man- 
and organization 


turn- 
terms, 
percent- 
margin and 


of Crosley regional offices 
and distributors. 


MURRAY MAKES EVANS 
REGIONAL SALES HEAD 


Lon Evans has been ap- | 


pointed regional sales man- 
ager in Texas, Oklahoma 
and surrounding states for 





LON EVANS 


the Murray Corp. of Amer- 
ica, Scranton, Pa. He was for 
five years district sales man- 


| ager for the American Cen- 


tral Division of AVCO Mfg. 
Corp. in the same area. 
to that he was in sales work 
with 


and, earlier, a manufac- 
turer’s agent in the South- 
west. 


VAN GORDER COVERS 
SOUTH FOR COOLERATOR 

The appointment of Wes- 
ley F. Van Gorder as Coole- 
rator district manager 


Conley, Jr., Coolerator sales 


manager. 
Associated with The Coole- 
rator Co., Duluth, Minn., 


since 1936, he was formerly a 
feld service engineer for this 
territory. He will direct the 
sales of Coolerator electric 
ranges, refrigerators, and 
home freezers in Alabama, 
eastern Tennessee, southern 
Louisiana, and southern Mis- 
sissippi. 


Prior | 


Consolidated - Vultee | 


for 
the Southern territory, was | 
announced recently by W. C. | 


STANLEY ELEC. TOOLS 
NAMES SALES REPS. 
Stanley Electric Tools, 

division of The _ Stanley 

Works, New Britain, Conn., 





ROBERT W. BRANDT 


has announced the appoint- 
ment of Robert W. Brandt 
as sales representative in 
| the states of North Carolina, 
South Carolina, Georgia and 
Florida. 

Mr. Brandt was formerly 
a sales representative of the 
Corbin Screw Division in the 
| southern states. 
| Also announced was the 
appointment of Robert Lee 
as sales representative in 
Connecticut, western Massa- 
chusetts, New Hampshire, 
Vermont and part of New 


York state. 





ROBERT LEE 


Joining Stanley Electric 
Tools after serving in the 
Army, Mr. Lee took an in- 
tensive factory training pro- 
gram, and upon completion 
of his course was put in 
charge of inside sales for 
the eastern section of the 
country. 
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Cash in on the tremendous demand 
juice concentrates. Millions of dolla 
this year by food processors to swin 
to frozen juices. Every purchaser o 
must also be a customer for a juice bot 


STOCK THE PLAS-TEX JUICE BOTTLE 
TO MEET PUBLIC DEMAND 











PT- 844. JUICE BOTTLE 


Mixer and container specially made for frozen 
juices. Tight fitting lid. Easy to clean. Can also 
be used for refrigerator storage. Made of color- 
ful Plas-Tex. Holds one full quart. Solid opaque 
colors: Red, White, Yellow, Green. Carton pack 
2 dozen. Carton weight approx. 10's pounds. 















PT-855. PATIO SET 


Four plates with matching mugs 
and carrying case. Three-section 
plates with center well to fit 
mugs. Has matching mugs with 
handles. Set is packed in attrac. 
tive wicker-effect carrying case. 
Assorted colors: Yellow, Green, 
Red, Blue, and Coppertone. Car- 
ton pack 4% dozen sets. Carton 
weight approximately 12 pounds. 
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PT-802. CAKE PLATE 
AND COVER 


Will keep cake moist and fresh. 
Used for table serving dish as 
welj. Transparent cover. Color- 
ful Plas-Tex dish comes in Red, 
White, Yellow. Carton pack 3. 
Carton weight approx. 5 pounds. 





QUALITY 
GENUINE PRODUCTS 


“4, PLAS-TEX,” 
- — 


THE PLAS-TEX CORPORATION 


2525 MILITARY AVE., P. O. BOX F 
LOS ANGELES 25 @ CALIFORNIA 








} 


191 











. . for profits 7" | 
in 1950 
ee 8 8 =a ee 
ROYAb 
wae 


the Grigimal 
GLASS-TOP FUSE 


and LEADER 


ever since! 














"ROYAL WIRES 


‘ engineered for f§ 
P DEPENDABILITY JB 


merchandised for t 


' VOLUME SALES g 
B Ask for details of the g 
B No. 1 deal — 1250 feet 
g of ROYAL quality wire 
5 plus a steel counter 
' 








display rack. 





I ROYAL 







aged for quick 
turn-over and 


' 

4 

, > display-pack- 4 
S . 
¥ 

greater volume ' 





thru your wholesaler 

ELECTRIC WIRES 
CORD SETS © TROUBLE LITES 
FUSES. + CHRISTMAS LIGHTING. i 

ROYAL ELECTRIC CO., INC. * PAWTUCKET, R. I. 
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A. 0. SMITH NAMES 


EXECUTIVE VICE-PRES, 





J. M. FLOYD 


J. M. Floyd, who has been | 


tive vice-president of the 
company by the board of di- 
rectors, it was recently an- 
nounced. 

Mr. Floyd in his new posi- 
tion will take over general 
operating supervision of the 
company under the general 
direction of the president. 

Mr. Floyd has been in 
charge of manufacturing 
since he came to A. O. Smith 
in 1936 from the Bendix 
Aviation Corp., South Bend, 
Ind. There he had been works 


| ‘ 
| manager of that company’s 


Bendix Products division. 
In addition to his new posi- 
tion, Mr. Floyd is a member 
of the board of directors and 
of the executive committee 








ployees with steady work at | 


steady pay,” David M. Mol- 
throp, Director of Em- 
ployment Stabilization, The 
National Association of Man- 
ufacturers, New York City, 
told more than 40 members 


and guests of the Hardware | 


Boosters at the April 30 
meeting at Millers’ Restau- 
rant. Citing case histories of 
communities in which studies 


ment had enabled the tem- 
porary shifting, due to sea- 
sonal trends, of labor from 
one type of employment to 
another, he declared that 
N.A.M. is not opposed to any 
labor unions nor to the prin- 
ciples of such organizations. 





He recommended that efforts | 


be made in different commu- 
| nities to establish needs by | 


seasons for its varied indus- 
tries with transfer 
slow company to busy com- 
pany and back again when 
original company becomes 
busy. 

Officers to be voted upon 
at the annual 
May were nominated as fol- 
lows: Robert Watson, Stan- 
ley Tools, president; William 
Wolfe, The 
Co., first vice - president; 


from | 


meeting in| 


Carborundum | 


Ralph S. Allen, Diamond Ex- | 


pansion Bolt Co., second vice- 


by both labor and manage- | district. 


vice-president in charge of | of A. O. Smith, and holds the 

| manufacturing for the A. O.| position of vice-president of 

| Smith Corp., Milwaukee,| the A. O. Smith Corp. of 
Wis., has been named execu- | Texas. 

STABILIZED WORK AND | president, and John Hires, 

WAGES NECESSARY | Worth Hardware Co., trea- 

BOOSTERS TOLD | surer. Daniel Werth, Star 

“We must protect our em- | Expansion Bolt Co., was 

: nominated to succeed Ber- 


nard Holzer, Eagle Lock Co., 
as secretary. 


PERFECTION AUGMENTS 
CLEVELAND STAFF 


Charles A. Moore has been 
employed to cover metropoli- 
tan Cleveland for Perfection 
Stove Co.’s Cleveland sales 
A veteran of two 
and one half years in the 
Navy and Sea Bees during 
World War II. Mr. Moore 
attended Cleveland College 
after the war. 





CHARLES A. MOORE 
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WINSTON H. JONES PHILLIP A. FITTS 
UNIVERSAL NAMES TWO Prior to his association 
DISTRICT SALES MGRS. | with Universal, Mr. Fitts 
Landers, Frary & Clark, — general ere a ot 
New Britain, Conn., has an- Wholesale Supply Co., Inc., 
nounced the appointment of |°f Nashville. 
Winston H. Jones of Oak ace 

GIFT, HOUSEWARES SHOW 


Park, Ill., as district sales 

manager of the Home Laun- The Los Angeles Trade 
dry Division in Chicago, | Pair, Inc, Los Angeles 
Mattoon and Peoria. Mr. | Chamber of Commerce, 1151 
Jones was formerly asso- |g Broadway, Los Angeles 
ciated with the Conlon- F 


| 15, Cal., has announced that 


Moore Corp., Chicago, as di- | the 31st California Gift Show 


rector of sales. | will be held July 23-28 at the 

Also announced was the | Alexandria Hotel, Biltmore 
appointment of Phillip A. | Hotel, Brack Shop, Merchan- 
Fitts, Nashville, Tenn., as|dise Mart Bldg., and the 


district manager of the di- 
vision in Kentucky and Ten- 
nessee. 


| Western Housewares Show, 
| Aug. 27-30 at the Biltmore 
| Hotel. 











1950-1951 Officers of Housewares Club of New England, 
front row, left to right: William Boudrot, Boudrot & Garside, 
tst vice-president; John J. McQuade, housewares buyer, Bon 
Marche, Lowell, Mass., president; John K. Damon, Concord 

oodworking Co., W. Concord, Mass., second vice-president; 
back row: Norman Altman, manufacturers’ representative, 
treasurer; and A. P. Mortimer, U. S. Stamping Co., secretary. 

e following chairmen of committees were named: Cooper 
. Harpin, Aluminum Cooking Utensil Co., meeting com- 
mittee; Moe Himan, Milhender Distributors, membership; 
Joseph Umans, manufacturers’ representative, good and wel- 
fare committee; Harold Murphy, manufacturers’ representa- 
tive, good cheer committee; Frank Dolphyn, Robinson Clay 
Products Co., outing committee; Carl Masson, Paine Furni- 
ture Co., publicity committee. Robert T. Uek, Aluminum 
Goods Mfg. Co., retiring president of club, will serve as chair- 
man of board of directors. 
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GARDNER'S 


WEATHERSTRIP 


“a complete quatity line’’ 
Broftacal 
WEATHER STRIP 


The new Brown Bear is a zinc strip with 
gray felt completely protected with water- 
proof, rubberized fabric covering. A prac- 
tical strip with high weatherproofing quali- 
ties. Perforated for nailing. Seven foot 
lengths in 7%”, 1”, and 114” sizes. Also 
furnished in door bottom sizes with oval 
perforations for screws. 


SIOLOSFAST 


An economical and effective strip made of 
treated felt on zinc backing. Perforated for 
nailing. Seven foot lengths. Also furnished 
in door bottom sizes with oval perforations 
for screws. Door bottoms made of treated 
felt on brass also available in several 
» | weights. 

UNIVERSAL DOOR SETS .. WINDOW SETS 
Gardner's No. 5 Universal 


Door Sets and No. 6 Win- 
dow Sets (for double hung 








<< 
aS 


Se 








windows) are popular, eg 
metal strip items. - 
Complete, including Ne "a Packed in neat, 


individual cartons 


PACKAGED HOLDFAST 


nails and instructions. 


No. 9000 BRONZE STRIP 

















No. 9000 is a dou 

CARDNER'S 9000 ble hemmed spring 

Bronze bronze strip that is 

THER STRIP Quaranteed to give 

a effective service 

sara -ataccaaad Perforated for nail- 

GARDNER WIRE CO. ing and packaged in 

@ucaso 100 foot rolls with 
nails. 








NSO Wee 1%, cn 





20 foot 
pack- 
aged. Complete with nails. 


*Brass and felt in 
lengths—attractively 


Fuun-Flhex 


Own ance 


An outstanding value in gasket strip. 

Weatherproof rubberized fabric en- 
cases a reinforced, felt filler and tacking 
flange. A patented strip that meets the 
requirements for durable, tight sealing 
weatherstrip. Furnished in 100 ft. boxes 
and 500 ft. reels. Also cotton or sponge 
rubber filled gasket strips in same 
lengths. 


PACKAGED WOOL, HAIR AND COTTON FELT 


A complete line of packaged felts in various qualities and lengths 
to complete your weatherstrip line. 


GET COMPLETE INFORMATION 
FROM YOUR JOBBER OR WRITE 


GARDNER Wire_E Co. 


Serving the Hardware Trade Since 1900 
1329 S. Cicero Ave., Chicago 50, Illinois 
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1,000 Attend Huey & Philp 


Three-Week Birthday Party 


from 
other 
three- 


About 1,000 buyers 
retail hardware and 
outlets attended the 
week, old-fashioned  get-to- 
gether, sponsored by the 
Huey & Philp Hardware Co., 
Dallas, Tex., to commemo- 
rate its 78th birthday. This 
event was highlighted by an 
open house at the hotel and 
restaurant supply division, 
Pacific & Griffin Sts. The 
visitors toured the newly 
expanded Huey & Philp 
salesroom, warehouse’ and 
factory. The hardware and 
sporting goods division of the 


company occupies the 135,- 
000 sq. ft. building at 1900 
Griffin St. In a huge display 
room are exhibits of mer- 
chandise of the light and 
hardware departments, the 
buikder’s hardware depart- 


ment, housewares and stoves 
and refrigerators. 

In 1872, shortly after the 
T & NO Railroad reached 
Dallas, Simon Philp and Jo- 
seph Huey established a 
hardware business in a one 
story box house with a 25 ft. 
front on Elm St. A few years 
later they built their own 
two story brick store on Elm 
St., and then in 1881 the two 
partners purchased a new 
and larger building at Elm & 
Griffin Sts., present location 


'and general counsel; 


cities, Fort Worth, Dallas | 
| and Houston. 
The company discontinued 


of the offices. When the part- 
incorporated the busi- 
ness in 1896, Mr. Huey be- 
came president, Mr. Philp 
vice-president, and George 
A. Trumbull, who joined in 
1883, secretary-treasurer. 

When Mr. Huey died, Mr. 
Philp su’ ceeded him as presi- 
dent, serving until his death 
in 1911, when Mr. Trumbull 
became president. J. Paul 
Kelly son of Henry Kelly who 
joined in 1880, becoming vice- 
president, was elected vice- 
president. The company is 
now divided into several di- 
visions to handle its hard- 
ware and hotel and restau- 
rant supply products. 

J. E. Zeigelmeyer is presi- 
dent and George Roseburg, 
connected with the business 
since 1912, is now executive 
vice-president. Directors in- 
clude: Alvin Lane, grandson 
of Joseph Huey, secretary 
Dr. RB. 
A. Trumbull, son of George 
Trumbull, treasurer and Arth 
A. Akars, director. 

Huey & Philp now occu- 
pies three buildings, the 
total floor space of the firm 
being 246,000 sq. ft. in three 


ners 


its retail business in 1934 and 


since has confined its activi- 
ties to the wholesale field. 
Lew McMahan, vice-president 
and hardware division sales 
manager, heads 28 salesmen, 
23 of which are road sa!les- 
men. The remaining five are 
city salesmen. 


TOASTMASTER APPOINTS 
TWO REGION MANAGERS 

Stephen W. Rich has been 
promoted to territory man- 
ager of the Cincinnati terri- 
tory of Toastmaster 
ucts Division of 
Electric Co., Elgin, Ill., ac- 
cording to an announcement 
by W. E. O’Brien, general 
sales manager. 

Mr. Rich has been working 
as a junior sales represen- 
tative in the Cincinnati ter- 


Prod- 
McGraw 


MIRRO APPOINTS 
SALESMAN IN N. Y. 


Don A. Farnsworth has 
been appointed Mirro 
minum retail sales represen- 
tative in eastern New York 


aiu- 





FARNSWORTH 


DON A. 


ritory since 1949. His ter- | 
ritory includes parts. of 
Ohio, West Virginia, Ken- 
tucky, Indiana and Illinois. | 


Headquarters city is Cincin- 
nati, 

Joseph E. Nelson, for two 
years manager for the 
falo territory, has been ap- 


pointed as manager of the 
Detroit territory. 
Mr. Nelson’s__ territory 


consists of parts of Michi- 
gan, Ohio and Indiana, with 
headquarters in Detroit. 

Prior to his 
with Toastmaster, Mr. 
son worked with the W. T. 
| Grant Co. and Sears Roebuck 
& Co. 


employment 











Dealers and their sales people from Galveston, Houston, Austin, Del Rio, Eagle Pass, 
San Antonio and from the Rio Grande Valley attended the Corpus Christi Hardware Co’s., 
College for Hardware Knowledge which was held at the Breakers Hotel in Corpus Christi. 
The purpose of this undertaking was to teach sales personnel skill and technique in selling 
a specific line of merchandise. H. E. Roe, F. & N. Lawn Mower Co., Richmond, Ind., L ief 
Erickson, Emerson Electric Mfg. Co., Charles Onley and Bill Guilleford, Swan Rubber Co., 
Paul Speaker and Fred Cable, Nicholson File Co., Bill Mogge, The Ames-Baldwin-Wyoming 
Co., Bill Austin, The Ashaway Co., and Paul Walter and Gene Ruffing, The Club Alu- 


minum Co., were on hand to present their various products. 


On the first evening a fish 


fry was held for those attending. A luncheon of baked ham was enjoyed and the second 


day southern fried chicken was the order of the day. 


Prior to the College of Hardware 


Knowledge, a dinner was held for the manufacturers representatives and the wholesalers 
sales personnel. The entire program was directed by Joe F. Wood, manager of the hard- 


ware division for the Corpus Christi Hardware. 


A similar meeting will be held in 1951. 


Oscar J. Koepke, president, Corpus Christi, in emphasizing the need for organized train- 
ing in retail selling, said, ‘60 pct. of all the production of all factories will be bought by 


the consumer without sales effort... 


it is the other 40 pct. 


which must be sold . . . and 


it is that 40 pct. which means full employment, profitable production, low costs, low 
prices, and a favorable economy.” 
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Buf- | 


|state for the Aluminum 
| Goods Mfg. Co., Manitowoc, 
| Wis. Mr. Farnsworth will 
work with Orin Hansen in 
| contacting the retail trade. 
| He formerly was housewares 
| buyer for the Frank Empall 
& Co. department _ store, 
| Watertown, New York. His 
headquarters will be in 
Watertown. 


Nel- | 


ANCHOR HOCKING GLASS 
COMBINES OFFICES 


Anchor Hocking Glass 
Corp., Lancaster, Ohio, has 
announced the consolidation 
of its Boston package and 
tableware display and sales 
offices in enlarged headquar- 


ters at 505 Kendall Square 
Bldg., 238 Main St., Cam- 
bridge 42, Mass. The com- 


pany’s package sales division 
is represented in Boston by 
H. W. Robinson, manager; 
E. L. Knisell, J. F. Carmody, 
A. W. Banwell, Jr., and R. E. 
Coo, while the tableware di- 
vision is represented by C. E. 
Smith, manager; J. E. Hines 
and T. G. Angell. 





ILSLEY FOSTER AGENT 


Edmond E. Ilsley has been 

| made exclusive sales repre- 
| sentative in the N. Y. metro- 
politan area by Foster Alu- 
minum Alloy Products Corp., 


| Forestville, N. Y. He was 
formerly associated with 
Biddle Purchasing Co., and 
| Masback, Inc., New York 
City. His offices are at 52 
Washington Ave., Brooklyn 
|S, DX 
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fore Yor, 
“HE-MAN” HACKSAW! 


UNBREAKABLE 


Neoprene handle with 

















BALANCED 
for more efficient saw- 
ing...less worker fa- 
tigue. 







mon-sized grip, mould 


ed to frame, high dielec- 







tric value 






RESISTANT 


Nickel plating resists 











corrosion...adds eye- 
oppeal 





RUGGED 


construction of 
heavy-gauge steel. 







STRONG 


c 







Tension Screw, die 


threaded from bar stock 









TOUGH 


Pin Posts are machined 








from bar stock. 






DESIGNED 


toprovide extra strength 






at points of stress 











No. 1049 
is the catalog number 
of this fine hacksow, 


RIGID 


construction assures per- 












fect alignment of blades. 





Straighter cuts..less blade 
breakage! 











RECOGNIZES 
QUALITY 


EVERYBODY A 






AS ( Yign of the drlisan 
C Symbol Sf Eucellence 






sy 
be 7s = . . 
Crescent is our trade-mork, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT a oe ee | COMPANY, SAMESTOWN, N E W yor x« 
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CHENEY 


Nail holding 
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Sales 
JOHN H. GRAHAM 
CO., INC 
105 Duane Street, 
New York 8, N.Y 


SANFORD BROTHERS 


Chattanooga, Tenn 


ESTAS. 18306 


Henry CHENEY “corr. 


LITTLE FALLS, MW. Y., U.S. A. 





| Universal Housewares Utilizes Field People 
To Spread Increased Product Education Aid 


| store, the size of the store, | 


Landers, Frary & Clark, 
New Britain, Conn., has in- 
stituted a program in its 
electric housewares division 
utilizing field representatives 
to establish contact between 
manufacturer’s district sales 


office and dealers in the New! 


York area. 

These workers will keep 
retailers posted on Univer- 
sal’s special promotions, so- 
licit orders, arrange displays 
and in other ways aid the 


store to capitalize fully on| 


Landers’ merchandising pro- 
gram. 

Basis of the operation is a 
listing of New York dealers. 
At present 4000 dealers in 
the metropolitan area are 
catalogued on cards contain- 
ing information vital to the 
district office. 

Data includes the _ store 
name and address, the dis- 
tributor who supplies the 


what type outlet it is— 
whether it is progressive, 
crowded, has Universal mer- 


| chandise on display and is 


| education meeting of its sales | 





willing to schedule a product 


personnel or a demonstration. 
These meetings will utilize 
colored slides, verably de- 
scribed. Colored tabs on the 
cards indicate whether a call 
at the store is urgently need- 


ed, an education meeting is| 


desired, and other informa- 
tion. 

By this summer there will 
be four women staffing the 
project, each to be known as 
“Miss Universal.” 


A “Miss Universal” will] 
visit each dealer in the New 
York area. 

She carries a small rag 
with which, while waiting to 
see the store operator she 
cleans and dusts his shelves 
and merchandise as part of 
her public relations. She 
also is authorized to ac- 
cept orders, which are mailed 
each evening to the distrib- 
utor indicated by the dealer. 

The program is being sup- 
ported by mailings to dealers, 
which follow by four days 
similar mailings to distrib- 
utors. 


FRANK GEELE HARDWARE 

MARKS CENTENNIAL 

Francis Geele founded the 
Frank Geele Hardware Co., 
Sheboygan, Wis., in 1850. He 
built the three-story build- 
ing at the northwest corner 
of Eighth St. and Center 
Ave., the present location of 
the firm. 

Francis Geele served as 
mayor of Sheboygan for 
three terms. Upon the death 
of Francis Geele in 1886 a 
stock company was formed 
under Frank Geele Hardware 
Co., Frank Geele being elect- 
ed president and William 
Geele, secretary and trea- 
surer. Four of the present 
employees have been with 
Geele for over 48 years. The 
present officers include: E. G. 
Mattoon, president; William 
J. Kentnich, Jr., vice-presi- 
ident, and Donald J. Miller, 
| secretary. 














Schultz Spring Festival Dealer Show, held April 23-25, at 


the Newark Armory, Newark 


, N. J., was attended by about 


6,000. All available floor space was used for about 135 booths 


in which were displayed the products of 120 exhibitors Deal- 
ers attended from New Jersey and New York. Arthur 


A. 


Ettkin, sales promotion manager, H. Schultz & Sons, co ordi- 
nator of the exhibit, established several hundred thousand 
dollars worth of orders. Many of the exhibitors offered special 
| dealer show specials, available 
| the show. Mr. Ettkin said this show was an effort to localize 4 
trade exhibit for hardware, housewares and electrical appli- 


ances. 


only to those dealers attending 
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F. W. SCHNUR 


PYRENE NAMES 

SALES AGENTS 
Frederick W. Schnur of 
Sayville, Long Island, has 
been named sales representa- 
tive for the Long Island area 


by the Pyrene Mfg. Co., 
Newark, N. J. 
Mr. Schnur, a native of 


Long Island, was formerly 
sales engineer for Merriman 
Brothers at Boston, Mass., 
manufacturers of marine 
equipment. He was at one | 
time associated with the 
engineering department, 
Ranges Aircraft Engines, 
Farmingdale, Long Island. 

Also announced was the 
appointment of Ralph Krohn, | 
Jr., as sales representative. 

Mr. Krohn was formerly 
sales engineer for Ware Lab- 
oratories, Houston, manu- 
facturers of building prod- 
ucts. Prior to this he was 
sales manager for the spe- 
cialty division of the Alumi- 
num Company of America 
for Houston and vicinity. 

Kenneth R. Shupp' was 
made sales representative to 
sell in parts of North and | 
South Carolina, Virginia and 
West Virginia. 





KENNETH R. SHUPP 


HARDWARE AGE, MAY 18, 


RALPH KROHN, JR. 
Mr. Shupp was formerly 
an executive of Cannon Mills 
Co., Kannapolis, N. C. Since 
the war he has been em- 
ployed as a manufacturer’s 
agent representing such com- 
panies as U. S. Steel’s Gun- 
nison Homes, Great Lakes 
Steel Quonsets and B. J. 
Many Co. 

During the war Mr. Shupp 


served five years with the 
Navy. 
His headquarters are at 


310 Piedmont Building, Char- 
lotte, N. C. 





CCNY OFFERS SUMMER 
HARDWARE COURSE 


The summer session of the 
Retail Hardware Course 


given at the Midtown Busi- | 


ness Center of the City Col- 


lege of New York, will be | 


this 
has 
As 


summer, the 
recently an- 
previously, it 


repeated 
College 
nounced. 


| will be an intensive 30-day 


session, starting on July 10 
and ending August 11. The 
college has set June 15 as 


the last day for enrollment | 


to assure admission. 

Classes meet from 9 to 4 
Mondays through Fridays. 

The new session is an- 
nounced following evidence 
that the course, which is 
given in cooperation with the 
National Retail Hardware 
Association, is steadily at- 
tracting larger numbers. The 
evening class now in session 
enrolled 51 trainees, the 
largest group to date, and 
turned away 20 applicants to 
keep the group down to the 
necessary size. The previous 
evening class numbered 49, a 
record up to then. 

Tuition for the course is 
$85, payable in advance, plus 
approximately $30 for books 
and supplies. Veterans may 
enroll under the G. I. Bill. 
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WIMMER 


national 
packaging 
award... 


“WO-SHOK 


Safety EXTENSION CORD SETS 
Sell Shemrelues! 


Again NO-SHOK packaging tops the field in merchan- 
dising and eye appeal! 





Again the winning package is proving its self-selling 

ability . . . creating impulse sales everywhere. 
National advertising in Good Housekeeping and Par- 
ents Magazine is constantly pulling customers into 

neighborhood hardware stores for NO-SHOK Safety 

] Extension Cords Sets, Duplex Receptacles, Table 

Taps and Current Taps. You, too, can profit with 

displays of NO-SHOK, the popular, safety 

line that sells alk year ’round. 









=) Get YOUR share 

WSATIYS | of this steady profit! 
ny core eT * . ‘@) Stock up and display 
Soe: | <5 Tg (5) @| NO-SHOK NOW! ORDER 


i cee TODAY! 
ey 











ELECTRIC COMPANY 


1844 W. 21st ST., CHICAGO 8, ILL. 
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HARDWARE BRIEFS 








ARIZONA 


Montgomery Furniture & 
Hardware store, operated by 


Leslie Perkins, will soon 
have an extension to mea- 
sure 25 by 50 ft. 
CALIFORNIA 
Carter Hardware Co. will 
move from 125 N. Los An- | 


geles St., where it has been | 


for the past 28 years, when 


Los Angeles St., which will 
cover 38,000 sq. ft., is com- 
pleted. 

McHenry Hardware, Mo- 
desto, opened recently at 306 


| the 


McHenry Ave. It is operated | 


by Bill Kuykendall, and Call 
Allen. The exterior has a set 
back, full vision front with 
dark green trim. The _ in- 
terior is done in two tones 
of green, yellow and brown. 


COLORADO 
Ray’s Hardware, 5642 
Wadsworth Ave., Arvada, is 
occupying the room adjacent 


to the store for additional 
display space. 
CONNECTICUT 


its new building at 1137 S. | damaged 


IDAHO 

Schurman-Wasem_ Hard- 
ware Co., Lewiston, recently 
expanded to take in the 
Clarkston cafe building. The 
building will be remodeled 
and a new front installed to 
ce utilized for show rooms. 


ILLINOIS 
James Lockner’s hardware 
store, Herscher, was recently 
considerably — by 
water and smoke. 


Herbert H. Vierck, son of 
late W. J. Vierck, will 
continue his father’s busi- 
ness, W. J. Vierck & Son 
Hardware, 330 East State 
St., Rockford, under’ the 
same name and policies. 


IOWA 
Massey Sport & Hardware 
Shop, 327 E. Second St., Mus- 
catine, which will carry hard- 
ware, sporting, equipment 
and garden tools, was opened 
recently. 


KANSAS 
McCall Hardware, Osage 
City, has located its new sign 


| in a lower position which is 


Samuel D. Seeley opened | 


a store in Upper Stepney on 
Route 25. He was previously 
with Smith Comstock 
Inc., Bridgeport, as a sales- 
man. 


Co., 


easier to read. 





LOUISIANA 
Ruston Hardware & Fur- 
niture Co., Ruston, recently 
marked its Diamond Jubilee 


| in the business. A coke party 


was held with a cordial in- 
vitation to all. 
Peter M. Pellegrini was 


named president of the New 
Orleans Hardware Club, suc- 
ceeding Henry Punzo. 


MICHIGAN 
Giovanoni Hardware store, 
404 Silver St., Hurley, was 
damaged by fire. 


MISSOURI 
3elt & Schifferdecker, Nor- 
borne, have remodeled their 
hardware store. Improve- 
ments include installation of 
fluorescent fixtures, new plate 
glass windows and a paint 

job inside and out. 
Hobson & Grantham Hard- 
ware, Salem, was sold to 


Walter Day and Kermit Ste- | 


phens, who will operate it as 
Day-Stephens Hardware. 


MONTANA 


Denton Hardware & Im- 
plement Co., Lewistown, re- 
cently held a grand opening, 
having been completely re- 
modeled 
space. A warehouse and shop 


facilities for repairing farm | 


equipment were added. 


NEW JERSEY 


Ventnor Hardware Co., 
6407-6409 Ventnor Ave., At- 


| lantie City, a 50 by 113 ft. 


store, has recently reopened. 


The store combines the ideas | 


of the family of Herbert S. 
Witten, president. All mer- 
chandise is on open display 
and marked with oblong 











To provide increased service on Youngstown Kitchen equipment for Youngstown deal- 
ers and distributors, Mullins Mfg. Co., Warren, Ohio, has announced the appointment 
of five zone service managers. They will operate in the five sales zones recently established 
by the firm. Each of the new service men has helped build Youngstown equipment in the 
company’s Warren, Ohio, plant and has been through an intensive training course in ser- 
vicing Youngstown equipment and the food waste disposer. 

Seated at the desk, above, are R. C. Middeker, Youngstown service manager, C. A. 
Morrow, vice president in charge of merchandising, and J. C. McNicol, assistant service 
manager. Behind them are the new service men: Charles Hill, who will make his head- 
quarters in Philadelphia; A. C. Anderson, St. Paul; Robert Frazier, Detroit; Francis Miller, 
Los Angeles, and G. Keith Kyle, Birmingham. 
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three-tiered display islands 
in the central part of the 
store and open shelves 
around the walls. Soft 
shades predominate the dec- 
orating scheme. 


NEW YORK 


I. Rabinowe & Sons 
enlarged its store at 152 Elm 
| St., Yonkers, to include an 
appliance center. The store- 
front is of terrazzo _ glass, 
with aluminum moldings and 
it has concealed lighting and 
neon signs. 


nas 


NORTH CAROLINA 


Howard Hardware Co., 
Thomasville, recently reop- 
ened after complete remodel- 
| ing following a fire. Interior 
has been decorated with pas- 
tel shades, counters arranged 
by departments openly dis- 
| playing merchandise. 


OHIO 
Damaged by a recent fire 
was Sullivan Hardware Co., 
Ashland. 


PENNSYLVANIA 

Neeld’s hardware store, 
Newtown, has installed new 
fixtures and display cases. 
| All the woodwork is finished 
| in natural oak, and the coun- 
| ters are the _ stepped-back 
aisle type. 


and doubled in| 


Whittam & Son, Inc., New- 
town, opened its new show- 
rooms recently. The appli- 
| ance display room features 
an operating electrical kitch- 
en. The hardware and paint 
departments have been ar- 
ranged with most modern 
fixtures. 


SOUTH DAKOTA 

Darling’s Hardware, Tim- 
ber Lake, opened recently, 
housed in a new steel build- 
ing. — 
TEXAS 

Huston Hardware, 
ford, has completed a remod- 
elling program, with oak and 
ivory replacing the dark col- 
ors. The store has been re- 
arranged for greater con- 
venience. 


Stam- 





Shaeffer Pierce, partner in 
Turner & Pierce, Navasota, 
was elected president of the 


Navasota Retail Merchants 
| Association. 
| Home Hardware recently 


marked its first anniversary 
| in San Angelo at 1303 W. 
Beauregard. During the past 
| several months the store has 
| ccmpleted a general remodel- 
| ing program. 
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EKCO OPENS EASTERN 
OFFICES IN NEW YORK 


Ekeo Products Co., Chi- 
cago, established new east- 
ern headquarters recently at 
280 Fifth Avenue, New York 
City. The new quarters, de- 
signed by Raymond Loewy 
Associates in modern style, 
occupy 5,000 sq. ft. of space. 

In addition to offices, the 
space includes a large mod- 
ern display room for Ekco’s 
line of cutlery, kitchen tools, 
copper-bottom utensils, alu- 
minum ware, and wooden 
ware, can openers, and egg 


beaters. The complete line 
contains more than 1500 
items. 

The new office will provide 
eastern headquarters for 


Ekeo’s various divisions, it 
was announced by Maurice 
Murphy, regional sales man- 
ager for the New York area. 

A new technique in office 
lighting, Mr. Murphy point- 
ed out, combines the advan- 
tages of incandescent and 
fluorescent lights by having 
both types in the same fix- 
ture. 

Other Loewy innovations 
include a  modernistically 
styled wall cabinet with hor- 
izontal curved slats, similar 
to Venetian blinds, for hang- 
ing kitchen tools, and a 
seven-foot-high plywood 
“copper tree,” on each leaf 
of which a copper-bottom 
utensil is hung. 


SCHLUETER BUILDING 
PLANT ADDITION 


Schlueter Mfg. Co., of St. 
Louis, recently 


nounced. 

The plant addition will be 
a two-story brick and rein- 
forced concrete 
completely fireproof and con- 
taining 55,000 square feet of 
floor area. The building will 
represent an investment of 
$175,000 and new machinery 
costing $40,000 will be placed 
in the expanded plant. 


GOODYEAR SPONSORS 
SOIL CONSERVATION 
AWARDS 


Locations and dates of soil 
conservation awards _ pro- 
grams in the eight Lake and 
Corn Belt states for 1950 
have been announced by The 
Goodyear Tire & Rubber Co., 
Spensor of the third annual 
series of events to reward 
farmers for outstanding ef- 
fort in soil conservation. 


HARDWARE AGE, MAY 18, 


| nounced 


Three farmers and the five 
members of the outstanding 
soil conservation district 
| governing body in each of 
| the eight states will receive 
| all-expense, one-week vaca- 
| tion trips to Goodyear Farms, 
| Litchfield Park, Ariz. The 
| winners will be honored at 

the statewide luncheons and 
| make the Arizona trip in De- 
| cember of this year. 





K-C MOTORS NOW HOOVER 


The line of “K.C Motors,” 
;made by the Kingston-Con- 
}ley Division of The Hoover 
| Co., North Canton, Ohio, will 
be known as Hoover Electric 
Motors, after the name of 
the parent company. The 
standards of design, con- 
struction and performance, 
of course, will be main- 
tained. 

The Kingston-Conley oper- 
ation in North Plainfield, 
N. J., was incorporated into 
| Hoover over a year ago, and 
is under the guidance of 
Fred S. Kingston, vice presi- 
| dent and general manager of 
|the Kingston-Conley Divi- 
sion. 





/ADD CARLSON TO TEXAS 
ASSOCIATION STAFF 


The executive committee 
of the Texas Hardware & 
Implement Association, 
'through its secretary-man- 
|agér Ray M. Souder, has an- 
the addition of 
| Wayne E. Carlson to the as- 





| sociation staff on May 1 in 


| the capacity of field repre- 


| sentative. 


started a} 
plant addition near the pres- | gaged in merchandising and | 
ent main plant, it was an- | 


structure, | neering 











| 
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Mr. Carlson has been en- 


store planning work for 
Streater Industries of Spring 
Park, Minn. Prior to that, he 
spent 4 years in the engi- 
department of an 
implement manufacturer spe- 
cializing in drafting and de- 
sign. 


HEDDEN AGENT 


The Parker Mfg. Co., has 
appointed Jeff A. Hedden 
Co., Atlanta, Ga., southern 
representative for both Par- 
ker products and Trojan 
products made by Acker- 
mann-Steffan Co., division of 
Parker. The Hedden Co., will 
cover South Carolina, Missis- 
sippi, Alabama, Florida, 
Georgia and Tennessee. The 
Snell Mfg. Co., maker of 
auger bits and wood boring 
tools has named the Hedden 
company to cover the same 
area for its products. 
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OBITUARIES 








C. D. SPROULE 
Charles D. Sproule, vice- 
| president, in charge of the 
| western division, Pratt & 
Lambert, Inc., at Chicago, 
| succumbed to a heart attack 
jin Millard Fillmore Hospital, 


| Buffalo, recently. 

| Mr. Sproule joined the 
company as a salesman in 

| southern Ohio in 1906. His 


| executive ability led to his 
appointment as _ assistant 
| resident manager of +e west- 
| a od ‘ ~ nd senha 
ern division in 1912° Cucces- 
sive promotions in the west- 
ern division gave him the 
positions of sales manager in 
1917; resident manager in 
1922. He was elected a di- 
rector in 1928, and made 
vice-president in 1931. 

His first business experi- 
ence was in the office of the 
president of the 
Iron Co., Knoxville, Tenn. 
He was next employed by the 
| National Cash Register Co., 
Dayton, Ohio, with which or- 
ganization he received his 
early training as a salesman. 


Mr. Sproule was a past 
president of the Chicago 
Paint, Varnish & Lacquer 
Association. 

Survivors are his. wife, 
Mrs. Dorothy Watson 
Sproule; three sons, Charles 
Davis, Jr., George and 
Douglas. 


GEORGE P. WILCOX 

George P. Wilcox, 63, 
hardware manufacturers 
representative in Los Ange- 
|les died after a long illness. 
He was one of the founders of 
the Los Angeles Pot & Ket- 
tle Club and was the club 
president in 1934. His home 
| was at 117 Coral Ave., Bal- 





boa Island, Calif., and his 
business office was at 408 S. 
|Spring St., Los Angeles. 


| Surviving is his widow Lela 
and a son George P. Wilcox, 
Jr 
Jr. 


W. J. VIERCK 

W. J. Vierck, 
Ill., 87, died recently, hav- 
ing spent years 
hardware dealer at 330 E. 
State St., Rockford, Ill. He 
started his hardware career 
in a store, where he worked 
for seven years, leaving it to 
learn the sheet metal trade. 
For 12 years, he was fore- 
man of a sheet metal shop in 
Muskegon, Mich., but in 


55 





Knoxville | 


Rockford, | 


as a] 


1894 he decided to open his 
own store in Rockford. He 
recently turned over his 
store, sheet metal shop and 
oil burner business to his 
Herbert who has been 
in the business with him for 
many years. Mr. Vierck was 


son, 


a 32nd degree Mason. A 
member of the HARDWARE 
AGE Fifty Year Club, he 


loved to fish in Lake of the 
Woods, Canada. 


WYNN F. ROSSITER 


Wynn F. Rossiter, as- 
sistant to the vice president, 
The Carpenter Steel Co., 
Reading, Pa., died recently 
in Hartford, Conn. Mr. Ros- 
siter had been district sales 
manager of New England for 
many years. 

Prior to his appointment 
in 1924 as a salesman in New 
England, Mr. Rossiter spent 
several years in other con- 
nections within the metal 
working industry. In 1944 he 
| was appointed New England 
| sales manager and in 1949 
was named assistant to the 
vice-president with offices in 


Hartford. 


AARON LINZER 


Aaron Linzer, 58, presi- 
dent, David Linzer & Sons, 
Inc., 10-20 Astor Place, New 
York City 3, died at his resi- 
dence in Miami Beach, Fla., 
| recently. He was the oldest 
one of four sons of David 
and Tina Linzer, founders of 
the organization. He was ac- 
tive in many business organi- 
zAtions and served, during 
World War II, on the WPB. 
In 1948, he suffered his first 
illness and the two subse- 
quent years were spent in 
California ard Florida. His 
survivors include Mrs. Lin- 
zer, a son and a daughter. 


WALDO P. KAPSA 
Waldo P. Kapsa, 46, A. M. 
Kapsa Hardware & Supply 
Co., 2000 S. Flue Island Ave., 
Chicago, died suddenly May 
5th. 


HERBERT A. FORSBERG 


Herbert A. Forsberg, 58, 
vice-president and sales man- 
ager, contract manufacturing 
division, Geuder, Paeschke & 
Frey Co., died recently hav- 
ing been with the company 
for almost 35 years. 


199 

















justi hall id id 





= 
2 
= 
i 


THE HENRY G. THOMPSON & SON CO. 


Saw Specialists Exclusively For Over 70 Years 
NEW HAVEN 5, CONNECTICUT, U.S.A. 


Profile and 


Rezistor & Duplex 
Band Saw Blades 7 


“=f Hack Saw Blades 











How's the Hardware Business? 


The Business Outlook—Price News 


(Continued from page 14) 


Reserve Board reported. The 
Board said the decline was 
heightened by the fact that the 
comparison was between the 
week after Easter this year, and 
the week before Easter in 1949. 
Experts said the 19 pct drop was 
about what they anticipated, be- 
cause of this seasonal variation. 
For the Jan. 1-April 15 period, 
sales averaged only 4 pct under 
last year. 


Hard Lines Led in 
March Wholesale Sales 


Durable goods lines lead all 
others in wholesale sales for the 
month of March. All wholesale 
sales were 6 pct over February 
sales after seasonal adjustment. 
Sales of durable goods showed 
an adjusted increase of 10 pet 
over February, according to the 
Dept. of Commerce. 

Lumber and building mate- 
rials, house furnishings and 
hardware, together with jewelry 
and optical goods, were the lines 
which showed the greatest whole- 
sale sales advances for March 
over February. These lines aver- 
aged about 15 pet. 

March sales of nondurable 
goods were about 4 pet higher in 
February after adjustment for 
seasonal variations. Apparel and 
dry goods were down about 1 pct 
below February. 

Wholesalers increased their in- 
ventories about $100 million, 
bringing the total at the end of 
March to about $7,225,000,000. 


Home Building Lifting 
The General Economy 


Unemployment fell during 
April, with the spring “‘perk-up” 
of the nation’s industries and 
farms. The U.S. Department of 
Commerce reported the number 
of unemployed in April dropped 
to 3,505,000, off 608,000 from 
the March total. 

At the same time, the number 
of employed rose to 58,658,000. 
This was a gain of 1,117,000 
over March, and the _ highest 
total in five months. 

The government says that the 
record-breaking home _ building 
activity is creating demand for 
other products. 

The Bureau of Labor Statistics 
said that this factor is not only 
boosting employment in the con- 
struction industry, but also “is 
creating secondary demand in 
furniture, household appliances, 
television, building materials, 
and a host of related indus- 
tries.” 


Home Building Up 50% 
For First Four Months 


Residential construction for 
the first four months of the year 
ran 50 pet above the same period 
of 1949 and total building con- 
struction in April reached a new 
high for the month. 

Construction put in place dur- 
ing April was valued at $1,700,- 
000,000, which amounts to a sea- 
sonal increase of 10 pct over 





March Hardware Sales Down Slightly 
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Retail hardware sales in March were estimated at $164,000,000 by the U. S. Dept. of 
Commerce. This is a 3 pct decline from February sales of $169,000,000. In March 
1949 estimated hardware sales were $17! ,000,000. 


HARDWARE AGE, MAY 18, 1950 





March 
April, | 
New 
from J: 
was va 
cording 
merce. 
constru 
the firs 
Apri 
1] pet 
over a} 


$4 Bill 
Money 


The 
has be 
ment b 
provide 
in new 
vate in 
home « 
About | 
will go 
The m 
versial 
sought 
would | 
corpora 
loans t 

The » 
F.H.A. 
to 4144 
tive wi 
April 2 
in a jo 
Commis 
Housings 

More 
constru 
any m 
Builder, 
dwelling 
previou: 
last yea 
the leve 

Total 
for the 
units— 
year ag 


March 
Beat 4 


The | 
sociatio: 
ceiver 
first qu: 
pet abe 
period— 

First 
vision r 
more t 
the like 
ufacture 
receiver 
March | 
537 in t 

Marc] 


HARDW 





during 
verk-up” 
ies and 
ment of 
number 
dropped 
0 from 


number 
658,000. 
117,000 
highest 


that the 
building 
and for 


tatistics 
10t only 
the con- 
also “‘is 
land in 
yliances, 
aterials, 

indus- 


/o 


on for 
she year 
e period 
ng con- 
d a new 


uce dur- 
$1,700,- 
O a Sea- 
et over 





Dept. of 
In March 


18, 1950 





March and a 24 pet increase over 
April, 1949. 

New construction of all kinds 
from January to the end of April 
was valued at $6,100 million, ac- 
cording to the Dept. of Com- 
merce. This is 20 pct more than 
construction put in place during 
the first four months of last year. 

April home building went up 
11 pet from March and 62 pct 
over a year ago. 


$4 Billion of Public 
Money For More Homes 


The compromise housing bill 
has been signed without com- 
ment by President Truman. It 
provides for nearly $4 billion 
in new Government credit to pri- 
vate industry, for financing of 
home construction and repair. 
About $3 billion of this amount 
will go for mortgage insurance. 
The measure lacks the contro- 
versial co-operative feature 
sought by the President, which 
would have set up a $2 billion 
corporation to make housing 
loans to co-operatives. 

The top interest rate on new 
F.H.A. home mortgages was cut 
to 44% pct from 4% pet, effec- 
tive with applications received 
April 24. This was announced 
in a joint statement by F.H.A. 
Commissioner Richards and 
Housing Administrator Foley. 

More homes were put under 
construction in March than in 
any month in U. S. history. 
Builders started 110,000 new 
dwelling units, 6 pct above the 
previous record set in October 
last year, and nearly 6 pct above 
the level of last March. 

Total home-building “starts” 
for the first quarter—270,000 
units—were also 60 pct above a 
year ago. 


‘ 


March TV Production 
Beat 4 Months of '49 


The Radio Manufacturers As- 
sociation reported television re- 
ceiver production during the 
first quarter of 1950 jumped 21 
pet above the previous high 
period—the last quarter of 1949. 

First quarter output of tele- 
vision receivers was three times 
more than production during 
the like period a year ago. Man- 
ufacturers turned out 1,227,930 
receivers in the quarter ending 
March 31, compared with 422,- 
537 in the first quarter of 1949. 

March television production, 
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This is 
what you call 


RACK-ing 
Up 
Profits 


$324.00 gross profit 
from 3 sq. ft. 





The new display racks designed for 
Worthington QD Junior V-Pulleys and 
Worthington-Goodyear FHP V-belts . . . 
are scoring high in the profit column. 
More sales from less inventory .. . 
. that’s the 
secret. The Pulley display takes up just 


more profit from less space . . 


in back are 
And the belt display, 
occupying only 11% sq. ft., carries a suffi- 


11% sq. ft. of counter space 
storage shelves. 


cient assortment to handle over 70% of 
FHP requirements—no dead stock. 

From only 3 sq. ft. of counter space, 
dealers are averaging $324.00 gross profit 
based on four turnovers. 

Contact your local Worthington jobber* 
and send the coupon for more informa- 
tion on the bigger profits with Worthing- 
ton FHP Profit-Maker assortments. 

*/f you are a jobber, you’re welcome, too, 
to investigate the profits in Worthington- 








Goodyear. 


A Complete V-Pulley and V-Belt Business in 
Less Space Than V- Belts Alone Usually Need! 





WORTHINGTON 





V- PULLEYS 





Worthington “Profit-maker"’— compact, 
bi ai. Ai , _— age rack 





i 

display-and-s 
cuts inventory cost 75% dve to inter- 
changeable feature of QD Jr. hub and 
pulleys. 





New, Convenient, 
Correct Way to 
Measure V-Belts 





Beltmeter es outside di fers 
—you can match replacement belts 
exactly. 





Worthington - Goodyear SerVomatic — “help- 
yourself” display. “Space Miser” packaging 
reduces belts as long as 100 in. to overall 
packaged length of 15 in. Sizes clearly marked. 
Clear-vision inventory strips. 







WORTHINGTON 
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MERCHANDISING DIVISION 
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| Worthington Pump and Machinery Corporation | 
| MVD Sales Division, Dept. N853, Buffalo, N. Y. 
Please tell me how | can make higher profits 
| with Worthington V-Pulleys and Worthington- | 
| Goodyear V-Belts. | 
la taal | 
| COMPAIN . ccccccccccccccsccccocccccecccscccese | 
| ADDRESS. ccccccccccccccccccccccccccccccccccecce | 
Se ee ee ee 
201 








Estimated Sales of Wholesale Hardware Distributors 
By Months 1939 to March 1950 


($000,000 omitted) 
1939 1940 1941 1942 1943 1944 1945 1946 1947 1948 1949 1950 

















January 39 44 55 89 59 72 87 120 185 204 184 160 
February 37 41 52 83 64 82 85 126 19] 207 178 173 
March 18 19 61 93 73 89 103 141 219 246 222 219 
) i eal First 3 Months 124 13 168 265 196 243 275 387 595 657 584 552 
April 17 55 74 93 74 85 97 1: 54 227 256 204 
May 52 57 77 78 71 86 93 159 216 233 206 
June 51 56 77 80 76 89 2 157 202 237 198 
July 45 55 7 73 73 82 89 162 200 227 171 
August 50 59 82 74 75 91 96 174 204 248 192 
September 60 63 87 73 73 90 97 176 222 253 213 
October 60 71 91 74 76 94 113 214 254 262 212 
November 54 65 80 58 77 89 108 195 212 241 197 
December 19 67 82 58 75 82 103 185 211 212 175 
a. See 592 682 897 926 866 1031 1163 1963 2543 2826 2352 


Source: Office of Business Economics, Department of Commerce. 





covering a five week period, set 
a new monthly record of 525,277 
sets. Average weekly output in 
March was 14 pet above Febru- 


167 pet of the 1935-39 average. 
This was 1.5 pct lower than a 
year ago, but was 25 pct higher 
than in June, 1946, and was 69 


even at this unprecedented rate 
of production the industry will 
not be able to catch up with de- 
mand in a full month’s time, ac- 


ary, and 126 pet above the 1949 pet above the level of prices in cording to The Iron Age, na- 
weekly average. August, 1939. tional metalworking publication, 

Smaller increases than on a Chilton publication affiliated 
Cost of Living Up food, were reported for most with HARDWARE AGE. This pub- 


other items making up the in- lication predicts that supply will 
dex. Prices of fuel, electricity not catch up with demand until 
The cost of living went up a and refrigeration went up 0.4 late in the year—and_ then 
little in March, mostly because pet between Feb. 15 and March maybe for only a brief period. 
food prices were 0.64 pct higher. 15. House furnishings and Supply fell behind demand 
Moderate-income families’ in clothing prices were up by the when 10 million tons of steel 
large cities had to pay 0.3 pct same amount, 0.1 pct. production were delayed because de 
more for average of all their of the steel strike in October 
goods and services on March 15, and another million tons of out- 
than they did a month earlier, put were delayed by the coal 
according to the Bureau of La- strike in February. 
bor Statistics. The Iron Age states that de- 
The Bureau’s consumer’s spite the shortages very little 
price index for March 15 was manufacturing is being held up 


Slightly in March 


Record Steel Output 
Is Still Inadequate 


For three straight weeks the 
steel industry has operated at 
100.5 pet of rated capacity but 


wo 





Wholesale Hardware Inventories’ 
By Geographic Divisions, for March, 1950 


End-of-Month Inventories (Cost Stock-Sales Ratios? 





| Weeks’ Supply 
% Change | of Inventory 
March 1950 vs. | Amount (Add 000 on Hand 
Number 
of March February March March February March March February March March 
Firms 1949 1950 1950 1949 1950 1950 1949 1950 1950 1949 
UNITED STATES TOTAL | 230 -—4 + 6 $134,383 $140,542 $126, 242 233 245 271 13.8 14.5 
New England. . , 15 3 3 4,229 4,123 4,095 340 327 397 | 20.1 19.3 
Middle Atlantic 43 2 5 13 , 466 13,790 12,836 187 185 223 11.0 10.9 
East North Central 36 5 13 23,908 25,231 21,155 | 224 262 240 | 13.2 15.5 
West North Central ? 32 1 + § 26 , 853 27 , 235 25,594 249 236 300 | 14.7 13.9 
South Atlantic ~ 46 0 10 19, 206 19,152 17,400 | 222 223 228 13.1 13.2 
East South Central 14 + 2 + 7 6,769 6,608 6,314 | 224 209 251 | 13.2 12.3 
West South Central 14 —12 + 4 13,203 14,991 12,643 229 263 256 | 13.5 15.5 
Mountain ol Saeasae 8 +11 + 1 2,757 2,477 2,726 | 259 231 460 | 15.3 13.6 
Pacific. . ; | 22 —11 + 2 23 , 992 26,935 23,479 256 297 347 15.1 17.5 
'—Includes 6 reports received too late to be incorporated in the Bureau of Census published releases. 2—Stock-sales ratios are obtained by dividing the stocks by the sales 


for an identical group of firms. %—Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the ae by the number of 
weeks in the month. Sales include direct shipments and consignment business. Weeks’ supply is lower than if based on cost of sales from owned stocks. 
Source: Bureau of the Census. 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 


in the world. 





— 
= ~~ 
a 
. 


DISTRIBUTOR 





Offer your trade real “Customer 
satisfaction’ and True Fastener 
Economy by selling RB&W 
fasteners ... the product 
of more than a century of continuous 
research and progressive 
development in fastener manufacturing 
. .. backed by the skill of four 
generations of RB&W men and women. 


Plants at: Port Chester, N. Y., Corcopolis 
Pa. Rock Falls, fi los Angeles, Colif 
Additional sales offices at: Philadelphia 


OF Sigel Me G@ilidel- eM G@lclilclilelel-loME@le) tielal:| 


Lifelale Mm. Tehail 


THE COMPLETE QUALITY LINE 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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Popular Since 1887 









Three generations of Ameri- 
cans have known ALLENCO 
products for fine quality and 
dependable values—an envi- 
able reputation that helps 
dealers to make more sales 
faster. Home owners readily 

buy this line they know. 






Ads Read by em 
ing 1950—11,422,252 fam 
During 13 ALLEN( ne) advertieal 

i i s of na 
in leading mee ctet Homes 8 
ens, American Hot’: 
Sawer Grower, Sunset, Howe 
& Garden, House Beaut! a 
he Saturday Evening Post. shese 
- your ads. Cashin on the sa 


they make! 








ALLENCO “Greenwood” 


Raven Lawn Sprinkler 

It’s a popular, efficient, fast-selling mumber. 
New, improved chromium-plated brass head 
and full floating bearing assure long, trouble- 
free service. Sprays evenly up to seven gallons 
a minute — in a circle as large as 34-feet in 
diameter. Base and stem are finished in 
attractive green baked-on enamel. Individu- 
ally packed in colorful display-type box. 
Attractively priced for volume sales! 


Ask Your Jobber! 


MANUFACTURING 





@ 566 West Lake Street, Chicago 6, Illinois 
@ 66 Reade Street, New York City 7, New York 
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for lack of steel. Deliveries are 
averaging about three weeks be- 
hind schedule, with the longest 
delays on hot and cold-rolled 
sheets, strip and galvanized. 

The conversion market is 
booming and prices are fancy. 
Ingots are selling for $72 a ton 
or $22 above the market. Slabs 
are selling for $90 a ton, or $37 
above the market. Gray market 
activities are on the increase 
and The Iron Age steel scrap 
composite price has set a new 
high for the year. 


Lead Again Marked Up 


On April 26, lead ad- 
vanced a quarter cent to 11¢ per 
lb, New York, and 10.84, St. 
Louis. This was the second quar- 
ter cent increase in less than a 
week. The call for lead has been 
improving for more than a 
month. 


was 


Farm Prices Up Slightly 

Average prices received by 
farmers during the month ended 
April 15 climbed nearly 2 pct. 
The U. S. Agriculture Depart- 
ment’s index of prices received 
by farmers climbed four points, 
to 241 pet of the 1910-14 aver- 
age. At the same time, the in- 
dex of prices paid by farmers 
for goods used in production 
climbed one point during the 
month to 251 pet. 


First Quarter Business 
Was Moderately Better 


Continued strong business ac- 
tivity in March completed a quar- 
ter of “moderate expansion” in 
the nation’s economy. 

Increases in both business and 
consumer spending and continu- 
ation of the building boom led 
the advance during the quarter, 
says the U. S. Department of 
Commerce, in a monthly review 
of business conditions. 

Higher consumer spending re- 
flected a growth in personal in- 
come, which was. temporarily 
swelled by National Service Life 
Insurance dividend payments 


to veterans. Personal income 
reached a $219 billion annual 
rate in February and was at 


an “extraordinarily high rate” 
throughout the quarter. 

Total retail sales in March re- 
mained close to February’s rec- 
ord level, on a_ seasonally 
justed basis, with durable goods 
in strong demand. Greatest gains 
during the quarter over the 
fourth period of 1949 were in 
automobiles and in products with 
sales tied closely to building ac- 
tivity, such as furniture and 
household appliances. 

Among finished goods, output 
increases over the 1949 lows in 
the first two months of the year 
ranged from 12 pct for tractors 
to 167 pct for television sets. In- 


ad- 





Wholesale Hardware Sales’ 


By Geographic Divisions, for March, 1950 


SALES REPORTED 


CUMULATIVE SALES? 


% Change 
March 1950 vs. | Amount (Add 000 January- January- 
Number | March March 
of March Feb. March March Feb. 1950 1949 % 
Firms* 1949 1950 1950 1949 1950 Add 000) (Add 000) Change 
U. 8. TOTAL 304 —2 +24 | $72,173 $73,615 $58,323 | $185,649 $197,165 6 
New England ’ 19 -1 +19 1,402 1,418 1,182 3,774 3,896 3 
Middle Atlantic 65 -—7 +25 9,052 9,689 7,232 | 23,940 26,320 9 
East North Central 44 +7 +20 12,124 11,377 10,144] 31,105 30,362 +2 
West North Central 38 — 6 +28 12,914 13,778 10,062 32,055 34,433 
South Atlantic..... 51 |; -1 +14 9,212 9,279 8,093 | 25,799 28,139 8 
East South Central 3 )} -4 +17 5,247 5,491 4,497 | 12,675 13,604 i 
West South Central 22 — § +14 | 8,468 8,944 7,431 23,406 24,803 6 
Mountain 11 —2 +58 | 2,301 2,356 1,455 5,439 5,670 4 
Pacific 31 + 2 +39 | 11,453 11,283 8,227 27,456 29,938 8 
2—]ncludes 


'—Includes 10 reports received too late to be incorporated in Census Bureau published release. 
reports received too late for inclusion in previous monthly totals. 


cumulative figures. 
States Comprising Regions: 


Middle Atlantic—(N. J., N. a.) ; 


Wis.) ; West North Central—(lowa, Kan., 

»., Fla., Ga., Md., N. C., o 
Ky., Miss., Tenn.) ; West South Central—(Ark., La., Okla., 
Idaho, Mont., Nev., N.M., Utah, Wyo.) ; 


Atlantic—-(Del., D. ¢ 


—(Ala., 

tain—(Ariz., Colo., 

Wash.) 

Source :—Bureau of The Census. 


New England—(Conn., Maine, Mass., N 
ey East North Central 


Mi 
Ss 


+—Number does not apply in all cases to the 


BM Se VUPS 
(Ill, Ind., Mich., Ohio, 
nn., Mo., Neb., N. D., S. D.) ; South 
*, Va., W. Va.) ; East South Central 
Texas) ; Moun- 
(Calif., Ore., 


Sears 


Pacific 
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SHARPENER 
















They contain Carbide, the 
hardest metal made by man... 
and this Mr. Jobber, 

Mr. Retailer, is a BIG 

i | sales feature. It gives 
_ \ New England Carbide Products ! 
. the edge and you — — DISPLAY CARD 


“Pedaaivs or Scissor 






Electric or 
Pneumatic 


HAMMER BIT 
CARBIDE TIPPED 


for Hard Concrete 
or Granite 






TOP PROFITS. 

















gee ess os. 
“te SHARPENER 








DISPLAY STAND 
also available for 
CYCLONE 










CONTAINER | 
“for 12 Knife 





INDIVIDUAL 

PACKAGE 
and Kit of 6 
popular sizes 










ROTARY DRILL DOUBLE EDGE 
CARBIDE TIPPED 


for CARBIDE 
MASONRY \ PAINT SCRAPER 









Order from your jobber today 





or write direct for more information. 


Yew Euglaud oe -V1:11') Im Kole) Moto Mn Tod 


CAMBRIDGE 39, MASS. 
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Economical 


Storage 
ROTABINS... 


FOR BOLTS AND PIPE FITTINGS 








4 —— 34” 
Series RB-3400 


—> 


Each section has 5 compartments 21” wide. 
Additional Bin Dividers are extra. 


8 Sections... 65%4"'. .. $84.00 
7 Sections... 65%2"'... 75.00 
4 Sections...37'' .... 47.00 


REVOLV6O ior nais 


25 B—S5 sections, 25 
compartments, each 
holding a keg of nails 
$113.00. 


500 A—5 sections, 50 
compartments, each 
holding a keg of nails 
$181.00. 


Scales Extra 





MODEL 25 B 
Other sizes to fit your particular needs. 


Immediate delivery. f.o.b. Wellston, O. 
Prices subject to change without notice. 


THE FRICK-GALLAGHER MFG. CO. 


417 Shubert Bidg., Phila. 2, Pa. 


FRICK - 
( GALLAGHER 


WELLSTON, OHIO 


SHELVING +» PARTS BINS + ROTABINS 
COUNTERS + RACKS «+ TABLES 





206 


coming orders of manufacturers 
picked up sharply early in the 
year, resulting in a rise in ship- 
ments and an accumulation of 
unfilled orders. Business spend- 
ing for inventories, and for plant 
and equipment, in the first quar- 
ter was stronger than in most of 
1949. 


Maytag Drops Prices 


A price reduction of $10 on 

its automatic washer and $5 on 
its three conventional washers 
have been announced by The 
Maytag Co., Newton, Ia. The 
new price schedules are effective 
May 1. 
- The reductions were made 
possible by “large scale produc- 
tion and manufacturing econo- 
mies,” despite increased mate- 
rial costs, according to Roy A. 
Bradt, vice president. The com- 
pany reports that its factories 
are working at capacity and 
have a sizable backlog of un- 
filled orders. 


Plumbing Prices Up 


Belatedly announced, it is 
learned that American Radiator 
& Standard Corp. recently raised 
prices of its plumbing and heat- 
ing products. 

Prices on the complete line of 
the company’s plumbing prod- 
ucts were increased 24% pct to 3 
pet, effective about April 1. 

Boilers and radiators were in- 
creased 3 pet and warm air fur- 
naces 71% pet, effective about 
April 10. 


Washer Production at 
Second Highest Point 

Factory sales of standard-size 
household washers in March 
topped the 400,000-unit mark for 
the second time in history, total- 
ing 423,802 units, or within 2.3 
pet of 433,919, the all-time high 
attained in September, 1948, the 
industry’s record year. 

March sales compared to 351,- 
967 in February, an increase of 
20.4 pet, and were 66 pct greater 
than in March, 1949, when sales 
totaled 254,300 units. 

Washer sales in the first quar- 
ter came within .7 pct of equal- 
ing sales for the same period in 
1948, totaling 1,042,345 com- 
pared to 1,116,772, and were up 
66 pct over 628,000 units in the 
opening quarter of 1949. 

Dryers sold in March aggre- 
gated 27,125 units, compared to 
19,389 in February, an increase 
of 39.9 pct, and 221.8 pct greater 
than 8,429 in March, 1949. The 
total for the quarter, 66,009, 
topped 27,273, in the opening 
quarter of 1949, by 142 pct. 

Ironer sales in March totaled 
37,800 units, an increase of 36.3 
pet over 27,600 in February, and 
59 pct more than sales of 23,800 
in March, 1949. Ironer sales for 
the quarter, 85,700, were 7.1 pct 
more than 80,000 in the first 
quarter a year ago. 


Zinc Continues Rise 


On May 1, a leading custom 
smelter advanced the price of 





RETAIL HARDWARE STORE SALES TRENDS 
March, 1950, Sales Trends of Independent Stores in 18 Cities 


Per Cent Change l 


Mar. 1950 3 mos. 1950 Mar. 1950 
compared with compared with compared with 
Mar. 1949 3 mos. 1949 Feb. 1950 
California—Los Angeles F15 2 6 
San Francisco l 2 
District of Columbia—Washington - 6 1] +23 
Illinois—Chicago 3 3 +28 
Massachusetts—Boston 7 16 +30 
Michigan—-Detroit 20 +12 +24 
Minnesota—Minneapolis 3 5 +18 
Missouri—St. Louis 1 - 6 +15 
New York—Buffalo 22 15 0 
New York 4 4 +11 
Ohio—Cleveland 20 16 r2 
Toledo 17 15 25 
Youngstown 2 7 29 
Pennsylvania—Philadelphia = 4 5 16 
Texas—Dallas z 5 +36 
Virginia—Norfolk +26 +18 +12 
Washington—Seattle - 6 - 8 +37 
Wisconsin—Milwaukee + 4 + 5 +26 
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zine a quarter cent per pound, to 
11%4¢, East St. Louis. Major 
producers followed. 

This was the fifth price ad- 
vance for zine since March 14, 
when quotations were raised a 
quarter cent to 10¢. At the new 
level, zinc is at the highest price 
since May, 1949. 

The demand for all metals con- 
tinues extremely heavy as prices 
crawl upward. Not in more than 
a year have consumers been so 
eager to buy for delivery months 
ahead. Major producers of cop- 
per and zinc, who up until re- 
cently were selling largely for 
current-month shipment, now 
have business on their books for 
delivery into June. Some small 
orders already begin to spill over 
into the third quarter delivery 
period. 


Ternes Slightly Cheaper 


Carnegie-Illinois Steel Corp. 
and the Tennessee Coal, Iron & 
Railroad Co., two United States 
Steel Corp. subsidiaries, an- 
nounced a change in price effec- 
tive May 3 on Special Coated 
Manufacturing Ternes in basis 
weights of 55 Ibs. to 195 Ibs., re- 
flecting a 15¢ per base box re- 
duction in price. 

The action was taken to make 
the price on Special Coated Man- 
ufacturing Ternes directly com- 
petitive with the .25 lb. electro- 
lytic tin plate in view of the in- 
terchangeability of these two 
products for many purposes and 
the increasing demand for the 
electrolytic tin plate, according 
to the two companies. 


Gypsum Output High 


That the construction volume 
in the U. S. this year will top 
the 1949 record high by 4 or 5 
pet, is the prediction of M. H. 
Baker, president of National 
Gypsum Co., manufacturers of 
building supplies. This company 
reported record sales and earn- 
ings for the March quarter. It 
reports that all its plants are 
on a 7-day schedule. 


A Big March Record 


Westinghouse Electric’s 
March appliance, radio and tele- 
vision business was the best for 
any month in its history, re- 
ported G. A. Price, president. 
He predicts over-all volume for 
all 1950 “will probably not be 
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No. 655 


Packed 1 in a box. 6 ina 
case. Weight 18 pounds. 


Year after year this handy tool is demanded by 
Carpenters, home craftsmen and manual training 
students. 

Stock this vise. You will be pleased with the 
resale and profit possibilities it carries for you. 


The 
BIAWIMUAM AVI AL mA 


GENEVA. OHIO 























Backed by most years experience in the 
design and manufacture of tool grinders 











A 
TR WAN 


ELECTRIC 
SICKLE AND 
TOOL GRINDERS 


Designed for 
‘ awkward jobs! 
4) Wheels project 
k “a several inches in 

front of frame and © 
1/3 H.P. motor is mounted behind, 
allowing 100% accessibility to the 
» Top Quality vitrified wheels. List, 
$49.20, F.O.B. Mpls 


@ FASTER, EASIER SALES! 
@ FINER IN QUALITY! 
@ GREATER IN VALUE! 



























4 


A FULL LINE OF TOP QUALITY TOOL 


STREAMLINED GRINDERS . . . Hand, Electric, Belt Driven 


GRINDERS 


Made with éxI"', 5x!"', 
4x\"' fully vitrified abra- 
sive wheels. Supplied 
also as buffing and pol- 
ishing heads, without 

. wheels. Also, heavy duty 
models with 6 to 10 inch wheels. List $2.50- 
$36.00, F.O.B. Mpls. 


@ TOP QUALITY e@ FULLY VITRIFIED 

@ ACCURATELY DRESSED ABRASIVE WHEELS ; 
Assortment above consists of I5 best selling sizes 4x'/2'' to éx!'' in 5 grits _Com- 
petitively priced! Safe, fast, cool cutting Wissota wheels are manufactured in our 
plant. Tool or sickle wheels available, loose or in assortments. 


WISSOTA TESTED WHEEL ASSORTMENT 





Ask your jobber or write for descriptive catalog today! 


WISSOTA Wauafacturing Zo. "Xenon s 
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eT ed | 


TRAILER COUPLINGS 





your Quality line! 





Made of 
quality pressed steel...can be 
welded to trailer tongues... 
easily operated, ratchet-type 
hand wheels... positive safety 
latches . . . die-formed steel 
balls . . . heat-treated bolts. 


NO. A-6 COUPLING, extra heavy-duty for use 
with trucks, tractors, road machinery. Loads 
to 8,000 Ib. List $7.15. 


NO. B-6 COUPLING, 6,000-lb. capacity, list $5.85. 


NO. 0-6 COUPLING for 2-inch pipe tongues, 
4,000 lb. capacity, $3.75. 

NO. 0-7 TRAILER COUPLING for most types of 
two-wheel utility trailers. Loads up to 4,000 
Ib. List $3.75. 


EXTRA BALL ASSEMBLIES, complete with nut 
and lock washer. For all models of Fulton 
Couplings. List $1.10 to $2.50. 


NO. 30 
TRAILER TONGUE STAND 


Supports two-wheel 7 
utility trailers for 
easy loading, unload- 
ing and parking. 
Sturdy, pressed steel 
stand is adjustable 
in height, locks in 
vertical and horizon- 
tal position, bolted 
or welded to trailer 
tongue. List $4.95. 





OC 
~~ 


NO. 25 
BUMPER CLAMP 





| 
| 
| a 

dorvanmans -— Rugged, 
all-steel, adjustable 
for most bumper 
shapes. Rubber cushions 
protect bumper face. List $6.25. 


U-2-B BUMPER CLAMP, for older model, flatter- 
style bumpers. List $1.80. 

NO. 26 BUMPER CLAMP CONNECTING BAR. Used 
with two No. 25 Bumper Clamps where bumper 
guard or license plate mounting prevents center 
attachment ofa single clamp. List $4.50. 


TC-22 TWIN-CLAMP HITCH, for older cars. Wide 
2-point attachment with connecting bar. 
List $5.00. 

All Prices Slightly Higher West of Rockies 


Order From Your Jobber 


THE FULTON COMPANY 


Milwaukee 14, Wisconsin 
in Canada: J. C. Adams Co., Ltd., Toronto, Ontario 
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too far behind 1949.” Second 
quarter sales are expected to top 
the first quarter. 

Declaring that installment 
buying has been a “major fac- 
tor’ in boosting America’s liv- 
ing standard, Westinghouse 
said, “It is part and parcel of 
our economy and restrictions on 
its use can only slow up business 
and employment.” 


Rubber Has Jumped 
50°, Since December 

Rubber’s rise has been the 
most striking in the current suc- 
cession of price jumps. As re- 
cently as last December, natural 
rubber sold in New York at 17¢ 
per lb. The latest price of 25%¢ 
means a leap of more than 50 pct 
in less than five months. Some 
commodity men think a further 
increase may be ahead. 

The runaway has tire makers 
squirming. Operating in a keen- 
ly competitive market, they’ve 
had their costs pushed up dras- 
tically. Unless rubber comes off 
its “high perch,” they will prob- 
ably have to raise prices on their 
products. 

Several forces have combined 
to produce rubber’s climb. Ex- 
perts say stockpile buying by the 
U. S., and abroad, is one factor. 
Heavy purchasing by Russia in 
the big Far Eastern producing 
center is another. Political un- 
certainty in the East, where the 
Communists keep gaining, is a 
third. Huge demand from U. S. 
industry is a fourth. 

With synthetic rubber selling 
at only 18%%¢ per lb., U. S. con- 
sumers have stepped up their 
use of this material. But de- 
mand is so big that natural 
rubber use has gone up, too, al- 
most 20 pct. 


Steel Freight Rates Down 


Eastern railroads have been 
authorized by the Interstate 
Commerce Commission to reduce 
freight rates on certain iron and 
steel products by 25 pct, effec- 
tive May 1. The roads are mak- 
ing the cuts in an effort to re- 
gain traffic lost to motor trans- 
port firms. 

They told the I.C.C. that truck 
lines are now carrying more 
than half the iron and _ steel 
shipments in the East, whereas 
the railroads used to haul “vir- 
tually all.” 


Steelmakers Confident 
For Second Half-year 

Capacity production by U. S. 
Steel Corp. will continue through 
the second quarter of this year, 
Irving S. Olds, chairman, pre- 
dicted recently, but after the 
middle of the year, he expects a 
“gradual decline in demand, 
though not a _ precipitous de- 
cline.” He explained that many 
steel-consuming industries such 
as automobiles, building and ap- 
pliances, have been increasing 
inventories, and he expects that 
process to be completed sometime 
in the second half. 

“The inventories of many steel 
consumers went down as they 
used up steel on hand because of 
the scarcity that developed as a 
result of the steel strike last fall 
and the coal strike this year,” he 
said. 

However, he emphasized again 
that the decline in demand, which 
he expects when the re-stocking 
is over, is not likely to be a sharp 
one. 

Steel production in the plants 
of Jones & Laughlin Steei Corp. 
will average about 100 pct of 
rated capacity for the rest of the 
year, predicted Ben Moreell, 
president. And C. B. Randall, 
president of Inland Steel Co., 
said the outlook for the re- 
mainder of 1950 points to capac- 
ity operations well into the third 
quarter, and beyond that it is 
“most encouraging.” 


Record Auto, Truck Sales 


Automobile and truck sales at 
the factories reached a record 
high in the first quarter. They 
climbed to 1,635,966 units, up 19 
pet from a year ago. 
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Farm Equipment Sales 
Up Sharply After Slump 

Farm equipment makers are 
having a sharp seasonal pickup 
in sales and earnings. During 
the winter, farm equipment 
sales slumped badly. This re- 
flected a return of pre-war sea- 
sonal buying, industry officials 
believe. In normal times, farm- 
ers do not buy tractors, harrows 
and corn pickers in the winter, 
but purchase most of this ma- 
chinery between April and Oc- 
tober, when actually needed. 

However, during the war, and 
up until about the middle of last 
year, they took machines when- 
ever available, to be sure of get- 
ting them. With supplies of 
equipment now plentiful again, 
the farmers have gone back to 
their old buying habits, machin- 
ery men say. 

The fact that this spring has 
been about three weeks late ar- 
riving, complicates the sales pic- 
ture. The high in spring buying 
should be still to come; usually 
there are two buying tops, one 
in March and April when crops 
are planted, and the other in 
September and October for har- 
vesting machinery. 

In this year’s first quarter, 
there has been a wide variation 
in sales showings of manufac- 
turers. Deere & Co., which made 
the best relative showing, re- 
ported a sales decline of only 2.9 
pet from a year ago. J. I. Case 
Co. had the biggest drop, 62.3 
pet from a year ago. Deere has 
for many years followed a policy 
of encouraging its dealer to 
carry substantial inventories. 

About 35 pct of International 
Harvester Co.’s sales are derived 
from tractors and farm imple- 
ments. The sales of these prod- 
ucts in the quarter ended Jan. 3 
were about 19 pct below the cor- 
responding period of the pre- 
vious year. They have steadily 
narrowed the gap between this 
year and last, until in April the 
company’s shipments of these 
products were probably as good 
or better than in April, 1949. 
Demand for other Harvester 
products, trucks and refriger- 
ators, has also been strong. 


Television—and Furniture 
The great television buying 
wave is bringing in its wake a 
small boom in living room furni- 
ture. Video set owners, whose 
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NOW ELECTRIC DRILL BITS BY GREENLEE 
TO MEET A BIG NEED... BUILD EXTRA SALES FOR YOU 





Again GREENLEE leads out with the newest in tools to match 

the tempo of today’s more efficient building methods. These new 
GREENLEE Electric Drill Bits meet a great need of carpenters 

and other woodworkers using “-inch electric drills for boring 42-inch 
or smaller holes in soft or hard wood. They fit electric drills perfectly, 
stand up under long hard work, do the job quickly 

and smoothly .. . replace old makeshift methods, provide the 

“tight tool for the job.’’ Solid-center twist; single-cutter, 
extension-lip type head with outlining spur; no pressure required, 
Destined, we believe, to become “standard equipment” 

for skilled craftsmen everywhere. Available in sets of five, packaged 
as above, or in individual sizes. Ask your jobber or write 

Greenlee Tool Co. for details and prices. 


TOOLS FOR CRAFTSMEN 


GREENLEE 






STOCKED BY LEADING WHOLESALERS 


The Greenlee Line also includes: Auger Bits * Expansive Bits * Bit Extensions * Chisels and 


Gouges * Turning Tools * Draw Knives « Automotic Push Drills * Spiral Screw Drivers and 


many other high-quality tools. Greenlee Tool Co., 1805 Herbert Avenue, Rockford, Illinois. 
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The Best Are 
McGILL BRAND 


mouse and rat 
TRAPS 


e METAL OR WOOD TRIGGER 
e FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 








PORTER 
backs 
dealers with 
modern 
merchandising helps 


HUSKY HAND FREEZER 
2-, 4-, 6-quart sizes 


MR. DEALER: The Porter-made 
Husky is the only hand-operated 
home ice cream freezer on the market 
backed with a guarantee! This is just 
one reason why you can sell more 
Porter-made freezers. Porter gives 
you truly modern freezer design and 
construction plus modern selling help. 
Write for details. 


DOLLY MADISON Electric The 2-quart Dolly 
Madison ELECTRIC 
will operate with the 
contents of three ice 
cube trays! No won- 
der it’s the hottest 
item of the year. 4- 
and 6-quart sizes too. 


If your jobber can't supply, write the factory. 


ORDER NOW 
THE J. E. PORTER CORPORATION 
America’s Largest Manufacturers of 
Home Ice Cream Freezers—82 Years Old 
501-3 BROADWAY—OTTAWA, ILLINOIS 
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ranks are swelling at a rate of 
about 100,000 or more each 
week, find that selecting a TV 
model is only the first problem. 
The second one is to find a way 
to accommodate the family—and 
neighbors—around the screen. 

“Anything that’s tagged for 
television is bought up in a 
flash,” says a salesman at New 
York’s big R. H. Macy & Co. de- 
partment store. 

Hassocks, folding chairs of 
various types, and swivel chairs 
are the most popular items in 
the televiewers’ search for help 
in turning their living rooms 
into theatres. Trade sources 
estimate that the makers of 
hassocks are selling an extra 
$17 million a year of these foot- 
rests as auxiliary television 
seats. One hassock maker re- 
ports sales hitting a pace about 
800 pct ahead of a year ago. 

One of the country’s biggest 
makers of all types of chairs 
says: “Our sales of furniture 
slanted for the TV market have 
grown 75 pet or more in the last 
year and now constitute about 
50 pet of our business.” 


New Materials in Use 
In Furniture Making 


New materials, new methods 
and new machinery are helping 
the furniture makers and so is 
the simplified taste of the aver- 
age consumer, who is taking an 
increasing fancy to easier-to- 
make modern styles. 

Makers of such “case goods” 
—as beds and _ tables—believe 
they have something exciting in 
a new material, that would do 
away with the tedious and cost- 
ly operation of glueing knot-free 
pieces of board together into one 
big piece. 

The new material is a mixture 
of wood shavings and a liquid 
plastic binder. It promises to 
make use of the 60 pct of every 
tree that’s wasted, including the 
twigs and branches. Known as 
“Plaswood,” this material can be 
used to make cores of any size. 
A “core” is the inexpensive filler 
material to which furniture’s 
fancy veneer finishes are ap- 
plied. 

Plastics and aluminum are 
two other new materials used 
for such places as chest drawers. 

At the end of February, 1950, 
furniture manufacturers’ un- 
filled orders were 52 pct higher 


Ask Any Craftsman 
What He Asks For? 


He'll Say — 


Because Empire Levels, 
nationally advertised, ore 
known the country over 
for extreme accuracy, and 
because Empire Levels 
have MORE ond BETTER 


working features. 


This Means 


HIGHER LEVEL 
SALES FOR YOU! 


Empire Levels are available, in all sizes and 
types, to meet any job requirement for car- 
penters, masons, homecrafters, or any other 
mechanics that need a level. In aluminum 
oy or wood frames. Empire adjustab! : 
ases, with or without frames 
Make sure you're ready when particular crafts- 
men ask for an Empire Level. Order now from 
our Jobber, or write direct for complete in- 
formation 


ee 8 


EMPIRE) a ee 
~<L 10930 POTTER ROAD 


MILWAUKEE 13, WIS. 


ADDRESS DEPT. HA. 


FUL-STOP-GUIDE 
A Positive Guide 








The lower 
wire operates 
within the 
channel and 
cylindrical 
bearing 
forcing it 
to reseat 
P properly 
and it can- 
not bend. 


Fits all 
size overflows. 


Adjustable. 


If your jobber 
cannot supply 
write us. 
































BACK VIEW< 
OF GUIDE 








Free display 
stand. 








FULTON PRODUCTS CO. 


Bernardsville, N. J. 
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HOUSE PAINTS 


‘De 
Te 





onty ONE NAME 


TO REMEMBER FOR 


ANY PAINT NEED 


A premium quality enamel 
at a popular price 

... for furniture, woodwork, autos 

etc., where the call is for a lus- 

trous, quick drying, colorful finish. 


SAPOLIN SPEED ENAMEL—one of the 
oldest, most widely known colored 
enamels. Easy-to-use, self-leveling 
—looks, wears and cleans like por- 
celain. Dries in 4 hours. In Super 
White, Black and 18 colors. Find 
out how small an investment 
places a well balanced order on 
your shelves. 

Write today for 

full information. 


Sapolin Paints Inc., 
229 East 42nd St., 


HOUSE PAINTS + ENAMELS + VARNISHES + STAINS 





eT 


Depend on 





for QUALITY and 
PROMPT SERVICE d 


than a year ago. Many of them 
expect 1950 to rival 1948's rec- 
ord dollar volume. 


Industrial Bookings 
And Output Run High 


A substantial pickup in indus- 
trial business, with order book- 
ings and production outrunning 
the booming pre - steel - strike 
period of last August and Sep- 
tember, was reported in the 
National Association of Pur- 
chasing Agents’ survey for 
April. The better bookings in 
April reflected a longer-term, 
but still conservative, buying 
policy. The report said that 60- 
to 90-day buying commitments 
were on the increase. 

There were no signs of weak- 
ness during April in raw mate- 
rials prices, although some price 
easing in fabricated goods at 
distributor levels was noted. 

The Association said that, 
with few exceptions, supplies of 
raw materials are meeting de- 
livery schedules. Steel, while 
still on the critical list, is rapid- 
ly catching up with accumuiated 
demand, but copper and zinc are 
still tight. 

The report said price move- 
ments in April were of short 
range, with increases listed for 
23 commodities, decreases for 
14. Nonferrous metals were said 
to have displayed the greatest 
price strength. Still-hard-to-get 
items included: Aluminum, ben- 
zol, burlap, cellophane, chlorine, 
copper, some grades of lumber, 
kraft paper, steel and zinc. 


RYERSON 

STEEL in stock 

for HARDWARE 
STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We’ll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates * Sheets 
Tubing ¢ Allegheny Stainless * Alloy 
Steel © Safety Floor Plate * Babbitt 
Solder © Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 

Detroit, Cincinnati, Cleveland, Pittsburgh, 

Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 


NOW! FOR EVERY 
HARDWARE STORE 


POWER 
MOWER 
a 


With 


TURNBUCKLES > 
the Amazing ALSO 
‘*“Alumaloy’’ Paper-Board Output U , 
bodies, steel P Pp Pp : New Automatic j ory 
hooks ond eyes. _ Paper and board production Clutch Control MECHANICAL 
Be. sage in March and the first quarter of CLUTCH 
bright. Zinc 1950 set new records. This in- 
plated. dustry shows a_ long-term 
growth of about 4 pct each year. 
S$ HOOKS 
Ina — range 
- wines REA Loans for 8 States 
jerflows. : : ; 
ena Ten electrification loans which New! Outstanding! Building your is 
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able. SCREEN DOOR “He o ral pe ge ogee —~ all om features yor conomuss DEPENDABLE 
. istration a rovec auring e have been clamoring tor utomatic 
r jobber a . - PP , ay ie 1 operation no gadget or lever to use! Homko 
re week of April 24-28 are expectec Walking speeds are easily regulated cane a 
ri ; ~ ai by engine acceleration assive ru 
P UTELITY HOOKS to provide electric service to ber en por sate with a choice of pest 


us. 
display 





3 


Cold drawn work 
hardened steel. 


ASK YOUR DISTRIBUTOR OR 
WRITE TO 


_TURNBUCKLES, nc. 


BOX 333, MICHIGAN CITY, INDIANA | 


_FACTORY:, GRAND BEACH, MICHIGAN — 


4,535 farm homes and other 
rural establishments in 8 states. 

The approved loans were: The 
Cooperative Power & Light Co., 
Iola, Kan., $330,000; The Tri- 
County Electric Membership 
Corp., Goldsboro, N. C., $610,- 
000; The Flint Electric Member- 
ship Corp., Reynolds, Ga., $235,- 


standard, or over-size tres for high ccd 


cut of grass. Easy storage. Write 
today and learn how you can profit 
with HOMKO Lawn Equipment! 
Built-in Recoil Starter available 
at slight additional cost 
” to retail under $90 
” to retail under $100 
” to retail under $150 


WESTERN TOOL & STAMPING CO. 


S$ MOINES 13, IOWA 


CHOICE OF 
BRIGGS OR 
CLINTON 
ENGINE 


AVENUE, DE 
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Ope 


waste, leaves, etc. Highly efficient. 


ar 
ns up sewers blocked by roots, paper, 
Adver- 


Vi / oe 4b — — 


tised in Saturday Evening Post, Better Homes 


and 


Gardens, House Beautiful and others. 


Retail: 20 Ib., $8.35; 40 Ib., $14.60; 100 Ib., 
$24.90, f.o.b. Detroit. From your jobber or 
direct. 












KEEPS BASEMENT PIPES DRY 
Fast seller! Every home needs 
this Fiberglas pipe insulation. 
Easy to apply. Standard 
package, $1.50 retail. Covers 
20 ft. basement pipe. Folders 
and mats are available. 


WRITE for LITERATURE 


ASSOCIATED SPECIALTIES CO. 


10674 Gratiot Ave., Detroit 13, Michigan 





—FINGER GRIP CLIPS — 
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Just turn the screw. That's all 
you do—to make them fit any 
size handlel 


FOR "PARKING" THINGS 
WHERE YOU WANT THEM 





t. 


POPULAR PRICES 





| See: 3 for 10 
Medium. . . .8¢ or 2 for 15 
err 10¢ each 


IN ATTRACTIVE DISPLAY BOXES 


Ask your jobber or write 





ARTHUR I. PLATT CO. 


Fairfield, Conn. 








000; Butler Co. Rural Electric 
Cooperative, Allison, Ia., $270,- 
000; Atchison-Holt Electric 
Cooperative, Rock Port, Mo., 
$240,000; Sussex Rural Electric 
Cooperative, Sussex, N. J., $50,- 
000; Roanoke Electric Member- 
ship Corp., Rich Square, N. C., 
$1,070,000; Piedmont Electric 
Membership Corp., Hillsboro, 
N. C., $100,000; Wheatland Ru- 
ral Electric Association, Wheat- 
land, Wyo., $320,000, and The 
Pedernales Electric Cooperative, 
San Marcos, Texas, $172,000. 


March Fire Losses 


The country’s fire losses in 
March rose sharply to the high- 
est total in two years, the Na- 
tional Board of Fire Underwrit- 
ers reports. The month’s losses 
were estimated at $72,468,000, 
one of the three highest monthly 
fire-loss totals recorded in the 
last 20 years. 

The March total represented 


a 24.2 pct increase over the 
February fire-loss, and a 7.8 pct 
increase over the March, 1949 
figure. 


4 of Every 100 on Some 
Government Payroll 


Four of every 100 persons in 
the nation are on a public pay- 
roll, says the Bureau of the 
Census. 

The total of 6,204,000 em- 
ployees of federal, state and lo- 
cal governments, computed last 
October, did not include 1,500,- 
000 members of the armed 
forces. In that month, these ci- 
villian workers drew record pay 
of $1,406 million, indicating an 
annual payroll of $16,872 mil- 
lion. 

As of Oct. 1, 1949 the Federal 
Government had 2,047,000 em- 
ployees, the states, 1,037,000 and 
local governments 3,120,000, ac- 
cording to the Census Bureau. 





Inside or Outside—This Store Attracts 


OR sheer brightness, attrac- 

tive color and neat arrange- 
ment the Knobbe Hardware Co. 
store in Decorah, Iowa, is a real 
winner. From its visual front 
to the far end of the display 
room, which features a complete 
model electric kitchen, there is 
an unbroken line 88 ft of fluo- 
rescent lighting, shining through 
plastic louvres which extend 
from wall to wall and from the 
front to the back of the store. Six 
straight lines of concealed fluo- 


i 





rescent tubes are above the lou- 
vres. Sidewall shelving is illumi- 
nated by means of concealed 
fiuorescent tubes, which give in- 
direct lighting to raised letters 
identifying each department. 
Display backgrounds are in the 
same shades as the raised letter- 
ing. . 
Color, contrasting properly 
with the type of merchandise in 
each section, is the rule for wall 
backgrounds. Glass shelving is 
used for electrical housewares, 


Lettering above the ledge is in different colors to contrast with 
various types of merchandise. Background colors match letter colors. 
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and for some housewares and 
gifts there are blue mirror glass 
backgrounds. Yellow is used for 
other sections. Adding further 
to the colorful appearance of the 
showroom are gray finished 
tables, islands, wall units and 
two special circular shaped port- 
able display units. 

Attractive though the interior 
of the store is, the exterior is 
also unusual. Display units run 
right to the visual. front windows 
with large lettering bearing the 
store’s name, on the ends facing 
the street. A white sign adorns 
the store front, the word “‘Hard- 
ware” appearing in red neon let- 
tering and the name “Knobbe’”’ is 
in blue lettering. Other portions 
of the front are also finished in 
blue. 

Owner of the store is L. C. 
Knobbe, who formerly operated 
hardware stores at Farnhamville 
and Madrid, both in Iowa. 


Mississippi Court Holds 
Fair Trade Law Is 
Constitutional 


COURT decision of nation- 

wide interest was handed 
down by the Mississippi Supreme 
Court, on April 24, when it ruled 
that the Voluntary Fair Trade 
Act of Mississippi was constitu- 
tional. 

The suit was brought by the 
W. A. Sheaffer Pen Co. to get in- 
junctive relief against a Jackson, 
Miss., jeweler who had violated 
the pen company’s fair trade con- 
tract. After a local chancellor 
in that state held the Act un- 
constitutional the Sheaffer Co. 
made an immediate appeal to the 
Supreme Court. 

“This decision, climaxing a 
year-long battle by the W. A. 
Sheaffer Co. to protect the in- 
tegrity of its trade-mark, again 
emphasizes that Voluntary Fair 
Trade is in the public interest,” 
said John W. Anderson, presi- 
dent of the American Fair Trade 
Council. 

“Once the equitable purposes 
and public benefits of Voluntary 
Fair Trade are fully understood, 
the state courts and the legisla- 
tures unhesitatingly reaffirm the 
economic necessity for these 
laws,” Mr. Anderson said. 

The Mississippi Supreme 
Court pointed out that Fair 
Trade laws are in effect in 45 
states and have been held con- 
stitutional by the Supreme Court 
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.. \ Display it! Keep it filled! 
ces SCREW DRIVER & WOOD CHISEL 
SELF-SERVICE DEPARTMENT 














oe", SCREW 
ruled 4 DRIVERS 


, en ery fob 









HANDLES 






#2160 


Yours 


FREE 


wom Fuller Metal 
Whee ; 
n Display Rack 





St 86 S00 
me ae 





1 ] in Eye - Striking 
H { Blue and Orange 
Contains j Worth $5! You 
; Pay only for the 
FULLER \ ; } Screw Drivers and 
COMPLETE BASIC ! Wood Chisels 
ASSORTMENT 


Retail List $21.60 
Dealer Cost 14.40 


Your Profit $ 7.20 
Shipping weight 1!2 Ibs 


@ 4 DOZEN SCREW DRIVERS in 6 Sizes 
@ 1 DOZEN WOOD CHISELS in 3 Sizes 
10¢ to 50¢ ea. Retail—for FAST TURNOVER. 
your present open stock. 
Order today thru your wholesaler; or directly from Fuller; we'll ship and bill thru your jobber. 


FULLER TOOL CO., INC. 905 Fae St. BRONX 59, WY. 


World's Largest Producers of Unbreakable Amber Handle Tools 


Plenty of room for 








ONLY 


do 


FOR 2 8 FAST SELLING 


UNIVERSAL 
SPRAYERS 


DEALER'S COST 
iL ie 4e), | Se ee ie) 
$6.83 ON THE 












WEST COAST NOme Canney 
IN AN EYE-CATCHING fg" 
4 COLOR SHIPPING yp ‘ee 
AND DISPLAY CARTON ,, 7) 7 
Se! $04y - ? 
IN 8 UNIVER. tid) Ad ; 
SPRay A =? 


GUNc 


COMPETITIVE : { 
RETAIL PRICES 


W A FULL , 
nes To mMARK-UP 


The assortment contains 14 of the small glass container spray- 
ers retailing at 25¢, 8 of the % pint size tin sprayers retailing 
at 37¢, and 6 of the quart size sprayers retailing at 45¢ 
(Zone 1). By actual test, this is the fastest, most profitable 
sprayer deal ever to hit the market. Ask your jobber about 
them or write to us. Switch to UNIVERSAL for all household 
and garden sprayers, it's by long odds the best line to handle. 


UNIVERSAL METAL PRODUCTS CO. 
SARANAC MICHIGAN 
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AUTOMATIC 


RINGER 


Holds 25 RINGS 
* Adjustable for hog, shoat, 








and pig. 

* Rings in half the time. 
Post Paid % Rings are on card for quick 
Card of 25 Rings 10c. easy loading. 
Give Ring Size. *& Rings accurate and uniform. 
Use only Nu- Way *xG teed f lifeni 
Clip Rings for F ore = 
guaranteed results. with proper care. 


DEALERS—See your jobber. If unable to furnish, 
order direct giving your jobber’s name. 





AUSTIN MANUFACTURING CO. 
ROUND GROVE, ILLINOIS 





A brand new item with an un- 
limited number of uses! The 
Nu-Way Automatic Hog Ringer 
is ideal for any job that requires 
a heavy staple such as fastening 
on seat covers—upholstering— 
putting up signs, etc, 


Austin Mfg. Co. also makes the 
famous Nu-Way Calf Weaner. 











Your BEST BUY is 


CUT 
STEEL 
GEARS! 


fy; 18" and 21” 
F.O.B. Factory MODELS 
BRIGGS 
. and 
\ STRATTON 
Powered 


Precision built: cut STEEL gears, 
rugged all-steel construction. 
Truly, the very finest in power 
mowers. Ask your jobber or write 
us for complete literature on all 
hand and power models—AND our 
profitable 
DYNASWEEP LAWNSWEEPERS 


LAMBERT PRODUCTS, INC. 


515-531 Hunter Ave., Dayton 4,0 


of the United States and the 
highest courts of 14 states. 

The court expressly distin- 
guished the differences between 
the permissive features of Vol- 
untary Fair Trade and the com- 
pulsory nature of mandatory 
liquor price-control regulations. 


Capitol Shorts 

Senators Taft, Ohio; Wherry, 
Neb., and Bridges, N. H., all 
Republicans, have introduced a 
resolution which would officially 
designate April 28 as Tax Free- 
dom Day. The Senators have 
found that every salary and 
wage earner actually works 117 
days of each year for the tax 
collector, therefore it is April 28 
before the average worker can 
actually call the money he is 
paid his own. 

The Farmers Home Adminis- 
tration reports that more farm 
families are borrowing for new 
homes than for repairs to old 
houses. One-story, frame con- 
struction is most popular. Loans 
for other farm buildings, barns, 
poultry houses, etc., are also be- 
ing used more often for new 
construction rather than repairs. 
Heaviest demand for farm hous- 
ing loans comes from the South. 

The House Ways and Means 
Committee has rejected the 
President’s request for a 10 pct 
manufacturers’ excise tax on 
television sets. This action, 
forecast in this column in the 
April 6th issue of HARDWARE 
AGE, kills the proposal complete- 
ly, despite the fact that the ex- 
cise tax bill has a long way to 
travel before becoming law. 
Ways and Means Committee ac- 
tions of this nature are rarely 
overturned, unless the Commit- 
tee itself does an about-face. 








JOBBER INQUIRIES WELCOME 





214 


RETAIL STORE 
SALES IN THE U.S. 


YY BILLIONS 
OF DOLLARS 7 
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NEW COLUMBIANA “‘ALL-IRON’’ PITCHER SPOUT PUMP 
Here are some of the outstanding 
features that make Columbiana the 
Preferred name in hand pumps for 
the entire world: 
* NON-DRIP SPOUT 
* oy | ae REVOLVING 


* ANTLLFREEZE ACTION 
& CUTAWAY BASE permits piae- 
ing bucket directly under spout 
Designed for wells and cisterns 
up to 25 feet deep. This low-price, 
high-quality, 20-pound pump is 
\ 18%” high, has a 3” polished cy}- 
inder diameter and a 1%” suction 
“ connection for standard pipe tap. 
Fig. 19, No. 2 Finished in handsome green enamel 
Write today fur complete information. Established 1888 


COLUMBIANA PUMP er 
COLUMBIANA, OHIO, U.S.A 











*FARM-WISEe 
NE W trecreic venorner 
Offers - - Quick Sales - - More Profits 


—— 





r | me 


—— I 








Every former is a prospect. Approved by agricultural col- 
leges and dairy authorities. Operates on 110 V. AC or DC. 
Soldering iron tip included. Guaranteed for one year. 
Standard trade di Delivery NOW. Advertising sup- 
port fo all dealers. 

Write for catalog sheets and prices. 


CALF-TERIA SALES, INC. 
Dept. B Fort Wayne 3 indiana 











* 
SoHI 
Circular Saws 
and Dado Heads 
SoHi TOOL CO., INC. 


OSHKOSH, WISCONSIN 











PIPE 
NIPPLES 


Steel, Brass, 
Copper, Chrome 


Long Screws, Tank Nipples 
Gauge Siphons 


PITTSBURGH NIPPLE WORKS, inc. 
1455 Spring Garden Ave., Pittsburgh 12, Pa. 
6H 























AMERICAN CANCER SOCIETY 





HARDWARE AGE, MAY 18, 1950 





Win B 


“All-Pur 





No.3 No. 


HARDWARI 








OT PUMP 
tstanding 
biana the 
uumps for 


LVING 


ON 

nits piae- 
der spout 
i cisterns 
low-price, 
pump is 
ished cyl- 
” suction 
pipe tap. 
n enamel 
hed 1888 


Y 








SE 


RNER 


Profits 


— 


wltural col- 
, AC or DC. 
e year. 


tising sup- 


ces. 














up 


18, 1950 








Win Big 1950 Sales With These Versatile 


SR: HORTON MANUFACTURING CO 


BRISTOL, CONNECTICUT 










Also 
Makers Of 
Bristol Golf Clubs 


“All-Purpose” - Telescopic Rods - Reels - Nyion 
Bait Casting Lines 





“*All-Purpose”’ Multiple Action 
Reel No. 63—$4.00 (including tax) 


This inexpensive, but sturdily-con- 
structed reel is designed especially for 
Bristol Telescopic Rods. It is as versa- 
tile for all types of fishing as are the 
rods themselves. Its spool holds ade- 
quate lengths of line either for bait or 
fly casting. 





Nylon Bait 
Casting 
Line 

100 Yds. 
15 Ib. 
test— $2.60 


A Bristol-quaiity, core-deep, water- 
proofed line made of duPont Nylon. 
Durable in either salt or fresh water. 
Available in jet black, or light green. 


LEFT—Hdexagonal Telescopic 
Rod No. 3 — $7.50 (including tax) 


This handsome telescopic aristocrat 
...4 joints ...9 feetin length. . . fea- 
tures an adjustable (patented) joint 
lock which locks the joints at any de- 
sired rod-length while keeping the 
guides in perfect alignment. 


RIGHT-— Round Telescopic 
Rod No. 15—$4.00 (including tax) 
This “‘big-value” and widely popular 
telescopic rod ... 3 joints... 8% feet ir 
length . . . has a particularly wide ap- 
real for still fishing. 





No.3 No. 15 
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No. 23HK2450 

Distinctively modern square dust-pro- 
tected case with 10K yellow rolled gold 
top and a non-corrosive metal back 
Matching chain bracelet. Raised figure 
dial, high domed crystal. 17 Jewel Hall- 
mark shock-protected movement assures 
accuracy. 

Suggested Retail ......... $50.00 


No. 17HK3100 

Strikingly simple 14K yellow gold dust- 
protected case with matching gold-filled 
expansion bracelet gives this watch an 
ultra-modern look. Easy-to-read raised 
figure dial and domed crystal. 17 Jewel 
Hallmark shock-protected movement. 
Suggested Retail ......... $60.00 


No. 9HK3800 

Simple, smart and square . . . this dust- 
protected case is 14K white gold, with 
matching gold-filled link bracelet. It 
also features a raised figure dial, clear, 
domed crystal and dependable 17 Jewel 
Hallmark shock-protected movement. 
Suggested Retail ......... $71.50 














Timepieces 


with an Extra Measure of Value | 


HALLMARK | 





%& SHOCK PROTECTED 
we REAL RUBY JEWELS 


REG. U.S. PAT. OFF”. EE" 
FINE WATCHES 


%& ANTI-MAGHETIC 
we FULLY GUARANTEED 


w& DUST PROTECTED 
& METAL BRACELETS 


Wherever fine watches are discussed, everybody 
talks about Hallmark. There’s no secret about 


its popularity 
quality, smart, 


racy. Hallmark watches are made with standard- 
ized, interchangeable parts. Packed in handsome 
presentation boxes. 


NATI 


with those who insist on the best 
modern styling and reliable accu- 


ONALLY ADVERTISED 


| 








No. 31HK2675 

This man's watch features dust - pro- 
tected 10K yellow rolled gold plate case 
with non-corrosive back, matching gold- 
filled expansion type basketweave brace- 
let. Raised figure dial, domed crystal. 
Sweep second hand. 17 Jewel Hallmark 
shock-protected movement. , 
Suggested Retail ......... $55.00 


No. 38HK3150 

WATER - REPELLENT. Distinctively 
modern watch with yellow top, steel 
back case. Dust-protected for trouble- 
free service. Matching gold-filled com- 
bination expansion bracelet. Radium 
figure dial and hands. Sweep second 
hand. 17 Jewel Hallmark shock -pro- 
tected movement. 

Suggested Retail. ........ $60.00 


No. 36HK3750 

AUTOMATIC, SELF-WINDING. Su- 
perb, ultra-practical watch for men. All 
stainless steel water-repellent, dust-pro- 
tected case with matching steel expan- 
sion type basket-weave bracelet. Has 
radium figure dial and hands; sweep 
second hand. 17 Jewel Hallmark shock- 
protected movement. 

Suggested Retail ......... $71.50 


SOLD ONLY THROUGH WHOLESALERS 
For full details, write or phone 


HALLMARK Watch Corporation 


5 NORTH WABASH AVENUE, CHICAGO 2, ILLINOIS 











Another G3 First For '50! 
ZIP-SAWER Junior 


Converts any '/4”’ Electric Drill into a 
PORTABLE POWER SAW 
Retails at 






Light weight, safe and 
easy to use on any trim 
ming, rip or cross-cut 
sawing or dado cutting 
Saw blade diameter 4”, adjustable depth of cut 0” to 
1”. Precision built. Powered by any %” electric 
drill or flexible shaft 


PACKAGED AND PRICED TO SELL ON SIGHT! 


a7) 
Colorful, eye-catching 
counter display carton 


£3". 
OF vs 
ae 


containing four PET 
Zip-Sawer Juniors will 
ring up profitable sales 
for you. Order from your 
jobber now-——or write 


direct 





Nationally Advertised 


G2zB PORTABLE ELECTRIC TOOLS, Inc. 


332 West 83rd St., Chicago 20, Ill. 
In Canada: 369 Danforth Ave., Toronto 13 





ARMSTRONG-BRAY 
GEAR and WHEEL 


PULLERS 






Quickly and easily pull gears, 
wheels, pulleys ond bearings 
off of shafts without damage 
or breakage. 








Improved designs makethem - 
easy to set up and safe in use 
—the harder the pull the 
tighter the grip. 








12 types, 40 sizes—-2-arm, 





3-arm, dard and sp 


STEELGRIP Pullers with drop 
forged arms and heat treated 
screws as well as CHAINGRIP 
Universal Pullers that reach to 
considerable distances from 
end of shoft. 
















Write for Catalog 


ARMSTRONG-BRAY 
& COMPANY 
5348 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 
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CONVENTIONS 


"Corrected Each Issue According to Latest Data 





California Gift Show, July 23-28, 
at the Alexandria and Biltmore 
Hotels, the Brack Shop, and the 


Merchandise Mart Bldg., Les 
Angeles. 
Carolinas, Hardware Association 


of, annual convention, June 13- 
14, at the George Vanderbilt 
Hotel, Asheville, N. C. Sally 
Couch Masten, 118% E. Fourth 
St., Charlotte 2, N. C., is secre- 
tary. 

Cotter & Co. Fall Merchandise 
Show and Dealer Meeting, July 
31-Aug. 1, at company offices and 
warehouse, 365 E. Illinois St., 
Chicago 11, Il. 

Florida Retail Hardware’ and 
Georgia Retail Hardware Asso- 
ciations will hold their joint an- 
nual convention May 22-23, 
George Washington Hotel, Jack- 
sonville, Fla. William W. Howell, 
Waycross, Ga., secretary for 
both groups. 

Industrial Supply Convention, May 
22-24, at Atlantic City, N. J. 
Conference booths at the Public 
Auditorium. Convention is spon- 
sored jointly by the American 
Supply & Machinery Manufac- 
turers’ Assn., general manager, 
F. Kennedy Hanson, 1108 Clark 
Bldg., Pittsburgh 22, Pa.; Na- 
tional Supply & Machinery Dis- 
tributors’ A’ssn., secretary-trea- 
surer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; 
Southern Supply & Machinery 
Distributors’ Assn., secretary- 
treasurer, E. L. Pugh, 712 Vol- 
unteer Bldg., Atlanta, Ga. 

Mississippi Retail Hardware Asso- 
ciation, annual convention, June 
5-6, at the Buena Vista Hotel, 
Biloxi, David O. Mansfield, 26 S. 
State St., Jackson, is secretary. 

National Contract Hardware As- 
sociation and its affiliate, the 
American Society of Architec- 
tural Hardware Consultants, an- 
nual convention, Sept. 18-21 at 
the Kiel Auditorium, St. Louis, 
Mo. John R. Schoemer, manag- 
ing director, is located at 420 
Madison Ave., New York City 
17. W. E. Peterson, Shapleigh 
Hardware Co., is chairman of the 
General Convention Committee. 


COMING 






AND 
EVENTS 





Sek 








National Hardware Show, Oct. 
2-6 at Grand Central Palace, 
New York City. Sponsored by 
National Hardware Show, Inc., 
331 Madison Ave., New York 
City; Frank M. Yeager, director. 

National Retail Hardware Asso- 
ciation, annual congress, July 
17-20, at Olympic Hotel, Seattle, 
Wash. Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis 4, 
Ind., managing director. 

National Housewares and Home 
Appliance exhibit, July 10-14, at 
Auditorium, Atlantic City, N. J. 
Sponsored by the National 
Housewares Manufacturers 
Assn., 1140 Merchandise Mart, 
Chicago, Ill. A. W. Buddenberg, 
executive secretary. 

Texas Wholesale Hardware Asso- 
ciation meeting in annual con- 
vention with the Texas Hard- 
ware Boosters, June 16-17, at 
the Plaza Hotel, San Antonio, 
Tex. 

Walter H. Allen Co., Inc., Dallas, 
Tex., and St. Louis, Mo., will 
hold its annual stockholders’ 
meeting and merchandise show, 
Aug. 28-29 at the Baker Hotel, 
Dallas, Tex. 

Western Housewares Show, Aug. 
27-30, at the Biltmore Hotel, Los 
Angeles. 





Hardware Humor 
By Hardware Age 
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More Sales for you with this dependable 
NOBLE ‘ 


“22” ... A Terrific Value 
uN ” — 
Model “33 
— Hammerless Slide Action 
-22 Cal. Repeating Rifle! 


The Noble *'33"' is a new star in the sporting arms field. Wanted 

by shooters everywhere! An outstanding value at a new low price 

7 Available that means more and faster sales for you. Add this excellent rifle 

in Tenite or to your present line and watch the customers come in. Ask your 
Walnut jobber for information and place your order with him now. 





NOBLE MANUFACTURING CO. © _ Haydenville, Mass. 


* 














ale) 3 
TOP QUALITY PORCH GATES 


VV WX 
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with VY, steel rods. 
Highly varnished. 
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The Perfection No-Mar 
Adjustable Gate Holder 


(PAT. PEND.) 


Solid metal construction 


with rubber inserts . . . 
COM); S ) easy to install. 
: —L HOP 
Look to Kwikset to be first - Kwikset Locks, Inc. : : ; 
: eal ESTABLI 
and foremost with top quality (, Ancheim, Calitoria NORTH onan, oa, 
residential locks. ’ . 


uns DOMES OF SILENCE ==" 
ORIGINAL SIZES pa 
SELL ON SIGHT when these attention-compelling con- Bee Ke ar er 


tainers, box or card are displayed on counters. Genuine DOMES 
OF SILENCE glide softly, silently, smoothly over all flooring; 

One set on a Card . ° ° 

12 Cards in = bex. save floors and furniture. For years the favorite with house- 

a tu- lw” 1" %*" %" Owners and furniture manufacturers. 


‘ eSecures safety gate in arch and doorways 
Nateh fy Sig Kwikset Announcement without drilling ie . ie sae 








mee, 














Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & Co. INC. 
35 PEARL STREET NEW YORK CITY 
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FOR HOUSEHOLD LUBRICATION 
LOCK-EASE 


GRAPHITED 
LOCK FLUID 


inds of locks 

tects all kines © ~ 
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and wear. “im 
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Helps free #4 b 
List 35¢ for . Cer grr ‘ 
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AMERICAN 
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direct for complete catalog data. 


AMERICAN GREASE STICK COMPANY 


Muskegon, Michigan 
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More Profits 
for Myers Dealers! 
r, 











Again, Myers says: “More sales-power to you.” And 
again, Myers gives you what it takes—in a brand-new 
line of Centrifugal Pumps—an easier-to-sell line be- 
cause it’s so basically simple! Construction of new 
Myers Centrifugal Pumps assures greatest operation 
economy, widest adaptability. Capacities range from 
10 to 525 gpm., against heads to 300 ft. and at temper- 
atures to 220° F. Interchangeability of parts cuts in- 
ventory costs. Casing and impeller are easily replaced 
to suit changing conditions. Engineered throughout to 
minimize thrust, friction, wear—give lasting customer 
satisfaction. Broad range of sizes covers widely varied 
needs. Write for a full list of sales features—offered 
for the first time in the new Myers Centrifugal. 


THE F. £. MYERS & BRO. CO. 
Dept. $-61, Ashland, Ohio 

















Put “BROIL-AIR” 


on your floor 
AND WATCH IT SELL! 





“BROIL-AIR” is self-selling! Customers like the idea im- 
mediately. It’s easily moved on rubber-tired wheels. It’s 
blower-powered. It costs a lot less than an outdoor fire- 
place, assembles in 5 minutes, can go anywhere, and is much 
easier to use. Thousands sold last year. This year, with 
many design improvements, sales will be even better—so 
stock up now for some real profits this summer. WRITE 
FOR PRICES AND LITERATURE! 


BUFFALO FORGE COMPANY 
222 MORTIMER STREET BUFFALO N. Y 


Coanodian Blower & Forge Co, td MGleNene: Ont 
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YOURS 0s purcrore of ony 


1 DOZEN PADLOCKS...6 with flashy | 


RED, RUBBER-COATED SHACKLES! 


no. 12 
BIKE LOCK 
DISPLAY 


YOU BUY: only 3 each of 
4 fast-selling Master bike 
locks at regular price. 





Retail List . ° $7.98 Compact. Colorful. Displays 2 each 
Your Cost . 5.28 Master 5517, 6617, 518 and 1517 

e Aa Ih (latter two feature popular red 
Your Margin ° 2.70 rubber-coated shackles) ranging 


i i 9 99¢. 
YOU GET: At no extra cost, Master's in price trem We to We 


NEW NO. 12 Display .. . designed to 
sell more bike locks, bring quicker 
profits and beautify your store. 12 Bike Lock Display. 


Master Jock Company. Milwaukee. Wis. AB-9 


© Worlds Leading Padlock MWManufacturers 





= 





HELLER EQUIPMENT IS THE 
RIGHT TOUCH YOUR STORE 
NEEDS FOR.. BEAU7Y- BETTER 
MERCHAND/S/NG -/MPROVED 
| BUSINESS - GREATER PROFITS. 


Com- 
plete with mounting hooks, price 
markers, bright brass Master sign. 
Ask your jobber for Master No. 





HELLER STORE FIXTURES 


It has been repeatedly proven that stores equip- 
ped with Heller Fixtures attract trade, have faster 
merchandise turnover and Improve financially. 


Heller equipment will give your store extra beauty 
—extra pulling and selling power—extra profits 
through increased sales—and go far in paying for 
new modern store fixtures. Today, by improved 
manufacturing facilities, Heller offers you this 
exceptionally beautiful and well made equip- 
ment at greatly reduced prices. Compare Heller 
equipment before you buy. Send measurements 
of store for free store plans. Ask for catalog 50. 


W. C. HELLER and COMPANY 


50 PLATT ST. MONTPELIER, OHIO 





ASK FOR 


Pree SWwre PLae19 / 
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WHITEY MOPZUM SAYS: 






















TO SELL THE 
BEST... 


EQUIPMENT 


Here’s the line that sells on sight — mopping 
equipment made by WHITE. Your customers 
know the WHITE name . . 


the exclusive WHITE quality features. For every 


. and they can see 


customer, every cleaning job—there’s a WHITE 


unit that you and your customer can depend on. 


WHITE MOP WRINGER CO., Fultonville 2, N. Y. 


TYMSAVER MOPPING OUTFITS 


Here’s a husky, hard-working mopping 
outfit that covers lots of floor in a hurry! 
Big, hand-soldered oval bucket holds 
plenty of water—all-metal mop squeez- 
er gets mop drier and cleaner. No- 
splash construction. Easier handling on 
high-grade rubber casters 
(ill.) or on gliders. 16- to 50- 
quart capacities. A real pop- 
ular number . . . with a good 
profit for you! 


A heavy duty two-bucket rig 
for high efficiency cleaning. 
Sturdy oval buckets and mop 
squeezer mounted on rugged 
steel truck with rubber casters. 
Easy take-down for compact 
storage. Eight to 25 gallon 


capacities. 


Send for Catalog No. 150 


A COMPLETE LINE OF FLOOR CLEANING EQUIPMENT 
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The "DANDGEE fine 


PLUMBING 
and HEATING 


SPECIALTIES 


“DANDEE” PRODUCTS... 


Porcelain Glaze * Sink Hangers 

Bibb Seat Reamers Steam Gauges 

P. O. Basin Plugs * Brass Goods 

Fitall Handles Pipe Joint Cement 
Drain Pipe Cleaner 





NEW 1950 CATALOG 


just off press, shows hun- 
dreds of profit making items 


for you. Send for free copy, 











today! 








MERIT PRODUCTS CO. 


147 N. Washington St. Boston 14, Mass. 















EASY SELLING 


HURRICANE 


Rotary Power Lawnmower 


NEW Low Price 
NEW 1950 Model 
NEW Sales Features 


One look at this brand new 1950 HURRICANE 

practically closes the sale . . . prospects 

turn into customers as if by magic! But 

it's no wonder —those many, many 

HURRICANE sales features and that 

new low price for a big deluxe mower 

will make HURRICANE your best 
seller, too! 





If you do not have the Hurricane 
line now, send us the coupon be- 
low. By return mail, you'll re- 

ceive all the facts about this 
new, fast selling 1950 HURRI- 
CANE... ACT NOW. 


MAIL THIS COUPON TODAY 


NATIONAL METAL PRODUCTS COMPANY, INC. 
Department E-5, 2722 Cherry Street 

Kansas City 8, Missouri 

Gentlemen: Send me, without obligation, all the facts about your 
new, low-priced 1950 HURRICANE Rotary Power Lawnmower. | 
want more lawnmower profits! 








Company Name_ 








Address 





City 
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The Silver Lake 

Dispensing 
LEADER BOX 
Hat Everglhing! 


Rubber pad holder at opening keep, 
leader ends accessible. 


V-notch clip of stainless steel cy 
leader to desired length 
needed. 


No knife 


3 reels hold 3 sizes of leaders 


Holds 100 yards or more — neatly 
without tangling. 


Box is 34” x 3” in diameter — ree 
and box are aluminum. 





DEALERS — Just demonstrate this leader box 
to anglers—they ‘Il see its advantages at once! 
It'll save them time getting started when the 
fish are biting. They don’t need a knife for 
cutting gut—the V-notch does that—’’just strip : 
and clip.’ Keeps leaders handy and dry, free “f > 
from snarling and tangling. This Dispensing 

Leader Box sells. Packed one dozen in eye- - 
catching display box as shown. ne 


Make sure you're stocked with this fast-selling 
Silver Lake DISPENSING LEADER BOX — 








Made bu 
JOHNSON “ere # 
TOOL & DIE iti 


BREEDSVILLE, MICHIGAN 








SALES 
REPRESENTATIVE 
WANTED 


by established manufacturer of finest 
quality entry and interior bore-in 
door locks in low price range. Line 
has immediate recognition and ac- 
ceptance. Want Commission Repre- 
sentative with building material or 
hardware experience. Desirable to 
have contacts with wholesale jobber 
and contract dealer trade. Several 
desirable territories available. State 
full particulars first letter. Confiden- 
tial. Write to 


WESTWOOD Manufacturing Co. 


1420 So. Evergreen Ave., Los Angeles 23, Calif. 
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— 


can sell your trade with CONFIDENCE. A fish- 
ing rod that is ALL NEW and presents a NEW 


see OE 


Kitkast —The Pocket Rod that REALLY Casts! 


At LAST a pocket rod that the FISHERMEN want because it will really cast 
with ease—not dislocate your shoulder. A rod that can be carried READY 
TO FISH in your pocket or the glove compartment of your car. A rod you 
















SUGGESTED 
RETAIL PRICE 


$3.00 





Polished aluminum reel seat and reel lock, cork handle and heavily chrome 
plated blade and tip. Retracts to 1234". Extends to 17!/2". Weight 4 oz. Individually 
boxed in attractive display boxes packed 12 to a carton. 


Dealers and jobbers write: 














Featuring: 


Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 


Blank Shipping Weight 

Diameter Fasteners Per Doz. Per Gross 
43 Ivory 8-17/64"" 6"* or 7" 3 Ibs. 7 oz. 43 Ibs. 
28 Ivory 9%" vy” er 8” 5 Ibs. 62 Ibs. 


Packing—! dozen per carton, | gross per case 
Order from Your Wholesaler, or Write Us for Reference 








J. L.CLARK MANUFACTURING CO.,"2cwa2” 








MAGUTH INDUSTRIES, 508 Jefferson Street, Carlstadt, N. J. 











this hard-hitting ; display to work for you 


a ee 


LUBRIPLAT 


The ) 


WRITE 
Waterproof 
Lubricant 


% 
$? 







Every customer who comes in your store 

has a use for Lubriplate!... It’s the best made 
for guns, fishing reels, outboard motor gears 
... innumerable household uses... It’s attrac- 





Nationally 


tively packaged in counter display cartons. 
. Advertised 
i ! 
Now! In 3 Sizes! Our new campaign 
“A” Tube— Ss x 3!2 inches, for hunters and fisher- is reaching over 


9,000,000 prospec- 
tive customers this 
year in Saturday 
Evening Post, Field 
&Stream,and Motor 
Boating. 


men. 3 dozen to a counter display carton. 

“B" Tube—1 x 6 inches, for general household and 
sporting uses. 1 dozen to a counter display. 

“C” Tube—Large economy size, for outboard mo- 
tors and all other uses. Individually boxed. Display 














easel on request. 
Jobbers inquiries invited! Dealers send for name of nearest jobber! 


LUBRIPLATE DIVISION 


Fiske Brothers Refining Co.— 129 Lockwood Street, Newark 5, N, J, 








- WEDGE 
REW-HOLDING 











SCREWDRIVERS 


selling Quick Wedge 


1No. 1732 Small 2 — 
1No. 1734 Small “ ys 
2No. 1834 Medium ‘ 
2No. 1836 —— - 
2.No. 2354 —_ See 
_ 7356 Heav 
ae screwd 


Asst. No. 783 
3/2 Ibs. 


rivers 


Nationally 


wet $9.00 — . 
Advertised in 


In Quick-Wed9® 


shipping Weigh 
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SCREW HOLDING screworivers 


UNCONDITIONALLY GUARANTEED 


ORDER TODAY - We'll Invoice Your Jobber 








MECHANIX| 
and ) {LLUSTRATED ” 





we VN we i836 


KEDMAN COMPANY 233 So. Sth West, Salt Lake City 1, Utah ae 
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¢ GREAT NECK SAW MFRS., inc. - Mineola, N.Y. « 

















ENGINEERED QUALITY TOOLS SINCE 1919—at popular prices Nationally Advertised Products 

© hack saws © hand saws lin © keyhole saws © back saw frames 

. CoES|{A 3 : 
© panel saws © mitre saws l © coping saw frames © coping saws 
© pruning saws © wood chisels ! © screw drivers © compass saws & nests 
e block planes © fore planes . © jack planes © smooth planes 

FOR ACTION SALES... ve WAY SEE YOUR JOBBER IMMEDIATELY! 

Mophead, drainer 









& handle clamp 


IN ONE 


attractive red & black 


CARTON 


est hel ror 


WANGING UP 
THINGS 


| Famed Minute Mop now comes with all 
PU SH- PINS ae RE RE | parts together ready to go on the handle. 
| Packed the way customers like to buy 
HANGERS | it and efficient dealers like to sell it. 4 
faster selling, eye catching package for 

50% These two Moore products have been standouts in their field the nation’s largest selling cellulose ‘ 
for 50 years. You can sell them to your customers with sponge mop! Call your jobber today. Model No. 101, List price $1.95 
COMPLETE CONFIDENCE. Nationally advertised. 


MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST. PHILADELPHIA 44, PA 


















Dealer Customer 
Convenience Satisfaction 








MINUTE MOP (0. chicaco re ice 





ASK 
YOUR 
JOBBER 


auger bits Midway Auger Bits (iia 
for every “pregerred by all Distrib 
uhe want the Gest!” AMERIC 












a adaeansiaees eee 


averts 4 POINT 
PLATE 
HANGERS 


HOLDS PLATE FLAT AGAINST WALL 
























BRILLIANT, RUST PROOF FINISH 





150 for Plates 5" to 6” .. $2.25 per doz. 
250 for Plates 6" to 7/2" . 2.25 per doz 
350 for Plates 7'/2" to 9° . 2.25 per dor. 
450 for Plates 9" to 12” 2.25 per doz. 
550 for Plates 12" to 18" 3.00 per doz. 


» SS al 
y , Standard auger bits 
. 4 "tt 164,” 
Auger bits for 13 sizes (16" to "%1e") Wh 
electric drills ——— 
13 sizes (“6” to %e") For 
i Sales Office: 
Tnudwag The Arcade, Cleveland, Ohio 
THE MIDWAY TOOL‘’CO INC Factory: Melvin, Ohio 


MOUNTED ON CARDS F.0.B. CHICAGO, ILI 


| 
‘K Roberts COLonial House 















































a 
peaieaias elias ie l 
* MARSHALLTOWN TROWELS * 
MARSHALLTOWN TROWEL COMPANY °* MARSHALLTOWN, IOWA ; 
U 
T 
w 
ti 
ul 
for Home Plumbing Needs : 
Sells on Sight to All! 
Suggested Retail Price, 8’ unit: $1.10 ea. - 
® Sturdy, Quick, Easy-to-Use 
© Works where Chemicals Fail q 
© Every Homeowner a Prospect bi 


© Eye-stopper Display Box 
Sells on Counter or Shelf 


For steady, profitable 
business, get General 


Cleanout Auger Display 
Unit TODAY! Packed 1 


——— Li pag Cae ws 100E 
ENE MARKET CO) wee cen 
Soe GENERAL WIRE SPRING CO. ron cours 


904 Sarah St. Pittsburgh 3, Pa. KINGSTON PRODUCTS CORP., Hwd. Div. A-3, Kokomo, Ind. 











FOR NEW 
CATALOG! 











HARDWAR' 
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price$1.95 
;. St. 





r bits 
» 1844”) 


bh. 


e: 
and, Ohio 
, Ohio 

ae | 








COMPLETE 
OR MATION 


tomo, Ind. 
ee 


18, 1950 





@BEST KNOWN! 
(BEST SELLERS! 
BEST BETS! 


FOR EASY SALES 
AND PROFITS... 





PRODUCTS PRESENTED BY SWIFT & COMPANY 
Plant Food Division Chicago 9, Ill. U. S. Yards 








ASK 
YOUR 

JOBBER 
TODAY! 





STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 
Distributed exclusively through your jobber 





Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 









“CHIEF” 
PORTABLE PIPE THREADER 


Self-lubricating. 
| Clean work area. Full chip pan. 
| Push-pull switch. Audible Thread- 
length gauge. Automatic chuck- 
ing and new speed handles — 
| among the features carried by 
the new Chief. it will pay you to 
get all the details today. 









Fully portable. 


THE PATENTED AUTOMATIC 
CHUCKING FEATURE OF THE 
CHIEF PLACES IT IN A CLASS 
BY ITSELF. BECAUSE OF THIS 
THE CHIEF IS A MUST IN TO- 
DAY'S COMPETITIVE MARKET. 


The sensational successor to the famous Quijada Model 3-A. 
Specific design improvements from stem to stern carry the new 
Chief many strides forward in doing better, faster, cleaner 
pipe threading work. Range from 1/.” to 2”. Optional 2” and 
34” pipe—34” and 14%” bolt. Low price. 


QUIJADA TOOL COMPANY, Inc. 
5474-76 Alhambra Avenue 
Los Angeles 32 CALIFORNIA 


ASK YOUR JOBBER OR 
WRITE FOR CATALOG 

















When YouAre Looking 
For a Certain Product 








and only the trade-name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will fins it 
listed alphabetically under the prod- 
uct heading of the item in question. 


There alongside the trade name you 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 


Keep this Merchandise Directory 
Number where you can reach it 


quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y. 
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DON’T JUST CARRY VISES 


ROENEO 
cur OFF T 


























WELDED ENDS 
MACH s F 
\Z TYPE SWIVEL ; 
OCK LEVER io 
| 
< b) “ 


DISPLAY THE LINE THAT SELLS ITSELF 


Today's buyers want (and deserve) good practical product 
advantages. Desmond utility vises provide so many 
proven plus-values that sales will definitely increase if 

| you put them out where your trade can see them. 





On top of that, Desmond will back your sales efforts with 
sales-proven display material: colorful, easy to use, and 
profit-producing. Write for Bulletin V-10 for the whole 
story. 


| gronono4 USE THIS CONVENIENT COUPON-~----~7 
THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


Yes. Send me Bulletin V-10 with full information 
on the Desmond-Simplex Utility Vise Display Deol. 



































































Pp * fi j + | f e_.e R f 
Samples of Merchandise, Literature, Catalogs, 
Help Wanted, Accounts Wanted * D DISPLAY RATES etc., will not be forwarded to box number 
Business Opportunities BOXE advertisers walose accompanied by sufficient 
. stage for remailing. 
Representatives Wanted, etc. $8.00 Per Column Inch Misitioods . 
HARDWARE AGE is published every other 
Set solid, maximum, 50 words....... $5.00 Thursday. Classified forms close 15 days 
Each additional word......... -10 Cuts or special borders not allowed. previous to date of publication, 
ro * A . 
Positions Wanted Pages ain nd 72) oe gece Address your correspondence and replies to 
(Special Rate) set solid, maximum, No Agency Commission allowed on Classified 
50 words ce cecevesccsesecccecs $2.00 Advertising. HARDWARE AGE 
Each additional word......... -05 REMITTANCE MUST ACCOMPANY ORDER Classified Opportunities Dept. 
Allow Seven Words for Keyed Address Send check or money order, 
or Your Address not currency or stamps. 100 East 42nd St., New York 17, N. Y. 




















[Sales Representatives Wanted | [Sales Representatives Wanted] [Sales Representatives Wanted 





PAINT SALESMEN, or Manufacturer's Rep- 
resentative for complete line quality paint manu 


facturer. Openings in several select territories. 
Replies confidential. Address Box N-739, care 
100 East 42nd St., New 


of Harpware Ace, 
York 17, N. a 


SALESMEN—NOW CALLING ON HARD 
WARE STORES, HOUSEWARE DEPART 
MENTS, ETC., to sell direct a line of Patented 
Metal Smoke Stands, Metal Desks, et« Co 
Exclusive territory. Address Box |! 
care of Harpware Ace, 100 East 42nd St., 
York 17, N. Y. 


sion 


FOR LONG ge recs 
PAINT SPECIALTY MAN 
FACTURER Fine opportunity for man 
following in hardwaie, paint and plumbing 
ply stores situated west and south 
excellent as sideline, good commission 
Box N-828, care of Harpware AGF 
t2nd St., New York 17, N. Y 


SALESMAN 
FULL LINE 


oa 





AS MANUFACTURER OF NICE LINE of 
Dog Furnishings and Other Novelty Items. Also 
line of Farm Harness. We need a salesman now 
calling on retail trade to carry as side line our 
line in South Carolina and Florida. Address 
Cc. A. Summerour & Sons, Duluth, Georgia. 





SALESMAN WITH FOLLOWING AMONG 
Retail Hardware and Variety Stores to sell a well 
known line of Dog Collars, Harnesses, and Acces- 
sories. E xclusive territories open Virginia, North 
Carolina, South Carolina, Georgia, and Florida. 
Liberal commission, In reply. give full details, 
territory covered, and other lines handled. Address 
Rox N-834, care of Harpw vARE AGE, 100 East 42nd 
St., New York 17, N 





DISTRIBUTOR PAINT SALESMAN. Dis 
ributor Salesman, 30 to 35 years old, with five 
to ten years’ experience in paint products selling 


ind distributing to hardware and lumber outlets 
Technical background not required, but desirable 
Base in Midwest Office Extensive travel Give 
full details and salary requirements in first letter 
iddressed to Technical Personnel Department, 
Monsanto Chemical Company, 1700 South Second 


Street, St. Louis, Missouri. 
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YCED, COMMISSIONED SALES | 





PROFITABLE SIDE LINE — Nationally 


"ATIVE NOW CALLING on Re- Known and Fast Selling Line of Figurine Paints 





tail Lumber and Hardware Dealers in Western | and Paint Sets. State present lines handled, 
Pennsvlvania to sell Top Quality Line of As- | territory, etc. Address Box N-811, care of Harp- 
phalt Roofing Products. Address Wolf Supply | wAke Ace, 100 East 42nd St., New York 17, 
Company, 501 Prospect St., York, Pennsylvania. | N. 
} 
PLUMBING SPECIALTIES — SALESMAN | _ sIDELINE SALESMEN CALLING ON RE 
WITH FOLLOWING for established New York | ~All. HARDWARE STORES. Good line of 


Sell to Hardware Stores and Plumbing 
Choice (protected) Territories Open. 
Replies confidential. 


Firm. 
Contractors. 
Commission. 





N-780, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 

SALESMEN TO CALL ON Building Ma- 
terial Supply, Building Hardware, Mill and Lum 
ber Accounts, also Tile and Plumbing Supply 
Contractors, to sell a full line of Modern, Com- 
petitively Priced, One Piece Steel Bathroom 
Cabinets. Ten per cent commission basis and 
exclusive territorv Address Fries & Son Co., 
Second and Madison, Covington, Ky. 





SALESMEN, WANTED WHO ARE NOW 
SELLING TO Retail Hardware, Paint and 
Other Business in the same category. Have a 
staple piece of merchandise that is classed as a 
daily seller. Will allot territory and make at- 
tractive proposition to the right men. Write giv 
ing details and we will send full data and sample 





No charge. Address Har-Brad Co., 141 West 
Green St., Pasadegas1, California. 

IF YOU ARE NOW TRAVELING A TER- 
RITORY WITHIN A _ RADIUS OF 200 
MILES and calling on Paint, Hardware and 
Variety Stores, here is an opportunity to in- 
crease your earnings with a reputable firm in an 


established territory. 
$10,000 a year gross, 
to the retail trade 
right man. Write 
1832 Juneway Terrace 


Earnings from $7500 to 

in selling only three items 
Territories available for the | 
Duro Decal Company, Inc., 
Chicago 26, Illinois. 








BUILDERS HARDWARE SALESMAN 


One Southern Territory Open for Capable. In 
dustrious Man. Representing Nationally Known 
Builders Hardware Manufacturer on Straight 
Commission Basis. Southern Experience Prefer 
able. Give Complete Business and Personal In 
formation. Our Men Know of This Ad 
Address Box N-825, care HARDWARE AGE, 
100 East 42nd St, New York 17, N. Y. 











Address Box | 





Lamb’s Wool Bonnets, and Lamb’s Wool Poli ishing 


Pads, available. Give territory covered. Address 
tox N-831, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 





ESTABLISHED MANUFACTURER DE 
SIRES SIDE LINE SALESMEN with estab- 
lished clientele among Retail Hardware and 
Electrical Stores. Good repeat line with 10% 
commission—exclusive _ territorie 5 er 








sired for Florida, Alabama, 
ind South Carolina Corr 
State age, lines now selling anc ry 
Address Box N-838, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 

SIDELINE SALESMEN calling on_ Retail 
Hardware, Paint, Auto Accessory Dealers 
Beautiful New Plastic Leather Package to re 
cover chairs, card tables, car door panels, etc 
101 uses. No competition. Sells on sight to 7 
out of 10. Average opening sale $35.00. 10% 
commission. Steady, volume repeater. Exclusive 
territories available. Advise lines and _ territory 
now handling. Address Excello Plastic Leather, 
2015 So. Michigan Ave., Chicago 16, III. 

RETAIL PAINT CONTACT MAN. A young 
and experienced sales detail man for contact with 
retail outlets with reference to inventories, set-up 


lisplays and advertising. Technical training desir- 


able, but not required. Base in Midwest Office. 
| Extensive travel. Give full details in first letter 


| addressed to 


| WIRE SHOPPERS CARTS has following 


Technical Personnel Department, 
Monsanto Chemical Company, 1700 South Second 
Street, St. Louis, Missouri. 





INDIVIDUAL 


open 


MANUFACTURER OF 


| territory—Minneapolis —Cincinnati—Atlanta—De- 


troit — Pittsburgh and Indianapolis. Salesmen 
oot ng housewares to Retail and Wholesale Hard 

are—Department Store—Variety—Grocery | and 
Chain Stores are invited to contact us Good 
Commission. Address Olympic Wire Products Co., 
133 Cass Ave., St. Louis, Mo. 
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SALES 
Salesman to 
of Standard 
and Chesllet 
the Ss. | 
Stations, Sy 
dealer 40% 
commission 
3742 10th St 
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Classthied Opporvlunilien. Sechion... 








[Sales Representatives Wanted | 








SALES REPRESENTATIVE WANTED. 
Salesman to sell the Universal Flash Light Line 
of Standard Flashlites and the patented Dual 
and Chesllete Lantern, in most any section of 
the S. to Hardware, Drug Stores, Filling 
Stations, Sporting Goods direct, offering the 
dealer 40% off and the salesman to have 15% 
commission. Write Universal Flashlight Co., Inc., 
3742 10th St., N.E., Washington 17, D. C 





MANUFACTURERS 
WANTED FOR 
with established 


REPRESENTATIVE 

STEADY SELLING ITEM 
customers national Calling on 
Hardware, Farm Supply, Automotive Jobbers. 
Must have good following, close coverage, Mid- 
west or West; Pa., East Coast, New York, New 
England open. Change in sales technique makes 
these areas available. State area covered and lines 
Address Box N-810, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





MANUFACTURERS SALES 


TATIVES WANTED to sell Well 


REPRESEN 
Known Line 


| 
of Galvanized Garbage Cans, Water Pails, etc. | 
to Hardware and Housewares Jobbers, Mill and 
Janitor Suppliers, etc. Preference to men who | 
know galvanized ware. Territories open. Mid- 
West, South-East, some South-West and West 
Coast. Commission Basis. Reply in detail re- 
garding experience, following among galvanized 
ware buyers, lines now actively sold, etc. Address 
Box N-813, care of Harpware Acer, 100 East 
42nd St., New York 17, N. Y. | 








REPRESENTATIVE WANTED 


Fer Fast Moving Household Line. Selling hardware, 
chain, department and drug stores. Popular priced, 
beautifully engineered products. Dealer aids. Im- 
mediate delivery. Top commissions. Write territory 
covered and present lines carried to Box N-800, care 
of Hardware Age, 100 East 42nd St., New York 17, 
~ 














Sales Representatives Wanted] '[ Accounts Wanted tf 


WANTED for | 


MANUFACTURERS AGENT 
the State of [llinois by Old Reliable 
of Hexagon Milled From Bar Nuts 


Manufacturer 
If interested 


send details regarding past experience \ddress 
Detroit Nut Company Division, 369 Midland 
Avenue, Detroit Michigan 





MANUFACTURER'S REPRESENTATIVE 
UNLIMITED OPPORTUNITY FOR AN EX 
PERIENCED SALESMAN to sell a 
Quality Line of Specialty 
dealers. Advertising and sales promotional ma- 
terials furnished. Good commission basis in pro- 
tected territory. Write today giving full par- 
ticulars! Address Willis S. Martin Company, 
2019 Lincoln Tower, Fort Wayne, Indiana 





SEEKING MANUFACTURERS REPRE 
ATIV 





SE} E connected with retail hardware 
trade open for additional active and repetitive 
line on a good commission arrangement for each 
f the following territories: Western half of 
Pennsylvania, States of Ohio, Indiana, Illinois, 
Mit nnesota and Iowa Forward application to 
Box N-823, care of Harpware Ace, 100 East 
421 nd St., New York 17, N. Y. 








| —s Accounts Wanted _—s«| 











| 





MANUFACTURERS’ AGENT CALLING 
ON Hardware Jobbers, Large Hardware De alers, 
Hardware Dealer Groups, Mill Supplies and 
Electronic Parts Jobbers in Kentucky is 
part of Indiana and Southern Half of Ohio, 
well known to this trade for ten years, desires 
Additional Line on commission basis Address 
Box N-830, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 

MANUFACTURERS REPRESENTATIVE 
CONTACTING THE HARDWARE JOBBERS 
in the New York Metropolitan Area, for the past 
15 years, desires An Additional Reputable Line 

| which can be sold together with present set-up of 


r-— WANTED — 


NATIONAL DISTRIBUTOR 


Unusual Opportunity for Large 
Reputable Marketing Organization 


One of the Nation’s leading service organizations, 
dealing with wood-boring insect control and wood 
preservation, not in position to adequately promote 
and market its two job-tested chemical compounds, 
seeks aggressive sales organization for domestic and 
foreign distribution. No job-tested products com- 
parable on the market today. Products registered 
and approved by the U. S. Department of Agricul- 
ture, Protection and Marketing Administration, | | 
and with the U. S.- Patent Office. All preliminary | | 
work including unusually attractive, lithographed 
containers, scientific research and comprehensive an- | | 
houncements to hardware, lumber and building 
Supply dealers has been completed. Products offer 
unlimited possibilities for aggressive organization to 
sell millions of gallons annually. To receive con- 
sideration, please set forth in detail size of organi- 
zation, territories covered, products handled and 
such other pertinent information as will enable 
us to give you further facts. All replies strictly 
confidential. 


Address Box N-815, care of HARDWARE AGE 


B 
ek 
| 











|} two 


Box N-833, care 
New 


well known lines. Address 
rf —" ware AcE, 100 East 42nd St., 


17 





MANUFACTURERS REPRESENTATIVE 
FOR WISCONSIN. Contacting All Retail Hard 
ware Stores and Semi-Jobbers in Entire State of 
Wisconsin. Can do full justice to one additional 
line. Will furnish satisfactory references and 
sales records. Address Box N-837, care of Harp 
waRE AcE, 100 East 42nd St., New York 17, 
& 2 





MANUFACTURER'S REPRESENTATIVE 


WITH EXCELLENT REPUTATION AND 
CONTACTS with the Hardware Jobber in the 
Great South-West can use One Additional Good 
Line for Louisiana, fatane as, Oklahoma, Texas 
and New Mexico, or ombination of These 
States. Dallas he: 1dquarte rs. Best coverage. Refer 
ences exchanged. Address Box N-817, care of 
Harpware Ace, 100 East 42nd St., New York 
a; a. © 


High | 
Farm Equipment to | 


| 














ESTABLISHED MANUFACTURERS REP- 
RESENTATIVES calling on jobbers, chains 
and industrial accounts desire Additional Major 
Lines Have warehousing facilities or carload 
shipments, well manned office and a corp of 
experienced salesmen. Address M. K. Crews & 
Associates, 2406 So. 7th Blvd., St. Louis 4, 
Missouri 

rwo RES SS SENT ATIY SS. WELI 
KNOWN, LONG EXPERIENCED, seek Connec 
tion with Manufacturer f promotion through 
jobbers and volume accour n M nneapolis and 
St. Paul and surrou ng te tor \mple time p 
ivailable Especi interested ull hand tool 
Address Box N-836, care of Harpware AGe, 100 
East 42nd St New York 1 \ 

SALESMAN contacting Lumber Yard Hard 
wares, General Stores, and Plumbing Dealers de 
sires Good Additional Complete Top Line No 
specialty, non-conflicting with present plumbing 
and heating carried Marketing area vailable 
within Eastern Missouri, Southern Illir ind 

| Metropolitan St Louis Excellent f wing 
High type representation Address Box N-821, 
are of Harpware AGe, 100 East 42nd St., New 

sz 17, N.Y. 


York 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO amamaa oe Pittsburgh 22, Pa. 

anckh Offices 
New York + *Philadelphia @ Detrott 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 

















SOUTHEASTERN STATES 


Established 
Cover trade 4 
Inquiries invited 


1926. 


times yearly. 


Manufacturer's Agents 
Staff of 5 men. 


Commission basis. 


MeCU TCHEN-SIMPSON, 
N. E. 2nd Avenue, Miami 38, 


INC, 


9822 Florida 














Manufacturers Representative 


ON THE ROAD 14 YEARS, CAN USE 
ADDITIONAL EXCLUSIVE HARDWARE 
LINE IN EASTERN PENNSYLVANIA, 
HUDSON RIVER AREA OF NEW YORK 
AND NORTH JERSEY, IN ORDER NAMED. 
Address Box N-835, Care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 














v " 7 v I 
LINE WANTED 
EXPERIENCED SALES PRODUCING MANUFAC- 
TURER'S REPRESENTATIVE, COVERING MET- 
ROPOLITAN NEW YORK AND NEW JERSEY, 
WANTS DIRECT FACTORY VOLUME LINE TO 
SELL JOBBERS AND DEPARTMENT STORES 
CAN OFFER FREQUENT PERSONAL CONTACT 

AND STRONG FOLLOWING. 
Address Box N-822, care of ote . 
100 East 42nd Street, New York 17, 











(Classified Opportunities continued on page 226) 


100 East 42nd St., New York 17, N. Y. } 
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Classithied Opportumitien Section... 











[Accounts Wanted 








[Positions Wanted || Buriness Opportumitier | 





ARIZONA CONSTRUCTION EXPERT DE- 
SIRES CONTACT NATIONAL MANUFAC- 
TURER for Franchised Distributorship, Mfg. 
agent, for building and related items, for Arizona, 
and New Mexico. Capital and personnel available 





for good proposition. Write Bursons, 1522 W 
Jackson St., Phoenix, Arizona. 
MANUFACTURERS REPRESENTATIVE. 


We are in a position to sell a high grade line to 
Jobbers and Retailers of Hardware and Farm 
Equipment in Penna.—N.J.—Delaware and Mary- 
land for a reputable manufacturer. Write Box 
N-787, care of Harpware Acez, 100 East 42nd 
» New York 17, N. Y 





| Positions Wanted | 





RETAIL HARDWARE AND PAINT 
SALESMAN, 45 years old, wishes Position as 
Salesman or Manager of a retail store in New 
York or New Jersey. With hardware and paint 
store. Can give good reference of past experience. 
Address Box N-818, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 





SALESMAN—20 YEARS TRAVELING 
PERIENC E—With excellent customer relations 
in Pennsylvania, and Adiacent States. Interested 
in a connection with a reliable manufacturer of a 
highly specialized product. Skilled in promotional 
selling to jobbers and dealers. Straight Commis- 
sion. Write Box N-798, care of HarpwAre AGE, 
100 East 42nd St., New York 17, N. Y 


EX- 





AVATLABLE—HARDWARE 
20 years successful experience in all phases cf 
management and operation. Qualified 
Management or Whiclesale Merchandise Manage 


EXECUTIVE 





ment. University graduate. Excellent trade, per- 
sonal and financial references. Complete resume 
on request. Address Box N-826, care of Harp- 
ge Acr, 190 East 42nd St., New York 17, 

YOUNG MARRIED MAN, TEN YEARS 
EXPERIENCE with Leading Low Cost Hard- 


ware Jobber seeks Change. Full knowledge of all 
phases of low cost distribution in warehousing, 
shipping, customer service, etc. Would rather stay 
in New England territory but would consider 
other location. Capable of accepting full super- 
vision. Address Box N-814, care of HARDWARE 
Acz,, 100 East 42nd St., New York 17, N. Y. 





GENERAL MANAGER RETAIL-WHOLE- 
SALE HARDWARE. Available July 1st, age 41, 
20 years experience merchandising, Operations, 
Personnel. Will consider offers from firms in 
need of new life, ideas, and production. Capable 
managing one to three million dollars volume 
organizations. Presently employed. Write Box 
N-820, care of Harnware Acr,, 100 East 42nd 
.. New York 17, N. Y. 





RESTAURANT AND HOUSEHOLD H: ARD- 
WARE MANUFACTURE Young man 24, in- 


terested in a good foundation and I mean it. 
Can you offer a tested sales training course. 
Experience is very limited thus having few 


serious bad habits. The Veterans Administration 
and other organizations approved my interest in 
Salesmanship. Appointment at your convenience. 
Poticha, 3153 Argyle, Chicago, Illinois, Irving 
8-0775 
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in Retail | 


| SUCCESSFUL EXECUTIVE SALESMAN, 
financially responsible with excellent background. 
Real producer. Fifteen years’ wholesale hardware 
experience, for the past five years representing a 
Mid-West National Manufacturer. Have very 
large following among retail hardware stores and 
related outlets in New England, but can locate 
and travel any other area if products and company 
| outstanding. Have good 
makd change. Available June or July. 
to consider minimum of $100 weekly 


| drawing account, expenses and commission. Ad- 
| dress Box N-819, care of Harpware AGE, 100 | 
East 42nd St., New York 17, N. Y 











SWITCH PLATE WALL SHIELDS 


1000 Dz. Plastic, assorted pastel colors, in 
50 Dz. lots minimum, 50c Dz. Check with 
order, please. 


PLASTEXT CO. 


535 East 137th St. New York 54, N. Y. 

















PLASTIC WIRE SCREENING 


ONLY 2c PER SQ. FOOT 
F.0.B. YOUR PLANT 
Available in 29°" wide, 60 foot rolls. 
Limited supply. 


SCANDO TRADING CO. 
| 154 Nassau Street, New York 7, N.Y. 




















Over 60% Off! 


Brand new $200.00 show- 
cases for $75.00... other 
fixtures at equally attrac- 
tive prices. Yes, brand 
new ... in their original 
crates in Grand Rapids, 
Michigan. The reason? We 
ordered too many 
more than we could use. 
We're clearing them out 
at a fraction of their 
|| original worth or today's 
|| replacement cost. For full 
information write: 





Address Box N-740, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








| (Business Opportunities J} 


reason for wishing to | 
Willing 
salary or | 








| 


WANTED RETAIL HARDWARE BUSI. 
NESS established preferably any Southern State 
as far as Florida. Also interested in Partnership 
of a Business by priming the pump with cash 
ind the peek of my experience in the Hardware 
Business must be good for me to leave my present 
position. Address Box N-816, care of Seenmann 





AcE, 100 East 42nd St., New York 17, N. Y. 
FOR SALE—RETAIL HARDWARE STOCK 

AND FIXTURES Downtown New York City, 

Favorable long-term lease with options. Owner 


retiring. Address Box N-824, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y 





FOR SALE— WHOLESALE HARDWARE 
| SUPPLY HOUSE well established in South 
Florida area with main outlet Miami. Minimum 
capital required $75,000.00. Owner must leave 
town. Reply Box N-748, care of — Ace, 
100 East 42nd St., New York 17, 4 





HARDWARE, FARM SUPPLY, APPLI- 
ANCE BUSINESS, large, long established, two 
stores, small thriving upstate community, sell all 
or part; real estate if desired, rent income from 
apartments; clean stock, excellent franchises; 
rare opportunity for a going business. Address 
| Box N-829, care of Harpware Ace, 100 East 

42nd St., New York 17, N. Y. 





FOR SALE DUE TO ILL HEALTH—Long 
Established Hardware Store South Jersey Thriv- 
ing Industrial City near Philadelphia. 100% busi- 
ness section, Clean Stock Dollar for Dollar ap- 


proximately $6500. Fixtures $1000. Rent $300 
monthly for dwelling including store, basement 
and two 4-room apartments. Rent income from 
both apartments $100 monthly. Buyer can_ use 
one apartment as his own living quarters. Address 
Box N-832, Ace, 100 East 


care of HARDWARE 
42nd St., New York 17, N. Y. 





FIRESTONE SERVICE STORE FOR S ALE. 
Located in one of the fastest growing towns in 
Western Ky. 5500 registered motor vehicles. Well 
established and growing business, and _ location 
couldn’t be better. Right on Court Square, next 
door to a $7,000,000.00 bank. A good lease with 
option to renew $110.00 per month. ist and 2nd 
floor. Owner is sacrificing this business for only 
$12,500.00. A bargain. If interested write or 
call Baucum Real Estate Agency, Peoples Sav- 
ings Bank Bldg., Murray, Kentucky. Phone 122. 





OR SAL apple mg AND GENERAL 
SUPELY STORE, 23 miles West of Philadel- 
phia, 40 teure. store room and 2nd floor large 
enough for (4) large apartments or 2nd floor 
store. This is truly a (modern) rural store @ 
fast growing community. This building was new 
2 years ago. Selling because in two other busi- 
nesses. Fifty thousand dollars worth of business 
in 1949. Will sell completely, or sell inventory 
and lease building. Address Box N-827, care 0 
Henewees AcE, 100 East 42nd St., New York 
7, 3. os 








Buy Savings Bonds 
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TU-WAY 


Safety belt lacing is easy to 
apply with any standard 
make belt lacing machine, 
lacer, or it can be applied 
with a hammer by using 
the inexpensive Safety Tu- 
Way Lacer. 

Safety’s patented binder 
bars hold every hook in 
exact alignment, lap snugly 
over belt ends and prevent 
fraying. 


SAFETY 
BELT-LACER CO. 


5390 N. MENARD AVENUE 
CHICAGO 30, U.S. A. 













) There are no substitutes for quality— 
stock and sell genuine RED DEVIL tools. 
Complete Catalog Available 


RED DEVIL TOOLS. Irvington 11,N.J.,U.5.A. 






_America’s Fastest Selling 
| TOOL CASE 


| Here’s a tool box that’s 









PUTTY 
KNIFE 


POINT DRIVER 





GLAZIERS 
POINTS 












from The House of Quality 


the favorite of mechanics 
everywhere. 4 tray canti- 
lever action, baked ham- 
mer finish. 18” x 10/2” x 
13”, also in 20°-24” sizes. 
2 side bolts, 1 center lock- 
ing hasp. Form fitting 
handle. Made of heavy 
gauge steel. 
SIMONSEN INDUSTRIES INC. 
1410 S. MICHIGAN AVE. 
CHICAGO, ILLINOIS 











BILLINGS LIFE-TIME WRENCHES 


In SMART LOOKING GIFT SETS 2 
For Profitable Father's Day and Year ‘Round Gift Profits 


THE BILLINGS & SPENCER CO. HARTFORD 1 


CONN 


SEE YOUR WHOLESALER 





== for PAI — write for our 
= New and Price List. 

: Attention Salesmen! Territories Opes 
p /) 
























WW 


WIE 


RAKE 


AZ Aw Something different in 
¢ a rake! Selected, seasoned 
(7 years), quality bamboo 
..with the tough, iron-like joint 
sections cut to form the teeth 
tips. Longer lasting, stronger, 
does better work. 33 teeth, 18" 
spread, copper wire bound, 
necked with U metal clamp. 
48" handle. 1950 Best Seller. 


Write for Prices and Information 
















*Trade Mark Registered. Pat. Pend. 





“MIKADO & CO 
Bli-€£ ACK N ST 


‘ 






SEATTLE 4,WASHINGTON 








“BRUSHWISE 


CORPORATION 






( Yammer aa saa SaeSSieweeere 
STEEL FENCE POSTS 


"U" flanged posts with self-fastening 
lugs. No Staples Required. 


DEALERS! If your jobber cannot -supply, 
write us. Attractive prices and 
delivery dates. 



































Manufactured by 


RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 








—— 








ALL FROM | SOURCE 
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DISTINCTIVE HARDWARE 





CABINET HARDWARE e FURNITURE TRIM 4 
BUILDERS HARDWARE e CABINET LOCKS j 
SCREWS AND BOLTS e SASH HARDWARE 













ROCKFORD @ ILLINOIS | 
-- iain tl ~ 
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Here are two popular units 
offering exclusive patented 
features having wide con- 
sumer appeal. Consult your 
local jobber about this 
money-making opportunity. 







x 7 Super Caster 


Pat, D14562 
ation changes is reserved, w 


HURD LOCK AND MANUFACTURING COMPANY 


New Center Building @ Detroit 2, Michigan 


Other Pats. Pending. Right to make specif 
thout obligatior 








SPARKY 


The only LIGHTER for GASOLINE LANTERNS 


—that sparks at the 
mantles where needed, 
yet pulls away from dam- 
aging heat when once 
the Lantern is Lit! 





Write for literature and 
price schedules. 


The SWAN-RUSS Corp. 


Cleveland 9, Ohio 








Portable Electric Drills 
Electric Drill Kits 
Portable Electric Saws 
Portable Paint Sprayers 
Portable Polishers & Sanders 
Fractional H.P. Motors 


_ See your jobber or write direct % 
PORTABLE ELECTRIC TOOLS, Inc. 


332 West 83rd Street, Chicago 20, Ill. 
In Canada: 369 Danforth Ave., Toronto 13 





The New Improved E-ZE LATCH 
Finished in dull brass 


To insure smoother operation Jatch bolt is 
fitted with ball bearings. Simplicity of in- 
stallation--requires only hole drilled 
through door. Can be installed on either 
right- or left-hand opening screen or storm 
doors. Positive locking device locks latch 
bolt as well as knob and handle. Strike plate 
requires no mortising. 


one 





Construction of E-ZE LATCH assures long, 
continuous use in service. 
Illustration shows 
E-ZE LATCH attached 


to door Get Literature and Prices from Your Jobber 
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e000 Vudex to 4Advertisers 





a; 





A | Draper-Maynard Co. 104 
Accurate Mfg. Co. 88 | du Pont de Nemours & Co., Inc 


Ace Metal Forming Works 98 i Rayon Dept., Cellophane _ 
paren Se. - Durham Co., Donald 187 
Sires Tene | Dutton-Lainson Co &% 
Alaska Freezer Co., Inc., The 167 
Allen Mfg. Co., W. D. 204 
Aluminum Goods Mfg. Co 103 E 
Amalite, Inc. 230 Edwards Co., Inc in 
America & Southern 82 | Eldon Mfg. Co 155 
American Chain & Cable Co 6 | Embury Mfg. Co. 162 
American Fl. Surfacing Mch. Co. 159 Empire Level Mfg. Co. 210 
American Grease Stick Co. 218 | Enterprise Mfg. Co. of Pa., The. & 
American Import Co. 223 
American Steel & Wire Co. 23 F 
American Tack Co. 69 | Fasco Industries, Inc 1% 
American Turpentine Farmers As- Federal Tool Corp 102 
sociation 36 Federated Metals Div “ 
Anchor Wire Corp 106 | Fiske Brothers Refining Co., 
Anderson Co., John E. 229 Lubriplate Div 2 
Animal Trap Co. of America 149 | Foster & Kester Co., Inc 179 
Archer-Daniels-Midland Co. 42-43 | Frick-Gallagher Mfg. Co., The 206 
Armstrong-Bray & Co. 216 | Fuller Tool Co., Inc 213 
Artistic Wire Products Co., Inc. 98 | Fulton Co., The 208 
Associated Specialties Co., Inc. 212 | Fulton Products Co. 210 
Atlas Asbestos Co 66 
Atlas Screw & Specialty Co. 138 GS 
Austin Mfg. Co. 214| Gardner Wire Co. 193 
Garrett Co., Inc., George K 156 
B | Gates Rubber Co. 91-2 
6 & M Metal Products Co a ee et enn Dept. 55 
Borr & Co., Ww. M. 160 General Wire Soring Co 22 
_ Bette Co. shad Geuder Paeschke & Frey Co 3 
Billings & Spencer Co 227 Gladding & Co., Inc., 8B. F 4a 
ome ay. So. 173 Goodyear Tire & Rubber Co., Inc. 17 
Snare Steal Co. 93 | Goshen Churn & Ladder Co 157 
Briggs & Stratton Corp 137 | Gray & Dudley Co. r 
Grooks & Sons, M. 5. 157 Great Neck Saw Mfrs., Inc ™m 
sus henge mS 10! | Greenlee Tool Co. 209 
Brushwise Corp. .... 227 Griffin Mfg. Co. “a 
Buffalo Bolt Co. ond, Grote Mfg. Co., Inc., The 8! 
Buffalo Forge Co. 216 Grumbacher Inc., M. ry) 
Burroughs Mfg. Corp 85 
H 
c Hallmark Watch Corp. 215 
Calf-Teria Co. 214 | Hanson Scale Co. 12 
Carboloy Co., Inc. 230 | Harvard Metal Products, Inc. Se 
Carborundum Co. 38-39 | Hassall, Inc., John .... 1) 
Castelli Co., F. C. 230 | Heller Brothers Company 153 
Champion Hardware Co 207 | Heller & Co., W. C. .... 219 
Chapin Mfg. Works, R. E. 152) Hemp & Company . 105 


Chase Brass & Copper Co., Inc. 63 


Hobart Mfg. Co., Kitchen Aid Div 165 
Chattanooga Impl. & Mfg. Co... 176 ¥ 


Hodell Chain Co. 


Cheney Hammer Corp., Henry 196 | Hoover Co., The ....... 56 
Chevrolet Motor Division 21 | Hopkins Mfg. Co., L. mW 
Chicago Die Casting Mfg. Co. 229 | Hoppe, Inc., Frank A. a“ 
Chicago Roller Skate Co. 104| Horton Mfg. Co., The 215 
Chicago Screw Co. 156| Hurd Lock & Mfg. Co. mm 
Chicago Wheel & Mfg. Co. 174| Hypro Engineering, Inc. a 
Chicopee Mfg. Corp. 19 

Clark Mfg. Co., J. L. 221 | ' 

Clarke Sanding Machine Co. 99 | Independent Lock Co. ] 
Cleveland Chain & Mfg. Co. 13! | independent Metal Strap Co 179 
Colonial Brush Mfg. Co., Inc. 45 

Columbia Steel Co. .. 23 | J 

Columbia Repe Co. "| Johnson Tool & Die Co. 220 


Columbiana Pump Co. 214 | 
Committee on Steel Pipe Research 22 


Conco Engineering Works 174 K 


Congress Drives Div., Tann Corp. 230 | Kay-Tite Company . 15 
Cook & Dunn Paint Corp. 187 | Kedman Co. .. 2\ 
Corbin P. & F. 65 | Keil Lock Co. 8 
Coughlan Co., G. N. 83 | Keuffel & Esser Co. 100 
Crescent Tool Co. 195 | Kilgore Mfg. Co. 59 
Kingston Products Corp m 
D Kwikset Locks Inc 94, 217 
Davis Corp., G. W. 33 | 
Davis Mfg. Co. ..- 86, 156 | L 
Dempster Mill Mfg. Co. 106 | Lambert Products Co. . a4 


.. 223| Lamson & Goodnow Mfg. Co. ..- a 
... 212] Landen Putty Works . 
. 217 | Landers, Frary & Clark 77 


Desmond-Stephen MfgyCo. .. 
Dig-No-Mor Division 
Domes of Silence 
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Langley Corp. 
Lavelle Rubber 
Lectro-Weld, | 
Uibbey-Owens-| 
Liberty Bell Mi 
Lincoln Schluet 
lubrip'ate Div 


Macklanburg-D 
Magor Cor Ci 
Maguth Indust 
Maine Mining 
Majestic Co., 
Marquette Ap; 
Marshalltown 7 
Master Lock C 
McGill Metal 
Mell-Hoffman | 
Merit Products 
Metal Textile C 
Midway Tool ¢ 
Mikado & Co. 
Miller, Inc., Ri 
Minute Mop C 
Monowatt, Inc. 
Moore Push Pi 
Murray Ohio hk 
Myers & Bro. C 


National Elect 
National Enam 
National Hous 
Assoc. 
National Lock 
National Mfg. 


National Metal 
New England C 
Newell Mfg. C 
Nicholson File | 
Noble Mfg. Cc 
Noblitt-Sparks 

Northern Indust 
Nott Mfg. Co. 


Olympic Instrun 
O'Malley Valve 
Owens-Corning 


Pacific Lamina’ 
Paine Co., The 
Palmer Mfg. C 
Patent Cereals | 
Patterson-Sarger 
Peerless Pump | 
Peoria Malleab! 
Phoenix Table h 
Pitegof Brother: 
Pittsburgh Nipp 
Pittsburgh Plate 
Brush Div. 
Paint Div. 
Plas-Tex Corp. 
Platt & Co. Art 
Plumb, Inc., Fa 
Plymouth Corda 
Pollock Co., Le 
Portable Electric 
Porter Corp., TI 
Proto Tools 


Quijade Tool Cc 


Red Devil Tools 
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Republic Steel C 
Revere Copper | 
Reynolds Metals 
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Langley Corp. . 107| Rome Mfg. Co. Div. .......... 29 
Lavelle Rubber Co. 80 | Royal Electric Co., Inc. ...... 192 
Lectro-Weld, Inc. amnoos oak 97 | Rudolph Poultry Equipment Co. 227 
Ubbey-Owens-Ford Glass Co. .... 37/| Russell, Burdsail & Ward Bolt & 
liberty Bell Mfg. Co. ............ 76| Nut Co. ...... “ ---- 203 
Lincoln Schlueter Floor Mchy. Co. 66 | Russell & Erwin Div. 108 
Lubriplate Div. .... 221 | Ryerson & Son, Inc., Jos. T 211 
M Ss 
Macklanburg-Duncan Co. . 24-25 | S$ & W Moulding Co. 66 
Magor Cor Corp. 166 | Safety Belt Lacer Co. .. 227 
Maguth Industries 221 | Sapolin Paints Inc. ......158, 172, 21| 
Maine Mining Co. .............. 106 | Schlage Lock Co. 185 
Majestic Co., The 60 | Schwartz Mfg. Co. 148 
Marquette Appliances, Inc. 164 | Screens & Fabricated Metals 
Marshalltown Trowel Co. von AE I. «ss ; 
Master Lock Co. spake . 2'9| Sensation Mower, Inc. 170 
McGill Metal Products Co. ..... 210 | Shapleigh Hardware Co. 232 | 
Mell-Hoffman Mfg. Co. ... 175| Sharon Bolt & Screw Co. 170 
Merit Products Co. . 220 | Sheffield Bronze Paint Corp 98 
Metal Textile Corp. 76 | Sheffield Steel Corp. 161 
Midway Tool Co., Inc., The 222 | Shelby Spring Hinge Co 178 
Mikado & Co. ..... 227 | Sheldon & Schatz 98 
Miller, Inc., Robert E. 217 | Sherwin-Williams Co., The 4| 
Minute Mop Co. 222 | Shirley Corp. 84 
Monowatt, Inc. ...... 89 | Simoniz Co., The 30 
Moore Push Pin Co. 222 | Simonsen Industries, Inc 227 
Murray Ohio Mfg. Co., The 46 | Slaymaker Lock Co. 145-146 | 
Myers & Bro. Co., F. E 2!8 | Sohi Tool Co., Inc., The 214 | 
Southington Hdwe. Mfg. Co. The 68 
N Stanley Electric Tocl Div. 142 
National Electrical Mfrs. Assoc. 54/| Stanley Works, The 18 
National Enamel. & Stpg. Co. .. 26| Star Metal Products Co 149 
National Housewares Mfrs. | Stratton & Terstegge Co 48 
Amec. ; os = 58 | Sunset Line & Twine Co. 140 
National Lock Co. | Swan-Russ Corp. 228 
National Mfg. Co. ...... 20 | swift & Co. 223 
National Metal Prod. Co. ... 20 
New England Carbide Tool Co.... 205 | + 
Newell Mfg. Co. ....... 228 | 
Nicholson File Co. ... . 4) Vatcher, Ernest . ye 
Noble Mfg. Co., Inc. ......... . 217 Taylor Instrument Companies 49 
Noblitt-Sparks Industries, Inc...27, 87 | — Coal, tron & Rolirood 
+ sage Industries Inc. .......... 158 | Tetco Co. ii 189 
’ GQ. CO... ee ee ee eee, le Thompson & Son Co., Henry G 200 
Toledo Pipe Threading Mch. Co... 163 
1 ; ° : | True Temper Corp. ..... 62 
lympic Instrument Companies .. 162 | Turnbuckles, Inc. : 211 
ped Valve Co., Edward... 9% | Turner & Seymour Mfg. Co 58 
ens-Corning Fiberglas Corp. “41 turner Specialty Mfg., Inc 64 
P u 
Pacific Laminates - 104) United States Steel Corp. 23 


Paine Co., The .. 
Palmer Mfg. Corp. 


Patent Cereals Co. ..... 94 | v 
Patterson-Sargent Co. 95 | Vital Products Mfg. Co., The... 40 | 
Peerless Pump Div. 82 | 
Peoria Malleable Castings Co.... 168 w 
Phoenix Table Mat Co. .......... 11 | Wall Mfg. Co., P. 169 
Pitegoff Brothers, Inc. ............ 96] Washburn Co., The . 2 
Pittsburgh Nipple Works, Inc. 214| Waterbury Tool Div., Vickers, Inc. 143 
Miburgh Plate Glass Co. Waterloo Valve Spring Compres- 
SUID, axccolnse'vie-scece's 57 ser Co. : 
eae 67 Werner Co., R. D. <a) 
Ne enn rae 191 | Western Cartridge Co. 50, 52 
Platt & Co., Arthur |. ... 212 | Western Tool & Stamping Co 2u 
Plumb, Inc., Fayette R. ......... 231 | Westwood Mfg. Co. 60, 220 
Plymouth Cordage Co. ..........71-74 Wheeling Corrugating Co . & 
Pollock Co., Leo ..... ..++++ 229| White Mop Wringer Co 219 
Portable Electric Tools, Inc...216, 228| White Studios 172 
Porter Corp., The J. E. ......... 210 | Wilcox, Crittenden & Company.. 167 
Proto Tools .......... 15 | Williams & Co., J. H. . 133 
Williams Co., The . 139 
8 9 Winchester Repeating Arms Co... 51 
Quijada Tool Co. 223 | Wiss & Sons Co., J. . 53 
Wissota Mfg. Co. . 207 
R Wooster Brush Co. . 
Ned Devil Tools . ... 227 | Wooster Rubber Co. .. & 
Reeve Co. .... . 138| Worthington Pump & Machinery 
Republic Steel Corp. 90 eee 201 
Revere Copper & Brass Inc....... 29| 
Reynolds Metals Co. . <a . 70} Y 
Roberts Colonial House .......... 222 Yale & Towne Mfg. Co 3 


7 | Universal Metal Products Company 213 
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( “PAL” SCARIFIER 


Used for roughing plaster, 
stucco and cement 
The little tool the plaster and 
cement finishing trade has 
been looking for. 
© All welded 
Tempered steel tines 
Flat, extremely flexible 
Will not scrape off mortar 
Lightweight, easy to use 
Excellent for modernistic 


texturing 
In three convenient sizes 





\ 


6" wide, retail $ .95, 8 wide, retail $1.25 





12" wide, retail $1.50 
Sold through jobbers only 


Manufactured by JOHN E. ANDERSON CO. 


2700 Vernon Avenue, Minneapolis 16, Minnesota 





on cards 









oVh 


‘ 


ennnsell 
- 
Send for Descriptive Folder. 


Order from your Jobber 


BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 


in 
boxes 


M. GRUMBACHER 


464 WEST 34th STREET NEW YORK } 





NEW YORE 











100% AMERICAN 
MADE 


ASK FOR “POLLY” 
Catalog and Prices on Request 


We Cater 
to the Wholesaler 


LEO POLLOCK CO. 


Mfrs. 


NEW YORK 13 





THE COMPLETE LINE for the TRADE 


UNDERWRITERS 


BUY FROM YOUR JOBBER AND 






APPROVED 











Your Jobber KNOWS! 


Step” Pulleys 


; C ce , 


Power Tool 


F < ) 


Ball Bearing’ Pillow Blocks 


Accessories 


for complete information 
write for catalog No. SOA 


v 


Chicage DIE CASTING MFG. CO. 


Shaft 
Collars 





Babbitt Bearing’ Pillow Blocks 


CHICAGO 12, ILL. 





229 














= Mm ALTERS 
Popular ECONOMY Assortment 


@ Fast Selling @ Shockproof - Unbreakable - 
Transparent Amber Handles 


@ Tool Steel Blades Se- 
curely Anchored in Handles 
by Strong Projecting Wings 
Attractive, Three-Color 
COUNTER DISPLAY CARD 
with Easel 
Its Own Best Salesman 


STOCK No. E-456 


Consisting of: 
6 Each No. E-4166° 
6 ” We. E-4165 
6 " Wo. E-3164 : 
6 " Wo. E-44 withClips f 
* Heavy Duty Handles 
Weight—3 Ibs. per ass’t 
Open Stock also available 
Packed 1 Dozen to a Box 


Sold by leading jobbers 
AMALITE, INC. 


1884 Pitkin Ave. 
Brooklyn 12, N. Y. 

















GIVE YOUR CUSTOMERS EXTRA QUALITY 
GIVE YOURSELF EXTRA VOLUME 


Seven models...each boasting extra value features 
..including spacious storage cabinets...smoke-free 
Blue Flame burners .. . 

rounded corner design 

and gleaming enamel 

finish on heavy gauge 

steel. 


Stove Division @ Erie Ave. and F St. @ Philadelphia 34, Pa. 


Amazing money-maker 
for you... 


The most revolutionary 
development in masonry 
drill history! 


CARBOLOY ; 
SWE SUL 
WER aa el) 














rdinary carbide 

drilis will drill to depth 
about 3 diameters of tip 
before stalling due to 
tightly packed dust. 


New principle lifts out the 
dust . . . permits continuous 
drilling . . . faster, easier, 
cleaner, deeper . . . without 
stalling. 


Tipped with Carboloy Cemented Car- 
bide—the hardest metal made b 

man. Fits any rotary electric drill. 
You sell them individually or in kits. ' 
Sizes 4” to 1”. Write for full informa- Carboley ‘‘Live-Spiral” 
tion and resale proposition. Brit will go all the way 


“ ” os aa without packing; cleans 
Carbeley” and “Live-Spirai” are trademarks of Carboley Ce., lnc. dust from hole continu- 


CARBOLOY COMPANY, INC. ieee," 


11197 E. 8 MILE BLVD., DETROIT 32, MICH. 


eae eeeet oe 























CONGRESS PULLEYS 


For 
HIGHER 
PROFITS 


FASTER 
TURNOVER 


8 
GET THIS NEW DISPLAY 


Contains 50 individually boxed pulleys— 
in the popular fast-selling sizes and bores. 
You make higher profits and have faster 
turnover when using this handsome, new 
3-color Counter Assortment with visual in- 
ventory control. Write your jobber for new 
low prices and full information. Also get 
the Congress V-Belt Display A«-ortment. 


CATALOG ON REQUEST 


CONGRESS °::::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 





HARDWARE AGE, MAY 18, 1950 





idem: 
rill to depth 
ameters of tip 
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“Live-Spiral” 
o all the way 
king; cleans 
hole continu- 
ter, easier, 





